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State of the nation’s economy: 
Up 
EMPLoyMENT—Number of workers 
increased 1,117,000 between March 
11 and Apr. 8. Total employed on 
that date was 58,668,000, highest in 

five months. 

MANuracturers’ New OrpvdERS— 
Amount rose to postwar peak of 
$20,600,000,000 in March, and sales 
hit a 15-month high. Order volume 
was 14 percent above February, 
and unfilled orders continued to 
accumulate. 

INDUSTRIAL PropucTION — March 
mark was 186 percent of 1935-39 
average, compared with 181 per- 
cent in February. At 186, it was 
the highest since February, 1949. 
Construction—April volume set 
an all-time high for the month with 
new work put in place valued at 
$1,700,000,000, an increase of 10 per- 
cent from March and 24 percent 
from April, 1949. 

CorPoraATION Divip—eNDS—Cash divi- 
dend payments in March amounted 
to $818,400,000, 16 percent above 
March last year. 

WHOLESALE Prices — Bureau of 
Labor Statistics’ index for week 
ended Apr. 25 was 1 percent 
above previous week. Mark stood 
at 133.7 percent of 1926 average. 
Corron—March use totaled 898,- 
228 bales, compared with 739,438 


bales in February. 
* * * 


Down 


Stee. — Output last week was 
‘scheduled to decline slightly after 
two successive weeks of new pro- 
duction records. Mills were to run 
at 100.2 percent of capacity, against 
100.3 percent in previous week. 

Money IN CircuLaTION—Amount 

in week ended Apr. 26 totaled 
$26,962,000,000, down $394,000,000 
from like 1949 week. 

Exectric Power — Production for 
week ended Apr. 22 declined to 5,- 
845,636,000 kilowatt hours from 
5,863,247,000 in preceding week. 

Business Far.ures—Number for 

week ended Apr. 27 totaled 186, 

compared with 188 for preceding 
week and 204 for year earlier. 
+ aa 7 


General 


U. S. Dericrr—The government 
spent $2,588,000,000 more than it 
took in during the first 10 months 
of the current fiscal year, reports 
the treasurey. The deficit is ex- 
pected to climb to $5,400,000,000 by 
the year’s end, June 30. 


Chrysler 
Strike Cost 


JAN. 25- MAY 6 


(73 working days) 


To 10,574 dealers and 
factory — 490,000 cars 
and trucks worth ...... $980,000,000 

To 6,500 suppliers 
Purchases worth ....... 

To 89,000 strikers— 
Wages worth ......... 

To 50,000 idled supplier 
workers—Wages worth. . 


292,000,000 
84,720,880 
29,000,000 


TOTAL.............$1,385,720,880 





New-Car Demuot 

Seen Outstripping 

Supply in May 
Shortage to Prevent 
Record for Month; 


Waiting Lists Grow 
By Bob Gordon 


Associate Editor 
_— reappearance of that early- 
postwar bugaboo—a shortage of 
cars—appears to be the only thing 
that will keep new-car sales in May 
out of the record-breaking cate- 
gory. 

Consumer demand is heavy, ac- 
cording to both dealers and fac- 
tories, and reports from various 
areas indicate dealers are again 
compiling waiting lists. Promises 
of delivery on certain models 
range as far ahead as_ three 
months. 

The new-car shortage has de- 
veloped despite a hectic production 
pace which finds the industry two 
weeks ahead of its 1949 rate, even 
though the Chrysler Corp. has been 
inactive for over three months. 

* + + 

"o high level of sales this year 

saw new monthly records estab- 
lished in January, February and 
March. Sales are continuing at a 
high rate in May, as they did in 
April, but the existing records for 
the latter months appear out of 
reach, 

New-car sales records for April 
and May, both achieved in 1941, are 
488,460 and 515,034. The latter figure 
also represents the greatest number 
of new cars sold in any month in 
the industry’s history. 

There is a chance that registra- 
tions in April may have surpassed 
the 1941 record for that month. 
Although no state statistics are 
available, reports from metropoli- 
tan areas indicate a new-car 
sales rate for the month in excess 

of 450,000 units. 

In Cleveland, for instance, a 
weekly average of 1,445 new-car 
sales was achieved in April. Last 
year, the weekly new-car_ sales 
average was 1,245 in the same 


month. 
* + * 


KRON reported 1,338 new cars 

sold in the first three weeks of 
April. This was 174 units ahead of 
the 1,164 new cars sold in the first 
three weeks of March. 

Columbus, O., was slightly under 
the March pace in April. In the 
first 15 days of April, new-car sales 
amounted to 862 units, against 914 
in the first half of March. 

By no means was the picture 

(Continued on Page 69, Col. 1) 
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rysler Opens Today; 


3-Year Pact Ends Strike 


Sales 


New-car registrations for 48 
states in January and February, 
plus 28 states in March: 

1950 Pos. Make 

1—2438,628 Chev. 

2—206,011 Ford 

8— 84,734 Buick 

4— 77,6387 Plym. 

5— 77,268 Pontiac 

6— 63,440 Olds. 

7— 51,720 Mercury 

8— 49,851 Stude. 

9— 46,076 Dodge 

10— 24,644 Hudson 

ll— 24,311 Nash 

12— 23,250 Chrysler 

13— 16,708 

14— 11,970 

15— 10,387 

16— 6,610 

1j— 5,603 

1s— 4,560 

19— 1,296 

20— 1,133 

21— 944 

22— 166 Ang.-Pref. 

Total All Makes 

1,032,774 718,373 


1949 Pos. 
108,671— 2 
144,824— 1 
67,146— 4 
71,625— 3 
40,746— 7 
40,957— 6 
25,549—10 
27,250— 9 
40,972— 5 
28,2938— 8 
22,186—11 
20,677—12 
17,194—13 
16,462—14 
15,257—15 

7,673—17 
8,074—16 
4,297—19 
2,665—20 

520—22 
4,787—18 
1,258—21 


Race 
Top Trucks 


New-truck registrations for 48 
states in January and February, 
plus 31 states in March: 

1950 Pos. Make 
1— 62,107 Chev. 
2— 50,480 Ford 
38— 18,597 Dodge 
4— 16,883 Inter’l 
5— 14,046 GMC 
6— 8,747 Stude. 
7— 3,408 Willys 
8— 2,001 Mack 
9— 1,807 White 
10— 1,009 Diam. T 
11— 662 Divco 
12— 609 Reo 
13— 402 Brockway 
14— 387 Pontiac 
15— 325 Autocar 
16— 236 Federal 
17— 87 Crosley 
1x 738 FWD 
18— 738 Kenworth 
20— 64 Sterling 


1949 Pos. 
62,267— 1 
30,284— 2 
21,8238— 3 
19,015— 4 
13,127— 5 


182,423 


For further details see page 28, today’s issue. 


$100 Price Reduction Due 
On ’51 Kaiser Models 


EALERS will put on display 

Wednesday 1951 Kaiser models 
bearing price tags nearly $100 
lower than on old models, it was 
learned last week by AUTOMOTIVE 
News. 

Even though the price struc- 
ture will be lower, it will include 
higher discounts to put K-F deal- 
ers on a competitive basis. In 
addition, a volume bonus dis- 
count will be put into effect. 

At the same time, K-F will an- 
nounce winners in its $200,000 con- 
test to name the lower-priced car 
to be introduced in June. 

a * * 

OP three winners will be an- 

nounced by K-F’,, with the names 





of the 1,020 smaller winners to be 
posted in dealer showrooms as a 
means of creating showroom traffic. 

Previously, K-F had announced 
the new Frazers with a price cut 
of $36. 

In the Kaiser line, the only 
comparable model is the four- 
door, since that was the only 
model in the old line. The new 
line includes two doors and club 
coupes, as well as a utility two- 
door. (The previous utility model 
was a three-door). 

This is one of the few times in 
history that an all-new model has 
bowed at prices under the old 
models. 





Chrysler to Push Output to Record 


By Bernie Thomas 
Associate Editor 
RaTURN of Chrysler plants to 
the production scene this week 
finds the rest of the auto industry | 
riding the crest of a boom that has | 
U.S. output 11 full working days 
ahead of last year, despite the 100. | 
day dispute. | 
But Chrysler’s resumption will | 





TEACHERS ASK QUESTIONS ON DAY OFF—Nearly 300 of them visited the Studebaker 
plant in South Bend recently as part of the observance of the city's first annual industry- 


education day. After the “etery tours, company officials led a 4. $ 
ks and answered questions submitted by 
Peterson and S 


and president, gave informal ta 

executives included K. B. Elliott, P. O. 

Gaston E. Marque, public relations director 
e 


. Vance, chairman 
the visitors. The 
\ . Sparrow, vice-presidents, and 
(in foreground with backs to camera). 


provide the link that has been 
missing. This week should start 
a new chain of alltime high as- 
sembly marks. 


| 
Because there are no signs of 


tapering off anywhere, the door is 
still wide open for a record May 
output of more than 700,000 cars 
and trucks in this country’s plants. 


Although overtime was trimmed | 
slightly in Ford operations, U. S.| 


plants last week built 116,187 cars 
and 24,891 trucks for a total of 141,- 


078 vehicles, according to AUTOMO- | 


TIve News’ estimates. 
” * + 


HAT effort, except for the fact 
that car output rose at the ex- 
pense of truck assembly, was virtu- 
ally a repeat of the previous week’s 


In This 


Registrations ........ 
Used-Car Auctions 
Production by Makes 


Issue 
evecsuse te 26 
52-53 


performance, when U. S. plants 
ground out 115,136 cars and 26,271 
trucks for a total of 141,407 units, 
|according to revised compilations. 

Last week’s production could 
have shown a slight gain over that 
|of the week before, but there were 
two minor labor flareups—one at 
Hudson and another at Ford. 

Elsewhere on last week’s auto- 
motive front—except, of course, at 
Chrysler—all was serene, and the 
industry’s production pace gen- 
erally was unfaltering. 





In the passenger-car category, a 
decline of more than 1,000 units at 
Ford last week was more than off- 
set by increased output at Stude- 
baker and Kaiser-Frazer. At K-F, 
the production trend leaned further 
toward Kaiser cars. 

* * * 
oINAL tabulations on April pro- 
duction revealed the assembly of 
454,705 cars and 102,716 trucks in 
U. S. plants for a grand. total of 
(Continued on Page 70, Col. 1) 





Volume Output 
Due by May 17 


$100 Pension, Dues 
Checkoff, Welfare 
Program Granted 


By Mac Gordon 


Associate Editor 


HRYSLER CORP. wheels went 

back into the booming spring 
production parade today (May 8) 
following settlement of the second 
costliest strike in automotive his- 
tory. 

Poised to punch their timecards 
after 14% weeks of idleness are 
89,000 ex-strikers who completed 
ratification of the new UAW-CIO 
pension contract over the weekend. 
The contract is for three years; 
no union shop is provided. 

As the strike-ending settlement 
was announced at 7 a.m. Thurs- 
day, company officials indicated 
that volume production would be 
attained within two weeks and 
all dealers would be fully sam- 
pled by Memorial day. Overtime 
operations are expected as pro- 
duction gains momentum. 

The final direct cost of the strike 
totaled $1,385,720,880, falling just 
short of the $1,457,000,000 loss suf- 
fered in the 113-day shutdown of 
General Motors in 1945-46. 

* * 


(COsER ACT signing finally came 

Thursday at the climax of an- 

other in a series of all-night bar- 
(Continued on Page 62, Col. 1) 


Dick Price Plan 
For Line Groups 


Gains Momentum 


Dick PRICE’S plan for line asso- 
ciations of dealers gained mo- 
mentum last week as follows: 

1. In Boston, officials of 221 New 
England Chrysler Corp. dealerships 
met to hear the Dallas DeSoto 
dealer outline his views. 

2. In Lincoln, Neb., Price re- 
ceived the unqualified backing of 
the Nebraska New Car Dealers 
Assn. 

3. In Hartford, the Connecticut 
Automobile Dealers Assn.’s execu- 
tive committee endorsed the idea 
of dealer representation on fac- 
tory policy boards but declared it 
believed NADA, through a special 
“hard-hitting businessman” official, 
could accomplish the job better 
than line associations. 

. +. - 
GTATE representation at the Bos- 
ton meeting was as follows: 
(Continued on Page 69, Col. 3) 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


Prev. 1949 
Week. Week 


For complete production totals 
by makes, see table, page 70. 
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First Session Today on Coast. . . 





Regional Parley Plan 
Started by NADA 


WASHINGTON.—NADA head- 
quarters here late last week an- 
nounced that initial meetings of 
the association’s new regional ad- 
visory councils have been definitely 
scheduled in all cases except that 
of region 10, comprising Texas, 
Louisiana and New Mexico, which 
will be announced later. 


First to meet will be region 12, 
including northern California, 
southern California, Arizona, Ne- 
vada, Oregon and Washington. 
This meeting is scheduled for 
today (May 8). 

Also meeting this week will be 
regions 8, 4 and 7. The first, set 
for May 12, includes South Dakota, 
Minnesota, Nebraska and North 
Dakota. No. 4, made up of the Dis- 
trict of Columbia, Virginia, Ken- 
tucky, Tennessee and North Caro- 
lina, meets May 13. 


Region 7, comprising Alabama, 
Florida, Georgia, Mississippi and 
South Carolina, also meets May 13. 


No. 1 meets May 15. This re- 
gion takes in Vermont, Maine, 
Massachusetts, New Hampshire 
and Rhode Island. 


No. 6 also meets May 15. Included 


Plymouth Sets 
Date for Model 
Plane Contest 


DETROIT.—The fourth Interna- 
tional Model Plane contest will be 
sponsored by Plymouth here Aug. 
14-21, President 
D. S. Eddins of 
Plymouth an- 
nounces. 

As in the past, 
the contest will 
be invitational, 
with 500 of the 
top model build- 
ers in the U. S., 
its possessions, 
and foreign coun- 
tries being asked 
to compete with 





D. 8. Eddins 
each other. 


Invitations will go to those who 
establish outstanding records in 
preliminary local and state con- 
tests which will be sponsored by 
Plymouth dealers in hundreds of 
cities and towns during the spring 
and early summer months. 


In this year’s contest, there will 
be $7,000 in U.S. savings bonds for 
prize winners in 40 events in addi- 
tion to 120 first, second and third 
place trophies and seven beautiful 
perpetual trophies. 

There will be several changes in 
the fourth International over those 
of previous years, Eddins said. 
Among the important additions to 
the contest will be the team racing 
events, in which gas-powered con- 
trol line planes pit their speed 
against each other in the same con- 
trol circle. 

The open class has been dropped 
from the fourth International. 
Model fliers above the age of 20 
may still fly in a special open class 
in state and local contests, but will 
not be permitted to compete in the 
fourth International at Detroit. 








in this region are Illinois, Iowa, 
Wisconsin and metropolitan Chi- 
cago. 

No. 5, which includes Indiana, 
Michigan, Ohio, metropolitan Cleve- 
land and metropolitan Detroit, 
meets May 16. 


Region 11—Utah, Colorado, Ida- 
ho, Montana and Wyoming—meets 
May 22. 


Region 9—Kansgas, Arkansas, Mis- 
souri and Oklahoma—meets May 24. 


No. 3, including West Virginia, 
Delaware, Maryland and Pennsyl- 
vania, meets May 26. 

No, 2, comprising New Jersey, 
Connecticut, New York state and 
metropolitan New York city, meets 
June 5, 


It was explained that member- 
ship in each regional advisory coun- 
cil will include the president of 
each state association in the re- 
gion, also the first ranking vice- 
president and the NADA director 
for each state. 


State association managers 
within each region will act as ad- 
visors to the NADA regional vice- 
president, who will serve as pre- 
siding officer of all regional coun- 
cil meetings. 

Described by NADA President 
Fred Haller as “a further means 
of bringing NADA progress and 
activities in closer relationship to 
state and local dealer associations,” 
the newly-formed councils are ex- 
pected to result in a much-strength- 
ened program of service to all deal- 
ers through the national associa- 
tion, a headquarters spokesman 
said. 

It was noted that the new set-up 
was outlined and approved by the 
NADA’ executive committee only 
last March and that the progress 
of appointments of members and 
the scheduling of initial meetings 
has been rapid. This may be con- 
strued as indicative of the favor- 

(Continued on Page 66, Col. 2) 


Ford’s Bricker 
Retires at 65 


DEARBORN.—Mead L. Bricker 
has retired as a vice-president and 
member of the administration com- 
mittee of Ford following his 65th 
birthday, it was 
announced last 
week by Presi- 
dent Henry Ford 
II. Bricker, who 
joined Ford in 
1904, will retain 
his directorship 
in the company 
and will also be 
special consult- 
ant. In comment- 
ing on Bricker’s 
retirement, Ford 
said: 

“Every major wartime production 
effort of Ford Motor Co. benefited 
from Bricker’s great manufactur- 
ing knowledge and skill... . 

“He also played a major part in 
our transition to peacetime produc- 
tion in 1945 when Ford turned out 
the industry’s first postwar pas- 
senger car.” 


M. L. Bricker 


la 


ENTERTAINERS CHAT WITH OLDS CHIEFS—Lucille and Johnny, personalities for Oldsmo- 


bile advertising, are with S. E. Skinner (left), general manager, and G. R. 


Jones (right), 


ai sales manager. Lucille is Kay Westfall, of Chicago, and Johnny is Hal Hedlund. 


are 
in and 
Oidsmobiie's Rocket. 


ured in radio spot announcements singing versions of "My Merr 
and in newspaper and magazine advertisements, where they ride 


Oldsmobile" 
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IT RUNS ON PROPANE 'ORS— 
motor fuel, L. J. Fageol of Kent, 
on this type of fuel. The Supersonic 
of the Twin Coach Co., 








; Sistrate the efficiency of 125 octane propane as 
., has opefated this streamlined beauty for two years 
Special was styled and designed by Fageol, president 
and a widely known auto and boat racing enthusiast. It is equipped 


with a Fageol Twin Coach high compression (10 to | ratio) engine which develops 275 
horsepower on propane as against 180 on commercial gasoline. Higher speeds (car has 
been timed at 135 m.p.h.), faster acceleration and a saving of 30 percent on fuel cost are 
among the propane advantages reported by Fageol. Based on Fageol's experiments with 
propane, dating back to 1935, Twin Coach has just announced a complete line of urban 
and intercity buses using it as fuel. Mrs. Fageol is shown with Fageol. 


‘ 
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MICH. DEALERS HONOR PAST HEADS FOR FIRST TIME—They were presented honorarium 
certificates at the annual convention of Michigan Automobile Dealers Assn. in Grand Rapids. 


Left to right: Myron L. Garlock, Walter P. Staebler, Joseph H. Thom 
Harold J. Allington, Jerry DeNooyer, A. B. Burkholder, Howard J. 

averne Marshall. 
Hathaway, Col. J. M. O'Dea, Ed Roney and Harold 


Roy Burgess, Howard Pore and 
Garber, Guy A. Butler, Frank W. 


son, Albert B. Parfet, 
k, Lynn A. Wright, 
Absent from the affair were Guy 


Draper. Certificates will be presented to the survivors of the following deceased past 
presidents: W. K. 
C. Striffler. 


Philip, George L. 


Simmons, Fred O. 


Pinkham, Aaron DeRoy and Fred 





» 


executive vice-president of General Motors, 


Third Highway Transportation Congress in Washington. 


AGAIN HEADS NATIONAL HIGHWAY USERS CONFERENCE—Albert Bradiey (center), 





was reelected chairman last week at the 
Albert S. Goss (left), master of 


the national Grange, was reelected vice-chairman, and Arthur M. Hill, chairman of the 
executive committee of Greyhound Corp., was chosen a vice-chairman. 





18,000 Dealers Join Drive 
For Car Checks in May 


ASHINGTON.—Between 15,000 

and 18,000 auto dealers are 
taking active part in May’s “Check 
Your Car—Check Accidents” pro- 
gram, it was esti- 
mated last week 
by M. R. Darling- 
ton jr.. managing 
director of the 
Inter - Industry 
Highway Safety 
Committee. 

This number 
is considerably 
more than a 
year ago, Dar- 

" lington declared 
M. Dartington,Jr. as the annual 
campaign got under way. 
Objective of the program, which 
is sponsored by IHSC and the Na- 
tional Safety Council, is to have 
every car on the road _ safety- 
inspected during May. 

* * * 





| 
| 


PPOWEVER. to reach its goal the 
plan must be given active, not 
just token, support from dealers in 
both their advertising and display 
of the official banners, it was 
asserted. 

A spot check of four Detroit 
dealerships last week showed 
that only one had its displays 
and signs up. The other three 
said they were ready to but just 
“didn’t have the time.” 

If that sort of apathy toward 
the campaign continues, observers 
agree, the public will not be given | 





the full benefit and the campaign 
therefore will not serve its full 


purpose. 


* * 


“(HECK Your Car—Check Acci- 
4 dents” is scheduled to receive 
top-notch support from automobile 
and rubber companies on their 
radio and television broadcasts. 


Following is a list of programs 
on which the campaign was to be 
mentioned: 

Apr. 30, ABC-TV, “Celebrity 
Time” (B. F. Goodrich); May 1-31, 
75 stations, newscasts (Studebak- 
er); May 1, NBC, NBC-TV, “Voice 
of Firestone” (Firestone Tire & 
Rubber); May 1, ABC, Henry J. 
Taylor (General Motors); May 3, 
NBC-TV, “Kulka, Fran & Ollie” 
(Ford); May 4, NBC-TV, “Kay Ky- 
ser’s College of Musical Knowledge” 


(Ford); May 5, CBS-TV, “Ford 
Theatre” (Ford). 
+ * * 
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U.S. Fights Move 


.|By GM to Kill 


Antitrust Counts 


CHICAGO.—<Acting as expected, 
the U. S. antitrust division has filed 
a brief in federal district court 
here opposing a previous motion by 
General Motors to strike out the 
antitrust charges against E, I. du- 
Pont de Nemours & Co., GM, Unit- 
ed States Rubber Co., Ethyl Corp. 
and other firms and individuals. 

In his motion, Willis L. Hotch- 
kiss, special assistant attorney gen- 
eral, even went so far as to claim 
that GM in its motion acted at 
the command of duPont. 


A ruling on the controversy be- 
tween the government and the de- 
fendants was promised later by 
Federal Judge Walter J. La Buy, to 
whom the case has been assigned. 


The motion of the antitrust divi- 
sion introduced a letter allegedly 
written by John J. Raskob to the 
late R. R. M. Carpenter when both 
were GM directors. It quoted as 
follows from the letter: 


“I believe there is no group, in- 
cluding the Rockefellers, Morgans 
or Mellons, or anyone else, that 
begins to control and be responsible 
for as much industrially as is the 
duPont Co.” 


The antitrust division brief also 
stated in part: 


“General Motors is attempting to 
foreclose the court from consider- 
ing the inescapable element of this 
case; that is, the relationship which 
the size and power of the defend- 
ants bears to the character, eco- 
nomic significance and impact of 
the offenses charged in the com- 
To deal with this case as 
though it involved pygmies would 
be to ignore the realities of eco- 
nomic life.” 


Borg-Warner Ups 
Ingersoll to Top, 


Succeeding Davis 


CHICAGO. — Roy C. Ingersoll, 
previously vice-president of Borg- 
Warner Corp., has been elected 
president to succeed C. S. Davis. 
president of the corporation for the 
past 21 years. 

Davis was elected to the re- 
created office of chairman of the 
board. 


_G. A. Shallberg, previously execu- 
tive vice-president, was named 





R. C. Ingersoll 


chairman of the executive commit- 


©. 8S. Davis 


tee. Ingersoll, in addition to his 
duties as president, will assume 
the duties formerly assigned tc 
the office of the executive vice- 
president. 

A new vice-president also was an- 
nounced. He is A. P. Emmert, o! 
Muncie, Ind., president of the cor 
poration’s Warner Gear division, ¢ 
position which he will continue t« 
hold. There are three other Borg 
Warner vice-presidents — H. E 
Blood, J. L. Dryden and G. P. F 
Smith. 

The reorganization of the to 
executive staff was described b 
Davis as “an expansion of execu 
tive personnel to accommodate th 
continuing growth of Borg 
Warner.” 


‘Trade Fair Official 


M2X 8. NBC, NBC-TV, “Voice of] In Detroit for Talks 


iv Firestone” (Firestone); May 8, 
ABC, Henry J. Taylor (General 
Motors); May 10, NBC-TV, “Kukla, 
Fran & Ollie” (Ford); May 11, 
NBC-TV, “Kay Kyser’s College of 
Musical Knowledge” (Ford); May 
15, NBC, NBC-TV, “Voice of Fire- 
stone” (Firestone); May 15, ABC, 
Henry J. Taylor (General Motors); 
May 17, NBC-TV, “Kukla, Fran & 
Ollie” (Ford). 

May 18, NBC-TV, “Kay Kyser’s 

(See SAFETY, Page 69, Col. 2) 


DETROIT.—Gottfried Neuburge 
director of the Automotive divisio 
of the First U. S. Internationa’ 
Trade fair, which will be held Au; 
7-20 in Chicago, was to arrive her 
today (May 8) to confer with aut 
officials. 

Neuburger said he planned t 
stay at the Book-Cadillac hotel for 
a week. The fair will have on di: 
play domestic and foreign autom« 
tive exhibits, 


} 
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Dealers tell me 


By John O. Munn 





| fy may I point out the necessity 
for dealers to interpret what 
their investment in this business 
means to automobile owners in 
their community, many dealers ask 
me how this is best done. 

I am sold on the fact, as we 
enter a highly competitive market, 
that when a dealer limits himself 
to product advertising he is helping 
to sell that car for a competitor 
down the street, who handles the 
same make or one very nearly 
like it. 

Whether an owner gets full sat- 
isfaction from his investment 
depends upon the dealer. But 
unless we constantly tell our 
story and build as much con- 
sumer acceptance for our insti- 
tution locally as the car we sell 
enjoys nationally, we will run 
into crucifying competition. 

How dealers interpret their busi- 
ness in terms of owner benefit— 
how they take their story direct 
to the public—is illustrated by a 
recent ad of B. B. Burns (Dodge) 
in Decatur, Ill, He was the first 
independent used-car dealer in the 
state. He is past president of the 
state association and a NADA di- 
rector at the present time. 

> > > 


Story to Tell 


~~ was courageous enough 
to run a five-column ad during 
the Chrysler strike. I commend it. 
Surely when the public understands 


N. Y. Theft Rings 
Said to Show 
Title Law Need 


ALBANY.—C. D. Henderson be- 
lieves that disclosure of new car 
thefts “amply proves—if there is 
any need for further proof—the 
need for a title law in New York 
state.” 


The case cited by Henderson in- 
volved the arrest of two New York 
suspects and their arraignment on 
grand larceny charges. Henderson 
is executive vice-president of the 
New York State Automobile Deal- 
ers, Inc. 

Police said the two men were 
believed to have carried out tran- 
sactions of some 300 stolen cars 
following smashup of the Pough- 
keepsie car theft ring in October, 
1948. About 50 of the stolen cars 
have been recovered, 11 of them 
in the Rome (N. Y.) area, accord- 
ing to authorities. 

“As the investigation is carried 
on, and more of the stolen cars 
are uncovered,” Henderson said, 
“additional examples will be found 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 










the high ideals and the complete 
facilities of an automobile dealer, 
it becomes a friendly public. 

Dealers have a wonderful story 
to tell—the story of the import- 
ance of dealers’ contribution to 
the industry and to the economy 
of the nation. Only automobile 
dealers can tell this story. No one 
else is concerned. No one else 
can benefit. 

Here is Burns’ conception of the 
dealer story: 

A PERSONAL MESSAGE 
FROM B. B. BURNS 
Are You A Customer of Ours? 

If not, we invite you to visit 
our place, meet and talk to mem- 
bers of our organization, inspect 
our facilities, and see for your- 
self why our customers continue 
with us year after year. 

Do You Give Careful Considera- 
tion to: 


1. The firm you deal with, their 
reputation for fair and honest 
treatment of their customers? 
Whether they have ever been ac- 
cused of overcharge for service, 
and used sloppy or inefficient 
service, or overcharged on new 
cars during scarcity? 


2. Comparison of all the fea- 
tures to be found in different 
makes of cars, economy of opera- 
tion, resale value, styling, com- 
fort, ease of handling, and safety? 

3. Adequate stocks of parts and 
accessories for your car immedi- 
ately when you need them? 


4. Permanency . ,. . whether or 
not there is a likelihood of their 
continuing in business, to service 
and protect YOU with your in- 
vestment in a car? 

5. Prompt and courteous treat- 
ment at all times? 

Please remember: We have 
been representatives for Dodge 
and Plymouth cars and Dodge 
job-rated trucks for almost 20 
years ...and have been in the 
automobile business in Decatur 
for more than 35 years. 

The factory we represent has 
always had a most enviable repu- 
tation for building reliable, de- 


pendable, long life . . . and eco- 
nomically operated cars and 
trucks. In addition they have 


spent great sums of money engi- 
neering style, comfort and safety 
into their vehicles chair 
height seats, headroom, leg room, 
clear vision and soft, dependable 
braking systems. 
We would be most happy to have 
you join our family of customers. 
We assure you of fair and hon- 
est treatment. We will be con- 
stantly interested in YOU. Our 
NEW passenger cars and trucks 
consist of a large range of mod- 
els . . . suited to most every type 
of service. 








of innocent dealers and purchasers 
being made the goats of car 
thieves. These losses would not be 
so widespread if we had a title law 
in New York state.” 

Henderson again criticized a Gen- 
eral Motors Acceptance Corp. of- 
ficial for his objections to a title 
law proposed in the recent session 
of the New York legislature. The 
bill failed of passage. 


Most of our used cars are sold 
under positive guarantee. They 
are above all, dependable! You 
can buy them without any fear 
of misrepresentation ... and, AT 
COMPETITIVE PRICES. 

Our service and parts depart- 
ments are complete with up-to- 
date equipment . . . with trained, 
long experienced mechanics. 

Shop service is maintained at 
unusually fair prices. Complete 
financing service is maintained 
for your convenience at lowest 
possible rates. 

A trial is all we ask... 
B. B. Burns Co. 
402-432 East Prairie Phone 4217 
DODGE . PLYMOUTH 
Dodge ‘Job-Rated’ Trucks” 
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St. Petersburg 


Elects Moore 


ST. PETERSBURG, Fla.—Charles 
R. Moore (Ford) has been elected 
president of the St. Petersburg 
Automobile Dealers Assn. to serve 
for the year which began May 1, 

Andrew W. Brown (Nash) was 
named vice-president, and Clifford 
Thomas (Chrysler) was chosen sec- 
retary-treasurer. 









New York City Dealers Meet .. . 





Sales Outlook Held Bright 


around the corner,” Schnurmach- 


NEW YORK.—A continued bright 
er assured some 900 dealers at- 


sales outlook for the automobile in- 


dustry is foreseen by Charles| tending the organization’s 42nd 
Schnurmacher, president of the| annual dinner in the grand ball- 
Automobile Merchants Assn. of| room of New York’s Waldorf- 
New York. Astoria, 

“The buyers market still is Schnurmacher said the sales pic- 





LEADERS OF DELAWARE ASSN. ELECTED—New officers and directors of the Delaware 
Motor Trades Assn. have been chosen at the group's annual meeting. Seated (left to right) 
are: Robert J. Quillen, New Castle, retiring president and NADA director; Chester V 
Townsend jr., Georgetown, president; . C. Holden, Dover, first vice-president; George 
T. Purnell jr., Laurel, director. Standing (left to right) are: |. G. Burton, Milford, director; 
J. P. Hammond, Milford, third vice-president; Fred L. Haller, president of NADA and 

vest speaker; Isadore Keil, Wilmington, treasurer; David W. Pratt, executive secretary; 
lohn R. Fader, Newark, director. William Luke, of Wilmington, was elected second vice- 


president. 


Miami Show Attendance 
Surpasses Goal by 100% 


satisfactory exhibit of 1951 models. 
Especial interest was shown in the 
new Nash Rambler and the Kaiser 
low-priced cars. 

Police officials reported that 
since Dinner Key auditorium has 
been made a convention center, 
the automobile show was the first 
where parking space proved in- 
adequate. Not even during the 
huge American Legion conven- 
tion in 1948 were cars parked 
for blocks along Bayshore drive, 
bordering the auditorium area, a 
condition that prevailed for at 
least three nights of the week- 
long auto show. 

The 52,000-plus attendance repre- 
sented the number who paid 80 
cents each for admission to the hall. 

Seven new automobiles were 
given away, one each night of the 
show—a Cadillac climaxing this 
feature on the closing night. 

Automobile dealers were gener- 
ous in their praise of Ray Cham- 
berlain, convention manager of 
NADA, who was general man- 
ager of the show. On the other 
hand, Chamberlain lauded the 
work of the convention com- 
mittee. 

The heavy attendance was all the 
more amazing in view of the fact 
that the show was held in that 
in-between period when the winter 
tourist season has ended and the 
summer influx of visitors has not 
begun. 

Thus, the bulk of the attendance 
came from the approximately 450,- 
000 year-round residents of Dade 
county. 





MIAMI, Fla. — Exceeding the 
fondest hopes of its promoters, the 
Miami Automobile Show closed its 
seven-day run Apr. 30 with a total 
of more than 52,000 paying visitors. 

“The attendance was just 100 

percent beyond our expectations,” 
said Ray Chamberlain, general 
manager of the show. 

In every way the spectacle was 
hailed by the Miami Auto Dealers 
Assn. as a huge success, and al- 
ready plans are being made for a 
bigger exposition in 1951. 

Dealers expressed themselves as 
particularly gratified with direct 
results of the show—the sales that 
resulted. One dealer reported book- 
ing orders for 200 new cars. 

Despite the handicap of the 
Chrysler strike, which limited the 
display of Chrysler, DeSoto, Dodge 
and Plymouth cars, there was a 


Awards Set Up 
For N.M. Members 
Aiding Trade 

SANTA FE, N. M.—News Briefs, 
the tri-monthly bulletin published 
by Bill Randolph, manager of the 
New Mexico Auto 
Dealers Assn., has 
establisheda 
“medal award” 


for dealers who 
contribute to the 

















ture was good for everyone with 
the exception of dealers affected by 
the Chrysler strike. He then cau- 
tioned his listeners that “everyone 
has his ups and downs.” 

“The Chrysler strike should teach 
the dealers they must be well capi- 
talized to ride out situations of 
this kind,” he said. 

Several dealers confirmed that so 
far as they were concerned the 
auto industry still has a seller's 
market. 

One Pontiac dealer said he is 
now taking orders for July de- 
livery. But a Chrysler dealer 
moaned: “If we only had cars...” 

The dealers in the main were out 
for an evening of fun and frolic, 
and the only other speaker was 
Henry J. Taylor, radio commenta- 
tor and author. 

Taylor injected a sober note with 
a talk on Russia and the Commu- 
nist spy investigations in the U. S. 

“There will not be any third 
great world war,” he predicted. He 


_jsaid that “we will not have the 


tranquility of a true peace ... we 
will continue to have trouble with 
Russia, as we have today, for a 
long time to come.” 

* Taylor said he could not see 
any possibility of revolt by the 
Russian people. He said that so 
long as a party can control the 
food supplies of the people, the 
people cannot revolt. He said they 
always have the threat of the 
concentration camp to contend 
with. 

“We are the only country in the 
world Russia fears,’ Taylor said. 

On Communist spies in the U. S., 
he said, “Our biggest protection is 
J. Edgar Hoover.” 

Flying saucers were brought into 
a question and answer session fol- 
lowing Taylor's address. Taylor 
said he still believed that the flying 
saucers are the property of the 
American air force, and that some 
day when the story is told it will 
be “good news.” 


A. Vanderzee, sales vice-president 
of Chrysler Corp., was among the 
guests at the dinner, 


Seattle to Hold 


Annual Show 


SEATTLE.—The success experi- 
enced in staging Seattle’s first au- 
tomobile show in 10 years, last 
Apr. 8-16, has led the Seattle Auto- 
mobile Dealers Assn. to make the 
affair an annual event. 

And already, it was announced 
last week by Tom Gilson, associa- 
tion manager, March 10-18 has been 
selected for the 1951 show, with 
the Field Artillery armory again to 
house the exhibit. 

The recently-held 1950 show at- 
tracted more than 60,000 in paid 
attendance, and played an impor- 
tant part in stimulating public 
interest in the new cars, according 
to Gilson. 


advancement. of 
the trade. 

The award is 
made by publish- 
ing details of the 
dealer’s accom- 
plishment in a 
special section of 





o.. 
Bill Randolph 


News Briefs. 

The “award” is not to be lim- 
ited to dealers. It will be made 
to any dealership employe who, by 
the exercise of imagination and 
effort, accomplishes something 
which contributes directly to the 
advancement of the industry, Ran- 
dolph says. 

First to be cited for the award 
are: Max Meadors, Max Meadors 
Co., of Clovis, for the new sales 
quarters on his tradein lot. The 
building is patterned after a liv- 
ing room and broad picture win- 
dows command an unbroken view 
of every section of the lot. 

For an advertisement decrying 
car bootlegging, the Roswell Auto- 
mobile Dealers Assn. received men- 
tion. 

For donation of 15-minute radio 
programs for use during “Opera- 
tion Safety,” Galles Motor Co., Al- 
buquerque, and Oden Motors Co., 
Albuquerque, were nominated. 


a rsnereerestnseinesesisestncemeeneeeeineennamnes 





On the House... 


Field reports indicate war-scare buying has become a big factor 
in the current upsurge in new and used-car sales. Threat of more 
auto strikes this spring is another factor. . . . Fred Haller, NADA’s 
president, dropped into my office with ‘Walter Kip- 
linger for a short visit the other day; is enthusias- 
tic over the series of grass-roots regional meetings 
NADA plans to stage twice a year.... Haller is 
also cheerful about NADA’s annual convention next 
Jan. 7-10 in Miami; hopes none of the factories will 
stage dealer meetings or previews during that 
period... . 

Lincoln-Mercury’s Detroit dealers staged a 
little party last week for Ed Sullivan, m. c. of 
L-M’s “Toast of the Town” TV show; company 
officials present also. . . . Looks like GM’s an- 
nual Waldorf showing in New York will be 
about Jan. 18... . Ken Spry, manager of Kan- 

.. Link 


Wemhoff 
sas City association, is becoming a K. C. Hudson dealer. . 
Lewis, Arkansas association manager, is resigning... . 
Smaller dealers are complaining again that they’re not getting 
their fair shake in new-car distribution. . . . Utah association, how- 
ever, reports that state’s dealers are receiving a proportionate share 
of national output. . . . Chicago association warns that so-called 
“service organizations” are springing up, seeking discounts. . . 
Brooklyn association reports the new Sunday closing law is being 
obeyed virtually 100 percent. 
—PrTre WerMHorr, 
Editor 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. | 2. A fair profit to 
the dealer on wey used vehicle accepted in partial payment for @ new 
car or truck. | 3. Every dollar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the ‘rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than- anywhere else in the world. 


Don't Cars, Trucks and Parts 
Rate Over Night Clubs? 


5 peed astute legislative body—the House Ways and Means 
committee—has been working diligently (supposedly) 
for several weeks on a new excise-tax reduction bill. 

And what have they done thus far? 

Well, for one thing, they’ve cut in half the tax rate 
on night-club bills. And refused to put a 
levy on television sets. 

But what have the committee members 
done about the heavy burdens on automo- 
biles, trucks, tires, repair parts, oil, etc.? 

NOTHING. 

We have no objection to reducing the ex- 
cises on night-club bills. In fact, we sorta 
like to frequent night clubs. 

And we have no objection to the refusal to tax television 
sets, for we rather like video ourselves. 

But how, in the name of heaven and earth, can these 
so-called astute congressmen justify their refusal to give 
relief to 43,000,000 motorists who annually pour more 
than $1,300,000,000 in excise taxes into federal gov- 
ernment coffers? 

This huge levy is in addition to today’s enormously in- 
creased general federal, state and local taxes. 

These auto excises, as most of us know, 
were imposed in 1932 as a temporary, emer- 
gency revenue measure. Instead of being re- 
pealed, these levies were increased in 1940 
and doubled in 1941 to cut employment and 
sales in civilian lines as war production ac- 
celerated. 

Now, apparently, they are being continued unchanged 
to feed ever-increasing government costs. 

But not so with night clubs and television—probably be- 
cause these gentlemen of Congress believe night clubs and 
television are more important to the nation’s economy than 

cars, trucks, repair parts, oil, etc. 
Are we going to take it lying down? 
/ ¥ ! /! 
ting some action when the revenue meas- 
ure reaches the Senate, where more ma- 
ture minds gather. 


Washington observers hold out little hope 

that the House of Representatives will re- 

Have YOU contacted your Representative or Senator yet? 
It’s still not too late. 



























duce auto excises. 
But they do see a good chance of get- 
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Dealer 
Forum 


Eprror’s Nore: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made avail- 


| able the facilities of this column 


to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations on the situation in his 
area. 


By John J. Cahill 


President, Massachusetts Dealers 


ANY dealers have asked me to 
suggest ways in which they 
may be helpful to our association, 
and invariably my reply will be 
ee “public relations.” 
The majority of 
our dealer body 
do not realize the 
full extent of the 
reputation our in- 
dustry received as 
the result of 
“bonus”  deliver- 
ies, “unwanted 
accessories” and 
“unfair” allow- 
, ances for used 
John J. Cahill ears in the im- 
mediate postwar era. 


The ethics of the minority have 
wrought havoc in many direc- 
tions. This fact has been brought 
forcefully to the attention of the 
Officers of the state associations 
during the past few years when 
appearing before legislative com- 
mittees. Evidently some mem- 
bers of the legislature have been 
among those who have felt the 
effects of the above-mentioned 
practices. 


Many times the association offi- 
cers have been forced to abandon 
the subject under discussion to de- 
fend the new-car dealer from 
scathing remarks concerning the 
dealers’ business ethics. We have, 
I think, been successful in pointing 
out that the dealers who indulged 
in these tactics were in the mi- 
nority and, in fairness to a group 
of businessmen who have a large 
influence in their various com- 
munities as well as a considerable 
investment in real estate and 
equipment, their judgment should 
not be swayed to the extent that 
it would work an injustice as the 
result of their personal experience. 

* * * 

Tas is a job that can only be 

done by dealers. It must be 
done, and the sooner the better. 
How many dealers know, have ever 
written or called upon their state 
legislators? Your association offi- 
cers know how many times we 
have appealed to the dealer body 
to contact these men on various 
matters, but we have no knowledge 
as to the response to our appeals. 

These men have been elected 
by you and your customers to 
represent you, and are, generally 
speaking, willing and anxious to 
be of assistance to their consti- 
tuents. Why not seek them out 
and explain your side of the pic- 
ture? Point out to them that you 
are a small businessman conduct- 
ing a local business that lends 
much to the economy of your 
city or town. Tell them of the 
number of people you employ, the 
| amount you pay in local taxes, 
as well as federal and state taxes, 
your investment with regards to 
buildings and equipment. 

Refresh their memory with re- 
spect to yours and your brother 
dealers’ wartime efforts to assist 
in keeping our vast automobile 
transportation system rolling. Those 
|were not easy days for the auto- 
(Continued on Page 18, Col, 1) 
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Now iF WE COULD 
CHECK HIS 


Letterbox 


‘Here It Is 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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De Vaux Located 


In reference to your query, the 
address of Norman De Vaux is 555 


Burlingame Ave, Brentwood 
Heights, California.—Irvin Kaiser, 


Kaiser Bros. (Oldsmobile), Los An- 
geles, Calif. 

Eprror’s Note: Many thanks to 
Dealer Kaiser. Several readers 
have asked for De Vauzx’s address. 

* * * 


British Sales 


“D” stands for, “Don’t say that 
the lowest priced English car sold 
in this country is about $1,500.” 

Our English Ford Anglia pas- 
senger car sells here for $998, 

Your article in the Apr. 24 edi- 
tion of AvuTtomotive News on the 
British Automobile show is most 
enjoyable and highly appreciated. 

We were gratified with the sales 
results of the show, having sold 
21 English Ford units, with many 
serious inquiries and prospects.— 
RatpH Horcan (Ford), New York 
City. 


* 


A Visit to Opel 
Epiror’s Note: Here is another 
report on the Michigan State col- 


* * 


The Big Story 


Wall St. shoguns climbed off their high horses and admitted the 
automobile was here to stay, a quarter century ago. 

Stock market analysts said this was a result of the growth of 
confidence among important financial interests in the future stability 


of the automobile industry. 


Another aid to collaboration, these brokers said, was the industry’s 
new friendly spirit to the bankers, which followed years of strife. 


—From the files of Automotive News. 





lege “Flying Classroom” of Amer- 

ican educators, now making a 
tour of European industry: 

America is leading the way to 
ward a Federation of Europe in 
which nations outside the Russiar 
sphere can combine to resist the 
pressure of communism, Dr. Kon 
rad Adenauer, chancellor for West 
ern Germany, told members of the 
Michigan State College Flying 
Classroom at a conference in Bonn 
Germany. The Marshall Plan is ¢ 
start toward this federation, h« 
explained, as it is encouraging co 
operation in trade between thes 
nations. Elimination of trade bar 
riers, unification of currency, anc 
revision of the “cartel” conceptior 
of doing business are some of the 
problems to be overcome, 

“If the Marshall Plan is con- 
tinued beyond 1952, the United 
States should insist upon a Fed- 
eration of Europe,” Dr. Adenauer 
declared, “Today, the nations of 
Western Europe are second-rate 
powers, too weak and feeble to 
resist an aggressor. However, if 
these nations can be strengthened 
through federation, they will con- 
stitute a Third Power in the 
world that will help stabilize con- 
ditions in Europe. Such a fed- 
eration would never be an ag- 
gressor, but would be powerful 
enough to resist strongly any 
pressure from the East.” 

Dr. Adenauer admitted that Ger- 
many had a selfish interest in ¢ 
Federation of Europe because, he 
declared, without it Germany has 
no future. He expressed his fears 
that the youth of Eastern Ger- 
many are being indoctrinated by 
the Russians in communism, but 
added that the people in the Rus- 
sian zone have not abandoned the 

(See LETTERBOX, Page 63, Col. 1) 
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Barrington On Efficiency ith 


Office Staff Held Dealer’s ‘Key’ 


By Nat Wood 
Staff Correspondent 


MINNEAPOLIS.—The key to an 
efficient dealership lies in a good 
office manager and bookkeeper be- 
cause a dealer must depend upon 
these individuals more than on 
anyone else in his firm, believes 
Carr Barrington, president of the 
Minneapolis Automobile Dealers 
Assn. 

Barrington offers a six-point 
formula to serve as a checklist 
for dealers desiring to get the 
most efficiency out of their busi- 
ness operation from day to day, 
with a result of more profit and 
sensible economies. His plan fol- 
lows: 

1. Efficient office manager — Is 
your dealership’s personnel cor- 
rect? Have you the right number 
to effectively manage your opera- 

tion? Many dealerships are under- 
staffed today and have been for 


104,000 Expected 
At Midwest 
Jobber Show 


CHICAGO.— With 104,000 ticket 
requests received from 180 sponsor- 
ing jobbers, the first annual Mid- 
west Automotive Show is set for 
its four-day run starting Thursday, 
May 11, at Navy Pier. 

Frank Heimbach, manager, an- 
nounced that the nearly 300 exhibi- 
tors will occupy 55,000 square feet 
of floor space in the north wing 
of the pier. 

Advance reservations indicate, he 
added, that approximately 450 per- 
sons will attend the “kickoff” din- 
ner Wednesday, the eve of the 
show’s opening. The affair will be 
held at the Hotel Knickerbocker. 

The show management has 
adopted the following color schemes 
for badges of admittance: sponsor- 
ing jobbers, green; guest jobbers, 
orange; exhibiting manufacturers, 
red; guest manufacturers, blue; 
industry guests, brown, and deal- 
ers, white. 

Bars have been removed in the 
matter of eligibility to attend the 
show, the policy of the sponsors 
being “the more the merrier.” They 
stress the slogan, “Get It from 
Your Jobber,” as the theme of the 
show. 

The group of sponsoring jobbers 
embraces a 12-state area. The 
range of exhibits will include a 
variety of auto accessories, parts, 
chemicals, tools and equipment de- 
signed for the repair and replace- 
ment trade. The objective will be 
to give independent service oper- 
ators, fleet owners, garage owners 
and car dealers first-hand informa- 
tion on the applications and uses 
of new products. 


The show will be open from 10} | 


a.m. to 10 p.m. through Saturday, 
and on closing day, Sunday, from 
10 a.m. to 5 p.m. The period of 
10 a.m. to 1 p.m. will be devoted 
to manufacturer conferences with 
jobbers and their sales personnel, 
‘after which visits to exhibits will 
be the attraction daily. 

+ * * 





MIDWEST AUTOMOTIVE SHOW HOSTESS—Visitors to the first annual Midwest Automotive 
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many years. I have found many 
dealers have not enough help to be 
efficient and make for good man- 
agement. 

The office manager must know 
how many are needed and the type 
needed. Enthusiasm must permeate 
the organization from the switch- 
board operator right up to the sales 
manager. Don’t be afraid to trans- 
fer or switch personnel from one 
job to another until they find the 
right notch. 

2. A good bookkeeper—One who 
can get a statement out on time 
and meet the -factory timetable 
deadlines. A good bookkeeping sys- 
tme would entail the operation of 
a daily operating control, regard- 
less of size of dealership, using a 
separate control sheet for new car, 
used car, service and parts depart- 
ments, giving the boss the master 
control. Such a system helps to 
close books faster at end of the 
month and makes for easier opera- 
tion daily within the department. 

3. Be one to analyze expenses— 
I recently advised members of 
the Twin City Automotive Ac- 
countants group. Keep the boss 
posted on trends of expenses. 
Keep a fixed expense analysis 
sheet for two years at a time, 
giving constant comparisons. I 
find the “other supplies” item is 
the most abused by dealerships. 
It should be watched carefully 
and checked as it is the one ex- 
pense item that usually runs wild. 

I frequently issue an edict, when 
expenses seem to be on the ram- 
page, that only I, the boss, can sign 
purchase orders. This, I find, is an 
effective way of putting a stop to 
unnecessary expenses by employes. 
After a while we revert to the 
former method until things get out 
of hand again. Then I clamp down 
with the “me only” formula, It 
works fine. 

Fixed gross is dropping and ex- 
penses are climbing. That is a 
“dangerous trend” to get involved 
in and it would soon start taking 
too much of a bite out of car deal 
if it continued, particularly on short 
profits as the situation grows more 
competitive. 

4. Watch accounts receivable— 
These are growing by leaps and 
bounds. I recommend an aging 
sheet be kept, listing accounts each 


K-F Ups Rickert 
To Head Service 


WILLOW RUN.—E. N. Rickert 
has been appointed general service 
manager of Kai- 
ser-Frazer, it is 
announced by S. 
A. Girard, K-F 
general sales 
manager. 
Rickert suc- 
ceeds Clarke A. 
Silcott, who has 
been named west- 
ern sales man- 
ager. Rickert 
joined K-F early 
in 1947 as a serv- 
and later became 





E. N. Rickert 
ice engineer 


‘assistant service manager. 
o—_—“—- 





at ar Pier in Chicago, will see Betty Cagney, chosen ‘Miss Motive 
with Miss Cagney, bedecked in bracelets of 
: Sidney J. Black, Louis Guenther and William Waldeck, 


month with mail reminders 
monthly and telephone calls after 
90 days. It is much harder to col- 
lect after 90 days than 30 days. 
Baston-Barrington has a very low 
receivables list due to constant 
hammering away on this aging 
sheet and keeping after all overdue 
accounts. Any dealership with $40,- 
000 or more in receivables is in 
danger especially if money should 
get tight suddenly. 

Watch your credits, use proper 
followups and have the account- 
ing staff belong to local credit 
associations and attend meetings 
to keep posted on the community 
credit A survey of Min- 
neapolis dealers showed very few, 
if any, open accounts beyond 30 
days with some more lenient and 
offering 60-day open accounts. 
Dealers were urged to get at least 
eight or 10 credit references be- 
fore giving credit and not to rely 
on one or two indications of a 
customer’s promptness. 

5. Profit—expense forecast—I use 
it every month. We arrive at a 
figure, not always accurate but 
based on some sound thinking be- 
forehand. Then we watch it as the 
month progresses. For example, in 
February my dealership missed the 
estimate by only $374 and was 
$7,900 over in March, but that was 
due to extra cars shipped. 

The forecast is a valuable barom- 
eter to keep you posted on business 
from day to day, and it shows if 
you must push or slow down during 
the month. You can gauge your 
business and promotion activity ac- 
cordingly. 

6. Personnel problems — Dealers 
must work with all employes within 
their business. Office managers and 
accountants can be effective liaison 
officers for the dealer by helping 
the boss and being his key, keeping 
him informed of the pulse of em- 
ploye attitudes. 

Office personnel can often tell 
the boss of any gripes or grum- 
bling that would not ordinarily 

reach his ears as easily. This 
makes for better management 
and frequently the boss can iron 
out any employe difficulties be- 
fore they develop into something 
serious, but only if he hears about 
them in time. 

These then go to making the 
office force the “key” in any deal- 
ership. Without their vigilance and 
daily respect of duty, the average 
dealer would be-at the mercy of 
possible mismanagement and loss 
of income. 

An effective office organization 
can truly be the key to success for 
any dealer if he gives it his con- 
stant attention. It will pay off in 
the long run in profit, peace of 
mind and plain business sense. 


Red Book Shows 
Price Increases 


For Used Cars 


CHICAGO.—The wholesale price 
of 1948 and 1949 used cars jumped 
about $40 during March and April, 
according to the latest edition of 
the Red Book, published here by 
National Used Car Market Report, 
Inc. 

Such a gain is indicated by com- 
paring the prices listed for Chevro- 
let, Ford and Plymouth in the 
March 1 issue with those recom- 
mended in the May 1 issue. The 
edition used was for region “A” 
only (states east of the Mississippi 
river). 

Price gains were listed for virtu- 
ally every make and model. For 
example, Chevrolet sedans showed 
the following increases for the 
model indicated: '49s, up $40; '48s, 
up $35; °47s, up $30; °46s, up $20; 
42s, up $15, and ’41s, up $10. 

A similar pattern was described 
for Ford and Plymouth with minor 
variations in the increases. Average 
retail values were up in amounts 
approximately similar to the whole- 
sale increases. 

Higher-priced used cars showed 
sharp increases. The price of a 
1949 Cadillac series 62 four-door 
was up $65 in the May 1 book over 
the March 1 edition. For the same 
period, an increase of $75 in the 
— of a Chrysler Royal sedan 





—=Coming Events 








Dealer Conventions 
May 8—Buffalo Auto Trades Assn., 
hotel, Buffalo, N. Y. 
May 12— Arkansas Auto Dealers Assn., 
LaFayette hotel, Little Rock. 
May 14-17—North Carolina Auto Dealers 
Assn., Pinehurst, N. C. 

May 23— Missouri Automobile Dealers 
Assn., Hotel President, Kansas City. 
May 23-24—Massachusetts State Automo 
os Dealers Assn., Hotel Statler, Bos- 


Statler 


July” “1619—New York State Automobile 
Dealers Assn., Grand Union hotel, Sara- 
toga Springs, N. Y. 

Sept. 9-11—South Carolina Auto Dealers 
games Ocean Forest hotel, Myrtle Beach, 


. G 
Sept. 10-12—Colorado Auto Dealers Assn., 
roadmoor hotel, Colorado Springs. 
Sept, 18-19—Wisconsin Automotive Trade 


Assn., Schroeder hotel, Milwaukee. 

Sept. 25-26—North Dakota Auto Dealers 
Assn., Bismarck, N. D. 

Oct. 8-10—Automobile Dealers Assn. of 
Alabama, Inc., Biloxi, Miss. 

Oct. 8-10—Texas Automotive Dealers Assn. 
Texas hotel, Fort Worth. 

Oct. 13-14—Tri-State Convention (Del.. 
Md. fe), Haddon Hall hotel, Atlantic 
City: N. 

Oct. ae Ritabisiie Automotive Assn. 
Memphis. 

Oct. 17-18— Federation of Automobile 


Dealer Assns. of Canada, Toronto, Ont. 
Oct. 22-24— Florida Automobile Dealers 
Assn., Biltmore hotel, Palm Beach, Fla. 
Oct. 23-24—Ohio Auto Dealers Assn. meet. 
ing, Neil House, Columbus 

Nov. 812— National Used Car Dealers 
- convention, Baker hotel, Dallas, 


Dec. 1-2— Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 
Jan. 7-10, 1951 — National Auto Dealers 
Assn. convention and exhibition, Miami. 
* * * 


Dealer Auto Shows 
Jan. 27-Feb, 3, 1951 — Milwaukee County 
Auto Deslers Assn., Milwaukee. 


Aftermarket Shows 

May I1-14— Midwest Automotive Show, 

Navy Pier, Chicago. 

May So-June $—Thed Canadian Interna- 
tional Trade Fair, Toronto. 

June 22-25—National Truck, Trailer and 
Equipment show, Pan Pacific auditorium, 
Los Angeles, Calif. 

Dec. 48— Automotive Service Industries 
show, Navy Pier, Chicago. 


Sept. 13-16—Nationel | nities Assn., Ho- 
tel Traymore, Atlantic City, N. J. 


Oct. 2-6— American Trucking Assns. I7th 
oe convention, Waldorf-Astoria, New 
ork, 

Oct. 23-27— National Metal 
Amphitheatre, Chicago. 
Nov. 13-16 — American Petroleum Institute 

30th annus! meeting, Los Angeles. 
Jan. 22-24, 1951—Truck-Trailer Manufactur- 
ers Assn. annual convention, Edgewater 


Exposition, 


Gulf hotel, Edgewater, Miss. 
General 

May 414—International Motor Show, Turin 

Italy. 

May 13-29— French International Trade 


Fair, Paris, France. 

May 15-16—Southeast Automotive Jobbers 
and National Automotive Mfrs. 1950 
conference, Biltmore hotel, Atlanta, Ga. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 22-24 — 1950 National Convention of 
Sales Executives, Detroit. 

May 29-June 9— Canadian International 


Trade Fair, Toronto. 
May 30—500-Mile Race, Indianapolis 
Speedway, Indianapolis, Ind. 


May 3!-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal- 

fonte-Haddon Hall, Atlantic City. 
June 29-July 1— Automotive Trade Assn. 
Managers convention, Colorado Springs, 


Colo 
Aug. 7-19—First U. S. International Trade 
Fair, Chicago. 

Oct. 5-15—Auto Show, Paris, France. 
Oct. 16-20—National Safety : Congress and 
National Safety Council exposition, Chi- 

cago. 
* * . 


Engineering 

June 4-9—Society of Automotive Engineers 
summer meeting, French Lick, Ind, 

June 19-23—American Society of Mechani- 
cal Engineers, Hotel Statler, St. Louis. 

June 26- American Society for Testing 
Materials 53rd annual meeting (Exhibit 
of testing apparatus and equipment), 
Atlantic City. 

Aug. 14-16— Society of Automotive En 
grows National West Coast meeting, 
iltmore hotel, Los Angeles. 

Oct. 16-18— Society of Automotive En 
ineers transportation meeting, Hotel 
tatler, New York, 


Nov. 9-10— Society of Automotive En- 
gineers fuels and lubricants meeting, 
Mayo hotel, Tulsa, Okla. 

Nov. 26-Dec. !—American Society of 
Mechanical Engineers, Hotel Statler 
New York. 





Ford Program Bolsters 
Dealer Sales Training 


DEARBORN.—Ford dealers’ sales 
tactics are due for further forti- 
fication in an expanded new-car 
sales training program, the division 
announced last week. 

Outstanding dealers, retail sales 
managers and salesmen throughout 
the nation were consulted in the 
formation of the program, Walker 
A. Williams, general sales man- 
ager, said. 

Dealers will receive six sales 
training slide films, two slide films 
comparing competitive lines, eight 
sales booklets for individual sales- 
men, seven sales quiz sheets, a 
used-car identification booklet and 
| a salesman’s workbook, 

One film outlines fundamentals 
|of good salesmanship, another tells 
how to locate buyers and others 
give advice on qualifying prospects, 
| outline the value of test rides and 
describe trading techniques. 

“We believe this to be the finest 
retail car sales training program 
ever undertaken in the automotive 
industry,” Williams said. “We base 


this on the fact that it is down-to- 








FORD'S SALES TIPS —Sales executives of 
Ford have expanded and brought up-to-the- 
minute their nationwide training program for 


car salesmen. Walker A. Williams, general 
sales manager, is shown reviewing a new 
layout of training material with L. W. Smead 


{lett}. assistant general sales manager, and 
J. McGinnis (right), manager of sales 
staff services. 


earth, practical in every respect 
and filled with material drawn 
from actual sales experience.” 

The new program was developed 
under the supervision of Frank J. 
McGinnis, manager of sales staff 
services. 


McGinnis, W. C. Scott, manager 
of the sales training department, 
and Thomas J. O’Neil, manager of 
the car sales department, inaugu- 
rated the new program recently 
with a two-week seminar here for 
newly-appointed regional and dis- 
trict car sales managers. 


Olds Apr. Sales 
Pass Output 
By 2,205 


LANSING.—Oldsmobile delivered 
2,205 more cars than it made dur- 
ing April. Despite the fact that 
production totaled 32,140 automo- 
biles, the second largest month in 
the division’s history, retail sales 
exceeded output with the delivery 
of 34,345 new cars by Oldsmobile 
dealers, it was announced Thurs- 
day by S. E. Skinner, general man- 
ager. 

April customer deliveries were 58 
percent greater than the same 
month of 1949, when retail sales 
totaled 21,784 vehicles. However, 
they were slightly short of the 
April record of 34,949 new cars 
sold in that month of 1941. 

Retail sales for the last 10 days 
of April totaled 11,306 cars, 40 per- 
cent above the same period of 1949. 
April sales brought the sales total 
for the first four months of 1950 
to 128,178, a gain of 61 percent over 
the first four months of 1949, when 
79,423 were delivered. 

Oldsmobile dealers sold 135,568 
used cars during the first three 
months of 1950, according to G. 
Ray Jones, general sales manager. 
This amounted to a ratio of 1.4 
used cars for every new car sold. 

During the same three months 
they delivered 93,829 new cars for 
an alltime record for any three- 
ae period in the company’s his- 
ory. 
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with 


Ned 
Jordan 








* * * 





Eprror’s Note: Here is another 
in a series of articles written es- 
pecially for Automotive News by 
Ned Jordan, famed in the auto 
industry for the car he built 
(1916-1931) and the words he 
wrote about it. 


Gomes of our nostalgic readers 
““ have been painfully recalling 
some of the stories I used to tell 
in my intimate talks to salesmen 
all over America, 

One insists that I repeat for a 
new generation that of the boy who 
left Cottage Grove, Wis., to brave 
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the buffets of a cold world in the 
big city. 

For a year or two his friends 
heard nothing, decided he had gone 
the way of all flesh. Even his poor 
mother didn’t hear an encouraging 
word, or get a line . . . at least of 
the tragic truth. 

One day he turned up in an 
afternoon outfit, snappy derby, 

walking stick, patent leathers, 
smoking a “coffin nail,” with an 
air like Mrs. Astor’s horse .. - 
What was he doing in Chicago? 
He must be making a million. 

He wouldn’t tell. They’d have to 
find out. So, they gave him a sur- 
prise party at his home. His friends 
wangled for a clue. His mother, in 
her black sateen dress, with the 
lace collar, sat quietly in her little 
old rocker in the corner, happily, 
proudly tatting .. . just tatting. 

Finally the question direct was 
put . “Oswald, just what are 
you doing in Chicago?” 

He was trapped. He couldn't lie. 
There sat his gray-haired mother. 

“S-h-h-h,” he said, calling his 
oldest friend into the corner. “You 
tell ’em. I can’t. But don’t let 
mother hear. It might kill her. The 
truth is I’m an automobile sales- 
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DANIELS SUPPLYS PRIZE CAR—George Daniels (left), 
furnished the car that was the grand prize at the city's recent policeman's ball. 


San Francisco Pontiac dealer, 
The 


money raised on raffle tickets went into a fund for widows and orphans of former police 


force members. 


presenting the winning couple, Mr. and Mrs. Robert H. 
the new Chieftain. In the background is Deputy Chief James S. Imgley. 








man. Poor mother thinks I’m 
playin’ the piano in a honky tonk.” 
* + * 


Selling 
hat with the statute of limita- 
tions and some of the witnesses 
absent ... well, a guy can remi- 
nisce, can’t he? 

When the First World War broke 
out, Jeffery was building the Quad 
(four-wheel drive). As sales man- 
ager I went down to the Brevoort 
Hotel, New York, to meet the mem- 





Capt. Leo Tackary of the San Francisco police department is pictured 


Burns, with the ignition keys to 


bers of the French commission, 
just arrived to buy for the allies. 


When I arrived I was a little 
disappointed because I had been 
priming myself for a hot selling 
talk. Instead a Frenchman, who 
couldn’t talk English, hustled me 
in to the chairman of the com- 
mission, Monsieur Dulorois, who, 
with Monsieur Malaval, seemed 
about ready to kiss me. 

“J-E-F-F-F-ER-EE.” (If old “T. 
B.” could see me now!) That was 





THE IDEAL CHANGEABLE COPY 
DISPLAY FOR USED CAR LOTS 





ESPECIALLY DESIRABLE WHERE DAYTIME VISIBILITY IS IMPORTANT 


Consists of a series of porcelain enamelled stamped metal panels, seven inches high, that comprise 
both the background and letter mounting arrangement. The unit also includes an attractive metal border. 


DESIGNED TO ACCOMMODATE WAGNER ALUMINUM OR PLASTIC LETTERS 
By a patented method, the letters mount directly on flanges in the background. No 
extra rods or other attachments, which would weaken the sign, are required. Sub- 
stantial openings permit adequate drainage. Because of the slotted method of 


WAGNER STEEL PANEL ASSEMBLY 


Pat. No. 2224069. Other patents pending. 


For Illumination by Spotlamps or Existing Light 


mounting, the letters cannot freeze to the background. 


Wagner letters are the only letters which can be conveniently stacked in storage 
and, in the case of the plastic letter, without danger of warping if properly stacked. 





ATTRACTIVE! 


These displays are available in any length, in multiples of five feet, and in any 


height in multiples of 7 inches, starting at 20 inches. 


100% MACHINE-PRODUCED FOR 
FINEST QUALITY AT LOWEST COST 


EFFECTIVE! 





ct SEAN .4.. 8 375 _ 
5 oe LCORVERTISLE § TiZ5 | 


SEND COUPON TODAY FOR DETAILS AND PRICES 


421 S. Hoyne Ave. 


The Wagner Porcelain Enamelled Steel Panel Assembly, because of efficient machine 


production, can be sold at an extremely low price—about half the former cost of 


For example, a 4row porcelain enamel display, 20 feet long and 62 inches high, 


costs only $240.00, including border and uprights—which is much less than half what 
it would cost to produce it locally and by hand. 


Easily and quickly assembled on the job and installed on simple framework supports 


or against any wall. 


Shipped ‘knocked-down for inexpensive handling in transit. 





| 
| 
| 
| 
similar type displays and about one-fourth the former cost if hand-produced locally. 
| 
| 
| 
| 
| 
| 
1 


WAGNER SIGN SERVICE, INC. 


Please send details and prices on Wagner Steel Display Panel Assembly. 


| 
Chicago 12, Il. | 
| 
| 
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the only word they knew. “How 
man-eee .. . deliver-e-e?” 

. . . One of the hotel clerks was 
going by and I said: “Ask ’em how 
many they want and what equip- 
ment. I’d have to go back to the 
factory and figure the price.” 


They were not so dumb. “No, no, 


no,” cried Dulorois ... “Deliver- 
e-e.” “Ask them... any special 
equipment.” ... “Oui... Oui... 


demountabal-l-1 wheel .. . Zee box 
bod-e-e . . . Zee spesh-a-all zhear 
rass-sh-i-o.” 

“Oh, that’s different,” I mused 
with my pencil at my lips. Then, 
to myself: “The list to the Jeff- 
ery dealer is $2,995 with a 30 per- 
cent discount. Let’s see, FOB 
Kenosha with ALL that extra 
equipment. Should be around 
$3,300.” 

Jeffery built 2,800 for the Allies, 
I think, before he sold out. Nash 


built 3,000 in 1917 and 11,490 in 
1918, 
* * * 
Plush 
in an 


M* FIRST exciting ride 
automobile was virtually co- 
incident with my first plush assign- 
ment as a “veteran” newspaper 
man, age 20. Henry Campbell, 
|managing editor of the Milwaukee 
| Journal, sent me out on a state- 
wide junket, with the Merchants 
& Manufacturers Assn. with a 
drawing room on the special train 
|for my office. 


At the first stop, a small town 
in Wisconsin, I was introduced 
to the chairman of the reception 
committee, a giant burgomaster 
with a walrus mustache, who 
cupped his ear and said: “Vot 
vas dot name again, pliss?” 

“Jordan,” I said, “J-o-r-d-a-n,” 
(spelling it out). “The river was 
|named after my father.” “Y-a-a-h? 
|Iss dot so? Und vot vas your vat- 
| ter’s business?” “He was a rafts- 
|man.” “Y-a-a-h, timber eh?” “Yes. 
| They were cutting the Cedars of 
Lebanon and he was running them 
down to the Red Sea.” 


* * * 


Moss Ride 


HE chairman started to bubble 
and heave with laughter and he 
;}must have still been chuckling 
when he became one of the first 
| stockholders in the Jordan Motor 
|Car Co. 


Just then John Moss, president 
of the Rockwell Mfg. Co., inter- 
rupted with an invitation to a 
schooner of beer. John had just 
bought his first car, an elite Pope 
Hartford, from Orlando Weber, 
pioneer Milwaukee dealer and fu- 
ture tycoon. He invited me to 
join him, his wife, and his el- 
derly mother on a twilight “spin” 
to Waukesha. 


Orlando drove out and John took 
the wheel for the first time on our 
return. On a sharp rise, he excit- 
edly shifted into reverse, instead 
of low, and we rolled backward 
down the hill. The tonneau door 
was in the back and when we 
tipped over in the ditch his mother 
and I were in a scrimmage, with 
Mrs, Moss on top. 











Dealers Warned 
‘ 

To Sustain Good 
Fi e. a. 

inance Position 

OKLAHOMA CITY. — Oklahoma 
dealers are being cautioned by loan 
company Officials to keep their fi- 
nance structure healthy. 

Despite the high level of current 
sales, the finance men fear consid- 
erable shaking up in dealer ranks 


before the end of the year unless 
sales continue to boom. 


They say a number of used-car 
outlets have already gone out of 
business because recent price drops 
caught them napping with over- 
extended credit. 

The finance company men par- 
ticularly singled out dealers who 
have entered business since the war 
as the ones who should most heed 
their advice. 





Denver License Receipts Up 

DENVER. — Total cash receipts 
of the Denver vehicle license bu- 
reau increased 22.38 percent during 
the first three months this year 
| compared with the same period last 
year, according to Charles Grant, 
bureau supervisor. Total receipts 
for the first quarter were $2,143,669 
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AMERICAS MASS MARKET 
OF BEST CUSTOMERS 
FOR NEW CARS 

















And Devices Are 


DETROIT.—Gadget makers have 
a field day when new car models 
are introduced. 

As soon as they take a look at 
any new device or decoration on 
the auto they promptly set out to 
try to make older models look like 
the new ones, reports the April 
Automobile Facts, published by the 
Automobile Manufacturers Assn. 


“The portholes designed by one 
maker for a functional purpose 
were soon available as decora- 
tive features for other makes,” 
says the article. “The distinctive 
tail light fins on one firm’s high- 
est priced line are available to- 
day for the low priced line of 
its sister division.” 

Automobile Facts went on to 
point out that several car makers 
recently introduced back-up lights. 
The gadgeteers then went to work 
and brought out a kit for install- 
ing the devise on other cars. 

But even with the many acces- 
sories now on the market, years 


Gadgeteers at Work 


AMA Publication Shows How Accessories 
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Placed on Market 


terday’s motorist had to write away 
for cranks, tire pumps, top dress- 
ing, spark levers, stop lights, bump- 
ers and winter enclosures, but to- 
day’s car owner gets these one- 
time extras as standard equipment. 

“As with almost any innovation,” 
said the article, “objections creep 
up when a new device is applied 


Sunday Closing Backed 


By Columbus Assn. 


COLUMBUS, O.—Automobile 
dealers in this city have been asked 
by John B. Barton, secretary of 
the Columbus Automobile Dealers 
Assn., to cooperate in the prosecu- 
tion of dealers who violate the 
city’s Sunday closing ordinance. 

A few days ago a salesman was 
fined $25 and costs for violating 
the law. The dealer paid the fine 
and said he is in favor of the ordi- 
nance, It is asserted that violation 
of the code can result in revocation 










ago there were many more. Yes-!of the dealer’s license. 





GET... 










Ma 
DRAIN PLUGS 


You can cut down expensive service head- 
aches this low-cost way. Use Lisle Magnetic 
Plugs in place of ordinary drain plugs and 
TRAP abrasive metal particles that flake off 
moving parts. The powerful magnet in a 
Lisle Plug PULLS this “wild metal” out of 
the lubricant before it can circulate and 
damage vital gears or bearings. As original 
equipment, Lisle Magnetic Plugs protect 
performance... at the lowest possible cost. 


WRITE on your letterhead for 
free catalog and sample Plug for 


testing purposes. 





CLARINDA, 





RESGRE (yeostion 


IOWA 


to motor cars. For example, some 
people expressed alarm that auto- 
matic windshield wipers would 
make drivers nervous, swishing 
back and forth continually.” 

It was pointed out that Charles 

F. Kettering, when he perfected 
his electric starter, had a battle 
on his hands from electrical “ex- 
perts” who said the starter would 
electrocute motorists or attract 
lightning. 

And the 500-mile Indianapolis 
Speedway race has added its share 
of accessories. In 1911, for example, 
Ray Harroun won the event in a 
six-cylinder Marmon Wasp and in- 
troduced the first rear-view mirror. 

“Many of today’s parts and ac- 
cessory producers entered the busi- 
ness because they were able to 
meet specific needs of early motor- 
ists,” said the story. 


4 
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GETTING USED TO THE SCENERY—The official pace car for this year's 500-mile race at 
Indianapolis, May 30, will be this 1950 Mercury convertible, shown here in front of the 


It then went on to state that| Pagoda at the Speedway. Driver of the car will be Benson Ford (right), L-M general man- 


H. Jay Hayes, the veteran auto 
body builder, was running a bicycle 
shop in 1898 when he was asked 
to adapt bicycle lamps to automo- 
biles. 

Next Hayes built an all-steel 
body for a three-wheeled East- 
man Electric, whose owner was 
afraid of fire. In 1902, a car 
maker asked him to supply some- 
thing to keep the mud from 


BEFORE 


AFTER 





4 By VanDerzee 











| run Rhode Island Automobile Deal- 


ager, who will be accompanied by Wilbur Shaw (left), three-time winner of the race and 

resident and general manager of the speedway. The Mercury was selected, Shaw said, 
cause of the contribution it made to the automotive industry in winning the Grand 
Canyon economy run recently with an average of 61.27 ton-miles per gallon of fuel. 


























































splashing onto the car’s occu- 
pants, That’s how the fender was 
born. 

The article wound up in humor- 
ous mood when it reported a Kan- 
sas City Star column on auto 
gadgets which jocularly suggested 
“a device which squirts water in 
the filling station man’s eye when 
he starts to smear the windshield 
with an oily rag.” 


Milton Charges 
Of Plot Denied 


Miami Dealers 
Defend Proposal 
To Check Cars 


MIAMI. — Officers of the Miami 
Automobile Dealers Assn. came out 
fighting in behalf of a proposed 
city ordinance to permit dealers, 
garages and service stations to 
make auto inspections following a 
bitter attack on the project by the 
south Florida branch of the AAA. 


Robert W. Pierce (Cadillac), act- 
ing as spokesman for the dealers, 
declared their interest was not in 
any possible revenue that might 
accrue, but in contributing to traf- 
fic safety. 

“Anything that is good for the 
drivers is good for the dealers,” 
Pierce declared. 


Stress was laid on the congestion 
that occurs each year at inspection 
time. On Apr. 15, two weeks after 
the deadline, only half of the city’s 
182,964 registered cars and trucks 
had been inspected. At present, 
Miami has only two _ inspection 
stations. 

“If the city were to increase the 
present number of stations in order 
to relieve congestion, the taxpayers 
would be the ones to suffer,” Pierce 
pointed out. 


Under the proposed ordinance, 
there would be two inspections a 
year instead of one. Registered 
stations would charge 75 cents, the 
fee which the city now receives. 


The regulation would require that 
ample facilities and experienced 
personnel be provided. Garages 
would keep 50 cents of the fees 
and turn over 25 cents to the city. 

Pierce said there are 31 new-car 
dealers in Miami which, with quali- 
fied service stations, would provide 
a minimum of 100 inspection sta- 
tions in Dade county. 


Goodrich Seeks School Post 


Lyman L. Goodrich, president 
and treasurer of the Goodrich 
Motors, Inc., Watertown, N. Y., 
has announced his candidacy for 
the post of commissioner of edu- 
cation in that city. Goodrich is a 
director of the New York State 
Automobile Dealers, a governor 
of the New York Good Roads 
Assn. and a past president of the 
Watertown safety council. 


RADIATOR 
GRILLE GUARDS 


for all 






DETROIT. — N. K. VanDerzee, 
Hudson sales vice-president, denies 
John Milton’s charge that the for- 
mer Hudson deal- - 
er at Oakland, 
Calif., was can- 
celled. (See AuTo- 
MOTIVE News, 
May 1.) 

In a letter to 
AUTOMOTIVE News, 
VanDerzee de- 
clared that Mil- 
ton’s franchise 
was not renewed 
after it had ex- 
pired, but was not 
abrogated prior to expiration. He 
also stated that co-defendant Hud- 
son Motor Car Co. has no officials 
in California. 

“We do not believe,” his letter 
said, “that a pending lawsuit should 
be tried outside the courts and 
therefore we would not initiate any 
comment with respect to the action 
Mr. Milton had brought... 

“Any statements with respect to 
the lack of good faith on the part 
of Mr. Chapin or any other officials 
of either Hudson Motor Car Co. or 
Hudson Sales Corp. in connection 
with their dealings are unfounded. 

“In sustaining the demurrer to 
the original complaint filed by Mr. 
Milton, Judge R. E. Hoyt ruled that 
the plaintiff had not stated any 
cause of action against any of the 
defendants. It is our opinion that 
the filing of the amended com- 
plaint has not changed the situa- 
tion in this respect.” 

Milton has sued the defendants 
for a total of $2,100,000 damages. 





N. K. VanDerzee 


Committee Heads 
Named in R.I. 


PROVIDENCE. — Eight commit- 
tees have been appointed by Pres- 
ident Frank J. Kohl to help him 


POPULAR MAKES OF TRUCKS 
Individual styles to fit models 
1945-1950 inel. 

Bustin Iron Works, Inc. 
110 East 130th St., N. Y. C. 
Est. 1928 


ers Assn. activities for 1950, 

According to Kohl, the following 
chairmen were appointed: Frank 
L. Hurd, membership; Thomas A. 
Clarke, inter-industry safety; James 
M. Dunne, social; George H. Lumb, 
auditing; Harold A. Lanphear, deal- 
er relations, and Harry Sandager, 
publicity. 

Frank F. Crook was picked to 
head the legislative and automo- 
bile show committees. 








qallibewe: cone 


1367 So. Figueroa St., Los Angeles 
invites your attention to the ad 
for one of its satisfied accou: 


Se 
U. S. WASHMOBLIE 


on page 11 


Koontz Promoted by Wall 

Brodie Koontz has been appoint- 
ed general manager of Walls Pon- 
tiac Co. in Dallas. He has been 
associated with the company since 
1937, first as a new-car salesman 
and later as new-car sales man- 
ager. 





















AUTOMOTIVE NEWS, MAY 8, 1950 


OSCAR SALENGER DAVID FISHER 
PRESIDENT VICE PRESIDENT 
U. S$. WASHMOBILE U. S$. WASHMOBILE 


ILE 





JOHN J. HOOD 
PUBLIC RELATIONS 
U. S$. WASHMOBILE 


JAMES VANI SAMUEL B. KLEIN 
VICE PRESIDENT 


U. S$. WASHMOBILE 


BERNARD T. MALTER 


CHEMICAL DIVISION PRODUCTION ENGINEERING 
U. S. WASHMOBILE 


U. $. WASHMOBILE 


LEE 
SSOCIATED 


U. S. 
36 A 









pe race at 
nt of the 


eral man- 

race and bd 
raw said, 

ie Grand 

fuel. 





al 





Miami 
me out 
“oposed 
jealers, 
ons to 
wing a 
by the 
> AAA. 
c), act- 
lealers, 
not in 
might 
0 traf- 






JOE OLSON, PRES. 
WASHMOBILE CO. 
ROCKFORD, ILL. 


G. E. MERKLE, PRES. 
MERKLE SALES CO. 
MILWAUKEE, WIS. 





R. E. MEIDINGER, PRES. 
DAKOTA WASHMOBILE 
JAMESTOWN, N. DAKOTA 





JOSEPH EGLEY, PRES. 
WYOMING WASHMOBILE 
CASPER, WYOMING 


WILLIAM HIGMAM, PRES. 
SIGGINS EQUIPMENT 
KANSAS CITY, MO. 
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FRED UDALL, PRES. 
WASHMOBILE UDALL 
NORTHERN CALIFORNIA 





JOUN J. HOOD 
LOS ANGELES WASHMOBILE 








CLAUDE A. BOTTS, PRES. 
W. TEXAS WASHMOBILE 
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ROBERT E. DUNHAM, PRES. 
WASHMOBILE RENTAL 
SANTA BARBARA, CALIF. 
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C. E. KIRK, PRES. 
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JULES BAER, PRES. 
WASHMOBILE SALES 
NEW ENGLAND 







RS JOSEPH J. MAZZEL, PRES. 
ACME EQUIPMENT CO. 
WEST PENNSYLVANIA 





SAMUEL B. KLEIN, PRES. 
FEDERAL WASHMOBILE 
NEW YORK 


CLEVELAND AREA 





VERNON RUSSO, MGR. 
PHILA. WASHMOBILE 


J. W. FINNERTY, MGR. 
ACME EQUIPMENT CO. 
WEST VIRGINIA 
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BERNARD BUDISH, PRES. 
WASHMOBILE CO. 
NEWARK, NEW JERSEY 






J, C. THEOBALD, PRES. 
KENTUCKY WASHMOBILE 
LOUISVILLE, KY. 


MAURICE C. COHN, PRES. 
FLORIDA WASHMOBILE 


*Patent 2465562 and other 


ARMONDO HIRSHFIELD 
MEXICO 


Yes, the U.S. Washmobile Corporation, with 36 allied firms from coast to coast and in 
Canada, Mexico, Hawaii, England, Alaska, France and the Middle East as well, has 
brought the auto wash into the big business bracket. That’s because Washmobile has 
found the answer to an age-old problem in modern equipment. So it is that Washmobile 
offers the world’s most complete line of automatic car washing machines. Thousands of 
new car dealers, truckers, gas stations, garages and fleet owners have found there’s a 





TEXOMA WASHMOBILE 
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JOE MORRIS, PRES. EDW. L. MITCHELL, PRES. 
E. TEXAS WASHMOBILE 
HOUSTON, TEXAS 





patents applied for 


DALLAS, TEXAS 


Washmobile for cars, trucks or busses that can do the washing job quicker, easier, more 
efficiently . . . and more economically. 
No matter where you are, qualified experts are nearby who will be pleased to discuss 


your vehicle washing problem and to demonstrate how car washing with Washmobile — 


America’s newest big business — can prove profitable to you. 


SEND FOR YOUR FREE WASHMOBILE BOOKLET TODAY! 


VARA L TC Tt 4/4 


350 N. Foothill Rd., Beverly Hills, Calif. 


ems mms wee Ee TS SS ES SS 
U.S. Washmobile Corp. 

350 No. Foothill Rd. 

Beverly Hills, Calif. 

Gentlemen: 

Yes, | would like to learn how Washmobile can prove profit- 
.able to me. I understand a consultation with your nearby 
representative is absolutely without obligation. 


name title 


firm type of business 





address city & state \ 
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Rubber Prices | 
In Canada Spurt 
To Peace Peaks 


MONTREAL. Crude natural 
rubber prices have advanced sharp- 
ly in the past few weeks to reach 
new postwar heights, it is reported 
by the trade. 

Number one standard ribbed 
smoke sheets were quoted as high 
as 27 cents per pound for July 
delivery, here this week, as com- 
pared to 21% cents at end of March 
and 18% cents a pound a year ago. 
Latest price quoted was 25% cents 
a pound. 

At the 25%-cents-a-pound level, 
rubber in Canada is 90 percent 
higher than the lowest prices 
reached since the war and 50 per- 
cent higher than the average level 
prevailing in 1939. 

The recent strength of world 
rubber markets is attributed to 
shortage of supplies available for 
nearby shipment from Singapore, 
coupled with the failure of recent 
reforms in Indonesia to unloosen 
stocks held there. 

At present levels natural rubber 
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New DUCO' BLACK makes refinish 
iobs faster, easier, better-looking 


This BLACKER, high-solids lacquer is faster-drying, easier- 
rubbing. On touch-up jobs, you can start compounding in 
about four hours. For overall refinishing, overnight dry is 
recommended. New DUCO Black will give you an excellent 
color match to new car production. Order it from your Du Pont 





L-M SALESMEN TO DRIVE IN ‘500'—Marvin Burke (left), salesman for Pittsburg Motors 
and Freddie Agabashian (right), 
Philippi (Lincoln-Mercury), East Oakland, Calif., will both be at wheels of racing cars at 
the Memorial day classic at Indianapolis. Harry Crimmins, Oakland district sales manager, 
was on hand to wish -the two good luck. Agabashian has driven in the 
year he finished ninth after a long pit stop with a broken radius rod. This will be Burke's 
first try at the Indianapolis speedway although he has been racing since 1938. 


(Lincoln-Mercury), Pittsburg, Calif., 


is selling at an appreciably higher | 


price than comparable grades of 
synthetic rubber. This price differ- 
ential tends to increase the use of 
synthetic in relation to natural, 
but the percentage of synthetic 
which may be used is limited by 
the necessity to maintain the stand- 
ards of quality required by the 
consumer. 
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salesman for Bob 
"500" 


twice. Last 





British Show in Ottawa 

OTTAWA. The 1950 British 
motor show, held here last week at 
the Coliseum, was sponsored by the 
Kiwanis Club of Ottawa, Inc. It 
displayed exclusively British mod- 
els ranging from small cars to 
flashy sport models and luxury 
limousines. 
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— really 
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jobber now! E. I. du Pont de Nemours & Co. (Inc.), Refinish 


Sales, Wilmington 98, Delaware. 


* 
REG.U.8 PAT. OFF 





FOB FACTORY 





Soaring Output Adds 
To Upkeep Problem 





(The opinions expressed herein are those of Columnist Allen and are not 


necessarily those of 


Automotive News.) 


By A. H. Allen 


S TWO SHIFTS on assembly lines and around-the-clock 
operations in certain manufacturing departments be- 


come the rule in these days of allout production, the wear 


and tear on machinery, equipment and conveyors is accel- 


chines must be retooled more 


‘often and tooling must be 


ready for installation in a mo- 


ment’s notice. 

Greater attention must be paid 
to lubrication and there is less time 
in which to handle such details. 
Machine repair men have to be 
ready to jump quickly where for- 
merly they might have an idle shift 


or two at their disposal. On the 
|other hand, the 


inanimate nature 





New Du Pont Rubbertone gives 
fresh look to old rubber 


ew! Gives better 


hiding, coverage. Easy 
to apply, quick to dry. 


our customers will 
be pleased with 
gives to rubber 


mats, running boards, tires, and 
other rubber items. 





erated importantly and the job of maintenance crews be- 
comes more harassing. Ma- of haehinors 


makes it pay off 
more handsomely 
the more continu- 
ously it is oper- 
ated, assuming no 
breakdowns. The 
large transfer- 
type machine 
tools, with virtu- 
ally pushbutton 
operation, which 
are being in- 
stalled so widely 
throughout the automotive indus- 
try, are notably exceptional per- 
formers when the production load 
is heavy, just as they are heavy 
burdens on the books when they 
cannot be kept going at near maxi- 
mum, 

Their initial cost is terrific, and 
retooling involves a major cost 
outlay; yet on the basis of 24-hour 
operation daily the savings over a 
line of single-purpose machines re- 
quiring material to be moved man- 
ually from one to another are liter- 
ally unbelievable. 

The newest techniques in re- 
tooling these sprawling multista- 
| tion units involve an_ intricate 
| system of signal lights to indi- 
cate where any individual tools 
are not performing up to stand- 
ard, along with complete sets of 
standby tooling which can be 
| quickly installed when needed. 

The one vulnerable feature of 
integrated transfer machines is 
that when a single station develops 
trouble, the entire group of units, 
which may number up to a score 
or more of stations, goes down. 
That calls for carefully planned 
| and speedily executed maintenance 
| and repair, something which for- 
| mer systems of manufacturing have 
|/not found so vital. 
| But experience is pointing the 
way, and there is no better test 
jthan the furious production pace 
| which the automotive industry now 
is maintaining, and even seeking 
to push further ahead. 





A, H, Allen 





* * + 


| Plush Surroundings 


WENTY years ago the question 
of lawns and shrubbery around 
manufacturing plants was nothing 
|}more than idle, sissified talk. You 
| built the building right up to the 
|sidewalk, you let the smoke roll 
out of the chimneys, you let the 
jrubbish blow where it would. If 
|the neighbors complained, let ’em 
;}move away; there was work to 
| be done. 


That has all changed, and 
| keeps changing as large plants 
| are broken up into smaller units 
| and are moved to suburban areas 
where taxes are lower, transpor- 
tation is easier, living conditions 
| are healthier. The small or even 
medium-size plant built in the 
last five years which does not 
have a carefully barbered lawn 
in front and well-tended shrub- 
bery gracing the entranceways is 
the exception. 

The investment in these external 
trimmings is no trifling matter, to 
say nothing of the cost of a vice- 
president in charge of foliage. 

At the same time it pays divi- 
dends in the favorable effect *upon 
visitors, and in the lift to worker 
morale and pride, Intangible val- 
ues, to be sure, but still definitely 
on the plus side. 


All Aboard for 500 
CHICAGO.—A special train, with 
one of its cars allotted to members 
of the Chicago Automobile Trade 
Assn. and their friends, will be run 
to and from the Indianapolis 500- 


mile Memorial day race under 
| auspices of the Chicago Motor club. 
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= ° What makes the wheels go ‘round? 


itand- 
sts of 
n be 
led. . ° ° ° ° ° 
—_— The carburetor? The pistons? The drive shaft? Sure, but does a “what’s new, what’s right” magazine tells its eager audience 


es is woman know that? Let’s face it. The average female doesn’t know what makes the wheels go ‘round... and frankly, they eat it up. 
aa her “accelerator” from her “elbow rest” when it comes to cars. 


aa. Take “The Great Automobile Story” in the June issue as a case 


t 7 = i ; 9 . . 
lanned That's natural. Automobiles are just not a woman’s cup of tea. in point. The story of 100,000,000 motor cars from the past to 
—o They re part of a man’s life... as masculine as trout flies or the present, this brilliant feature supplement parks 14 pages of 
g have pipe tobacco. Men understand cars...talk cars...buy cars. automotive excitement in the car-hungry homes of America... 


ce Proof? further whets the free-wheeling appetites of almost 8 million 


r test blue chip readers. 
7 now Only 6% of automobile purchases are made by women; 


eeking 24% are made by men and women together, and 68% So, when you advertise your shiny, new models, doesn’t it make 


of automobile purchases dre made by men!* good sense to sell these same interested prospects? You can do it 
if you drive your message home with Esquire. 
iestion = In view of such facts, it’s no wonder that Esquire—the only 
—_— service magazine for men—consistently devotes so much of its You'll hit a pre-sold motor market with penetrating 
. _ editorial linage to matters automotive. Month after month, this impact—and Mr. Advertiser, that’s no accident! 
Oo e 
re roll 
et the 
ld. If 


.— *Source: Speaen of soonemiy ee pores Research 
of the University of Illinois; , 7 ; 
800,000 Now, highest net paid 


A.B.C. circulation in Es- 
quire history! 


and 
ylants 
units 
areas 
ispor- 
itions 
even 
1 the The Largest Selling 
s not 
lawn . 
hrub- 50¢ Magazine on the 


ays is 


750,000 


700,000 And, month after month, 
for 22 consecutive issues, 
650,000 Esquire circulation has ex- 
ceeded that of the corres- 
600,000 ponding month for the pre- 
1947, 1948 = 1949 ceding year. 
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12%-to-1 Within Three Years? 





Higher-Compression Speedup _ 


DALLAS. — Working hand in 
hand, auto and oil companies are 
progressing towards still higher- 
compression engines faster than 
had been expected. 

That was revealed at a dinner 
given for the General Motors Gen- 
eral Technical committee during a 
Dallas stopoff while the engineers 
were en route to GM’s Phoenix 
(Ariz.) proving area, 

It was again stressed that the 
frequency and degree of com- 
pression-ratio increases in GM 
engines would proportionately 
hinge on the rapidity of the 
strides made towards high-octane 
fuels. 

On the basis of statements given 
at the off-the-record session, how- 
ever, local observers forecast that 
100-octane “aviation gas” and 12%- 
to-1 compression ratios would be 
on the automotive market within 
three years. 

Another prediction in refinery 
circles here was that engines in 











RICAL 





1951 Cadillacs and Oldsmobiles 
would boast compression ratios of 
8 or 8% to 1. 

By and large, General Motors 
research men and the chief engi- 
neers of the various divisions ap- 
peared satisfied with the general 
design and power facilities of 
current engines and no signifi- 
cant basic changes probably were 


Old Timers Get Archive 


Of Pioneer Ford Dealer 


NEW YORK.—The Ford collec- 
tion of P. A, Williams jr. has been 
presented to Frederick H. Elliott, 
founder and secretary of the Auto. 
mobile Old Timers, by P. A. Wil- 
liams III. 

Included in the collection are 
many pictures of Ford’s famous 
racer, 999, and the original Ford 
factory. The elder Williams became 
a Ford New England distributor in 
1904, 


Gasoline vaporizes at temperatures ranging down to 51 degrees 
below zero; the vapors are invisible .. . 
shop well ventilated. Never use gasoline as a cleaning agent; use 
safety solvents. Gasoline drained from tanks should be kept in 
Underwriters Approved Safety Cans. 


One inch of good insulation is worth a mile of fire hose! Faulty 
electrical equipment invites fire. Sparking motors, trouble with 
fuses, overheating of equipment or wiring—all such electrical 
trouble should have the care of a qualified electrician. 


PAINT SPRAYING 


~ 










WELDING 


“as 





Paint spraying is a special hazard of dealership operation. Keep 
paint spraying separate from shop—an Underwriters Laboratory 
Approved Paint Spray Booth is recommended. Use Approved Spray 
/ Gun containers for cleaning and storing. 


Anchor welding equipment securely; inspect frequently for leaks 

or damage to hose. Never weld near gasoline or paint spraying 

¥ 4 operation. Keep a 4# CO* or a carbon tetrachloride extinguisher 

es on the rack. If welding must be done on or near wood floors, 
protect floor with metal or other incombustible material. 


HEATING EQUIPMENT 





Inspect heating unit at least annually; install all equipment in 
approved manner. Keep area clean, free from combustibles. Home- 
made units should be replaced. Provide safe vent to outside on 
gas heating equipment. 


Good housekeeping is good business! And good fire prevention. 
There can be no fire where there is no fuel. Remove trash, com- 
bustibles, waste oils, daily. Clean floors with safety cleanser; clean 
and check air compressors: Clean shops are safe shops. 


EXT INGUISHERS 








509 Terminal Sales ‘Bldg. 
Portland 5, Ore. 


liquids) : 


Dealerships require at least one chemical fire extinguisher for every 
2,500 square feet of floor area. PARTS SECTION: Water type 
extinguisher. SHOP SECTION (near oils, greases, and flammable 
CO’, Dry Chemical, or Foam type. All fire extinguishers 
must bear the UL (Underwriters Laboratory) seal to obtain 
rate credit. 


Selective Insurance for Authorized Automobile Dealers 


FIRE, WINDSTORM and AL 


Cliniversal ClUnderwriters 
Home Office: 1100 R. A. Long Bidg., Kansas City 6, Mo. 


616 Royster Bidg. 
Norfolk, Va. 


envisioned for the immedia 

future. 

The engineers seemed more con- 
cerned with adapting the power they 
have in present engines to the 
changing demands of transmission 
improvements than in making rad- 
ical changes in the power plants. 

General Motors’ General Techni- 
cal committee deals with general 
engineering problems common to 
all GM divisions and coordinates 
the activities of the GM proving 
ground at Milford, Mich., of which 
the Phoenix Laboratory is a branch. 

It is one of the oldest groups in 
GM and was to meet collectively 


for the first time at the Phoenix} takes a hand in signing Portland Motors, 
Milton A. Wurzweiler, veteran Portland auto dealer and president of the ‘firm, with son 
. Newly named as wholesale manager of the dis- 


proving ground. 


James M, Crawford, GM _ engi-| A! Wuraweiler, general manager, 


neering vice-president, was ill and | ‘i>utorship is Jack Moore. 


could not accompany the commit- 
tee. 
Members in Dallas were: 


sion in charge of styling section; 


INSURANCE 
RATES 


Insurance rates are formulated 
by the Fire Insurance Rating 
Bureau of your state, mot by 
your insurance company. 


In some states, percentage 


highly explosive. Keep credit reductions in the basic 


conditions and regulations are 
satisfactorily met. In other 
states, when the regulations 
are fulfilled, there is an 
absence of additional charge. 


in this guide earn a rate credit 
or absence of additional 
charge, and these suggestions, 
if they are followed, will ma- 
of fire. 


Universal Underwriters main- 
tains a staff of fire prevention 
engineers and inspectors who 
regularly survey policyholders’ 
properties, 

Universal Underwriters’ re- 
markably low losses through- 
out its 28-year history are the 
result of sound underwriting, 
friendly cooperation of its 
policyholders, and experi- 
enced fire prevention and pro- 
tection. Low losses have 
enabled Universal Underwrit- 
ers to reduce the fire insurance 
costs of its policyholders by 








LIED LINES 


8943 Wilshire Blvd. 
Beverly Hills, Cal. 


W. J. Davidson, administrative en- 
Cc. L,|gineer, GM Technical Center; A. A. 
McCuen, vice-president and general | Maynard, GM overseas operations, 


manager research laboratories divi-|and Chief Engineers C. J. Bock, 
GMC truck and coach; 





Many of the recommendations — 








K-F CHIEF AT DEAL CONSUMMATION—Edgar F. Kaiser, left, president of Kaiser-Frazer, 


new distributorship. in Portland, Ore. Left is 


Chayne, Buick; C. F, Arnold, Cad- 
illac; G. A, Delaney, Pontiac; P. J. 
Mauck and James H. Wernig, 
Fisher Body; L. S. Sheldrick, De- 
troit Diesel; J. F. Wolfram, Olds- 





-| mobile, and E. H. Kelley, Chevrolet. 


Capsule Parleys 
Are Under Way 


In New Mexico 


ALBUQUERQUE, N. M.—(UTPS) 
—In a series of special meetings 
called “capsule conventions,” Bill 
trandolph, New Mexico Auto Deal- 
ers Assn. manager, is taking the 
organization’s newly enlarged pro- 
gram straight to the members. 

Dealers turned out 100 percent 
for “conventions” at Roswell and 
Carlsbad and unanimously voted 
endorsement of the statewide pro- 
gram. 

Carlsbad members passed a res- 
olution inviting the state associa- 
tion to hold their 1950 convention 
in that city. 

Third meeting of the series, at 
Clovis, was highlighted by forma- 
tion of the Clovis New Car and 
Truck Dealers Assn. Officers elect- 
ed were Reese Cagle, president; 
Darwin Ingraham, vice-president, 
and Jack Williams, secretary-treas- 
urer. 

Meetings have been called by 
Randolph to be held during the 
next two weeks at Gallup and in 
other northwestern sections of the 
state. 


Florida Dealers 
Set for Parley 


ORLANDO, Fla. — The Florida 
Automobile Dealers Assn. will hold 
its annual convention Oct. 22 
through 24, at the Palm Beach 
Biltmore hotel in Palm Beach, ac- 
cording to Walter C. Mallory, gen- 
eral sine 


| Rover's Welcome 
| Fewer Tourist Stops Ban 


Dogs as Guests 


NEW YORKK.—By all means take 
the dog along on your travels this 
year. It will be more fun for every- 
one, and the problem of finding 
lodgings with a pet is not nearly 
as difficult as it once was. 

So states Harry Miller, director 
of the Gaines Dog Research Cen- 
ter, in announcing that the 1950 
edition of its public service book- 
let, “Touring with Towser,” is off 
the press. This is a directory which 
lists hotels and motor courts which 
accept guests with dogs. 

The data in the new edition is 
up-to-minute in every respect, ac- 
cording to Miller, contains 1,600 
individual listings in all states of 
|the union, notes on special condi- 
tions under which some hostelries 
will accept dogs and hints on mak- 
ing it pleasanter to have a dog 
as a traveling companion. 





Fire Hits Grates Parts 


DETROIT.—A fire destroyed the 
parts department at Grates Motor 
Sales (Pontiac), 7077 Gratiot Ave. 
here. Firemen were unable to de- 
termine the cause of the blaze. 
Norman Pankner, manager of the 
dealership, estimated that damage 
might run as high as $25,000. It 
Was covered by insurance. 
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These men have boxed before millions! 


They’ve been featured in newspapers, magazines, books, and movies. 
Yet most people will be hard put to identify Jack Johnson, Jim Corbett, 
or Bob Fitzsimmons—who have been idolized by millions. 


But nearly everyone knows the sometime pugilist who is the fourth 
man in the ring. 


Yet world-famous Popeye does his fighting in the comics! 


Is there any more graphic way of demonstrating the tremendous edi- 
torial impact of PUCK, the only national comic weekly? Doesn’t it show 
how PUCK’s all-star cast of characters has woven itself into America’s 
life... Jiggs, who “sold” corned beef and cabbage; Popeye, who made spin- 
ach a top favorite; Dagwood, who helped the U. S. Atomic Energy Com- 
mission explain nuclear energy? 


Do you wonder that such hard-headed firms as General Mills Inc., 
W. A. Sheaffer Pen Co., Lever Bros. Inc., and many others spend millions 
of advertising dollars in PUCK, The Comic Weekly? 


Educators speak of comics as “a social force” that constantly helps 
shape our manners, morals, and thinking. But shrewd business men speak 
of the comics as a tremendous “sales force”! 








Who are these fighters? 


PUCK, The Comic Weekly, distributed with 15 great Sunday news- 
papers from coast to coast (with its two advertising affiliates), reaches 
more than 18,000,000 adults (and their youngsters) in 7400 communities 
where 83% of all retail sales are made. 


Year after year readership reports show PUCK delivering 3 to 5 times 
more thorough readers of advertising per dollar than top weekly maga- 
zines. If you want to know why advertising in PUCK is so effective in 
selling goods, ask us about “Getting More Out of the Dollar!” 


< What fools Nese Mortals be!” 
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THE COMIC WEEKLY 


The Only NATIONAL Comic Weekly —A Hearst Publication 
63 Vesey St., N. Y., Hearst Bldg., Chicago, 406 Hearst Bidg., San Francisco 
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Canada Reported 





Ad Drive Outlined 


Oilman Says Lubrication Marketing Program 
Needs Long-Range Sales Story 





Producing Half 
Of Oil Needs 


TORONTO.—Canada is well on 
a continuous, year-round, long/|the road to producing half of her 
range sales effort built around the |oil requirements and has a good 
central selling theme, “Make a/prospect of achieving  self-suffi- 
Monthly Date to Lubricate,” ac-/ciency in oil within a few years, 
cording to the Keyser plan. according to Dr. Oliver B. Hopkins, 


KANSAS CITY.—An industry ad- 
vertising program on automobile 
lubrication was suggested here by 
Paul V. Keyser jr., of Socony- 
Vacuum Oil Co., at the mid-year 










meeting of the marketing division 
of the American Petroleum Insti- 
tute. 

Keyser suggested that the API’s 

lubrication committee provide a 
non-controversial long range lubri- 
cation sales story for the entire 
industry which will receive the sup- 
port of the automotive industry and 
clear up public confusion on the 
need for regular lubrication and oil 
changes. 
Selling tools featuring this story 
must then be provided for every 
dealer and oil company salesman, 
he said. 

Other objectives, Keyser said, 
should be: To provide tie-in news- 
paper, radio and outdoor advertis- 
ing for individual companies and 
local groups to run at their own 
expense; 

To provide national magazine ad- 
vertising on a limited scale as a 
spearhead for the entire oil indus- 
try and to provide national and 
local publicity. 

All of this advertising must fea- 
ture the non-controversial sales 
story, Keyser urged. 

The dealer, who would be the 
cornerstone of the entire program, 
would receive material designed for 


Rail-Truck Clash 








Road Deaths in March 


Up 15% Over ’49 


The nation’s fine postwar traf- 
fic record is in danger of crack- 
ing up because of complacency, 
the National Safety Council said 
last week in ‘reporting that 
March highway fatalities jumped 
15 percent over a year ago. 

Deaths in the month totaled 
2,440, compared with 2,120 in 
March, 1949. For the first three 
months of 1950, there were 7,060 
traffic deaths, 9 percent over 
1949’s first quarter. 





vice-president of Imperial Oil, Ltd. 

Alberta discoveries, he reported, 
have increased Canada’s oil re- 
serves from about 72,000,000 bar- 
rels at the end of 1946 to about 
1,000,000,000 barrels three years 
later. The Alberta fields now are 
producing about 65,000 barrels per 
day, compared to 19,000 before the 
discovery of Leduc in 1947, and 
“are capable of producing, on an 
efficient basis, 125,000 barrels. 

This compares with current na- 
tional consumption of 320,000 bar- 
rels per day,” he said. 

The oil industry in Canada spent 
$100,000,000 last year on exploration 
and development in western Can- 





WEST COAST AUSTIN DEALERS FLY TO N. Y. SHOW—This group of 2! chartered a 
special DC-3 airplane from Oakland, Calif., to attend the British automobile show at 
rand Central Palace. Accompanying the dealers was Fred G. Iingworth field represen- 
tative for Austin. The men were guests at a dealer luncheon meeting, where they heard 


talks by several officials, including James F. 


Export Corp., Ltd., B. J. Hegarty, also of 
president of Austin's U. S. company. 


$150,000,000 this year, he said. Dis- 
cussing the contribution that large 
oil reserves in the Canadian prairies 
make to North American security, 


Bramley, managing director of Austin Motor 
the Export Corp., and Joseph Dudley, vice- 


edly in time of emergency the oil 
reserves of the continent would be 
pooled, as they were in the last 
war, to obtain the maximum po- 
tential from industry. 



















0.000.000 worth... 


ada, and is spending at the rate of| Dr. Hopkins commented: “Undoubt- 








Seen as D er to Three-quarters of the shipments are by water, is | 
q P y 
Canada’s Growth and about 75,000 tons by rail, in winter. 
OTTAWA.—National development The S. S. Colabee, News paper ship, made an 
will be retarded unless the prob- all-time record of nineteen round trips in 1 loa 
f tition between rail- P 949— P 
nde Ge toeete is cotved, the Roy- averaged 5,800 tons per trip. tal 
al Commission on Transportation Seven chartered ships carried 5,000 tons each. ma 
_ ay Remeber andl Canadien Na- Two vessels chartered by IP made six trips. un! 
tional Railways vice-president of About 4,000 carloads of paper came by rail. nal 
research and development, testi- 
fied “uneconomic competition from 
trucks was costing the railways @ All of which means more than 500,000 rolls, wri 
$100,000,000 a year in net revenue . . * : -: ma 
Soe wan impeting offcets to grant including three-quarter and half lengths, w hich a 
low freight rates on low-valued have to be moved to the News Building or e 
re aanclenment, promote in- Brooklyn plant—about fifty-fifty, incidentally. 

He said the real problem was not a 
that the railways were losing in- @ The handling routine is as follows: of s 
come but that they were losing or . : . . eee les 
their ability to grant these low “de- rhe S. S. Colabee docks at Commercial W har f, 5 
velopment” rates. Brooklyn. In its hold are four layers of newsprint 
aa ~ eohatten is, Seema, he att, rolls, end on end, plus a load on deck. 

e situation wou e “somewha : - ‘ i “ . : 
of a check on the development of @ Take a sixty-one inch wide strip of paper— The winch on deck lowers into the hold the dan 
eo ae oe gag ger as in newspaper. Wrap about four and one-half big rubber-tipped tongs that clamp tight around bre: 

wou a o ; ; at. 43 ; 
call he aan. ” miles of it around a fiber core...and you havea _ the top of the roll, lift it high enough to tip over. Up 3 
eewentiner one there should be full roll of newsprint. Stands over five feet high afte 
careful study w a view of some o gs : 
in of omiens ont eeela ollew on end, three feet in diameter. Weighs 1,700 lbs., ; hun 
both the railways and the trucks which @ $100 per ton, is worth $85. | 
ee he ee ea Moving that newsprint roll a thousand miles H 
strictive” legislation on trucking. or more from the mill, . . . is not so simple. : par 
He expressed the hope of some Newsprint is soft stuff, bruises easy. | opa 
commission recommendation that , ‘ ‘ Con 
would call for coordinating the two Mash the rim of a roll, and the outer layers rl . 
types of service, and he said there have to be thrown away. i m 
were situations where this co-ordi- Aa tech tee sl ¥- . p ag / 
nation could be undertaken to the n inch-deep gash from a longshoreman’s : | 
benefit of both. hook—and goodbye to 25,000 News pages. 
Asked whether he would favor S : , . pas . new 
subsidies to aid the railways in Dropped too hard, a roll flattens on one side, : 
meeting truck competition, Fair- won’t unwind evenly and tears on the press... mor 
ee ee ee makes pressmen profane and deliveries late. #30 
he would prefer them if they were When wet, it swells and gets mushy, never i 
mecensary oe ete conn freight regains its girlish figure or tensile strength. wan 
, So if you ever see large burly men handling with 
200 Rent Space newsprint rolls as if they were overgrown angel OF Cr 
At M tal Sh food cakes... there isn’t any other way! Three rolls, in a triple sling, are picked up by M 
e€ 8 Ow a cable, airborn over the side, slumped softly fami 
a Cé ane ‘ if ped softly on . 

gp ete Eg eeepc @ Last year The News used 282,588 tons of the inclined platform on the pier. mett 

the 32nd annual National Metals newsprint, worth more than $30 million. Released from the sling, the big cylinders roll the 
 eoveaaaliey eee in oo Some very respectable big city papers live for | slowly down the incline, are braked by the body mar] 
23-27, show officials enid last week. a whole year on two weeks News supply—and blocks of a T-formation of longshoremen. . . more 

Among the firms listed were: have some left over! A hoist feeds the 22,000 ton capacity warehouse 
American Chain & Cable Co., Ben- et 
dix-Westinghouse Automotive Air opposite. Mobile cranes load the long flat trucks ; < 
eee Ca. Circo ecg A Or, Be- @ Most of The News stock comes from with twenty rolls, about sixteen tons. The 

e Machin eB ; : : ; 
duPont do ties & Co. B. F. our own mills... 50% from Baie Every eight minutes, a paper truck takes off. appr 
Bpeteioh i Lnetin Electric os. Comeau, Quebec, 15% Sixty trips a day are needed to supply 700 tons 

o kshaf . Pyrom . 
Instrument Co., Raybestos-Manhat- fromThorold, Ontario, § weekdays, and 1,800 tons Sunday. | 
tan, ine. Boerty , Feeteate, en ... another 30% from The pre-war four trips per day per truck has TH. 
fr Oo. + one Tenben — International Paper, _ been cut to three by present traffic. Extra trips 220 f 
must be made to keep a backlog. Storage capacity 155 | 





and 5% here and there. 
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By James D. Woolf 
‘(HE Direct Mail Advertising 

Assn. has announced that the 
total estimated dollar volume of 
direct mail in the U. S. during 1949 
was $863,989,480. 

That’s a mountain of lettuce, a 
large hunk of which was spent by 
retailers and small local adver- 
tisers. 

It will profit us to give sober 
thought to this statement by Ed- 
ward N. Mayer jr., former presi- 
dent of the association: 

“More than 50 percent of the 
country’s direct-mail advertising 
should be thrown in the waste- 
basket.” 

This opinion is explained in a 
fine new volume, Advertising Hand- 
book (Roger Barton, Prentice-Hall, 
Inc.), in an excellent chapter by 
Robert Stone, vice-president of The 
National Research Bureau in Chi- 


Salesense in Advertising 
Tested Ideas for Small Business 


cago, and a past president of the 
Direct-Mail Club in Chicago. 

Stone’s chapter includes a chart 
detailing the findings of the bureau. 
The data presented is a compila- 
tion of overall results from testing 
hundreds of direct-mail pieces. In- 
asmuch as nearly all advertisers, 
large or small, are users of direct 
mail, let’s ponder over some of the 
bureau’s findings. All of them, by 
the way, agree with my own ex- 
perience. 

* = 


+ 
Long Copy Pays Best 
HORT copy adherents take note: 
“A two-page letter usually out- 
pulls a one-page letter.” 

Of interest to the economy- 
minded: “A two-page letter run on 
two separate sheets of paper will 
ordinarily outpull a letter run on 
both sides of one sheet.” Also of 








and bruises easy! 


is 5,200 tons in Manhattan, 8,000 in Brooklyn. 


@ At the plants, paper trucks back up to the 
loading platforms. Single rolls are slid off the 
tailboard, fall a few inches on thick sponge rubber 
mats, are rolled on a conveyor which automatically 
unloads the rolls on different floors. Dollies on the 
narrow-guage rails deposit them near the presses. 

At night, the strippers take off heavy kraft 
wrappings and a few outer turns of paper, trim 
mashed rims, trundle stripped rolls into position 
behind the presses, ready for the run... 


@ More than six months were needed to turn a stand 
of spruce trees into a roll of newsprint . . . which lasts 
less than fifteen minutes on the press! 


@ Newsprint waste is a headache. Waste from 
damaged rolls is slight. But when the moving web 
breaks in printing, the high speed presses chew 
up a lot of paper before they can be stopped. And 
after press cylinders are re-threaded, the first 
hundred copies run must be scrapped. 


@ The News paper lab takes samples from 
partly run rolls... tests for weight, brightness, 
opacity, fibre formation, surface smoothness. 
Constant testing assures the largest circulation in 
America the best produced newspaper! 


@ No other newspaper in the world uses as much 
newsprint as The News. No other newspaper has 
more than 2,200,000 circulation daily, more than 
4,300,000 circulation Sunday! 

No other newspaper in the world is so much 
wanted, and bought every day by so many people... 
without subscription, carrier boy, special rate, 
or contract of any form. 

No other newspaper reaches seven out of ten 
families in New York City, half the families in the 
metropolitan area... which makes The News 
the obvious best medium in the world’s best 
market. And the world’s best opportunity to do 
more business! 


@ True enough—no advertiser needs to use 


The News in New York, but there isn’t any even 
approximate substitute for it! 


THE @ NEWS - New York’s Picture Newspaper 


220 E. 42d St., New York... Tribune Tower, Chicago 


155 Montgomery St., San Francisco 


17 





interest to the economy-minded: 
“Third-class mail ordinarily pulls 
as well as first-class mail.” 


All authorities agree with this: 
“The most effective mailing unit 
consists of an outside envelope, a 
letter, a circular, reply form, and 
a business reply postage-free en- 
velope.” 

Proved countless times: “The 
offers of a premium or special in- 
ducement ordinarily increases re- 
turns.” 

And this is the truth: “Authentic 
testimonials in a sales letter in- 
crease the pull.” 

o * + 


Paste This in Your Hat 


— foregoing is just a sample 
of the valuable material in the 
bureau’s chart. What is most sig- 
nificant to me is the finding that 











ANOTHER CAR FOR DRIVER TRAINING—Sheffer Chevrolet Co., Emienton, Pa., has pre- 
sented a dual-control car to help increase driving safety among teen agers. At the presen- 
tation were Alvin Kahle (left), owner of the dealership, and Budd B. Stewart, principal of 
Saint Petersburg Boro and Richland Township Consolidated schools. 





“a two-page letter usually outpulls 
a one-page letter.” 


Equally important is Stone’s as- 
sertion that the mailing should 
present “detailed information about 
the product or service—all of the 
information necessary for a final 
decision.” 


Mayer’s estimate that 50 per- 
cent of all direct-mail advertising 





should be thrown in the waste- 

basket is probably true. In fact, 

Vll go further and say that 50 

percent of all advertising—maga- 

zines, newspaper, radio — should 

— into the same recep- 
le. 


The major reason for this waste, 
in my judgment, is failure to in- 
clude detailed information about 
the product or service. 


The advertisers who assert that 
“people won’t read long copy” are 
the goats. 

In my book the only truly hard- 
working advertisements are those 
that give the reader, in the words 
of Stone, “all of the information 


necessary for a final decision.” 
+ * + 


Shoot at Real Prospects 


I HOLD that advertising is sales- 
manship—or should be. I want 
to repeat what I have said in this 
column before: On any given day, 
at any given hour, in any given 
medium, only a small percentage of 
any group of readers or listeners 
has any interest in the product or 
service being advertised. And that 
goes for bulldozers, corn pads or 
carpet tacks. 

When we seek a way to make our 
appeals arresting the surest pro- 
cedure is to shoot at interested 
people, or to put it another way, 
at people “in the market” for what 
we have to sell. 
| We are not concerned with 
crowds—we are concerned with 
logical prospects. When we sit 
down to write a sales letter, or an 
| ad in any form of media, let’s 
not fret about the length of our 
copy but strive to include all of 
the information necessary for a 
| final decision. I know of one man, 
| @ direct-mail advertiser, who 
| saved his business when he dis- 
| covered that four-page letters 
| paid off handsomely. 

It is difficult to test general ad- 
vertising in national magazines. 
Readership ratings are helpful, of 
course, but nobody has yet worked 
out a test accurately to measure 
sales results per dollar expended. 
But the direct-mail advertiser 
knows what pays and what doesn’t. 
I am sure Stone will agree that, 
in most cases, what brings home 
the bacon is detailed information 
about the product or service. 

“Consumer acceptance” copy — 
“remindership” — falls flat on its 
face when it is used by the direct- 
mail and mail-order advertiser. 





Sharpe to Manage 
White in Dallas 


| CLEVELAND.—Robert F. Sharpe 
|has been appointed branch man- 
ager for White 
Motor Co. in Dal- 
las. He has been 
regional whole- 
sale manager for 
the company in 
Kansas City for 
the past year. 
Sharpe joined 
White after be- 
ing affiliated with 
Firestone for sev- 
|} eral years. 
Succeeding him 





R, F. Sharpe 
jin Kansas City is B. E. Simons, 
who has been business manager for 
| White in that city. 


Pennzoil Co. to Build 
|Propane-Deresining Unit 


ROUSEVILLE, Pa. — Pennzoil 
Co, has awarded a contract to 
|build a propane-deresining and 
resin-fractionating unit at its oil 
plant here. 

The unit, designed to charge 1,370 
barrels of Pennsylvania reduced 
crude each day, is scheduled for 
completion late this year. 
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Auto Dealer Forum 





mobile dealers of our country, and 
it will always be to the lasting 
honor of our industry that it was 
a job well done. I feel sure that 
if the members of our dealer body 
would only take the time to do 
this, the results would be well 
worth the effort. 


* * * 


— are many ways a dealer 
can serve his local community. 
The service clubs, such as Rotary, 
Kiwanis, Lions, etc., are only some 
of the fine organizations that a 
dealer should be willing and proud 
to join. Generally speaking, these 
organizations contain a cross - sec- 
tion of the business leaders of the 
community. Participate in local 
drives of a charitable nature such 
as the Community Chest, Red 
Cross, etc. Your assistance will be 
most gratefully appreciated and 
the resultant goodwill to your busi- 
ness and your industry will further 
help to offset some of the bad pub- 
lic relations, formed in the minds 
of people when the waiting lists 
were long and the supply of cars 
were extremely limited. 

Any worthy charitable cause, 













No. 


LADIES POPULAR TRAVEL SET 
in Finest Top-Grain Cowhide 


Contempo has ever offered. 
Every detail luxuriously created. Long-bound, 
magnificently styled in popular Suntan Cow- 
hide. Lightweight and strong, all-plywood 
rayon 
moire linings, full shirred pockets. Order a 
set today. Judge for yourself if this is not 


Finest value 


construction. Solid brass hardware; 


the best value being offered anywhere. 
No. 600 — 3-Piece Set 


21” Dress Wardrobe, 21” O'nite, 26’ Pullman 
VOUR DEALER'S COST............... $87.50 Set 
$169.50 Set 


List Price, Including Fed. Tox.. 


Get Acquainted with Contempo Quality . . . 


The Ultimate in LOW-COST Luggage 


552 Two-suiter 
Size: 24x 18 x72" 





(Continued from Page 4) 


such as fund-raising campaigns, 

hospital drives, summer vacations 

for underprivileged children and 
the like, that will bring dealers 

into the limelight, should be a 

“must” in the matter of good 

public relations. 

This is a job that only YOU can 
do. It is something that requires 
time and thought as well as money 
and effort. Do not pass up any 
opportunity with the thought in 
mind that your fellow dealer may 
do it because he has more time 
and may be not quite as busy as 
you are. Sometimes, unfortunately, 
he is apt to think along the same 
lines as you and a golden oppor- 
tunity to render a service to your 
community and your industry has 
been allowed to slip through your 
grasp. Get into the spirit of the 
movement, and when the goal has 
been accomplished you will have 
the satisfaction of having done 
something for the good of your 
community. The goodwill gained 
for your industry and yourself will 


be GOOD PUBLIC RELATIONS. 
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No. 551 One-suiter 
Size: 24 x 18 « 51,” 


guaranteed. 


1) (enclosing check) 





Style No. Color 





Signature 
Sach cuns saa eabt Gees bubanen tid ated diene ahcccc ana idiee een ante o 


No. 550 Companion 
Size: 21 x 14 x 7” 


C) (Ship Open Account. Bank references attached) 
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NOT A ROWBOAT BUT IT CARRIES ‘ORES'—The Benson Ford, 3,000 horsepower diesel 
ore ship, is pictured as it leaves the turning basin at Ford's Rouge plant on its ~ to the 


ore fields in northern Michigan. The Benson Ford and its fellow ship, the Henry 


‘ord Il, 


will attempt to deliver approximately 1,200,000 gross tons of ore for the Rouge's three blast 


furnaces during the 1950 season. 





Smith Buildings Burn 

SYRACUSE, N. Y.—A flash fire 
swept through two buildings of the 
Smith Body Works in Manlius, 
causing upwards of $60,000 damage. 
Four new trucks, machinery, tools 
and miscellaneous equipment were 
lost in the fire. Estimate of the 
loss was made by Willard B. Smith, 
owner, who said it was not covered 
by insurance. 








No. 518 Short Trip 
Size: 18x13¥2x5%4" 


Matched Luggage for Men 


Top-Grain Cowhide 


You'll like the clean-cut, new 1950 styling at Contempo's sensible 
lower prices. Each piece solidly constructed of Top-grain Aniline 
Cowhide. Wide 42-inch bands on sides of each bag, and leather- 
covered steel center-frame give extra strength and longer wear. 
Here's a bag for every need. The two-suiter for extended trips; 
one-suiter for week-long trips; Companion for week-ends; the 
18-inch bag for short business or airplane trip. Expertly designed 
interiors for quick, efficient packing. Auto dealers, coast-to-coast, 
are selling Contempo Quality Luggage for Extra Profit and an 
added service to customers. Try a sample set today. Satisfaction 


COLORS: Smooth Suntan or Ginger Cowhide; 
Also 2-sviter and Companion in Black or Brown Walrus Grain 


Your List Price 
Style No. Item Dealers’ Cost inc. Fed. Tax 
552 24” 2-Suiter $29.50 $59.00 
551 24” 1-suiter 28.50 57.00 
550 21” Companion 25.00 50.00 
518 18” Overnight 22.50 45.00 


c---— Send Order Form Today w=. um -——= 
CONTEMPO Luggage Co. 170 Fifth Ave.,N.¥.C. 10, 
Please ship the following numbers. 


CO (Ship C. 0. D,) 


Quantity Dealer's Cost 






















R.I. Lawmakers 
OK Omnibus Bill 
For Vehicle Laws 


An omnibus bill recodifying and 
modernizing Rhode Island motor 
vehicle laws has been passed by 
the state legislature and sent to 
Gov. Pastore for signature. 


The bill resulted from a study 
conducted by a special committee 
headed by State Motor Vehicle Reg- 
istrar Laure B. Lussier. It repre- 
sents only the initial phase of the 
work of the committee, which will 
later submit recommendations on 
problems related to mandatory in- 
spection of motor vehicles, financial 
responsibility for motor vehicle op- 
erators and a law on certificates of 
title. 


The measure given legislative 
approval makes these changes with 
respect to truck size and weight: 


Increases legal maximum overall 
length of trucks from 35 to 40 feet, 
which is now maximum length for 
buses; increases maximum overall 
length for tractor semitrailers 
from 45 to 50 feet; increases al- 
lowable weight of three-axle trac- 
tor semitrailers from 50,000 to 56,- 
000 pounds gross weight; increases 
allowable weight of four-axle com- 
binations to 60,000 pounds. 


While not going into the issue 
of personal liability for passenger- 
car operators, the bill stiffens re- 
quirements on evidence of finan- 
cial responsibility for owners of 
for-hire vehicles. 

Speed limits of 50 miles an hour 
on open road in daylight and 45 
after dark are set by the bill, which 
also fixes a 25-mile limit for resi- 
dential and business sections. 

Rhode Island now has no statu- 
tory state speed limit, but requires 
observance of “reasonable speed” 
signs posted by state and local 
police. 


Old, Yet Young 


Chevrolet Zone Boasts 


2 Octogenarians 


PITTSBURGH.—Two of the 
sprightliest dealers in Chevrolet’s 
Pittsburgh zone are A. S, Guthrie, 
82, of Apollo, Pa., and A. C, Schet- 
tig, 80, of Cresson, Pa. 

Although nominally retired, both 
men are unable to resist daily calls 
at the Chevrolet dealerships they 
founded, which have passed into 
the hands of their sons. 

Guthrie established his Chevrolet 
dealership at Apollo in 1923, while 
Schettig set up his auto business 
in Cresson in 1920 and joined Chev- 
rolet 10 years later. 

Schettig, who has 14 grandchil- 
dren, has worked in a variety of 
fields connected with the progress 
of transportation, including driving 
horses, building railroad cars and 
operating a taxi service. 

Guthrie loves the outdoor life 
and shoulders his rifle every hunt- 
ing season for a jaunt into the 
woods. 

“I’ve been hunting all my life,” 
he says, “and I guess I'll still go 
out as long as I can walk. Been 
hunting the last 18 years in the 
mountains and I get as much game 
as the next fellow.” 


Rubber U sage Rises 


MONTREAL. — Consumption of 
rubber increased 3 percent in 
Canada during February, total for 
the month amounting to 14,317,600 
pounds as compared with 13,861,000 
in January, the dominion bureau 
of statistics reports. 





Oil Parley ices 
Cooperation Plea 


From Jobbers 


KANSAS CITY.—Unless oil sup- 
pliers wish to lose the support of 
independent jobbers against at- 
tacks on the industry, they must 
give the jobbers recognition as an 
essential arm of the industry, ac- 
cording to John L. Bero, chairman 
of the National Oil Jobbers Council. 

In a speech before the midyear 
meeting of the American Petroleum 
Institute here, Bero said the recog- 
nition is necessary to smother a 
smoldering fear that current sup- 
plier’s practices bode ill for jobber 
stability. 

Suppliers in some instances have 
been marketing in their jobbers 
territories and causing an over- 
supply that is cutting profit mar- 
gins, Bero said. 

Parley members heard W. H. 
Garbade, president of Deep Rock 
Oil Co., call for more efficient dis- 
tribution methods and not an in- 
crease in selling price, to increase 
profit margins on lubricating oils. 

Although motor oil and lubrica- 
tion services are underpriced, he 
said, no increase is possible be- 
cause of competition resulting from 
“an unprecedented producing ca- 
pacity now available in the U. S.” 

Petroleum marketers must get 
away from “horse and buggy” 
methods in the studies of distribu- 
tion costs and let trained investi- 
gators make an examination of 
their operations, Garbade advised. 


I-H at Vancouver 

VANCOUVER, B. C.—Interna- 
tional Harvester Co. has com- 
menced work on a $300,000 building 
here. The structure will be one and 
two stories high and will be built 
at Terminal and Station Sts. It 
will be headquarters for sales and 
service for motor trucks, tractors 
and farm machinery for B, C. and 
the Yukon. 








DO YOU 


NEED? 


PROVEN DEALER FORMS 


NEW CAR ORDER PADS 


“LET'S TRADE’’ PROPOSALS 
A Real Sales Aid 


SALESMAN'S DAILY 
ACTIVITY REPORTS 


USED CAR ORDER PADS 


**50-50"" GUARANTEE and for 
“AS-IS" SELLING 


USED CAR CONTROL RECORD 
and SALESMAN’S REPORT 


Salesman's Pocket-size 
Prospect Book 


FREE SAMPLES 


On Request 


Modern Selling 
Methods 


P.O. BOX 666 LOUISVILLE 1, KY. 


woe 


ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 


> PREC eam 
29th & McKean Sts. 
Phila. 45, Pa., Dept. A 
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The factory builds more than cars 


If your factory did nothing more than build cars with nuts, bolts, steel and 
upholstery, you’d both go out of business very soon. 

Your factory also ‘“‘manufactures” prospects and public acceptance for 
your car with national advertising . . . to a large extent with The Saturday 
Evening Post. 

For among all magazines, the Post is invariably your factory’s first choice 
because it reaches most of the families you want to sell in your trading area. 
They have the money to buy . . . they are influential . . . they are the back- 
bone of your community. 

Equally important, an advertisement in the Post makes a deep impression 
on these prospects. A recent scientific survey shows that readers pay more 
attention to advertising in the Post and have more confidence in the products 
advertised in the Post than in any other magazine. 


That is why your factory advertises so consistently in the Post. Each ad 
points the way to your showroom, where you close the sale. 





reaches the people who mean business 
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Auto Market Reports .. . 





Crops Cheer Texas 


Texas 

Rains highly beneficial to Texas 
crops have contributed to increas- 
ing optimism among Texas auto- 
mobile dealers that the current 
boom demand for cars may con- 
tinue past midyear. 

Reports of brighter prospects are 
coming from all parts of the state, 
and especially in west Texas, 
where a proionged drouth has been 
temporarily broken, and from 
southwest Texas and the valley 
area—where rains were reported 
most timely. 

There are many considerations 
that make a long-range guess as 
to the duration of the current 
high level of the market in this 
area difficult. Some of these are: 
1. In the face of continued high 
production can the demand for 
used cars continue to justify the 
long tradein allowances that pre- 
vail? 


season on used cars, sales have 
dropped off since the first of April 
—a time when the demand is 
usually heaviest. 3. The price of 
used cars has continued to advance 
in spite of a slower demand. 


4. In recent weeks the price for 
the best of the prewar cars has 
approximated that of ’46s and ’47s 
—and even exceeded the worst of 
the latter. 5. The demand for the 
lower-priced versions of standard 
makes that have recently been of- 
fered is reported excellent. 6. The 
financing of new cars by purchas- 
ers is reported increasingly diffi- 
cult, and financing (including floor- 
planning) of used cars by both pur- 
chasers and dealers is growing 
more difficult.—(Charles K. Cates.) 


+ * + 
Pittsburgh 
An increase in new-car registra- 
tions, “considerably larger than 


seasonal,” during the week ended 


2. After an abnormally good early | Apr. 22 helped accelerate business 


INDEPENDENT REPAIRMEN COUNT ON... 





Pownce 


FARTS 





Micro-Mike Says — 
YOUR NEAREST PONTIAC 


DEALER STANDS READY 


Pontiac dealers cooperate 
with independent repairmen 
offering many helpful 


by 


TO HELP YOU 


courtesies, such as delivery 


servi : 
and estimating help on tough 
collision or service jobs. 


liberal discounts. Depend on 
your nearest 
—he wants to help you and 
your Pontiac owners. 


KEEP YOUR PONTIAC OWNERS HAPPY WITH PONTIAC . 





technical advice 


large stocks—all at 


Pontiac dealer 


in the Pittsburgh district, the Uni- 
versity of Pittsburgh reports. 


The university's index of business 
activity rose to 190.3 during the 
week. This was only fractionally 
under the 1950 peak, and compares 
with the previous week’s figure of 
187.3. The index for the same week 
of 1949 was 193.8. 

* 


* * 


Manchester, N. H. 


While some New Hampshire 
communities have been hit by slow- 
downs in basic industries, the larg- 
est city in the state, Manchester, 
enjoyed almost unprecedented 
peacetime prosperity during the 
first quarter of 1950. 


The April report of Amoskeag 
Industries, Inc., showed that 117 
concerns which operate in the old 
Amoskeag Mill Yard are now em- 
ploying more than 11,200 workers. 
This figure represents an increase 
of about 1,400 jobs over the same 


Y 8, 1950 








FIRST 1951 K-F DRIVEAWAY CUSTOMERS—Mr. and Mrs. Lawrence M. Scovill of Seattle 
became the first couple to take delivery of a 1951 Frazer at Kaiser-Frazer's Willow Cottage. 
ba». yy utilized a freight saving of about $250 to help finance a three-week vacation 
rip in @ new car. 


been equalled since the record set 
in the last quarter of 1948. 

In spite of the local mills’ volume 
of production, however, Manchester 
has a “rockbed problem” of 2,600 
jobless persons, according to the 
mayor’s industrial commission.— 
(Guy Langley.) 

+ 
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Rochester, N. Y. 


Buying of used cars in Rochester, 


quarter of last year, and has not|N. Y., has taken a sharp seasonal 


a eet aS 


NGINEERED 






“Because Pontiac Factory-Engineered Parts fit Pontiacs 
perfectly they save me plenty of time. And time is profit 
to me because I can do more jobs, serve more customers. 


“Besides, I assure my Pontiac customers of the same 
fine performance, dependability and economy they 
enjoyed when their Pontiacs were factory-new. 


“And to top it all, my Pontiac dealer is especially 
cooperative. He gives me speedy service on parts —and 
technical advice on tough jobs. It’s a good deal for all 
of us—the owner, the dealer and me!” 


PARTS 








upturn and prices are reported up 
10 to 20 percent above winter levels. 

Low-mileage used cars are bring- 
ing as much as $150 more than a 
few months ago. Used-car sales 
generally are reported to be about 
even with the volume achieved in 
1947, a record year. 

Used-car dealers report that 
April business ran_ substantially 
ahead of the same month a year 
ago, with some gains ranging up 
to 20 percent. 

Dealers say there is a shortage 
of good, clean used cars. Later 
model used cars are selling bet- 
ter than prewar models. 

Meanwhile, the new-car market 
in Rochester also is strong. One 
dealer in a low-priced car was 
quoting 12 weeks’ waiting time on 
more popular models. Some dealers 
in another low-priced make won't 
promise anything under eight 
weeks. 

Another dealer in a smaller car 
said he was behind on orders for 
the first time since 1947. A variety 
of reasons were cited for the up- 
swing in new-car demand, includ- 
ing the Chrysler strike, war talk 
and belief that prices will hold 
firm.—(George E. Toles.) 

+ * > 


Cleveland 


Sales of vehicles continued to 
show marked improvement and 
additional strength throughout the 
Cleveland area. For the week 
ended Apr. 29, all sales were up. 
New cars, for example, reached 
1,487, about 100 above the previous 
week, and one of the highest weeks 
of the year. 

Used cars climbed to 2,453,300 
above the previous seven-day 
period, and indications are that 
the used-car market will be 
strong as long as strikes tie up 


| new-car production. 


Used-truck sales totaled 145— 
that’s 24 above the previous week— 
while new-truck sales were 166, one 
of the stronger weeks during the 
past six weeks. 

New-car sales for April averaged 
1,445 per week, against an average 
of 1,245 in April last year. The 
year-to-year gain for the month 
measured 12 percent. — (Sanford 
Markey.) 


* * 


Akron 


automobile business con- 
tinues to roll merrily along in 
Summit county (Akron). In the 
week ended Apr. 22, 462 new cars 
were sold, compared with 471 in 
the previous week and 363 in the 
same week of 1949. 

For the same period, 614 used 
cars were sold, against 622 in the 
week ended Apr. 15, and 397 in the 
same 1949 week. 

* . = 


Montgomery, Ala. 

Dealers in all sections of Ala- 
bama reported generally that the 
automobile business was better in 
March this year than in the same 
month of 1949. 

A special survey indicated that, 
while conditions now are not as 
favorable for the dealer as they 
were during the postwar boom 
period, most dealers are enjoying 
good business, particularly those 
with aggressive sales and service 
programs.—(William R. Lynn.) 


* * * 


Denver 

New-car sales continue to show 
increases over last year in the Den- 
ver market. Local dealerships are 
set for a good spring and summer 
business. During March of this 
year sales in Denver county 
amounted to 1,645 new cars, com- 
pared with 1,112 during the same 
month last year. 

New-truck sales for the first 

(Continued on Page 21, Col. 1) 
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| Auto Markets 


(Continued from Page 20) 


time this year showed an increase 

»ver the same month of 1949. In 
March, 214 new trucks were sold, 
ompared with 173 during the same 
rnonth last year. 

In the first three months of 
this year, 4,187 new cars were 
sold in Denver as against 2,773 
during the same period of last 
year. Also during the first quar- 
ter, 504 new trucks were sold as 
compared with 479 during the 
same period last year, 

Ford led the new-car sales pa- 
rade in Denver county in March 
with 279. Chevrolet was second 
with 269. Other sales by makes 
were: Buick, 182; Nash, 124; Hud- 
son, 110; Oldsmobile, 98; Pontiac, 
87; Mercury, 84; Studebaker, 63; 
Cadillac, 31; Dodge, 20; Packard, 
20; Plymouth, 20; Chrysler, 10; De- 
Soto, 10; Willys, 8; Crosley, 4, and 
Kaiser, 2. 

New trucks sold in Denver dur- 
ing March were: Chevrolet, 86; 
Ford, 33; International, 18; Dodge, 
17; GMC, 12; Studebaker, 11; Div- 
co, 7; Willys, 6; Crosley, 1, and 
miscellaneous, 2, Twenty-one trucks 
were also sold by suburban deal- 
ers.—(Ira R, Alexander.) 

* * * 


Canada 


Continued high sales of British 
cars in Canada are beginning to 
worry Canadian car manufacturers 
and deulers, it was reported in 
Toronto. 


Imports in February totaled 6,649 
cars and 387 trucks, up 100 percent 
over the average month in 1949. 
Factory shipments of Canadian- 
made cars in February were 22,459, 
of which 21,006 were for domestic 
sales, the rest for export. 


The number of British cars 
imported in 1950 is the highest 
by far in history, and makes 
British car dealers and importers 
feel confident of reaching 15 per- 
cent of the Canadian market this 
year, as against 11 percent last 
year. 

There is considerable discussion 
now in Canada of having the dump 
duty applied to British cars to pro- 
tect the Canadian industry. British 
car importers now pay 10 percent 
customs duty plus 8 percent sales 
tax based on the British domestic 
price of the cars, which is higher 
than the export price of the cars, 
in order to discourage domestic 
British buying. This lower export 
price, plus devaluation, has given 
the British cars a big selling price 
advantage over the six Canadian- 
made cars. 


British car importers point out, 
however, that more cars are now 
coming to Canada as the best im- 
porting period is from January to 
May. After May, shipments are ex- 
pected to taper off, but probably 
will be higher than the 1949 
monthly average of 2,700 cars.— 


(James Montagnes.) 
+ * * 


Hamilton, Ont. 


New-car sales in Hamilton, Ont., 
are showing a marked increase 
over a year ago, a survey indicates. 
While Hamilton sales apparently 
are not recording as much of a 
gain as the national average re- 
ported by the dominion bureau of 
Statistics, mevertheless the gain 
over 1949 is substantial. 


The survey indicated that from 
75 to 85 percent of the new cars 
now being sold in Canada are on 
the time-payment plan. Customers 
were reported to be much more 
Selective in their buying of new 
cars. insisting on certain models 
and colors. 


But the truck picture continues 
to be a dark one. Truck dealers 
reported stiff competition with 
sales running slightly below those 
of a year ago. 

In the used-car market in Ham- 
ilton, there was a good demand 
for clean cars in first-rate me- 
chanical condition. It was pointed 
out that while most customers can 
afford to keep up time payments, 
they are not able to finance major 
repairs at the same time, so they 
are demanding cars in good run- 
ning condition. 

One dealer said used cars in the 
$1,500 range and lower had ad- 
vanced in price since Christmas. 
Used cars above $1,500 are not 





moving as well as those below that 
figure, it was reported.—(George E. 


Toles.) 
+ * * 


| 
Corpus Christi 
A survey of new-car dealers in 
Corpus Christi, Tex., shows most of 
them continuing to enjoy a boom 
in sales — with the exception, of 
course, of Chrysler-line dealers. 
Every dealer interviewed was 
happy about the prosperous trend 
prevalent in the trend. Some of | 
them said their long waiting lists 
are reminiscent of early postwar 








There’s a Rotary Mechanic's Lift 
to fit your needs exactly 


All of these lifts have famous Rotary 
features—such as Oildraulic jacks, pres- 
sure seal wipers, fast-loading axle sup- 
and flush controls 


® Rotary has developed a complete line 
of mechanic’s lifts so that you may select 


the type that best fits your 


requirements and your budget. 
The Flush Model leaves the floor com- 
pletely clear when lift is lowered. The 


Surface Model gives you a 


with lift raised. The Combination Model 
is flush in the rear, surface in front. The 
Bus and Truck Model (surface type) will 


handle passenger cars, trucks 


days, while others said they were 
selling cars off the floors, provided 
color or model is not a factor with 
the buyer. 

Virtually every make seems to 
be sharing in the sales bonanza. 
One dealer, handling one of the 
so-called “slower moving” inde- 
pendents, had some units for im- 
mediate delivery, but on others, 
he said there was as much as a 
30-day delay. 

High-priced cars appear to be 
in as great demand as low-priced 
units. In fact, Chrysler dealers 
were the only unhappy automotive 
merchants encountered in the sur- 
vey. 

The 


Chrysler dealers 





cutting into their market. - 
Hornaday.) 


Harvester Plans 
° 

Outlet in Denver 

CHICAGO. — International Harv- 
ester announces letting of con- 
tracts for the construction of a 
building project to include a truck 
district sales office, a truck sales 
and service branch and a truck 
warehouse on property located at 
3280 Brighton Blvd. in Denver. 


The announcement was made by 
M. W. Jones, Harvester‘s motor 


reported |truck district sales manager in 


that, as the result of the hike, | Denver. All contracts were awarded 





repair shop 
ports, 
slight extra cost). 


clear floor dependable service 


and buses. 





MECHANIC’S LIFTS 


Manufactured by Rotary Lift Co., Memphis, Tenn. 


See your Rotary distributor or mail coupon for prices and complete data. 


No matter which Rotary Mechanic’s 
Lift you choose, you can expect long, 
at minimum cost. 
And you can count on substantial savings 
in labor costs, better service to custom- 
ers, and improved working conditions 
for employees. Mail coupon for catalog. 


Ford and Chevrolet outlets were'to Denver firms. Jones said that 
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(Joe |construction would start immedi- 


jately and be completed by Dec. 1. 


|The cost of the project will be 
about $310,000. 
New DeVilbiss Plant 
TOLEDO. — DeVilbiss Co. will 


aS ie 
3 sist ere 
4 


open a new assembling, warehous- 
ing and distributing plant in Santa 
Clara, Calif., about June 1, accord- 
ing to President Howard P. De- 
Vilbiss. Opening of the West Coast 
plant, DeVilbiss said, will better 


enable the company to meet price 
and delivery competition by per- 
mitting carload shipment of parts 
for assembly in Santa Clara, with 
freight 


consequent reduction in 


charges, 


“~ 
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Road Congress Called 


Well-Staged Event 


By William Ullman 


Washington Correspondent 


_— RECENT Third Highway Transportation Congress, 
sponsored by the National Highway Users Conference, 
was a brilliant and well-staged affair from the smack of 
the first gavel that called the meeting to order down to the 
whack that marked adjournment for another two years. 


To begin with, the program ®——_ 


called for everything—mean- 


ing every subject—that such 
a gathering should propose, debate 
and reach a conclusion upon. 
Broadness of purpose, tolerance 
and fairness were obtained from 
the first minute of the congress 
until the last. 

The interests that participated— 
mainly highway user, of course— 
were not always in accord, but 
every delegate had a vote in the 
proceedings and all the invited 





floor and speak 


their minds if 
they wished to 
disagree, or ap- 
plaud some pro- 
posal they thought 
good, 

The first gen- 
eral session start- 
ed appropriately 
enough with a 
keynote address 
by Chairman Al- 
bert Bradley, 


guests were permitted to take the| whose talk carried out the theme 


of the gathering—progress of high- 
way transportation during the past 
50 years. “Inventory at the Half- 
way House” was the title of his 
|informative paper. 

There were panels on “How to 
Get Support for Uniform Traffic 
Laws,” and “What Is the Federal 
Role in Highway Development?” 
A debate on toll roads had hun- 
dreds of the delegates sitting ner- 
vously on the edge of their chairs. 
| There were a number of fine ad- 
|dresses by men who knew what 
they were talking about. In the 
newspaper headlines—from a pub- 
licity standpoint—“Highway Trans- 
portation of Tomorrow,” by Presi- 
dent Lee Jackson of the Firestone 
Tire & Rubber Co., appeared to 
reach first place, while “Oil—Its 
Contribution to America,” by John 
M. Lovejoy, president of the Sea- 
board Oil Co., went over big inside 
and outside the meeting. 

“A Public Official Looks at 
Transportation,” by Walter McDon- 
ald, Atlanta, brought rounds of ap- 
plause. The same may be said of 
“The Highway Transportation 
Story,” delivered by Walter Belson 
of the American Trucking Assns. 

+ * 


Master of Oratory 


BY for sheer wizardry in hold- 
ing an audience overtime—and 
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(8,448 
of them) 


HOUSEHOLD HITS HOME! 


with the | 


8,448 puddings! When HOUSEHOLD 
asked for reader recipes, that’s how many 
came in—along with thousands more for 
cakes, candy, and casserole dishes. 


Just typical of the way 2/] HOUSEHOLD 
departments hit home—food, building, 
home equipment, decorating—last year’s 
letters from home totalled 567,000! 

Does this kind of response hit home with 
advertisers? Must be—HOUSEHOLD has 
91 new ones! And with home magazines 
in general showing a drop in advertising 


{¢ Combinatio 


revenue, HOUSEHOLD'S fi 


oy 


t quarter 


shows an 11.2% gain over 1949! 
Yes, the “profit combination? is paying 


off. The combination of ho 
home editorial . . 


families, 
. concentrated4n the free- 


spending home towns under 25,000. 

And HOUSEHOLD HITS HOME for 
the lowest cost per page per 1,000—four 
colors, $3.20; black and white, $2.40. 


HOUSEHOLD MAGAZINE 
Arthur Capper, Publisher 
Topeka, Kansas 


te HOUSEHOLD Aco(ed” combetealtone 


HOME FAMILIES HOME EDITORIAL 
CONCENTRATED IN THE HOME TOWNS OF AMERICA! 

















FORD DEALER 


IN NEWARK—Appointed 
dealer in the New Jersey city, Corbin M. 
Ward (right) discusses his dealership agree- 
ment with Nelson F. Bowe, New York district 


manager. Ward, whose dealership is at 245 


Central Ave., is a member of the New Jersey 
Automotive Trade Assn. 


spellbound with remarkable oratory 
—Dr. J. O. Christianson, of the 
University of Minnesota, won the 
diamond buttons. His subject was 
“The Roads Americans Travel.” 
The point of his talk was that, 
after all, it is not the roads that 
Americans travel that count so 
much as who travels the American 
roads. He picked up his audience 
and held it on and on as time 
slipped away, pushing the closing 
hour of the final session two hours 
off schedule. For this he was re- 
warded with a standing ovation— 
the greatest of the congress—and 
everybody went back to their tasks 
with rare patience and good humor 
for such a late hour. 

In all fairness it should be noted 
that Prof. I. E. Solberg, of Bis- 
marck College, North Dakota, who 
presided at the final luncheon ses- 
sion and introduced Dr. Christian- 
son, was himself no washout at 
the head table. His was a sparkling 
wit, telling of the roads situation 
in North Dakota and confiding how 
most people who came to their 
highways meetings came by train 
and had to leave on schedule to 
get the next train out. 

His story of the North Dakotan 
who got to Chicago in an early 
vintage Ford, and who grasped 
the first opportunity he had on 
Michigan Ave. to turn left and 
start back home, helped keep 
everybody laughing in the midst 
of serious problems. 

Another story dealt with city 
traffic problems—no right turns, no 
left turns, no parking—just keep 
going and “gethahel” out of town 
as quickly as possible. That was 
an old Will Rogers prescription, 
but it hit a responsive chord out 
front, 

Executive Vice-President Russell 
Singer of the AAA, Charles Dear- 
ing of the Brookings Institution, 
Sidney Williams of the National 
Safety Council, Baird H. Markham 
of the American Petroleum Indus- 
tries committee, William J. Cronin, 
managing director of the Automo- 
bile Mfrs. Assn., Albert Goss, mas- 
ter of the National Grange, Col. 
E. R. Needles, president of the 
American Roadbuilders Assn., and 
Henry English, president of the 
American Trucking Assns.—all 
these and many others of equal 
prominence were present to make 
the Third Highway Transportation 
Congress an affair to be remem- 
bered. 

And now we come to the unsched- 
uled and unannounced dramatic 
highlight of the Congress—an event 
that stirred the emotions of the 
delegates more than any other fea- 
ture—the awarding of a citation 
to Dave Fenner, veteran of the 
automotive world, “in acknowledg- 
ment and appreciation” of his more 
than 50 years of fine service to 


|highway transportation.” 
It was a grand job done by Vet- 


eran Al Reeves, first managing di- 
rector of the AMA (when it was 
the National Automobile Chamber 
of Commerce), and a delicious re- 
sponse by Dave, with both men 
holding tight to keep their emo- 
tions under control as they ad- 
dressed each other. The audience 
didn’t do so well—there was a lot 
of sly eye brushing. The story of 
the presentation and a photo of 
the participants will be found else- 
where in this issue of AUTOMOTIVE 


News. 
*~ * * 


Popular Award 


HE Fenner citation seemed to 
please everyone. It was prime 








conversation at the NHUC recep- 
tion and buffet supper staged at 
the Carlton that evening. Dave was 
there, as was Al Reeves, Pyke 
Johnson and Bill Cronin, and all 
the AMA directors of the past 50 
years except George Romney, who 
was unavoidably detained else- 
where. 

There was Gen. Markham, Ar- 
thur Hill, Norman Damon, Russell 
Singer, Charley Upham, Col Nee- 
dles, William Canning, Col. Alvin 
Barber, Leon Banigan, Henry Eng- 
lish, John Lawrence, Ted Rogers, 
John Hulse, Fred Haller, Bud Dar- 
lington, Lee Jackson, Charles Dear- 
ing, Wilfred Owen, Van Hadley, 
many Washington representatives 
of the big automobile manufactur- 
ing companies, Ben Wright, John 
Gibbons and scores of others hav- 
ing to do with highway transpor- 
tation in the U. S. and throughout 
the world. (There were 19 repre- 
sentatives of foreign nations). 

All in all it was a well-planned, 
splendidly-conducted and impres- 
sive gathering of organizations and 
men—and women—concerned with 
highway transportation ’round the 
globe, with special leaning toward 


the U. S. A. 


LICENSE PLATE 
ew lat 


ane 


On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 5i—Dealer Cost, each $ .20 
Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from ... 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items 


FREE! 


ALMO’S 


Auto Seat Cover 


SWATCH 
SELECTOR 


Shows actual material samples. Get your 
Almo Swatch Selector and watch on-the- 
spot sales go up. 


O 





@ Dupont Nylons 


@ Suskane Saran 
Plastics 


@ Fibres @ Rayons 


—a— MAIL THIS COUPON TODAY ~~" 


ALMO AUTO SEAT COVER CO. 
Howard & Biddie Sts.  - Balto. |, Md. 


Rush FREE Swatch Selector showing seat 
cover samples and prices. 
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okane Parley Mixes Caution with Optimism . . 


Wash. Dealers Fear Letdown 


3POKANE. — Optimism, of the|of terms Taylor was most vehe-;“are willing to undercut the others 


rossed-finger variety, prevailed 

oughout sessions at the recent 
nnual Washington State Auto 
sealers Assn. parley. 


Dealers acknowledged that they 
currently riding the crest of a 
springtime buying wave, but at the 
same time they are confronted with 
declining profits, problems of mak- 
ing all departments pay, and the 
prospect of high factory production 
turning into over-production. These 
opinions were reiterated by speaker 
after speaker. 

The election of Ed, S. Mayes 
as association president and the 
adoption of resolutions urging 
territory protection clauses in 
dealer-factory contracts and re- 
peal of federal automotive ex- 
cise taxes were reported in the 
May 1 issue of Automotive News. 


The first afternoon business ses- 
sion featured talks by Capt. J. D. 
Whittall of the Washington state 
patrol, J. D. McDougall, assistant 
director of the state license depart- 
ment and Elliott Taylor of Pacific 
Finance Corp., Los Angeles. 


Whittall talked on traffic safety 
from the car dealer’s standpoint. | 
He emphasized that inasmuch as| 
car dealers “sell the weapon that 
kills and injures so many people” 
they have a responsibility to assist | 
in the drive for greater traffic} 
safety. 

To accept this responsibility he| 
urged that they support the safety | 
programs of their state and local} 
associations and the Inter-Industry | 
Highway Safety Committee, and| 
they supply cars for high school | 
driver training. | 

That the registration of motor | 
vehicles in the state of Washington | 
would pass the 1,000,000 mark by | 
the end of this year was predicted 
by McDougall as he reviewed the 
efforts of the license department 
to render speedy and accurate 
service. 

McDougall asked for the full 
cooperation of dealers in sub- 
mitting title applications, citing 
several “messes” arising from in- 
accurate title applications made 
out by dealers. 

Since last Nov, 15, he declared, | 

some 31,000 inaccurate applications | 
have had to be rewritten. Above 
all he urged that dealers check mo- 
tor numbers to assure absolute ac- 
curacy. He cautioned dealers to 
use extra care in buying out-of-| 
state cars. | 

| 


Attention was called by McDou- 
gall to the fact that a 1937 “cara- 
van law” is still on the statute 
books, despite an adverse lower- 
court decision. The law calls for 
a $250-a-year license fee from deal- 
ers driving or towing new cars 
into the state for resale, and for 
a $1,000 bond and $1 license fee for 
every used car driven or towed into 
the state for resale. | 

That these are times when every | 
car dealer must exercise shrewd | 
judgment was emphasized by El-| 
liott Taylor in his address, “The| 
Dealer and His Finance Company | 
in a Changing Market.” 

Taylor cited these as the three 
major problems facing a dealer to- | 
day: Building up more working | 
capital; getting faster used-car 
turnover, and training salesmen to| 
sell merchandise instead of terms. | 

Taylor pointed to the high- 
capacity production of the car | 
factories today as bound to re- 
sult in greater new-car invento- 
ries, “even though 1950 will be a 
record year in sales.” | 

And in proportion, he added, used- 
car stocks will be greater. As a 
result, Taylor said, many dealers 
will be seeking whclesale credit in 
excess of their financial worth. 

Regarding the more-rapid turn- 
Over of used cars, Taylor declared 
that dealers should maintain at} 
least a 30-day turnover “or get out | 
of business.” 

He pointed out that the pres- | 
ent-day used-car market is with- | 
out past parallel because the war- 
time production gap has given 
the market two entirely different 
merchandising problems involv- | 
ing prewar and postwar cars. 

“Wholesale your prewar cars,” he | 
advised, “and sell your postwar 
cars at retail to get every blessed 
Penny out of them that you can.” 

Qn selling merchandise instead 


ment, 

He cited the results of such | 
|selling as an increased number of 
repossessions, the choking off of 
used-car sales prospects, and that 
long-term buyers became less-fre- 
quent car buying customers, thus 
postponing the future market. 

Taylor also attacked the “fi- 

nance pack” regulations being 
considered by the FTC, calling 

attention to “detrimental effects” 
upon dealers under FTC inter- | 
pretation which, he said, would | 
eliminate the dealer’s profit on 
his retailing of finance services. 

The subject of dealer-factory re- | 
lations came in for handling from 
John W. Stokes of New York City, 
dealer tax consultant. 

“There has never been a time,” 
he declared, “when factory-dealer 
relations were as bad as they are 
today.” He blamed this upon “trai- 


tors” within the dealer group who 


for a little factory advantage.” 

Pointing to the huge stake that 
dealers have in the affairs of 
their factories, Stokes suggested 
that they should be given a part 
in the settlement of factory 
strikes, from which they are the 
greatest sufferers. 

M. O. Anderson (Buick), Seattle, 
past president of NADA and now 
serving his last year as national 
director, urged association mem- 
bers to keep up the support of the 
association, to bring in new mem- 
bers, and to attend the national 
convention in Miami, Fla., next 
Jan. 7-10. 

Walter M. Kiplinger, NADA di- 
rector of promotion, reviewed the 
current program of NADA ac- 
tivities in behalf of its dealer 
members, calling particular at- 
tention to the newly revived 
dealers’ business management 
department. 

He also dwelt upon the program 


MAYOR CONGRATULATES 


"BETTER DEALERS'—Pontiac's 


“hall of fame" received two 


new additions in Atlanta recently when Boomershine Motors and Gouldman-Taber Pontiac 


were honored. From left to right are: L. 


H. Holmes, 


zone manager; Mayor of Atlanta 


William 8. Hartsfield, who is presenting a painting to dealers E. M. Taber, Walter M. 


Boomershine and Earl G. Gouldman. 


committee with respect to profits, 
bootlegging of new cars, and terri- 
tory protection, and of the public 
affairs committee and its action 
toward repeal of the federal auto- 
motive excise taxes. 

Factory-dealer relations again 
received the spotlight of atten- 
tion when Louis Milan, executive 
vice-president of the Wisconsin 
Automotive Trades Assn., dis- 
cussed the Wisconsin dealer li- 
censing law. 


relations were listed by Milan as: 
factory-dealer councils; factory-as- 
sociation councils (such as_ that 
proposed at one time by NADA 
but rejected by the manufacturers), 


|} and state legislation. 


The idea of federal legislation 
was rejected by Milan, who said, 
“The only way to correlate free en- 
terprise with governmental regula- 
tion is to premise it as much as 
possible on home rule . Let’s 
not run to Washington, D. C., for 


of the NADA industry relations Methods to bring about better| everything we want.” 


ad HOLLEY WAS 


for military vehicles, 


FIRST to produce, 
concentric 


carburetors that operate at full 
efficiency on extreme angles... 


Oa 
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concentric carburetors for postwar 
passenger cars and trucks. 
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Court D 


By Leo T. Parker 
Attorney at Law 
ACooRDiNG to a higher court | 
a garage owner who gives the | 
owner of a stored automobile a} 
“claim” check, is liable if he de- 
livers the car to any person who 
does not possess and turn in the 
claim check. 

For illustration, in Dixie Mobile 
Co., Inc. v. Hames, 43 So. (2d) 140, 
and 43 So. (2d) 143, it was shown 
that an automobile owner named 
Hames made a contract with a 
garage owner for the storage of her 
automobile on a weekly basis. She 
was given a claim check for her | 
automobile. 

On that same night Hames took 
her car out of the garage, and was | 
required to show her claim check 
to the garage attendant before the 
car was delivered to her. Afterward, 
she left her car in the garage for 
several days. When she went to get 
her car it was gone. 

In subsequent litigation the 
garage owner testified that 











Lawsuits Affecting Dealers... 


*Reg. Trademark of Minnesota 
Mining & Mfg. Co., St. Paul, Minn, 





ecisions 


Hames telephoned him giving 
permission to allow a man named | 
White to take out her car. The 
jury refused to believe this testi- 
mony. In holding the garage | 
owner liable for the value of the 
car, the higher court said: 

“A garage keeper who stores an | 
automobile under contract with the 
owner on weekly basis is a bailee 
for hire, and as such owed duty or) 
ordinary care toward the bailed | 
automobile.” 

This court explained further that 
under ordinary circumstances 
where a garage owner rents space | 
to an automobile owner on a weekly | 





|or monthly basis and does not de-| 


liver a claim check to the automo- 
bile owner, the garage owner is 
liable for theft of the car only when 
the automobile owner proves that 
the theft resulted from negligence 
of the garage owner’s employes. 

- + * 


Two Innocent Persons 


ERY frequently two innocent 
and deserving dealers in auto- 


Pas, eens 
= 4 4 
. ; a 





automobile from Mygirack. Then 
Mygirack sued Lepore to recover 
the money he had paid for the 
car which had been repossessed. 

Although both Lepore and My- 
girack were innocent in the matter, 
the higher court held that Lepore 
must repay to Mygirack the amount 
the latter paid for the automobile, 
saying: 

“My conclusion is that plaintiff 
(Mygirack) is entitled to judgment 
against defendant (Lepore) in the 
stipulated amount of $677, with 
costs to be taxed.” 


* * * 


State Keeps Hands Off 


6 > 
PREVIEWING RAMBLER IN DIXIE—A meeting of Nash dealers of the Memphis zone was Kentucky Speed Traps 


recently held to show the firm's new low-priced car. 





mobiles become involved in litiga- 
tion. The law is established that the 
one whose negligence resulted in 
the controversy must bear the ulti- 
mate loss. 

For illustration, in Mygirack v. 
Lepore, 69 Atl. (2d) 772, it was 
shown that one Lepore purchased a 
1937 LaSalle sedan from one John 
O. Noble. Under the designation for 
liens in the bill of sale, the word 
“None” appeared. 





On the same day, Lepore sold the 
automobile to one Mygirack to a 
finance contract made with Engle- 
wood Auto Finance Co., as noted 
in the bill of sale. Without the 
knowledge of either Lepore or My- 
girack there existed a shattel mort- 
gage covering the automobile. The 
mortgage had been obtained by 
Noble. 

In a later law suit the holder 
of the mortgage repossessed the 


Right across the country, or right around home, 
National Highway Displays are doing a sound, 
economical, constant selling job for all kinds 
of products—the kind of a job they can do for 
you! National Highway Displays span the coun- 
try — the most extensive network of its kind! 


National Advertising Company has far the finest, 
best organized staff for the erection and main- 
tenance of highway displays. 25 regional offices 
—a staff numbering more than 500—are ready 
to go to work right now—for you. 


National Advertising Company presently serves 
the finest names in American industry — firms 
who invest more than $10-million a year in high- 
way display coverage. You can be sure when 
you deal with National Advertising Company. 
Write, wire or ‘phone for details. National Adver- 
tising Company, Waukesha, Wisconsin. 





NAMES THAT GO NATIONAL—Alemite © American Broadcasting Company @ Avuto-Lite ¢ Buick ¢ Burd 
Piston Rings © Chevrolet @ Chrysler ©¢ Cooper Tire © Dayton Tires ¢ Devoe & Raynolds Paint 
Dodge-Plymouth © Du Pont ¢ Evinrude Motors ¢ Fisk Tires ¢ Ford ¢ Fox Head Brewery ¢ Glidden 
Paints ¢ Hamm Brewing Company ¢ Hudson ¢ International Shoe Company ¢ Kaiser-Frazer @ Lincoln- 
Mercury © Martin-Senour Paints ¢ Miller Brewing ¢ Mohawk Tires © Nash © Oldsmobile ¢ Pennzoil 
Pepsi-Cola @ Philco ¢ Pontiac ¢ Pyrofax ¢ Quality Bakers of America © Seiberling Tires ¢ Society Brand 
Clothes © Studebaker ¢ U. S. Tires © Willys-Overland, and other sectional and local advertisers. 


FRANKFORT, Ky.—It is not the 
business of the attorney-general of 
Kentucky to investigate “speed 
traps” in this state nor to meddle 
with local authorities in stamping 
them out. 

This is in substance the letter of 
Attorney-General A. E, Funk, who 
received a complaint from N. W. 
Dandy, manager of the Eastern 
Kentucky Automobile Club of Ash- 
land, Ky. 

Dandy had received a letter from 
| the Automobile Club of Michigan 
|to the effect that one of its mem- 
|bers had been arrested and fined 
at Whitesburg, Ky., for speeding 
through a school zone just outside 
of that city. The alleged offender 
claimed that the place is a “speed 
| trap.” 
| Funk said: 
| “It is of course quite possible 
that the Michigan resident is cor- 
jrect in his accusation. However, 
| this is a local problem and this of- 
fice has no authority to investigate 
|the matter.” 

* * * 


Worker’s Widow Wins 
'‘Employer’s Car’ Edict 
JEFFERSON CITY, Mo. — Mis- 
souri’s supreme court has ruled 
that a man driving his employer's 
car to and from work is covered 
by the workmen’s compensation 
| law. 
| The court ruled that Mrs. Helen 
|Sanderson, Kansas City, was en- 
titled to $12,645 compensation in 
|the death of her husband, Charles 
|Sanderson, a hog buyer, who was 
injured fatally while driving his 
employer’s car home from _ the 
stockyards. 








Auto Boom Seen 
As Sales Spur 
For All Fields 


INDIANAPOLIS. — Prosperity in 
|the auto industry should serve as 
an encouraging sign to people in 
| all selling fields, according to J. C. 
| Doyle, rord central regional sales 
manager. 

“Business is brisk in the auto 
industry and we expect that it will 
remain so for many years to come,” 
Doyle said in an address prepared 
for delivery before the Indiana 
Assn. of Accident and Health Un- 
derwriters here Friday night. 

Stock supplies of Ford dealers 
average only two new cars per 
dealer, he stated. 

In drawing many parallels be- 
tween auto and insurance selling, 
Doyle’s address pointed out that 
all salesmen are people whose wel- 
fare and progress “is in direct re- 
lation to how we deal with other 
people.” 

“We are in the people business,” 
he stated. “If we know our busi- 
ness and our products, our prob- 
lem then is to convince people that 


we are interested in them, their 
jmeeds and desires and that our 
products and services are the 


answer to their needs and desires.” 

The text stressed the need by 
sales management and salesman- 
ship for “a good dose of AA, or 
Attitude and Action.” 

“If you can cement in your own 
mind that what you have to offer 
is needed by people, then you pos- 
sess the attitude to make them 
want it,” Doyle stated. “It’s a gen- 
uine, sincere feeling that you are 
doing a favor for everyone to whom 
you sell your product or service.” 


Hatcher Ups Harvey 
John M. Harvey has been named 
sales manager for Hatcher Motors, 
Inc., Fort Wayne, Ind. 


* 
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He says the same thing I’ve heard dozens of 
times. ‘““But I’ve got the cash right here, Dusty!”’ 


“Sure,” I tell this customer. ‘‘But I still say you ought to 


remember your wife and youngsters.” 


The man sits down and uses the lettuce to wipe his forehead. 
“See here, Dusty,” he begins, slow and patient, ‘“‘what in 
blazes has paying cash for my car got to do with my wife 


and youngsters?” 


“Look at it this way,” I suggest, plucking a century note 
out of his coat collar and handing it to him. “I bet it took 
you some time to build up a pile of cash like this, didn’t it? 
Suppose any of you got sick—or had an accident—or 
suppose you suddenly got a chance to make a good invest- 
ment—wouldn’t it be good to know you still had the cash 
right at hand?” 


““‘H-m-m-m,”’ says the guy, thinking it over. 
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Dusty tells how a cash buyer can be switched 
to a finance plan! He builds sales with a 
persuasive story—conserving a customer’s 
cash and at the same time safeguarding 


the best interests of his family. 


UNIVERSAL C. |. T. 


The man sits down 
and uses the lettuce 
to wipe his forehead. 


*‘What I mean is, buy this car through our Universal C.1.T. 


finance plan and you'll be able to keep your funds intact. 


‘“‘And besides,” I bring up the clincher, “arranging for 
insurance under this same Universal C.I.T. plan helps 
further to conserve your savings. You buy your car—get 
fire, theft, collision, plus all the other protections we’ve 
discussed—and finance the whole deal in one transaction, 


without moving from that chair you’re sitting in.”’ 


> e . . . 
‘Sounds good,”’ the man says, stuffing bills back in every 


pocket. 


So I sign up another satisfied customer. And the next time 
I see him he tells me the cash he had is going to get him 4 
for every 3 in U. S. Savings Bonds. 
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Survey Finds Nonproperty Levies Increasing. . . 
More Tax Powers Given Cities 


A TREND toward the granting of 
new or broadened authority 
for local governments to impose 
local nonproperty taxes, including 
levies of direct and indirect auto- 
motive significance, is showing re- 
newed strength this year, a survey 
discloses. 


Such bills have been enacted 
thus far this year by the legisla- 
tures of three states—Kentucky, 
Mississippi and New York—with 
similar proposals to be pressed 
on a wider scale next year when 
more state lawmaking bodies 
convene. 

The current-year enactments are 
part of a trend which during the 


1945-48 period saw at least one- 
third of the states take some action 
toward broadening local taxing 
powers, but which slowed down 
during last year’s legislative ses- 
sions. 


A new law in New York state 
extends to smaller cities the power 
to impose specified nonproperty 
taxes formerly held only by larger 
cities and counties. 

The taxes, which may be adopted 
locally on an optional basis, include 
levies against retail sales, restau- 
rant sales of $1 or more, consumer 
utility bills, retail liquor licenses, 
amusement tickets, coin amuse- 
ment machines, motor vehicles, 





gross business receipts and hotel 
rooms. 
+ + * 

NOTHER new measure enacted 

in New York state permits 
villages of 5,000 population or more 
to impose a 1 percent tax on the 
gross income of utility corporations 
on business within their bounda- 
ries. Such authority already was 
held by cities. 

A bill enacted in Mississippi 
authorized the state’s larger 
cities, after local referendum, to 
levy sales taxes at the rate of 
% percent. 

Collection of the local sales taxes 
will be made by the state tax com- 


mission and returned to the cities 
affected, less 5 percent for adminis- 
tration. Such local levies as are 
adopted under the new law will be 
in addition to Mississippi's 2 per- 
cent state sales tax. 


Any Louisiana city would be per- 
mitted to levy a 1 percent local 
sales tax under a bill which will 
be presented .to the Mississippi 
legislature, convening in May, by 
the Louisiana Municipal Assn. 


* * * 


EW ORLEANS has been impos- 

ing a local sales tax for many 
years under authority of special 
legislation, but other Louisiana 
cities do not have such local taxing 
authority. New Orleans recently 
reduced from 5 to 1 percent the 
city’s reimbursement of retailers as 
compensation for collecting the city 
sales tax. 

Kentucky’s legislature enacted 
a bill empowering cities to levy 





magia) hae 





eee 


— 
Cel I 


for the finest 


€CLIPSE-MACHINE DIVISION OF 


* Standard Equipment Sales: Elmira, N. Y. 
* Service Sales: South Bend, Ind. 


va’avaTavavatal 


J iJ Yava’, 
TAL QiaTecgrarecaryiel HOC 


“You: Can-Depend-on the Name 


- & - hi 
Mul rrr . 7 





1 


REG. U.S. 


carburetion 





AVIATION CORPORATION 


Expert 3::es: Bendix International Division, 72 Fifth Avenue, N.Y. 11, N.Y. 


Por 


PAT. OFF. 


burg, O., won top honors at the 


@ maximum annual tax of $30 on 
taxicabs and one-fourth cent per 
mile on buses using city streets 
not maintained by the state. 


A bill to permit the imposition 
of a county gasoline tax of one cent 
per gallon in Horry county was 
pending in the South Carolina 
legislature at this writing. 


Virginia’s legislature rejected 
bills which would have empowered 
all localities in the state to levy 
taxes on amusement admissions 
transients in hotels and public 
utility bills. 


Also defeated by the Virginia 
lawmakers was a proposal to per- 
mit cities and towns to _ licens« 
anything licensed by the state. A 
variety of local nonproperty taxes 
are now being imposed by several 
Virginia cities under special char- 
ter provisions. 

* + + 


OV. SMITH of Missouri had 

under consideration at _ this 
writing a proposal for a_ special 
state legislative session to extend 
enabling legislation, expiring in 
June, under which St. Louis now 
levies a local income tax. 

Adoption of local income taxes 
may spread in Ohio as the result 
of a state supreme court ruling 
which held that cities there have 
state constitutional authority to 
impose such levies. 

Portland (Ore.) voters will decide 
at a May 19 primarv election 
whether that city should levy a 
local tax on wages and net receipts 
of business to produce an esti- 
mated $3,000,000 annually. 

Local income taxes have been 
most widely adopted in Pennsyl- 
vania, where thev are being levied 
by at least 162 political subdi- 
visions. 


Business Slowed 
By Excise Taxes, 


Survey Shows 


NEW YORK.—Business volume 
would jump 10 to 50 percent if fed- 
eral excise taxes were abolished, 
according to a nationwide survey 
conducted by the Commerce and 
Industry Assn. of New York. 

The survey results, as made pub- 
lic here, further indicate that pro- 
duction would rise from 10 to 33% 
percent and employment from 5 to 
33% percent if excise levies were 
repealed, 

The survey covered chambers of 
commerce, business, trade and civic 
orsanizations. 

Thomas Jefferson Miley, execu- 
tive vice-president of the associa- 
tion, said the study showed that 
not only metropolitan centers had 
felt the “pinch” of continuing 
“wartime” excise taxes, but that 
“grass roots” hamlets and villages 
in almost every state had been 
affected. 


Fiberglas Tape 
Reaches Market 


NEW YORK.—A new fiberglas 
tape. Permacel-15, is being mar- 
keted by the Industrial Tape Corp. 

The tape, for packaging, bundling. 
shipping and storing, has a tensile 
strength of approximately 200 
pounds, the company says. 

Industrial also claims the tane 
adheres at a touch, requires no 
tools for application. cannot harm 
cable insulation, will not mar pol- 
ished steel, conforms to almost any 
shape and maintains flexibility for 
months. It is being shown at the 
national packaging exposition in 
Chicago this week. 


29 Safe Truck Drivers 


Honored by Suburban 
COLUMBUS, O.—For driving a 

truck seven years without an acci- 

dent, Anthony Greiner of Hendrvs- 


Suburban Motor Freights safety 
awards banquet here last week. 

A five-year perfect-driving award 
went to Angus Van Meter. of Co- 
lumbus, and lesser awards were 
given to 27 other drivers. 


Tom Smith—Cleveland 


Tom Smith Motors, 6600 Euclid 
Ave., Cleveland, has been incorpor- 
ated as Tom Smith Motors, Inc., 
according to Wilbur P. Abrahams 
and Benjamin P. Glassman. The 
incorporators also run a body shop 
in addition to the used-car opera- 
tion. 
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K-F Goal: 


At L. A. Preview, Sales 


And Hail New Discount-Bonus Plan 


LOS ANGELES.—First out with 
a 1951 line of cars, Kaiser-Frazer 
has its eye on volume—7 percent 
of the national market in its range, 
to be precise. 

This is the goal to which Wil- 
low Run production will be keyed, 
it was disclosed locally during 
a showing of the Kaisers and Fraz- 
ers in an interview with S. A, Gir- 
ard, general sales manager; E, W. 
Berger, assistant general _ sales 
manager, and E. A, Jaquemart, 
western regional sales manager. 


These are the men commis- 
sioned by the factory to get these 
new cars into the public’s driv- 
ing hands and they think the job 
isn’t going to be too difficult. 

First, they feel that they have a 
product which exceeds in beauty 
and performance anything on the 
road today and next they are re- 
vamping the whole franchise sys- 
tem to give dealers a discount and 
bonus plan said to compare favor- 
ably with any other line of cars. 

“We've got something to talk 
about now,” said Girard. “With 
the new, low-priced car coming 
into full production June 15, we 
will cover the field completely in 
price from the medium-high brack- 
et on down. 

“A buyer will be able to step 
into a Kaiser-Frazer dealership and 
find a car to fit his needs and not 

























Israel Needs 
Parts and Tools, 
But Not Cars 


NEW YORK.— Low-priced ex- 
porters of small automotive re- 
placement parts, tires and tools 
ean clean up in Israel, the Over- 
seas Automotive Club was told 
here. 


Isaac Arditi, Tel Aviv importer 
and exporter, delivering the report, 
added that the Israeli government 
was discouraging imports of pas- 
senger cars. 

Motivating the latter move, Ar- 
diti said, is the postwar increase 
in Israeli car registrations. Badly 
congested roads have developed 
from the influx, he explained. 

In the past year, he said, Israel 
has imported more than $750,000 
worth of spare automotive replace- 
ment parts and equipment from 
the U. S. He predicted this volume 
may be boosted despite govern- 
ment-enforced curtailment on job- 
ber profit margins. 

Arditi disclosed that Israeli busi- 
ness interests are studying plans 
to erect a car radiator plant in 
the young nation. 

Exclusive of army cars and 
trucks, there are 30,000 cars opera- 
tive in Israel, compared to 15,000 
= the old British rule, Arditi 
said. 


Ford Ups Murray 


In Manufacturing 


DEARBORN. — Appointment of 
Maynard T. Murray as manufac- 
turing manager of Ford’s General 
Manufacturing 
division was an- 
nounced last week 
by John Dykstra, 
division general 
manager. 

Prior to his ap- 
pointment, Mur- 
ray served the 
division as man- 
ager of quality 
control and, more 
recently, as act- 
ing manager of 


M. T. Murray 
the Canton (O.) forge plant. 


Dykstra also announced that 
Burton O. Heinrich, former assist- 
ant manager of the Canton plant, 
would succeed Murray as plant 
manager. 


White’s Gives Car 

White’s Garage (Ford), Ossipee, 
N. H., has given a new Ford in 
connection with its 40th anniver- 
Sery celebration. Any person buy- 
ing a new or used-car priced at 
More than $200 was eligible for the 
drawing. The firm is owned by 
Virgil White, former state motor 
Vehicle commissioner. 
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7 Percent 
Chiefs Disclose Target 


be forced to shop several agencies 
in various price categories. 

“With our strengthened dealer 
organization, we will be able to 
cover the market thoroughly. We 
will be both competitive and 
combative. 

“Our production will be flexible. 
We are tooled at Willow Run to 
operate at full, % or % on any 
car and therefore will be able to 
concentrate on any make or model 
in immediate public demand.” 

Girard disclosed Kaiser-Frazer 
has 2,636 dealers in the U. S, at 
the present time. The corporation 
expects to retain all of these under 
its new franchise plan and to add 
more dealers, 

Commenting on the low-priced 
car, Chairman Henry J. Kaiser sr. 
said: 

“A product is no good unless 
serving a public need. We are going 
to find out if the public wants 
this type of car. If it is what the 
people want, we will supply it for 
them in volume.” 





DESOTO DEALER SPONSORS HOCKEY TEAM—Koppy Motors, Inc., St. Paul, Minn., has 


backed two 


uck teams for the past several years. Shown is the senior squad which played 


in the American Amateur Tt Assn. and was runner-up for the Minnesota state title. 
n 


The dealer also sponsors a team 
League and was undefeated. 


own as the Midgets that took first place in the Midget 





Sound Dollar, Low Prices 


Predicted in New Book 

NEW YORK.—Lower prices and 
better dollar buying power are pre- 
dicted in a new book by William 
J. Baxter, head of the International 
Economic Research Bureau. 

The 92-page book, “Lower Prices 
Coming!” contains 33 Robert Day 
cartoons. In it Baxter says, “Peo- 
ple with cash reserves are going to 


get their money’s worth because 
the dollar will buy a whole lot 
more in the coming era of severe 
competition.” 


Brand in New Home 


Brand Motor Co., Inc., (Plym- 
outh-DeSoto) has started opera- 
tions in its new building in Balti- 
more. The building contains 12,000 
square feet of floor space. 
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Export Slump 
Carries Along 
Through March 


DETROIT.—The tailspin in ve- 
hicle exports dove even further 
during the first quarter. 

The Automobile Manufacturers 
Assn, reports U. S. makers shipped 
56,586 cars, trucks and buses abroad 
in the first three months of this 
year. That compares to 86,569 for 
the similar period of last year. 

Included in the first-quarter total 
were 28,609 cars, 27,918 trucks and 
59 buses. Comparable figures in the 
1949 sum were 44,592 cars, 41,723 
trucks and 254 buses. 

The AMA estimates that first- 
quarter exports this year amounted 
to about 3 percent of production, 
against the prewar average of 10 
percent. 

In March, 18,360 vehicles were 
sent out of the U. S. The export 
total for the same month a year 
ago was 31,936 units. 

Dollar-exchange restrictions, in 
force in nearly all foreign coun- 
tries, were blamed for the continu- 
ing export slump. 


Here's whl it pays you 


0 Sell FRAM 


Throughout the industry 
there is no better profit-builder 


FRAM REPLACEMENT 


than 


CARTRIDGES 







Fits All Filters ... All Cars—No 
matter what kind of filter your 
customer has, there’s a genuine 
Fram Replacement Cartridge to 
fit it. Don’t miss sales. Standardize 
on Fram. Give your customers the 
best. Give yourself the chance to 
make every sale with Fram. 


Fram Shows You How—There’s no 
guesswork, no bulky manuals to 
check when you sell Fram Re- 
placement Cartridges. You get a 
handy Cartridge Checker wall chart 
that shows you at a glance what 


cartridge to install in any type 
filter. Saves you time. Helps you 
make quick, profitable sales. 


Sell Fram... Sell the Best—All 
Fram Replacement Cartridges 
have been developed in modern, 
scientific laboratories. They have 
been tested on the road, subjected 
to concentrated punishment in 
Fram’s new Dust Tunnel and 
proved by years of use. America’s 
motorists use over 20,000,000 
Fram Cartridges a year. The for- 
mulas and processes for manufac- 


turing and impregnating Fram 
filtering material are exclusive and 
patented ... unmatched by other 
methods. 


Fram gives you two superior 
types of cartridges . . . the famous 
Fram Filcron for all Fram Oil & 
Motor Cleaners . . . the popular 
Fram Cel-Pak for all Fram and all 
other make oil filters. Both give 
your customers top-quality per- 
formance and clean-oil protection. 
Both give you a good, healthy prof- 
it. See your jobber today. 


For Complete Engine Protection 


OIL-AIR - FUEL 
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Car registrations by states are released 2 s > : 

here weekly, as completed by R. L. 4 3 6 3 

Polk representatives in state capitals. E $ = 3 

v 3 = = 

3 &|3| 
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Virginia ‘50 97 61| 237 288; 683; 251! 68; 434; 3013 778 101; 2462; 640; 649) 4630) 2 39 41) 6 15) 6| 228 187; 160! 549 21 10 9549 
‘49; = 130) 98 199 470 897; 1681 60 285 2026 483 100! 1433 360! 371! 2747 46 72 118 10 I 35 267 200 141 230 54 6 6742 
Washington ‘50; 108} 72; (197; 317; 694) 1597) 27 276; 1900 656 80; 1888 461 482 3567 6 57 63) ! 37) 15 146; = 237| 89 401 4 22 7213 
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New Commercial Car Registrations, 31 States for March, 1950-1949 
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Truck registrations by states are = 4 = 3 Truck registrations by states are 
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Indiana ‘50 1 | 863) | 6) 3} 196 | 914 160 338 10 5 5 168 42 27 8 2747 "50 Indiana 
49 | 593} —s}_—s5 5| 222} —6|_—294 206| 244), 7\ _t4|__ | _172}_—33}_—e} StS} tgviam Bape 
lowa "50| | 1052) | iy i} 159 721 123 310 8 2 9 88 8 19 | 2522 ‘50 lowa 
3 te 49\ 803 ! 18 4| 262 2) 372 135 252 3 7 4) 108) 10} 2120''49 
Massachusetts ‘so} = 19) N4| 429 12; 9] sas 1) 393 \ a oe 39/12 5 7 ¢4 %| 13 1} 1367)"50 Massachusetts 
: ee ee oe 1| 233 gi} __122| ae 6 | 69} t7}— 28} 4} ttt 49 ane 
Minnesota ‘50 | | 728) | 14 6| 144) 539 | 17 280 3 3 8 3 127; 14 19 2} 2008|'50 Minnesota 
a. Sue 4 806 i} 15 4| 229} _—_3|_~—_-362 1} 140) 243 i: 3 18! 8 56 13, 2075149 : ae 
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The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. 
They do NOT include transportation 
charges, state or local sales taxes or 
optional equipment. 

AUSTIN—A40—4-dr. sed. (Devon), $1,- 
480; stat. wag. (Countryman), $1,520. 
A90—conv. (Atlantic), $2,345 (with auto- 
matic top, $2,525); sports sed. (hardtop), 
$2,750. (Delivered in New York.) 


BUICK—Special Series 40—4-dr. 
back sed., $1,941 (deluxe, $1,983); 
jJetback sed., $1,909 (deluxe, $1,952), sed. 
$1,856 (deluxe, $1,899); bus. cpe., 
. Super ries 50-—4-dr. tourback 
sed., $2,139: 4-dr. Riviera sed., $2,212; 
sed. cpe., $2,041; conv., $2,476; Riviera, 
$2,139; stat. wag., $2,844. Roadmaster 
Series 70—4-dr. tourback sed., $2,633; 4-dr. 
Riviera sed., $2,738; sed. cpe., $2,528; 
conv., $2,981; Riviera, $2,854; stat. wag., 
$3,407. (Dynafiow standard on Roadmaster, 
optional on Special and Super models at 
$169.20.) 


CADILLAC—Series 61—4-dr. sed., $2,- 
866; club cpe., $2,761. Series 62—4-dr. sed., 
$3,234; club coupe, $3,150; conv., $3,654; 
Coupe DeVille, $3,523. Series 60 Special— 
4-dr. sed., $3,797. Series 75—4-dr. 7-pass. 
sed., $4,770; 4-dr. 7-pass. Imperial sed., 
$4,959. (Hydra-Matic standard on Series 
62 and 60 Special, optional on Series 61 
and 75 at $174.25.) 


CHEVROLET — Styleline Special—4-dr. 
sed., $1,450; 2-dr. sed., $1,403; club cpe., 
$1,408; bus. cpe., $1,329. Styleline Deluxe 
—4-dr, sed, $1,529; 2-dr. sed., $1,482; 
club cpe., $1,498; conv., $1,847; Bel-Air, 
$1,741; stat. wag., $1,994. Fleetline Spe- 
eial—4-dr. sed., $1,450; sed. cpe.. $1,403. 
Fleetline Deluxe—4-dr. sed., $1,529; sed. 


tour- 
4-dr. 





cpe., $1,482. (Powerglide optional on De- 
luxe models at $158.50.) 


CHRYSLER — Royal — 4-dr. sed., $2,- 
153.75; 8-pass. 4-dr. sed., $2,875; club cpe., 
$2,133.75; stat. wag., $3,183.75. Windsor 
—4-dr, sed., $2,348.50; 8-pass. 4-dr. sed., 
$3,069.75; club cpe., $2,327.50; conv., $2,- 
761; lim., $3,196. Saratoga—4-dr. sed., 
$2,667.25; club cpe., $2,641. New Yorker 
—4-dr. sed., $2,773; club cpe., $2,756.75; 
conv., $3,263. Town & Country—-Newport, 
$4,027.75. Crown Imperial—4-dr. sed., $5. - 
253.75; lim., $5,358.75. (Prestomatie op- 
tional on Royal at $120.90, standard on 
other series.) 


CROSLEY—2-dr. sed., $967; conv., $967; 
stat. wag., $999; roadster (Hotshot), $935. 
Super—2-dr. sed., $1,037; conv., $1,037; 
stat. wag., $1,069; roadster (Super Sports), 
$988. 

DeSOTO—Deluxe—4-dr. sed.. $2,006.25; 
club cpe., $1,995.75; Carry-All sed., $2 - 
210.50. Oustom — 4-dr. sed., $2,193.75; 
8-pass. 4-dr. sed., $2,882.75; club cpe., 
$2,175.75; conv., $2,598; stat. wag., $3,- 
112.75; Suburban sed., $3,198.75. (Tip-Toe 
Hydraulic Shift standard on Custom, op- 
tional on Deluxe at $120.90.) 


DODGE—Waytfarer—2-dr. sed., $1,755; 
roadster, $1,744.50; bus. cpe., $1,628.75. 
Meadowbrook—4-dr. sed., $1,865.75. Coro- 
net—4-dr. sed., $1,944.75; 8-pass. 4-dr. 
sed., $2,634.25; club cpe., $1,931; conv., 
$2.346; stat. wag., $2,882.50. (Gyro-Matic 
optional on Coronet models at $94.60.) 

FORD—Deluxe Six—4-dr. sed., $1,471.50; 
2-dr. sed., $1,424; bus. cpe., $1,332.50. 
Deluxe Eight — 4-dr. sed., $1,545; 2-dr. 
sed,, $1,497.50; bus. cpe., $1,419. Custom 


Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., 
$1,511; club cpe., $1,511; stat. wag., $2,- 
027.50. Custom Deluxe Eight—4-dr. sed., 
$1,637; 2-dr. sed., $1,589.50; club cpe., 
$1,595; conv., $1,948; stat. wag., $2,106.50. 

FORD OF BRITAIN—4-dr. sed. (Prefect, 
cloth), $1,040; 4-dr. sed. (Prefect, leather), 
$1,077; 2-dr. sed. (Anglia), $947. (Deliv- 
ered in New York.) 

FRAZER—4-dr. d., $2,359; Vagabond, 
$2,399. (Hydra-Mafie optional on all mod- 
els at $158.50.) 

HILLMAN MINX $1,495; 
conv., $1,745; stat. (Deliv- 
ered in New York.) 

HUDSON — Pacemaker Six — 4-dr. sed., 


4-dr. sed., 
wag., $1,797. 


$1,933; 2-dr. sed., $1,912; club cpe., $1.- 
933; conv., $2,428; bus. cpe., $1,806.50. 
Super Six—4-dr. sed., $2,105; 2-dr. sed., 
$2,068; club cpe., $2,101.75; conv., §2.- 
628.50. Super Eight—4-dr. sed.. $2,189; 
2-dr. sed., $2,152; club cpe., $2,185.75. 
Custom Commodore Six—4-dr. sed., §$2,- 
281.50 conv., $2,- 


club cpe., $2,257.25; 
809.25. Custom Commodore Eight — 4-dr. 
sed., $2,365.50; club cpe., $2,341.25; conv.. 
$2,893.25. (Super-matice optional on all 
models at $199.31.) 


KAISER — Special — 4-dr. sed., $1,995; 
Traveler, $2,088. Deluxe—4-dr. sed., §2,- 
195; Vagabond, $2,288; conv., $2,195; Vir- 
ginian, $2,995. 

LINCOLN — 4-dr. sed., $2,575.50; club 
cpe., $2,528.50. Cosmopolitan — 4-dr. sed., 
$3,239.50; club cpe., $3,187; conv., §$3,- 
949.50. (Hydra-Matic optional on all mod- 
els at $174.25.) 

MEROCURY—4-dr. sed., $2,032; Model 72 
club cpe., $1,979.50; Model 72-A club cpe., 


Current Prices on New Automobiles 


$2,411.50; stat. 


$1,875; 
560.50. 


conv., 


NASH—Rambler Custom—conv., 


wag., 








$1,808. 


Statesman Super—4-dr. sed., $1,738; 2-dr. 
sed., $1,713; club cpe., $1,735; bus. 


$1,633. Statesman Custom—4-dr. sed., $1,- 
club cpe., 


897; 2-dr. sed., $1,872; 


cpe., 


$1,894. 


Ambassador Super—4-dr. sed., $2,064; 2-dr. 


sed., $2,039; club cpe., 


$2,060. Ambassa- 


dor Custom—4-dr. sed., $2,223; 2-dr. sed., 


$2,198; club cpe., $2,219. 


(Hydra-Matic 


optional on Ambassador models at $158.50.) 


OLDSMOBILE—-Series 76—4-dr. sed., $1,- 


819 (deluxe, $1,887); 2-dr 


sed 


$1,761 


(deluxe, $1,829); sed. cpe., $1,745 (deluxe, 


108); stat. wag., 
Sertes 88—4-dr. 

056); 2-dr. sed., 
sed. cpe., $1,904 
cpe., $1,878 (deluxe, 


sed., 


(deluxe, 


$1,956) ; 


$2,504). 


(deluxe, 
$1,920 (deluxe, $1,998); 
$1,982); 
conv., 


294; Holiday, $2,162 (deluxe, $2,267); stat. 


wag., $2,520 (deluxe, $2,662). 


4-dr. sed., $2,299 (deluxe, 
town sed., $2,267 (deluxe, 
epe., $2,225 (deluxe, 
772; Holiday, $2,383 
(Hydra-Matic optional 
$158.50.) 


on 


PACKARD — Eight — 4-dr. sed., $2,249 
(deluxe, $2,383); 2-dr. sed., $2,224 (deluxe, 
Super—4-dr. sed., $2,633 (deluxe, 
sed. deluxe, $3.950; 
conv. 
lim, deluxe, $4,100. Cus- 
$4,480. 
(Ultramatic standard on custom, optional 


; T-pass. 4-dr. 
sed., $2,608 (deluxe, 
deluxe, $3,350; 
tom—4-dr. sed., $3.935; 


on other series at $185.) 


$2,319); 
(deluxe, 


$2,39 


$2,361); 
conv., 


all 


3); 


$2,894); 


conv., 


Series 98— 
4-dr. 
sed. 
$2,- 
$2,641). 
models at 


$1 


507; 
385.75. 


PLYMOUTH — Deluxe P19 — 2-dr. sed., 
Suburban, $1,855; bus. cpe., $1,- 
Deluxe P20 — 4-dr. sed., $1,566; 


$2,- 


$1,813); club cpe., $1,719 (deluxe, $1,787); | $2,208 
conv., $2,135; Holiday, $2,003 (deluxe, §$2,- 
$2,362 (deluxe, 
$1,978 $2,- 
club 
$2,- 


club cpe., $1,534.25. Special Deluxe P20— 
4-dr, sed., $1,644; club cpe.. $1,617.50; 
conv., $1,997; stat. wag., $2,387. 
PONTIAC—Chieftain Six—4-dr. sed., $1,- 
745 (deluxe, $1,840); 2-dr. sed., $1,694 
(deluxe, $1,789); club cpe., $1,694 (deluxe, 
$1,789); conv, deluxe, $2,122; Catalina de- 
luxe, $2,000 (super deluxe, $2,058); stat. 
wag., $2,264 (deluxe, $2,343); bus. cpe., 
$1,571. Chieftain Eight—4-dr. sed., $1,813 
(deluxe, $1,908); 2-dr. sed., $1,763 (de- 
luxe, $1,858); club cpe., $1,763 (deluxe, 
$1,858); conv. deluxe, $2,190; Catalina de- 
luxe, $2,069 (super deluxe, $2,127); stat. 
wag., $2.332 (deluxe, $2,411); bus, cpe., 
$1,640, Streamliner Six—4-dr. sed., $1,724 
(deluxe, $1,819); sed. cpe., $1,673 (deluxe, 
$1,768). Streamliner Eight — 4-dr. sed., 
(deluxe, $1,887); sed. cpe., $1,742 
(deluxe, $1,837). (Hydra-Matic optional on 
all models at $158.50.) 
RENAULT — 4-dr. sed., $1,035. 
ered in New York.) 
STUDEBAKER—Champion Custom—4-dr 


(Deliv- 


sed., $1,519.25; 2-dr. sed., $1,487.50: club 
cpe., $1,513.75; bus. cpe., $1.419. Cham- 
pion Deluxe—4-dr. sed., $1,597.25; 2-dr. 
sed., $1,565.50; club cpe., $1,591.75; bus. 
cpe., $1,497. Champion Regal Deluxe— 
4-dr. sed., $1,676; 2-dr. sed., $1,644.50; 
club cpe., $1,670.75; conv., $1,981.25; bus. 
cpe., $1,576. Commander Deluxe — 4-dr. 
sed., $1,902.50; 2-dr. sed., $1,871; club 
cpe., $1,897.25. Commander Regal Deluxe 
—4-dr, sed.. $2,023.75; 2-dr. sed., $1.992: 


club cpe., $2,018.25; conv., $2,328.50. Land 
Cruiser—4-dr. sed., $2,186.75. (Automatic 
optional on Commander and Land Cruiser 
models at $201.25.) 

WILLYS-OVERLAND—Four — Jeepster, 
$1,493.87; stat. wag., $1,605.32 (four- 
wheel-drive, $2,010.22). Six—Jeepster, $1,- 
598.80; stat. wag., $1,689.57. 
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CHICAGO.—If Fred P. Baker, of 
Denver, recently elected president 
of National Truck Leasing System, 
and his fellow 
members in the 
organization have 
their way, nearly 
every user, large 
and small, of 
trucks in the U. 
S. will use the 
leasing technique. 

Baker, who 
heads Baker 
Truck Rental, 
Inc., drove home 
this point and 





Fred P. Baker 


gave reasons here. 

A major argument advanced by 
Baker pertained to the elimina- 
tion of capital investment which 
is required by firms owning and 
operating their trucks. 


This capital investment, espe- 
cially for large companies, runs 
high,” Baker declared. “As _ evi- 


dence that many of them are see- 
ing the light, truck leasing volume 
last year increased 20 to 25 percent 
because many large firms found 
that it is more profitable to lease 
than to operate their own fleets. 
“The trend is definite. From 1,500 
leased trucks in the early ’30s, the 
number has risen to more than 
10,000 in the case of our members. 
Even so, although the outlook 
for 1950 expansion is bright, with 
all members of our group report- 
ing an increase in the number of 
new customers, we have up to now 
reached only 2 or 3 percent of our 


potential.” 
Gross volume of truck leasers | 
last year approximated $42,000,- 


000, Baker said, adding that “we 
could treble or quadruple our 
present business and still have 
only a moderate percentage of 
our potential.” 

“Our member firms are actually 
bankers, since they free capital, 
which is frequently large, in the 
form of truck investment, for other 
business purposes of truck users,” 
Baker continued. 

“Truck users who carry the en- 
tire load themselves must consider 
truck operation as a sideline to 
their business. These companies 
find they would be better off con- 
centrating upon the business for 
which they are organized. 

“This brings up the fact that 
by turning the job over to leasers 
in every phase except furnishing 
the drivers, the truck users save 
themselves a lot of headaches. 
They don’t have to worry about 
servicing, maintenance, body types, 
insurance, fuel, tires, or other de- 
tails. Our members even take care 
of garaging if desired. 

“Furthermore, we have set up a 
nationwide service among mem- 


Capper Reports 
Midwest Top 


Farm Market 


TOPEKA, Kans. — Midwestern 
farmers are the automotive and 
petroleum industries best agricul- 
tural customers, according to six 
farm market releases recently pub- 
lished by Capper’s Farmer. 

The publications, with informa- 
tion supplied by the U. S. Depart- 
ment of Agriculture, say that gross 
agricultural income has increased 
229 percent from 8.4 billion dollars | 
in 1940, to 27.5 billion dollars in 
1949. 

They show that while only 44 
percent of all farms are in the Mid- 
west, 56 percent of all automotive | 
units on farms are in this sector. | 

Other figures taken from the re- | 
leases are: 53 percent of farm auto | 
and truck mileage is driven in the | 
Midwest; 73 percent of tractor fuel, 
63 percent of farm consumed gaso- 
line and 61 percent of the motor oil 
sold to farmers is purchased in 
Midwestern states. 

The bulletins may be obtained 
from Victor Hawkins, director of 
research, Capper Publications, Inc., 
912 Kansas Ave., Topeka. 


Thayer Bros. Opens 
Thayer Brothers Chevrolet, 
Clyde, O., has opened on Route 20 
west of that city. Partners are 
Glenn and Harry Thayer. 





Truck Leasing Hailed 


Saving of Capital Investment Is Held 
Big Factor by Baker 
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bers, whereby customers over the 
nation can lease their trucks 
through our system, which assigns 
the job to members depending upon 
location of the operations. It’s a 
case of leasing through one out- 
let. 

“Inasmuch as truck operation is 
a sideline with manufacturers and 
merchants, it is equally clear that 
no firm can operate a sideline as 
well as someone who makes this 
job its whole business. 

“More and more, insurance com- 
panies are finding that truck leas- 
ing companies are better risks be- 
cause of their service, safety work 
and driver training before and aft- 
er the trucks are taken over. 

“Our part in the entire picture 
can best be told by describing us 
as transportation engineers set up 
to be specialists in types of trucks 
and bodies, as well as the pro- 
curement of equipment and sup- 
plies, maintenance, insurance and 
garaging if necessary.” 








ONE HOUR'S PRODUCTION OF NEW BUICKS—Dispatchers checking haulaways leaving 
Flint with 60 minutes’ production of cars. Despite expedited shipments on a seven-day 24- 


hour schedule, Buick sales for the past two months 
production, the company states. First sales reports for April were ahead 


of record-breakin 


ave been running increasingly ahead 


of the pace set in March, best sales month in Buick's 47-year history. Assembly plants in 
states outside Michigan, supplying dealers in their specific areas, have a combined produc- 


tion exceeding that of the Flint plant. 


Management Talks 
Set for June 1-2 


NEW YORK.—A conference at 
which senior officers and manage- 
ment executives will explore eco- 
nomic factors and management’s 
preparation to meet them in the 
coming decade will be held here 
June 1-2. 

The parley will be the 27th an- 
nual general management confer- 
ence sponsored by the American 
Management Assn. to effect an ex- 
change of information among pol- 
icy-making executives. Wage, price 


Like to 
WT: 


TWICE THE TURNOVER —TWICE THE PROFIT CAN BE MADE 





and profit trends are among the 
topics scheduled for discussion. 





Goodrich Avon Lake Site 
To Get Research Lab 

CLEVELAND. — Construction of 
a B. F. Goodrich Chemical Co, ap- 
plied research laboratory will begin 
next month, W. S. Richardson an- 
nounced here. 

It will be the third unit in a 
multi-million-dollar installation at 
Avon Lake, O. A general chemicals 
plant and experimental station are 
already in operation. 


Average Rating 
Of Premium Gas 
Just Shy of 90 


WILMINGTON, Del.—The aver- 
age U. S. premium-grade gasoline 
had an 89.7 octane rating as of 
Apr. 11, according to a survey con- 
ducted by the Petroleum Chem- 
icals division of E. I. duPont de 
Nemours & Co. 


According to same survey, the 
average U. S. regular-grade gaso- 
line had 83.2 rating. In Canada, the 
average rating for premium fuels 
tested in three cities was 86.6. On 
regular Canadian gasoline, it was 
81.6. 

For the U. S. ratings, tests were 
conducted on 655 fuels, 327 pre- 
mium and 328 regular grades, in 
42 cities, according to the com- 
pany. 

The survey found that gasoline 
with the highest octane ratings 
was available to motorists in cer- 
tain parts of Pennsylvania and 
Texas. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry ... an esti- 
mated more than 100,000 readers weekly! 














WITH THIS SALES PLAN ...AND BRAKE SHOE EQUIPMENT 


The Brake Shoe Turnover Plan is a 
two-fisted program, packed with com- 
mon-sense selling that will double 
your business in six short months. 
Hokum? No sir! Our customers are 
turning out as many as 65 to 100 
paint jobs daily. Here’s how it’s done. 


1. Brake Shoe sets you up with an 


exclusive finishing process that 


produces a paint finish that genu- 
inely duplicates original factory fin- 
A new service for your 


ishes. 
community! 


2. Your shop is set up on a produc- 


KELLOGG DIVISION, 94 HUMBOLDT ST., ROCHESTER 9, N. Y. 





tion-line basis that cuts job costs 
and increases job profits. A fac- 
tory-method operation! 


3. You get a proven program that will 
create consumer demand on a 
quantity basis that will double your 
present volume. It will make your 
shop headquarters in your town 
for fine body and paint work. 


We have the proof . . . case histories. 
You have the profit problem. Let’s 
get together and talk about your busi- 
ness . . . double your business . . . now. 
Write for illustrated Sales Plan to: 


PRODUCES 
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+ DOMINION BRAKE SHOE COMPANY, NIAGARA FALLS, ONT 
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Backshop 


--+- by Jack Weed 





ene recently surveyed its 
owners and found, to its cha- 
grin, that while 90 percent of the 
owners rated the car as tops and 
had nothing but praise for it, only 
67 percent rated Cadillac dealer 
service as good. 

This immediately called for the 
factory to do something about it. 
They know that, although a car 
may be the “hottest” buggy on the 
market, it won’t stay in that cate- 
gory unless the dealers keep that 
great public goodwill burning by 
rendering the type of service that 
keeps owners satisfied. 

Only 6 percent of the owners 
said the dealer service was poor, 
16 percent said it was fair and 

11 percent did not comment. 


Your traveling reporter sat in on 
a “jump-off” session in Detroit— 
one of several service manager 
clinic meetings that are being held 
concurrently to put this customer 
reaction squarely up to the service 
managers of the branches, distrib- 
utors and dealers to determine 
where and how service to Cadillac 
owners can be made better—now. 

+ * * 


The Ratings 
iw approach is a little different 
than the usual factory approach 
to such a problem when talking to 
their own men and dealers. Before 
they get into the problem of ana- 
lyzing the problem from each angle, 
the men in charge of the meetings 
are inviting suggestions from the 
service men as to how they feel 
Cadillac service can be improved— 
and the things the service man- 
agers would like to have discussed 
in the week-long meetings. 

Answers to the Cadillac survey 
suggest that many dealers, who 
are worried about the recent fall- 
off in customer labor and parts 
revenue, might well ask their 
own customers the same ques- 
tions. The answers they receive 
to these 20 questions might hold 
the entire solution to their own 
problem. 

Cadillac owners rated Cadillac 
service from 83 percent down to 
79 percent on the following ques- 
tions: “Repair bills ready without 
delay? Is he courteous? Prompt 
in greeting and waiting on cus- 
tomers? Clean and orderly car- 
receiving department and work 
completed on time?” 

Rated 77 percent down to 69 per- 
cent were: “Does he seem to have 


© gente 39 percent of the Time 
magazine readers checked in a 
recent automotive aftermarket sur- 
vey say they return to their orig- 
inal dealers for service. 

The survey, conducted by the 
Luce publications, also shows 
that those who patronize the 
dealer’s shop take part of their 
business—oil purchases for exam- 
ple—elsewhere. 

In answer to the question, “Where 
do you usually have your car serv- 
iced?” 39.7 percent replied their 
car dealer; 32.9 percent, an inde- 
pendent service station, and 24.1 
percent, a chain service station. 
The balance patronize garages, 
other dealers or service the cars 
themselves. 

The totals run above 100 percent 


because some of the readers 
checked more than one answer. 


On motor oil, 73 percent pur- 





well-trained mechanics? Keeping 
promises? Is he understanding? 
Does he seem to appreciate your 
patronage and does he clean off 
dirt, grease, etc., before delivering 
car?” 


On the Whole 


— passing grade with marks 
of 67 percent down to 60 per- 
cent were: “Is work done com- 
pletely the first time? Clear state- 
ment of charges? Clean, well- 
located restrooms? Clean wind- 
shield and windows and thorough 
attention to minor details?” 


Rated from 58 percent down to 
52 percent were: “Avoid over- 
selling? Accurate estimates of cost 
on labor? Phoning you about un- 
expected extras? Accurate esti- 
mates on cost of parts and reason- 
able prices?” 

Despite the low ratings given 
Cadillac dealers by owners on 
many of the questions named 
above, Cadillac service on the 
whole can’t be too bad, when 83.7 
percent of the owners said they 
were taking their cars to their 
dealer for lubrication, 91 percent 
for mechanical repair and 82.7 
percent for body repairs. 

Interesting results from the ques- 
tionnaire were that 50.7 percent of 
the 1949 owners said they had not 
traded a car in when they pur- 
chased their Cadillac, 34.7 percent 
said they had never owned a Cadil- 
lac before, and those who had 
previously owned Cadillacs had 
owned an average of 3.7 cars. 

* + + 


New Revenue 

OME smalltown dealers who are 

looking for something that will 
give them additional service de- 
partment revenue, may be inter- 
ested in an experience of the John 
Day Motor Co., John Day, Ore., a 
Ford deal in a town of 708 popula- 
tion. Lloyd A. Ogilvie, owner of 
this dealership, installed a radiator 
test bench and full set of radiator 
repair tools in his shop. In Novem- 
ber last year he did radiator re- 
pairs to the tune of $450, and says 
that since he installed the second 
bench, which the rush of business 
made necessary, “the amount has 
more than doubled. We find that we 
are still a week or so behind on 
the business that this investment 
has brought in.” 

Engine rebuilders will be head- 

(Continued on Page 59, Col, 1) 


* + 


Only Minor Motor 


Gains in 50... 





Service Still Slipping 


HE dealer whose service depart- 
ment is attracting the same 
number of customers this year that 
it did last year will probably find 
the equal volume is not bringing 
in equal revenues, according to a 
survey by the John E. Wolf Co. 
The poll shows that major mo- 
tor, brake and front-end work— 
all good sources of service rev- 
enue—have slipped definitely in 
the first quarter of 1950 from the 
1949 levels, continuing a down- 
ward trend that started in 1945. 
Major motor repair, for instance, 
which represents rering jobs and 
complete engine overhaul in the 
main, has consistently slipped from 
where it appeared on 17 percent of 
all dealer service orders in 1945, 
to 14 percent in 1948, to 9 percent 
in 1949 and for the first quarter 
of this year to only 7.2 percent of 
the dealer service orders written. 
- + a 


VEN if items per ticket had not 

slipped from an average of 1.70 
in 1949 to an average of 1.53 for the 
first quarter of this year, the drop 
in major motor work alone could 
account for the drop in dollar rev- 
enue of average labor per ticket 
from $7.45 to $6.39, and the corres- 
ponding drop in parts sales per 
average ticket from $7.55 to $6.50 
from the middle of 1949 to the av- 
erage for the first three months of 
1950, 

When it is also noted that 
front-end work—front-end align- 
ing and wheel-balancing — has 
also dropped in percentage of ap- 
pearance on the average repair 
order from 19 percent in 1945 to 
18 percent in 1948, to 17 percent 
in 1949, and to the “long time” 
low of 149 percent for the first 


quarter of this year, it shouldn’t 
take much studying on the part 
of the dealer to understand what 
is happening to his service de- 
partment revenue. 

The reason for a _ considerable 
proportion of this dropoff in rev- 





Service ‘Shrinkitis’ 


For 1950 

(Figures in parentheses are for 1949 
AN. FEB. MAR. 

Lubrications  ........ 29.2 30.0 30.8 
(26.1%) (25.4%) (26.3%) 
Oil Changes ........ 21.0 21.1% 22.1% 
(19.8%) (17.9%) (19.4%) 
Wash-Polish  ........ 9.9 10.3 11.2% 
(10.0%) ( 8.8%) (11.8%) 
Minor Motor ........ 51.3 5.9 41% 
(52.2%) (54.2%) (44.0%) 

Major Motor .... 7.7 6.9% 6.9 
(10.1%) (11.3%) ( 9.2%) 

Brakes -.....ccccee 10.5 10.5 12.0 
(10.8%) (10.2%) (11.8%) 

Front End ......... 14.4 14.6 15.8 
(14.8%) (13.1%) (15.3%) 

Body coves 19 12.2% 12.3 
(12.0 (12.9%) (12.8%) 

Items Per Ticket 1.55! 1.515 1.55 


(1.558) (1.538) (1.506) 
—Courtesy John E. Wolf Co. 





enue can be traced to lack of 
proper selling in many dealer serv- 
ice departments. 
* * + 

poe instance, every check shows 

a high percentage of cars on 
the street are running with unsafe 
brakes. In Chicago, out of the 
980,134 cars driven over the city’s 
testing lanes during the first 11 
months of last year, 13.4 percent 
had bad brakes. 

Yet brake work in the average 
dealership service shop across the 
country has dropped from appear- 
ing on 15 percent of the tickets 
written in 1945, to 13 percent in 
1948, to 12 percent in 1949 and to 


6-Year Service Trend 


1945 


19% 

14% 

5% 
.. 58% 
17% 
Brake Work ...................... 156% 
BNE TIN — i cosesesse 6<cco'e seceesess GND 
Body Work. . ...... . cscs: 13% 
Items Per Average 

Service Ticket 
* First Quarter. 


Lubrication . 
Oil Changes . 
Wash-Polish .. 
IIE 6c asco sosoteecnd ose 
Major Motor ...................... 


1950* 
30% 
21% 
10.5% 
48.5% 
7.2% 
11% 
14.9% 
12.1% 


1948 
28% 
20% 
10% 
48% 
14% 
13% 
18% 
13% 


1.64 


1949 
30% 
32% 
10% 
47% 

9% 
12% 
17% 
13% 


1.70 1.53 
—Courtesy John E. Wolf Co. 


The above chart, which represents the number of times that each of the services shown 


has appeared on the average service repair order, is based on a surve 
half-million dealer repair tickets. It represents a national average of bot 


and dealer areas. 


of over a 
car makes 








Seen Getting Third of Owners 


chase from a service station and 
only 18.9 percent from a car dealer. 
* as a 

ORT T-FOUR percent say they 

change oil from 1,000 to 1,499 
miles, 29.6 percent between 2,000 
and 2,999 miles, 12.4 percent be- 
tween 1,500 and 1,999 miles and 11.2 
percent at 3,000 and over. Surpris- 
ingly, 2 percent change oil under 
1,000 miles and only 0.8 admitted 
they change oil “when needed.” 

Nearly 52 percent buy oil priced 
between 36 and 40 cents per 
quart; 22.7 take 31 to 35-cent oil 
and 83 pay 26 to 30 cents. Al- 
most 7 percent do not know what 
they pay for oil. 

This all boils down to the fact 


In This Section 


New Products 
Diagnosis Potential ........... 
Midwest Aute Show .......... 





that the average dealer lets eight 
out of every ten customers go out 
of his service station to another 
source with at least $2.28 of serv- 
ice revenue which he could have 
had if his service salesman had 
asked for the oil business. 

Or put in another way: If the 
dealer has an average of 30 service 
customers per day, his service 
salesmen let $22 gross profit walk 
out of the shop. 

> + * 

(CONSIDER also that the oil com- 

panies spend millions of dollars 
every year in developing techniques 
to get the filling station customer 
to stop long enough to have his oil 
checked. On the other hand, the 
dealer’s service customer is usu- 
ally resigned to a fairly long stay. 

No pressure has to be used to 
get him to allow the salesman 
to lift the hood and check the oil. 

But how many dealers service 





salesmen ever check the oil before 
writing up the customer’s order? 

Very, very few. 

Yet this is a valuable opportunity 
for the dealer to demonstrate his 
interest in his customer’s welfare. 
He can easily have his salesmen 
say, “I'd like to check your oil to 
see if it is low or dirty. Low and 
dirty oil costs our customers more 
repair expense than any other 
cause, We like to help you prolong 
the expense-free miles of pleasure 
you will get out of our cars as 
much as we can.” 

+ * * 
To Time survey also shows that 
50 percent of its readers replace 
their tires at 25,000 miles or less 
but not one of them said they buy 
their tires from a car dealer. 

More than one-fourth surveyed 
change tires between 20,000 and 
24,999 miles; 17.2 percent between 

(Continued on Page 55, Col, 1) 


11 percent during the first quarter 
of this year. 

Going back to the Chicago test- 
lane experience — of the 282,782 
cars that were rejected on first 
examination last year, 125,788—or 
44 percent — failed to pass the 
brake test. That’s well over a 
million -and-a-quarter dollars 
worth of dealer revenue in Chi- 
cago alone running around wait- 
ing to cause smashups and fatal 
injuries. 

Chief Michael J. Ahern of the 
Chicago traffic division emphasized 
that even this appalling situation 
was not a true picture of the brake 


factor, however, because brake 
tests were made in only serious 
cases. 


Even then, of the 51,129 accidents 
in Chicago, involving 312 deaths, 
defective brakes were found to be 
a factor in 1,238 cases, which ac- 
counted for nine deaths. 

+ * * 

ie APPEARS that proper mer- 

chandising in the service depart- 
ments of more Chicago dealers 
might well have reduced the num- 
ber of accidents and fatalities in 
the city, and at the same time could 
have brought back dealers’ service 
revenues, at least as far as brake 
departments are concerned, to a 
point closer to “war year” levels. 

Internal has piled up for deal- 
ers and continues to pile up with 
every new-car sale and every used 
car taken in on trade. The aver- 
age service manager is being 
run ragged endeavoring to take 
care of new-car get-ready, in- 
creasing numbers of periodic 
new-car inspections and used-car 
conditioning and still keep his 
shop revenue up—his customer 
labor and parts sales. 

Now is the time when ability to 
manage properly is at a premium 
—the ability to keep the flow of 
internal going through the shop 
without letting down in efforts to 

(Continued on Page 61, Col. 1) 


L-M Holds Clinics 
On Reconditioning 
Of Used Cars 


DETROIT. — Lincoln-Mercury is 
conducting a series of two-day 
clinics on appearance recondition- 
ing and effective procedures for 
the sale of used cars, according to 


W. A. Keller, national used-car 
manager, 
The clinics, to be conducted 


throughout the L-M division, are 
being attended by representatives 
from each district office. They are 
being trained to conduct similar 
programs for individual dealers in 
their respective areas. 

Sessions have been held in De- 
troit, New York and Chicago, with 
others slated for Los Angeles, San 
Francisco and Denver during May. 

At the opening session of each 
meeting, the Arndt Palmer Labora- 
tories, of Detroit, stages demon- 
strations illustrating the proper 
methods of reconditioning used 
cars, and directs the groups in 
actual improvements of sample 
units, Keller says. 

Arndt Palmer is the supplier of 
FoMoCo, a reconditioning material. 

The second portion of the clinics 
deals with actual sales and is con- 
cerned with review and discussion 
of sales techniques, organization, 
good housekeeping and other points 
necessary to augment the physical 
reconditioning of used cars, accord- 
ing to Keller. 
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Exhibitors Listed 


Displays Planned by 67 Manufacturers 
At Engine Rebuilders’ Convention 


INDIANAPOLIS.—A list of ex- 
hibitors who will have displays at 
the 28th annual convention of the 
Automotive Engine Rebuilders 
Assn., May 18-20, at St. Louis, was 
announced here by the association 
headquarters. 

Also announced were a few of 
the subjects to be discussed at 
the meeting. These include: De- 
scaling of Engine Blocks; Engine 
Rebuilding and Reconditioning 
from the Fleet Owner’s Point of 
View; Shop Promotion and Ad- 
vertising; Current Developments 
in Pin Fitting; The Importance 
of Personnel Relationship; 
Crankshaft Superfinishing, and 
Wage and Hour Laws and Im- 
pact on the Industry. 

The following manufacturers will 
have display booths at the conven- 
tion: AC Spark Plug Co.; Accurate 
Parts Mfg. Co.; Aluminum Indus- 
tries, Inc.; Ammco Tools, Inc.; AP 
Parts Corp.; Automatic Steel Pro- 
ducts, Inc. 

Badger Mfg. Co.; Barrett Equip- 
ment Co.; Brownie Mfg. Co.; Burd 
Piston Ring Co.; Casite Corp.; 
Cedar Rapids Engineering Co.; 
Champion Spark Plug Co.; Dorman 
Products, Inc.; Dura-Bond Bearing 
Co.; Eis Automotive Corp.; 

Electric Auto-Lite Co.; Elgin 
Machine Works, Inc.; Federal- 
Mogul Service; Felt Products 
Mfg. Co.; Green Ball Bearing Co.; 
Green Line Co.; Grubb & Peter- 
sen; Hastings Mfg. Co.; R. M. | 
Hollingshead Corp.; Hy grade 
Products division of Standard | 
Motor Products, Inc. 

J. P. Mfg. Co.; Johnson Bronze 
Co.; Koppers Co., Inc.; Lamson & 


State Safety Day 
Set for Today by 
Alabama Dealers 


MONTGOMERY, Ala.— The Au- 
tomobile Dealers Assn. of Alabama 
today (May 8) is sponsoring a state- 
wide traffic safety program which 
will probably be the biggest safety 
promotion event in the state’s his- 
tory. 

With full cooperation of the state 
department of education and the 
state department of public safety, 
dealers will present a daylong pro- 
gram which will highlight the im- 
portance of driver training in the 
public schools. 

George W. Cox, Chevrolet dealer 
of Boaz and president of the asso- 
ciation, announced that dealers 
and school superintendents from 
every county in the state will take 
part in the event. 

Frank R. Broadway, executive 
vice-president of the association, 
announced that the meeting will 
feature addresses by safety au- 
thorities and a mammoth parade 
including several bands, driver- 
training cars now in use in the 
public schools of the state, wrecked 
automobiles and numerous floats, 
with placards calling attention to 
the state’s traffic safety problem. 

Speakers will be M. R. Darling- 
ton, managing director of the Inter- 
Industry Highway Safety Commit- 
tee, and Norman Key, educational 
consultant for the American Auto- 
mobile Assn. 

Broadway announced the ap- 
pointment of a parade committee 
headed by Joe Hedrick, vice-presi- 
dent and general manager of 
Grimes Motor Co. (Ford), Mont- 
gomery. Dealer members include | 
Jim Rouse of Rouse Motors, Mont- 
gomery; Frank McGough of Capi- 
tol Chevrolet, Inc., Montgomery; | 
Horace M. Davis of Davis Motor | 
Co., Montgomery, and Marvin) 
Hicks of Hodo Motor Co., Inc., 
Montgomery. 











Kerr Raps Gas Veto 


CLEVELAND. — The Presiden- | 
tial veto of the Kerr amendment | 
to the Natural Gas Act “will | 
clamp a deep freeze on the busi- | 
ness of selling gas in interstate | 
commerce,” Sen. Robert S, Kerr 
told a spring meeting here of the 
eastern district of the American 
Petroleum Institute’s division of 
production. 











AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue! 


Sessions Co.; Leland Corp.; Lempco 
Products, Inc.; Link-Belt Co.; Mc- 
Cord Corp.; McQuay-Norris Mfg. 
Co.; Magnafiux Corp. 

Maremont Automotive Products, 
Inc.; Melling Tool Co.; Metallizing 
Co. of America; Moog Industries, 
Inc.; C. E. Niehoff & Co.; Nylen 


Products Co.; Ohio Piston Co.; P|} 


& D Mfg. Co., Inc.; Perfect Circle 
Corp. 

Peterson Welding Laboratories; 
Ramsey Corp.; Raymond Mfg. 
Co.; Sealed Power Corp.; Speed- 
way Products Corp.; Stanton- 
Platto Co.; Sterling Aluminum 
Products, Inc.; Storm - Vulcan, 
Inc.; Sunnen Products Co. 


Thompson Products, Inc.; Tin- 


cher Products Co.; Tobin-Arp Mfg. | 


Co.; Toledo Steel 
Thexton Mfg. Co.; 
of America. 

Van Norman Co.; Versnick Mfg. 
Co.; Victor Mfg. & Gasket Co.; 
Weatherhead Co.; White Machine 
Works; Wilkening Mfg. Co., and 
Wohlert Corp. 


Products Co.; 
Triplex Corp. 








Special Service Tools, you’re due for a new and pleasant experience. 
A profitable experience, too, from an efficiency point of view. 
Because Kent-Moore Tools are developed in cooperation with 
leading car manufacturers to meet essential maintenance require- 


ments. Each too 


operation for which no adequate standard tool exists. And, no 
matter what that operation is . . . whether it’s on the engine, the 


transmission, re 


Tool that’s built for the job does it better, faster, easier, more 
economically and profitably, too, than is possible by means of im- 
provised, makeshift methods. 


Kent-Moore 


ORGANIZATION, inc. 


GENERAL 


Sales and Service Engineering Representatives in Principal Cities Coast-to-Coast 








DESOTO OUTDOOR SERVICE DEPARTMENT IN FLORIDA—Novarro, Inc., of Key West, 
| recently opened this open-air shop, suited to the year-round semi-tropical temperatures at 
| the southern tip ot Florida. The department includes a glass-brick service office and an 
outdoor waiting room. Each bay is designed to handle a specific type of service. 





kinds of capital; the uses of capi- 
tal; how to determine the need for 


Booklet Issued 
additional capital, and what to ex- 


On Small Loans pect to pay for loan capital, as 


WASHINGTON. — Publication of | well as sources for capital loans. 
a revised edition of “The Small | 
Businessman and Sources of | 
Loans” has been announced by the | 
|U. S. Department of Commerce.| Bill Pilcher Motors (Ford), Cres- 
Copies are available through field | cent City, Fla., has held open house 
| Offices or the Government Printing|in its new building March 6. Re- 
| Office. . freshments were served and about 

The booklet discusses the various | 200 people visited the firm, 


| 


Bill Pilcher Opens 
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If you’ve never worked with Kent-Moore 


l is designed to perform a specific essential service 


ar axle or brakes... you'll find that the Kent-Moore 


‘Southwest Show 


31 


Located Next 
In Okla. City 


DALLAS.—Three members of the 
Dallas regional group of Auto- 
motive Affiliated Representatives, 
Herb Cree, H. Gordon Payne and 
Fritz Keller, have been elected as 
directors for the ninth annual 
Southwest Automotive Show. 

The show, designed principally 
for jobber salesmen and dealers, 
will be held Apr. 26-29, 1951, in 
Oklahoma City, Okla. 

For the past eight years it has 
been held in Texas but to gain 
interest and support from whole- 
salers in Oklahoma, Arkansas and 
| Louisiana, the directors said they 
|have decided to move the show 
|from year to year to key trading 
|areas in all parts of the southwest. 


Refinery for Belgium 
ANTWERP, Belgium.—Construc- 
|tion is now under way on a 30,000 
barrel-per-day refinery for the So- 
ciete Industrielle Belge des Petroles 
here. Completion of the multi- 
million-dollar project is scheduled 
for mid-1951. 











=e 
READY NOW! NEW 1950 KENT-MOORE 
SPECIAL SERVICE TOOL GUIDE! 


Describes and illustrates the entire line of Kent- 
Moore Special Service Tools covering nine leading 
makes of cars through 1950 models. Gives essential 


MOTORS BUILDING e DETROIT 2, MICHIGAN 


application data. . 


. Classifies tools by type of 


service, lists adaptations of each by car make and 
model. Provides convenient forms for controlling 
Essential Tool Inventories, contains complete price 
information. FREE! Yes, this time-saving, profit- 
building Special Service Tool Guide is Free... 
yours for the asking, without obligation. Write for 
your copy today! 
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Sectionalized Diagn 


Osis 


Allen Devises Dial-Chek Method to Interpret 
What Motorist Notices Is Wrong 


KALAMAZOO, Mich.—Motor di- 
agnosis and tuneup has more 
potential as a profit maker than 
any other department in the auto- 
motive shop, reports Allen Electric 
& Equipment Co. And yet, in many 
cases, its advantages to the owner 
and the motorist are never fully 
realized, believes Allen. 

In the minds of many mechanics, 
and car owners too, scientific diag- 
nosis means only an “all over” 
check of a car’s performance 
through the use of complicated 
equipment. The true function of 
diagnosis is to help the mechanic 
locate trouble accurately and 
quickly. It is the interpreting of 
the customer’s complaint and find- 
ing the cause through the use of 
accurate testing equipment. 

Allen, therefore, has come up 
with a new approach to diagnosis 
that, according to the firm, will 
put the diagnosis and tuneup de- 
partment in the active and profit- 
able position it should assume. 

Under the Allen Dial-Chek 
method, what the customer says 
becomes the key that enables the 
mechanic to classify the specific 
diagnosis required and then to 


Service Hints 


Chevrolet’s original servicing in- 
structions for draining and refilling 
the Powerglide automatic trans- 
mission every 15,000 miles, included 
instructions for removing and 
cleaning the oil suction screen each 
time the transmission was drained. 
The factory has now determined 
the suction screen need not be 
cleaned this frequently. 

Chevrolet states, “It has been 
decided that the oil suction screen 
will not be cleaned when a drain 
and refill operation is performed. 
This policy applies to Chevrolet 
dealers as well as all independent 
service stations—it will be serv- 
iced when the transmission is re- 
moved from the vehicle for any 
repairs to the transmission.” 

+ a + 

It is dangerous for motorists to 
let the oil level in their cars fall 
too low if driving in hilly country, 
as the oil pump will not operate 
efficiently at low oil level. At a low 
oil level the oil will flow away | 
from the oil pump intake when the | 
car is on a steep grade. Lack of 
oil at this point will impair efficient 
engine lubrication, and possibly 
cause damage to bearings. 

ve . > 

The list of companies marketing 
Armour Qualification Type A, auto- 
matic transmission fluids has 
grown from the original 41, first 
announced by General Motors in 
Nov., 1949, to 73 that are now 
listed among those qualified to sell 
the transmission fluid under the| 
prescribed regulations. General Mo- 
tors first announced its proposal 
for the direct sale of automatic 
transmission fluids to motor car 
owners through service stations in | 
May, 1949. 





In answer to many inquiries con- 
cerning Buick’s recently announced 
capacity change for servicing Dy- 
naflow units, Chek-Chart reports 
Buick’s reasons for the change. 
Buick Roadmaster (series 70) was 
changed to approximately 10 quarts 
and the Special and Super (series 
40 and 50) to 8% quarts. 

The change was made for two 
reasons: Transmissions were not 
always warm when drained; suf- 
ficient time was not always allowed 
for complete draining. 

Provision had to be made for 
changes in volume due to changes 
in temperature—the solution was to 
use a “cold” filling level 1% inches 
below the full mark, then warm 
up the transmission and recheck 





the level. 

Operating temperatures expand 
the oil to the “full” mark when 
this procedure is used and Buick 
states that it always has and al- 
ways will continue to modify the 
quantity necessary for refill with 
the word “approximately.” 


Howard-Damon in Kyle 
Kyle Motor Exchange (Ford- 
Mercury), was opened in Kyle, 
Tex., recently by L. F. Howard and 
Mrs, Caesar Damon. 


make certain specific tests, step by 
step, until the trouble is located. 

The guide which the mechanic 
uses is a “dial” arrangement. 
Through synchronized windows, as 
the dial is turned, the operator is 
told how to make a number of 
consecutive tests. As he “dials” for 
each test, he is shown how to make 
the proper connections to the test- 
ing equipment, what the correct 
reading should be, and suggestions 
for correcting the trouble. 


Its simplicity of. operation takes 
much of the mystery out of diag- 
nosis and makes it possible for a 
mechanic to do this work with a 
— of training, reports the 

rm. 


It is the feeling of Allen that 
the answer to a more intelligent 
use of equipment is to break the 
diagnosis down into several basic 
“areas” such as ignition, combus- 
tion, etc., and then give the me- 
chanic an easy-to-use guide to use 
in making a diagnosis of the sec- 








| 
| 














SCOOT THIS NEW STAND BETWEEN CARS — it’s only 16” wide! 
Here’s a rolling workshop on wheels that’s the most practical, at- 
tractively-priced, utility stand ever offered with ‘‘Porto-Power’’. 
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tion where trouble is indicated. 
Thus diagnosis becomes an every- 


|day working “tool,” instead of a 


‘specialty.” 

To illustrate the operation, Al- 
len says that if a customer drives 
in and says: “My ammeter 
doesn’t show charge,” this indi- 
cates that the trouble is in the 
electrical system and can be un- 
covered by checking the genera- 
tor, regulator, battery and cables. 

The mechanic, using the dial de- 
signed for use on the electrical 
system, proceeds through 11 tests 
which will show up the deficiencies 
and required corrections. 


With the Dial-Chek method of 
sectionalized diagnosis, Allen states, 
it will be possible for a garage to 
departmentalize this service. Since 
automotive electrical and tuneup 
departments each represent nearly 
10 percent of service shop revenue, 
it is now offering “packaged” diag- 
nosis departments, Allen continued. 

A part of each “package” is a 
background and workbench, For 
example, the unit for the electrical 
service department consists of ev- 
erything necessary to give starter, 
generator, regulator, battery, cable 
and magneto service, says the com- 
pany. It consists of volt-amp 
tester, electrical servicer, magne- 


_ SERVICE SECTION 
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TELLS MECHANIC WHAT TO CHECK— 


Allen Electric and Equipment Co., Kalama- 
100, Mich., has designed a Dial-Chek method 
to assist motor diagnosis by interpreting a 
customer's complaint and finding the cause 
through use of testing equipment. When the 
tester reading does not conform with the 
chart reading, a section of the Dial-Chek 
tells the mechanic where the source of the 


trouble may be. 
* * * 


tizer, armature growler, armature 
lathe and alignment and adjust- 
ment tools. 








NEW Porto-Power 


Choose your attachments from this new display! 


Your Blackhawk Jobber will have this handy exhibit near his counter — to 
help you pick out “Porto-Power” attachments needed to bring your equip- 
ment up to full profit power. See him for these and other new developments. 


“|Texas Members 


Warned to Get 
Wage-Law Advice 


SAN ANTONIO, Tex.—The Tex- 
as Automotive Dealers Assn. has 
warned its members not to commit 
themselves to the federal wage- 
and-hour law without first consult- 
ing an attorney. 

Several dealers reported to the 
association that representatives of 
the Wage and Hour division had 
urged them to have their dealer- 
ships covered by the law. 

Therefore, for dealers doubtful 
about whether they should be cov- 
ered, the association reminded 
members that to be exempt these 
qualifications should be met: 

1. Over 50 percent of the estab- 
lishment’s annual dollar volume of 
sales must be within the state. 

2. At least 75 percent of the es- 
tablishment’s annual dollar volume 
of sales must be to purchasers who 
do not buy for resale. 

3. They must be recognized in 
the particular industry as “retail” 
sales or service. 





TOs annie 


complete with stand 


FOR ONLY $99.95 


Think of it! This low cost is yours 
on the famous Blackhawk “Junior 
Body assortment” of 14 basic at- 
tachments, the 10-ton hydraulic unit 
and the new, 
STAND.” Ask for Model S-32. 


OTHER POPULAR ASSORTMENTS also feature the 
sow suas —lecintins Model S-45 (left) — only 
A-15 $107.60 and SA-21 $74.55. 


rtable “ANGL- 


.and “Bantam” assortments Nos. 


Shopmen asked for this 
“ANGL-STAND” ... it’s new! 
Yes sir! We asked hundreds of you body 


men to tell us what kind of a stand you 
want — and we've built it! 


ATTACHMENTS ARE AUTOMATICALLY SORTED FOR FAST PICK-UP 
a ae partitioned, sloping trays help spot attachments quickly 
and they’re all in easy reach. Equipment can’t pile into a heap. 


Only Blackhawk Makes ‘‘Porto-Power” 


BLACKHAWK 


**Porto-Power"’ is the exclusive (trade name registered) product of 
BLACKHAWK MFG. CO., Dept. 00000, Milwaukee 1, Wis. 
Prices subject to change without notice 
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Car Dealers Invited to Aftermarket Affair .. . 





Midwest Show Set to Open 


eS aare of the new 
A torque convertors and automat- 
ic transmissions, used-car recondi- 
tioning and service selling tech- 
niques will headline the educational 
feature of the Midwest Automotive 
Show which opens on Navy Pier, 
here, Thursday (May 11). 

Differing from the ASI shows 
that have been held on the Pier 
for many years, this show is open 
to franchised car dealers and 
their mechanics, to independent 
service shop men and to fleet 
maintenance men. 

As Charles Mikrut, president of 
the show, puts it: “The Midwest 
Show brings the ‘third man’ into 
the picture for the first time in 
more than 10 years. The ‘third 
man,’ represented by thousands of 
independent service operators, fleet 
owners, garagemen and car dealer 
personnel, has previously been 
barred from attendance at most ma- 
jor manufacturer-jobber shows.” 

- + +. 
DEMONSTRATE their de- 
sire to get as many “third men” 


as possible to see the products of 
the 235 manufacturers who make 
up the exhibitors, the show man- 
agement has sent out over 60,000 
tickets to dealers and servicemen 
in a 12-state area. 

Over 50,000 square feet of floor 
space has been assigned to exhib- 
its of new products, new services 
and new sales helps. 

The show is being “keynoted” 
as the greatest selling show in 
automotive history, and sponsor- 
ing jobbers are making arrange- 
ments to bring their customers to 
the show in groups from the area. 

The show activities will start 
with a “kickoff” dinner Wednesday 
night, May 10, which is being pro- 
moted by the Booster Clubs. 

* = + 


gol aside in a segregated portion 
\/ of the Pier, the show manage- 
ment has established a large space 
for a “hall of knowledge,” in which 
special educational and entertain- 
ment features will be shown on a 
continuance performance basis. 
Highlights of the “hall of 





knowledge” will be a puppet show, 
in which dealers will witness 
“down-to-earth” selling techniques 
that can be readily adapted to 
their own service business, a dra- 
matic presentation, clinic style, 
on the servicing of the new auto- 
matic transmissions. Factory- 
trained specialists will demon- 
strate the “how to” of Dynafiow, 
Hydramatic, Fluid Drive, etc. 

Another exhibit will feature a 
“half finished” automobile, to show 
dealers how to renovate and recon- 
dition a serviceable used car. 

Exhibitors represent approximate- 
ly 150 replacement part and acces- 
sory makers and 85 tool and equip- 
ment manufacturers. The exhibitors 
include such firms as: 

+ + * 
C SPARK PLUG CO., Accurate 
Parts Mfg. Co., Acme Air Ap- 

pliance Co., Inc., Ahlberg Bearing 
Co., Ajax Auto Parts Co., Albert- 
son & Co., American Automatic 
Devices Co., American Starter 
Drive Service, Ammco Tools, Inc., 
Amplex Engineering Co., Inc., The 








L-M 


the spring and summer months has been presented to dealers of the Detroit area 
parts and accessories manager for L-M's Detroit district. 
jaker of Fitzgerald-Jordan, Ann Arbor: 
May, Park Motor Sales, Detroit; Howard Renny of Mel Haugh Motors, Detroit; 


Henderson, 
parts and accessories managers H. S. 


Gus Phillips 
and Robert Stephens, Evans Motors, Ecorse. 


Anderson Co., The AP Parts Corp., 
Apex Battery Mfg. Co., The Aro 
Equipment Corp., Arrow Safety 
Device Co., Asbestos Mfg. Co., As- 
sociated Equip. Corp., Atlantic 
Sponge & Chamois Co., Auto Craft 
Prod., Inc., Automatic Steel Prod., 
Inc., Automotive Mfg. Co., Inc., Au- 
tomotive & Marine Prod. Corp., Au- 
tomotive Utilities, Inc. 

Badger Mfg. Co., Balcrank, Inc., 
Banite Co., Barrett Equip. Co., 





PROFIT BUILDERS! 


Again ...it’s Blackhawk that’s first and far abead with answers to your body service problems. 
Every one of these hydraulic wonder-workers is created to cure headaches caused for you by new car designs. 
You need all these developments to trim your rebuilding and reconditioning costs to a minimum! 


New...a SHORT Bantam Ram! 
Today’s cars demand it 


This 2-tonner slips into spots having 
only 47" clearance. It even has a 15" 
screw extension — to make the most of 
its 3° push. Essential in and around 
today’s body sections. No. RC-618, $10.00 


New...the “PUL-PAK” metal 
stretching and clamping kit 


Here’s the happy answer to pulling, 
stretching and straightening doors, pan- 
els, fenders, braces, hoods, body frame 
work, etc. New Bantam Pull-Ram and 
specialized attachments. Use with pres- 
ent pump. Kit No. SB-46 — $41.20 


New...the “SPRED-RAM” 
— a long-nose spreader! 


It’s needed mainly to spread crushed, 
deep-skirted fenders and to pry smashed 
bodies away from frames. Its ram hooks 
up to either the Bantam or regular 
“Porto-Power” pump. No. SA-7— $29.50 


New.. -Wedgie ATTACHMENTS 
—to pin-point hydraulic power 


They do the job where you can’t ham- 
mer. A quick, simple way to remove those 
small dents, kinks and creases. Simply 
thread these “pick-ups” into your Wedgie. 
SB-47 Kit of all 4 attachments — $3.60 





Hutcherson Motors, Wayne; Stanley Garda, 





READIES PARTS PUSH—Lincoln-Mercury's parts and accessories sales program for 


y R. EL 
Left to right are 

larence 
enderson; 
ampsie and Sweeney, Detroit, 





Bay Mfg. Co., Bay State Abras- 
ive Prod. Co., John Bean Div., 
Bear Mfg. Co., The Bell Co., Inc., 
Berg-Gibson Mfg. Co., Better 
Monkey Grip Co., Binks Mfg. Co., 
Bishman Mfg. Co., The Black & 

Decker Mfg. Co., Blackhawk Mfg. 
Co., Bohn Aluminum & Brass 
Corp., The Bonnen Mfg. Corp., 
Bonney Forge & Tool Works, 
Bostwick Lab., Inc., Bretford Mfg. 
Inc., Bronson Mfg. Co., Brunner 
Mfg. Co., Burndy Eng. Co., Inc. 

Cahill Mfg. Co., Cam Tool Co., 
Inc., Casco Prod. Corp., Century 
Drill & Tool Works, Century Prod. 
Co.,, Champion Lab., Inc., Cham- 
pion Pneumatic Mfg. Co., Cham- 
pion Spark Plug Co., Chicago Rivet 
& Machine Co., Choldun Mfg. Corp., 
Circo Prod. Co., Clayborne Mfg. 
Co., Cordomatic Div. of Vacuum 
Cleaner Corp. of Am., The Cres- 
cent Co., Crumbliss Mfg. Co., Cur- 
tis Pneumatic Mchy. Div. 

DeMert & Dougherty, Inc., The 
DeVilbiss Co., Dieterich Prod. Corp., 
Dixie Mach. Tool, Doan Mfg. Corp., 
Doyle Vacuum Cleaner Co., Druge 
Bros. Mfg. Co., Drum Jack Corp., 
Dupli-Color Prod. Co., Duro Metal 
Prod. Co. 

+ o * 


HE EIS AUTOMOTIVE CORP., 

The Electric Auto-Lite Co., The 
Electric Heat Control Co., Electro 
Prod, Co., Emerol Mfg. Co., Inc., 
Equipto Div, Aurora Equip. Co., 
Exello Acc. Mfgrs., Inc. 

F. & B. Mfg. Co., F. & M. Mfg. 
Co., Federal-Mogul Service, Feder- 
ated Metals Div., Felt Products 
Mfg. Co., Foster-Vernon Dist. Co., 
|Fox Products Co., Fram _ Corp., 
The Fulton Co., Fulton Sylphon 
Div. 

The Gabriel Co., The Gates 
Rubber Co., Gatke Corp., Gem 
Mfg. Co., General Electric Co., 
Globe Hoist Co., Gray Co., Inc., 
Green Ball Bearing Co., The 
Greenfield Co., Grey-Rock Div. of 
Raybestos, Grieve-Hendry, Inc., 
Guardian Light Co. 

Handy Sales Mfg. Co., Inc., Hein- 
Werner Corp., James C. Heintz & 
Co., Inc., Herbrand Div., The Hin- 
son Mfg. Co., Hite Mfg. Co., R, M. 
Hollingshead Corp., Homestead 
Valve Mfg. Co., Huffman Mfg. Co., 
The Geo. L. Hunt Mfg. Co., Inc., 
Hunter Eng. Co., Huot Mfg. Co. 

Illinois Engine Exchange, The 
Imperial Brass Mfg. Co., Indepen- 
dent Pneumatic Tool Co., Ingersoll- 
Rand Co. 

Jiffy Vacumatic Oil Drainer Co., 
Johnson Bronze Co., Joy Equip. & 
Sales Co., The Joyce-Cridland Co. 

* + * 





kK? LAMP CO., K-D Mfg. Co., 
Kellogg Div., American Brake 
Shoe Co., Kem Mfg. Co., Inc., Ken 
Tool Mfg. Co., Kerkling & Co., The 
Kett Tool Co., The Kleer-Flo Co., 
Kravex Mfg. Corp. 

L.R.C, Co., The Leland Corp., 
Lempco Prod., Inc., Lincoln Eng. 
Co., Lindberg Eng. Co., The Liquid 
Carbonic Corp., Lisle Corp., Lostro, 
Inc. 

McColpin-Christie Corp., Ltd., 
Manbee Equip. Div., Maremont 
Automotive Prod., Inc., Marquette 
Mfg. Co., Inc. Martin Quick- 
Trim Co., Master Mfg. Co., Mer- 
cury Brake Prod. Co., Metalliz- 
ing Co, of Am., Mid-Western 
Auto Parts, Milton Mfg. Co., Inc., 
Milwaukee Electric Tool Corp., 
Monroe Auto Equip. Co., Mon- 
teith Brothers, Inc., Moog Ind., 
Inc, 

National Brake Block Corp., New 
Britain Mach. Co., C. E. Niehoff & 
Co., Noblitt-Sparks Ind., Inc., No- 
era Mfg. Co. Div., Nu-Way Auto- 
motive System, Inc., Otto Items, Inc. 

P & D Mfg. Co., Inc., Permatex 
Co., Inc., Peters & Russell, Inc., 
Peterson Welding Lab., Inc., Petro- 
(Continued on Page 56, Col. 5) 
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Harrison Wilder Motor Co., 901 
Broadway, Little Rock, Ark., an- 
nounces the opening of its new 
service department and new-car 
showroom at 914 Broadway. 

* . * 


Reynolds-Nash 

The report to Automotive News 
that Bob Muir had been named 
general manager of Reynolds-Nash 
Motors, Fort Lauderdale, Fla., is 
incorrect, according to J. M. Reyn- 
olds, president of the firm. He had 
been sales manager but is no longer 
with the dealership, Reynolds said. 

* a * 


Dealer Rank’s Son Wins 
‘Man of Month’ Honor 


For April, the Milwaukee jun- 
ior chamber of commerce chose 
Robert Rank jr, as the “man of 
the month.” He is the son of 
Robert Rank sr., head of Rank 
& Son (Dodge). 

As chairman of the chamber’s 
fine arts committee, young Rank 
has been active in promoting the 
opera festival in Milwaukee and 





an active interest in managing the 
business. 
> * > 


Romana Sets Mark 


Ford announces that Romana 
Motor Co., Pensacola, Fla., under 
General Manager James W. Berg, 
set a February sales record in the 
area. Sales for the month were 57 
new units, plus 97 used units. 

* * * 


Cadrin Joins Garland 


Phil T. Cadrin has been appointed 
assistant sales manager in charge 
of the fleet and commercial divi- 
sion of Garland & Ritchie, Ltd., 
Ottawa, automobile and automotive 
supplies dealers. 

* * ms 


other musical activities. The com- 
mittee has been active in the 
past year in establishing a sym- 
phony orchestra in Milwaukee. 

. * * 


Richards to Connor 


Russell and LaVern Connor have 
purchased Richards Bros. building, 
Roanoke, Ind., and have obtained 
the Chevrolet franchise which they 
will operate from that location. 

+ = 7 


Sheriff—GMC Trucks 
Sheriff Motor Co., Washington, 
has been appointed distributor for! pe,rersHip PASSES 10-YEAR MARK—Reinauer Brothers Motor Co., of Oklahoma City, Goes Leases Lot 


GMC trucks, parts and service in| wa; on the receiving end of two awards when it celebrated its 10th anniversary with Stude- An adjoining 65-foot front used- 


the capital area. baker. Along with the 10-year plaque, the firm was presented with its fifth consecutive cer- | Goe 
* * * tificate of merit. At the double presentation were, left to im, C. A. Gier, general man- car lot has been leased by s 


ager; Fred Reinauer, John Reinaver, Regional Manager A. J. VanHecke; District Manager Motors, Inc. (Nash), 222-224 S. 
Cooley Heads Ford Dealers Ww. H. Bonner, and Service Manager Wayne Caldwell. Lafayette Blvd., South Bend. 
In Erie County, N. Y. William Muck, secretary, and Al-|Masontown, Pa. He opened Fike 


> * * 

Alfred A. Cooley has been elected | vin Stumpf, treasurer. Chevrolet Co. Apr, 27, 1926, in a Gordon Joins Henry : 
president of the Erie County (N. . = S building vacated by a former| Ted Gordon has joined the Lin- 
Y.) Ford Dealers Assn., to succeed| Fike Celebrates 24th Year dealer. coln-Mercury staff of Henry Motor 
Franklin Jerge. The association Since then Fike has expanded Co., 1411 Franklin St. Michigan 
also elected the following other| 48 Chevrolet Dealer his facilities three times. In recent | City, Ind. Pe ig 
officers: B. W. Fike has celebrated his|years, Clarence V. Martin, Fike’s . 

Dan D. Taylor, vice-president; | 24th year as a Chevrolet dealer in|partner and son-in-law, has taken K-F Names Minch 

—_ = - Robert W. Minch, Portland, Ind., 
|has been awarded a Kaiser-Frazer 
franchise for Jay county. Minch 
has owned and operated a body 
repair shop in Portland for sev- 
eral years. 

















Oksanen & Seese 


Oksanen & Seese, Inc., has been 
incorporated in LeRoy, Minn., by 
Kenneth Seese, Lenard Oksanen 
and Kenneth K. McMillan. 

. 


Meyer Sells Colvin Stock 

Purchase of E. K. Meyer’s stock 
in Colvin Motors, Inc., has been 
}announced in Fairmont, Minn. 
Oscar D. Colvin, owner, built his 
present Pontiac-GMC dealership in 
1940. 


| 4 Incorporate in Ignatius 
Kelley Chevrolet Co., Inc., has in- 
|corporated at Ignatius, Mont., by 
|John J. and William R. Kelly, Dil- 
len L. Cornelison and John F. 
Currie. 

* > * 


Kremen Chevrolet Sold 


E. J. Danielson and Earl Fair- 
child have purchased Kremen Chev- 
|rolet Sales and Service at Tuttle, 
N. D., from Henry Kremen. Title 
of the business has been changed 
to F & D Chevrolet Sales and 
Service. 

« * * 


Mergens Joins Barnard 
| KF. T. Mergens has joined the 
sales staff of Barnard Motors, Inc., 
Portland (Ore.) Cadillac distributor 
and Oldsmobile dealer. 
| * . * 

Ford Awards Vermilye 
Vermilye Motor Co. (Ford), Ti- 


gard, Ore, has been awarded 
Ford's certificate of merit for out- 
| standing performance. 

” . * 


H & H Receives Buick 


A Buick franchise has been 


_ SERVICE SECTION 


Nie DP 


Here, in the research and development laboratory 
of the new “U. S.’”’ Engineered Rubber Products 
Plant at Fort Wayne, the word “‘design’”’ takes 
on a deeper, fuller meaning. 

Here, given your problem involving the bond- 
ing of rubber to metal or the molding of rubber 
parts, U. S. Rubber engineers explore rubber 
“design” beyond dimensions and contours. 

Will design assure the proper function of the 
product in service? 

Will it take full advantage of the properties of 
the rubber compound involved—its structural 
strength, resilience, endurance? 

Will it meet your particular operating con- 
ditions? 

All these questions must be satisfactorily 
answered with knowledge drawn from extensive 
field experience, data accumulated by rubber 


ENGINEERED RUBBER PRODUCTS 


STATES 


ENGINEERED RUBBER PRODUCTS DIVISION - 


RUBBER 


technologists, physicists and many other scien- 
tific experts. 

Then—and only then—can “U. S.” engineers 
design rubber components so that they will 
exactly meet your requirements. 

Finally, the rubber in the product is tested for 
every single quality it will be required to display 
in service. And the end result—‘“‘design in action” 
—so often demonstrates how rubber is made to 
do things it has never done before . . . to acquire 
literally new twists in the hands of “U. S.” 


engineers. 
* ‘* a. * + 


“U.S.” engineers invite you to work out your prob- 
lem with them in their Fort Wayne Laboratory. 
Send for a copy of the informative booklet on 
this new laboratory entitled ‘““A Treasure House 
of Science.’’ Write to the address below. 





A DEVELOPMENT OF 


COMPANY 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


given the newly-organized H & H 
Buick Co., Kellogg, Ida., operated 
by Roy Hawley and Jack Harris 
at Jack’s Service Station. They 
plan adding a showroom to the 
building. 


Building 2-Level Lot 
A modern used-car lot is being 
constructed by Bob Hartke Motors 
| (Pontiac), Oregon City, Ore. It will 


| have two levels, all under roof. 
* oa 


* 
Graham-Mercer Remodels 


| Graham-Mercer Chevrolet Co., 
| Lakeview, Ore., has remodeled its 
| building. The showroom was en- 
| larged and parts department moved 


ito the mezzanine floor. 
* ” a 


Dealer to Build Hotel 


| J Roy Manning, Plymouth (N. C.) 
| automobile dealer, has announced 
jhe will begin construction of a 
|brick hotel building some time in 
| July. 





* * * 


3 Chartered in Texas 


Charters of incorporation were 
| granted to three Texas auto com- 
panies recently by the secretary of 
state, 

They are: Falco Motor Sales in 
Dickinson, chartered by Carlo Fal- 

(Continued on Page 35, Col, 1) 
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(Continued from Page 34) 


co, John A. Falco and Louis A.;an _ air-purification and 
$25,000 capital|system was added. 


Pontello jr. with 
stock; Quality Buick Co. in Sinton, 
chartered by F. M. Parker jr., C. 
F. Dowell jr. and Evelyn Dowell 
with $10,000 capital stock; Watson 
Cushman Motors of Texas, Hous- 
ton, headed by H. M. Watson, H. 
C. Watson and J. T. Watson with 
$100,000 capital stock. 

+ * * 


Grand Prairie Nash 


Articles of incorporation have 
been filed by Grand Prairie Nash, 
Inc., Stuttgart, Ark. Incorporators 
are Mary Maude Rogers, N. L. 
Rogers, Mary Chew Scarborough 
and L. H, Scarborough. 


Sadler Branches Out 
E. W. Sadler, owner and opera- 
tor of Sadler Motor Co., Biloxi, 
Miss., has opened a sales and serv- 
ice department for Hudson at 2117 
14th St., Gulfport, Miss. 
* > 


Hawaiian Sales Reported 
At Alltime Peak 


Automobile business in the Ha- 
waiian Islands is said to be at an 
alltime peak. This report comes 
from C. K. Whittaker, president of 
Studebaker Pacific Corp. Whittaker 
has just returned to Los Angeles 
from a month’s trip to Hawaii, dur- 
ing which he visited and held meet- 
ings with dealers on four different 
islands. 

* > * 


Long-Stewart Celebrates 


19th Year in Tarentum (Pa.) 


Long-Stewart Motor Co., Taren- 
tum, Pa., celebrated its 19th anni- 
versary in April. It was founded in 
1931 by G. L. and J. C. Stewart and 
B. F. Long. 

The plant was expanded and 


exhaust 


* + * 


Panter Pontiac Remodels 


A $50,000 remodeling job has 
been started on Panter Motor 
Sales (Pontiac), Perth Amboy, 
N. J. 


Cutter Gets Burbank L-M 


Lee Cutter has been appointed 
a Lincoln-Mercury dealer in Bur- 


bank, Calif. Harry Winegardner 
will be general manager. 
> * * 


Proctor Gets I-H Deal 


Proctor Bros. has been appointed 
International truck dealer at Ir- 
win, Pa. John S. Proctor is sales 
manager, and Owen G. Proctor, 
service and parts manager. 

a +. > 


The Auto Clinic Cited 


Chrysler Corp. announces that it 
has awarded Maryland’s first Med- 
al of Merit Service award to The 
Auto Clinic, Baltimore’s oldest 
Chrysler dealer. 

= 


* * 


Thompson—Los Angeles 

W. H. Thompson has been ap- 
pointed general sales manager of 
Wright and Beal, Los Angeles Hud- 
son dealer. Thompson has been 
around Los Angeles since 1928 
where he started selling Graham- 
Paiges. ‘ 


* * > 


Shearin to Gandy 


J. B. Shearin has sold his inter- 
est in Shearin-Wright Motor Co., 
Forrest City, Ark., to Oscar Gandy. 

> aa * 


Bergen Modernizing 


The first major alteration in the 


1925 is now under way. Emil Wil- 
liam Steffens, owner, said the other 
Bergen showrooms at 730 Main St., 
Hackensack, and 19 Franklin Place, 
Rutherford, are also being modern- 
ized. 

o * 


Schaff to Hetrick 


Al Hetrick has purchased Bob 
Schaff Garage in Fremont, O., 
and will operate the business as 
Al Hetrick, Inc. (Dodge - Plym- 
outh), at 323 E. State St. 

- 


Jones Honors Employes 


Fred Jones (Ford), Oklahoma 
City, awarded six employes with 
25-year service pins at a banquet 


for the 175 members of his firm. 
* 7 > 


Shaker Nash Opens 


The Johannesberg family has 
opened Shaker Nash, Inc., in 
Cleveland. David W. is president; 
Fannie, secretary-treasurer, and 
Wilbur, general manager. 

* * > 


Glendale Names Wilder 


Appointment of Clyde O. Wilder 
as manager of the new Reading 
(Ohio) branch of Glendale Motors, 
Inc. (Hudson), 265 E. Sharon Ave., 
Glendale, O., has been announced 
by R. F. Etherington, president. 
The new branch will be at 132 
Reading Rd. The building is being 
completed. ; 


* * 


* 
Sadler Builds 
Emery F. Sadler, owner of Sad- 
ler Pontiac Co., Biloxi, Miss., has 
announced plans to build a $38,000 
sales and service building at W. 
Beach and Lameuse Sts. 
* * * 


Willys of Hartford 
Louis Schumm, general manager 
of Willys of Hartford, Inc., East 
Hartford, Conn., has opened a body 
and fender repair shop. 
> + * 


Price-Jarvis (Packard) 


showroom of Bergen Auto Co., 33 Price-Jarvis Co., Sparta, Tenn., 
modernized in 1947, and last year|Hoover Ave., Passaic, N. J., since'has announced its appointment as! years, has sold his interest in the 
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BECOMING A K-F DISTRIBUTOR—G. W. 
2027 Harney 


a Packard dealer in White and ad- 
joining counties. 
. * * 


Mason Motor Now 
Stewart Mason and C. W. Win- 
terscheidt have taken over Bus 
Vincent Motors (DeSoto-Plymouth), 
Marysville, Kans. Name of the firm 
is now Mason Motor Co. 
* * * 


Epp, Lander Buy 
Johnson Motor Co, (Chevrolet), 
Stafford, Kans., has been purchased 
from Helen Johnson by Frank 
Epp and Wes L. Lander. The firm 
will operate as Epp-Lander Chev- 
rolet Co. 


* + + 


Broun to Wendel 


Broun Motor Co. (Ford-Mercury), 
Phillipsburg, Kans., has been pur- 
chased by Leo F. Wendel, former 
implement dealer at Larned, Kan. 

* J * 


Rockwell Bows Out 


Robert H. Rockwell, vice-presi- 
dent of Conart Motor Sales, Inc. 
(DeSoto-Plymouth), Akron, for 16 


1 
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la, he 


Mclininch, president of Mclininch Motor Co., 
St., Omaha, signs a Kaiser-Frazer distributor franchise. He is flanked by A. 
L. Koraleski, Des Moines regional manager, and C. H. 


Morrison, district manager. 


firm to George D. Pate, president. 
Rockwell joined the company in 
1937 after serving eight years as 
editor of community newspapers 
in Akron, 


* * * 


Lamphier Ups Fisher 
O. W. Lamphier, president of 
Lamphier Motors, Inc. (Stude- 
baker), East Hartford, Conn., has 
appointed John Fisher as service 
manager. 
* + * 


Ross with Garland-Ritchie 


Robert S. Ross, formerly with 
Campbell Motors, Ltd., has been 
appointed assistant general man- 
ager for Garland & Ritchie, Ltd. 
(Mercury-Lincoln-Meteor), Ottawa. 

+ * * 


Injury to Insult 


Frank Becker, dealer in St. Jos- 
eph, Mo., has reported an unpleas- 
ant experience, Recently, he says, 
he was nearly hit by an automo- 
bile. As the car whizzed by Becker 
thought it looked familiar. A police 
check later resulted in the arrest 
of a 21-year-old youth. The car was 
familiar. It had been stolen from 
Becker’s own lot. 


More and more automobile dealers are using Miracle 
Power to protect new cars before and after delivery. 


They have found that Miracle Power in gas and oil 
means fewer engine complaints and comebacks. 


& That's because Miracle Power contains colloidal syn- 
thetic graphite in complete suspension—with all of the 
lubricating advantages of natural graphite and none 
of its disadvantages. 
Miracle Power forms a graphoid film on vital engine 

DRY STARTING—protects 

harmful friction and provides lubrication when oil burns 

off due to high operating temperatures in tight, new 
engines. 


parts from 


Just add Miracle Power to gas and oil every thousand 
miles. 


Miracle Power Division 


PARTS CORPORATION 
TOLEDO 1, OHIO 
dgf-123 
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Nash has scored again—with the development of a completely new 
kind of automobile—a great fundamental advance in convertible 
construction. 


4 


Yes, Nash has created something long desired—an automobile 
with all the irresistible appeal of a smart open car -plus advantages 
never possible before. 


Just look this custom beauty over. Every inch is news. The newest, 
smartest, safest, most sensible convertible ever built. T 


Here is all the thrill of the open car with the safety and weather- D 
tight comfort of a sedan—with the quietness of rattle-free Airflyte 
Construction for the first time in a convertible. 


Here is a new compact size, tailor-made for today’s traffic condi- 
tions, with full room for a family of five. 


Here is the low operating and maintenance cost that American 
motorists are demanding, combined with top road performance. 
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Here is a price tag that makes this America’s lowest-priced 5-pas- 
senger convertible today, but what makes this low price real news 
is the bonus of nearly $300 worth of usual “extras” included as 
standard and at no extra cost to the buyer. 


Yes, look it over. Look at the latest example of the extra values 
and exclusive benefits that Nash builds into every car to bear this 


famous name. 


This month’s outdoor poster is proud to announce another Nash 
“first” that proves again, ‘“There’s Much of Tomorrow in All Nash 


Does Today.” 


Stays New Years Longer 


}) The new Nash Rambler is built the good, 
4) solid, welded way all Nash cars are built— 
with amazingly stronger Airflyte Construc- 
tion. Twice as rigid, forever free of body-bolt 
squeaks and rattles, it means lower operating 
and maintenance costs, greater safety, stays 

new years longer. 








The Ambassador « The Statesman - The Rambler 


Great Cars Since 1902 


Nash Motors Division Nash-Kelvinator Corporation, Detroit, Michigan 


* “There’s Much of Tomorrow in All Nash Does Today” 


a 
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U. S$. RUBBER CO. TIRE DISTRIBUTORS MEET—Representatives from 15 states who serve 
on the company's distributor advisory council met with company executives in Detroit last 
week to discuss production and distribution problems. Left to right around the table are: 

. Eberhardt, Chicago; C. H. Schwegman, Cincinnati; Harry H. Bielfield, Detroit; 


ee J 

N. . Toombs, Indianapolis; 
Sam Green, Norfolk, Va.; H. M. e 
sales manager, U. S. Tires; W. M. a 
Tulsa, Okla.; Orville Boyl, Salina, Kans.; C. 
Orleans; Jewett Davidson, Evansville, 


Rk. M. Suresky, Middletown, N. 
Hawkes, general sales manager of U. S. Tires; J. C. Ray, 
chairman, U. S. Distributor Advisory Council, 

Vv. Ward, Alhambra, Calif.; W. 
Ind.; Ed Feigenbaum, Pittsburgh; E. 


Y.; Arthur Malnati, Denver; 


|. Fornof, New 
t. Wolf, Des 


Moines. Standing are officials of the New York sales office. They are, left to right: John 


A. Boll, Ed 
H. R. Mack. 


B. Reynolds, Curt Muser, Dwight B. Eldred, A. 


B. Fennell, H. R. Irwin and 





Stewart and Dimmock Get 


L-M Posts in East 


Appointment of Clinton A. Stew- 
art as manager of a new sales 
promotion department established 
by the eastern region of Lincoln- 
Mercury has been announced by 


J. G, Lewis, eastern regional sales 
manager, 

Lewis also announced the ap- 
pointment of J. Wells Dimmock as 
service manager for the eastern 
region. Both Stewart and Dim- 


mock joined the Ford organization 
in 1949, 





Patented Palm-Grip Design 
Handles give a secure hand 
grip and better appearance, 


32-tooth ratchet action—pawl 
always makes a double tooth 
contact for added strength. 


Easily removed Welch plugs 
permit cleaning and servicing 
of friction grip device. 


Four-way socket grip makes it 
easierand fasterto interchange 
various units. Hot broached 
| chip-curled openings give you 
smooth strong socket walls, 


Snap-on metallurgists select 
only high grade alloy steel to 


' produce Snap-on wrenches. 


Controlled heat treating com- 
bines surface hardness with 
skin-to-core toughness in every 
part of every tool. 





Snap-on's guarantee protects 
«+. any wrench proving defec- 
tive in material or workman- 


ship will be replaced. 





Snap-on 





CORPORATION 


8082-E-28TH AVENUE 
KENOSHA, WISCONSIN 


Auto Personnel 


ada’s largest industries, a company 


Charles F. Graeber, supervising 
foreman at the Ford assembly plant 
in Richmond, Calif., has been 
named mayor of Albany, Calif. 


* . * 


Sale on Bank Board 


President Rhys M. Sale of Ford 
Motor Co. of Canada, Ltd. has 
been elected to the board of direc- 
tors of the Canadian Bank of Com- 
merce. Sale, who began his career 
at the age of 18 as a clerk, is a 
native of Windsor, Ont. He be- 
came president of Ford of Canada 
last December at the age of 52. 


Westinghouse Elects Rogge 
And Cooch in Canada 


Herbert H. Rogge, a veteran of 
28 years in the electrical industry, 
has been elected president of Cana- 
dian Westinghouse Co., Ltd. At the 
same time, the Canadian compa- 
ny’s directors elected Harold A. 
Cooch, formerly president, chair- 
man to succeed John R. Read. 
Read is retiring. 

Rogge now heads one of Can- 





xO 


*Snap-on is the trademark of Snap-on Tools Corporation 


SNAP-ON TOOLS NPs a= 


HE CHOICE OF BETTER WaG LT T@y 


Supreme 
23-PC. Master Socket Set 


Many New Features Combined to Give 
Mechanics Most Value For Their Tool Dollars! 





which has its headquarters and 
main plant at Hamilton, Ont. Cana- 
dian Westinghouse manufactures 
some 8,000 basic products for the 
generation, distribution and use of 
power in industry and the home, 
and also manufactures airbrakes 
and other railroad equipment. 
. + * 


Wilkening Ups Best 

Harry C. Best, who since 1947 
has been the Pedrick piston ring 
territory manager in the Chi- 
cago-Milwaukee area for Wilken- 
ing Mfg. Co., has been promoted 
to midwest division manager, ac- 
cording to S. S. Evans, manager 
of the company’s Pedrick Re- 

placement Sales division. 
7 o . 
Servomechanics Expert 


Joins Bendix Research 

Dr. Albert C. Hall, of the Massa- 
chusetts Institute of Technology, 
has been appointed associate tech- 
nical director of Bendix Aviation 
research laboratories in Detroit, it 


% 


Snap-on scores again with a new “Master Su- 
preme”’ set of four handles, three extensions, a 
universal joint, and fifteen popular sized sock- 
ets. In this 2" sq. drive set you will find high- 
ly engineered design, accurate balance, perfect 
fit, and a comfortable grip, that results in fast- 
er, safer, more satisfactory work. Every tool has a full chrome 
finish for long service life. 


Check the features at the left, then ask the Snap-on man 
who calls regularly to show this set to you, and to your men. 
Ask him to demonstrate — try the feel of the tools yourself. 
You'll agree that mechanics who use dependable tools like 
these will be a definite asset to your shop — they'll turn out 
a better job — and they'll earn more money for themselves 
— and for you. 











is announced by Malcolm P. Fergu- 
son, president of Bendix Aviation 
Corp. 

Dr. Hall, who has been on MIT’s 
staff for 13 years, is regarded as 
one of the country’s foremost au- 
thorities on servomechanics — the 
science of control and actuating 
mechanisms such as are used on 
guided missiles and other aircraft. 
Since 1946 he has been director of 
MIT’s dynamic analysis and con- 
trol laboratory. 


* * ? 


Wagen Promoted to Head 
Pittsburgh Paint Division 

Appointment of Albert D. Wagen 
as Pacific Coast divisional director 
for Pittsburgh Plate Glass Co.’s 
paint division has been announced 
by E. D. Griffin, vice-president. 

Associated with Pittsburgh Plate’s 
paint manufacturing operations 
since 1935, Wagen joined the firm 
as an accountant at the Milwaukee 
plant. As divisional director, Wag- 
en succeeds Louis F. Theurer, who 
has retired after 31 years’ service 
with the paint division. 

* 


New Title for Sanders 


Howard L. Sanders, treasurer of 
Commercial Solvents Corp., has 
been appointed a_ vice-president, 
according to Theodore P. Walker, 
board chairman. Sanders’ new title 
will be vice-president and treasurer. 

* > * 


Gould Promotes Vaughan 


Gould Storage Battery Corp., 
Trenton, N. J., has advanced K, A. 
Vaughan, manager of field engi- 
neering, to a newly created posi- 
tion, manager of sales engineering. 

7 + + 


Hoffman Appointed 


L. D. Browning, president of the 
Nicholson Universal Steamship Co., 
announced that William J. Hoffman 
has joined the company as general 
traffic manager—automobile divi- 
sion. 

* > + 
Mack Boosts Nickerson 


To Executive in Sales 

Election of F. S. Nickerson as 
vice-president of Mack-Internation- 
al and his appointment as manager 
of the company’s 
central division 
sales territory is 
announced by 
vice-president A. 
F. Fenner. 

Active in the 
truck field since 
1932, Nickerson 
joined Mack in 
1945 as sales rep- 
resentative in its 
Atlantic division. 
The following 
year he was appointed manager 
of the company’s Baltimore direct 
factory branch, a post he relin- 
quishes to take up his new duties. 
Nickerson will make his headquar- 


ters in Mack’s Chicago office. 
* * * 


F. 8. Nickerson 


| Travis, Colgan Promoted 
|At Handy & Harman 


Newly-elected officers of Handy 
& Harman, New York, include Jud- 
son C. Travis, executive vice-pres- 
ident; John W. Colgan, sales vice- 
president; Howard W. Boynton, 
vice-president and treasurer, and 
Richard G. Jones, secretary and 
controller. 

At the annual meeting of stock- 
holders, Frank C. Jones was elected 
to the board. He succeeds Thomas 
G. McMahon, resigned. 

* 7 = 


Harlow Promoted 


Earl V. Harlow has been ap- 
pointed engineering assistant to 
Walter F. Perkins, vice-president 
and general manager of the Metal 
Products division of Koppers Co., 
Inc. Harlow joined Koppers as a 
draftsman in 1926, 


Court OK’s Bid for Sale 


Of Norwalk Tire Co. 

NEW HAVEN, Conn.—The U. S. 
District Court here has approved 
sale of Norwalk Tire Co. to Aetna 
Industrial Corp., of New York, if 
confirmation by creditors and in- 
vestors of the tire firm is forth- 
coming. 

Aetna’s bid was listed at $2,550,- 
000. A Norwalk spokesman said he 
did not know what the New York 
firm’s plans for the rubber com- 
pany were. The company will con- 
tinue to operate pending final ap- 
proval of the purchase. 
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Creating Gross Is a 


Dealer Business Counsel 


Of Sales Compensation Plan 
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Foremost Objective 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 
By J. B. Van Tassel 


 — are many different com- 
pensation plans for salesmen. 
Not long ago, I made a check of 
the various plans 
of some 50 new- 
car dealers, and 
no two of them 
were alike, 

The other day, 
I was talking with 
Ernest Burwell— 
Chevrolet dealer 
in Spartanburg, S. 
C. — who, by the 
way, is also chair- 
man of the new 
Dealer’s Business- 
management committee of NADA. 
Burwell briefly outlined his plan 
of compensation for salesmen, and 
I think it is one of the best I have 
ever run across, 

Burwell pays salesmen a percent 
of all the gross profit the salesman 
produces. Under normal selling 
conditions, the salesman receives 20 
percent of the gross produced on 
car sales, new and used, and 25 
percent of the gross produced on 
truck sales, new and used. 

To determine his earnings at 
each stage of the transaction— 
all trades are converted to cash 
wholesale value at the time they 
are made. For example, a new 
car selling for $1,800, producing 
$400 gross profit, earns $80 for 
the salesman on a straight sale. 

But suppose there is a $900 trade- 
in which has a $700 cash wholesale 
value? In that case, $200 gross was 
created in the first step of the sale, 
which pays the salesman $40, and 
the remaining $200 gross follows 
the used car. 

* * * 


SUPPOSE again that the sales- 
man did an extra-good job of 
buying and got that same $900 
tradein for $800? The cash whole- 
sale value of the used car remains 
the same—$700—so $300 gross is 
created in the first step of the sale, 
which pays the salesman $60. 
Note that the salesman received 
50 percent more in this case for a 
better selling job. The principle is 


Parking Brakes | 
Held Inadequate 
At Fleet School 


STATE COLLEGE, Pa.—Parking | 
and emergency brakes were the 
subject of a spirited discussion at | 
a course for motor vehicle ants | 





J. B. Van Tassel 


tenance supervisors at Pennsylvania 
State college, attended by 70 truck | 
fleet owners and supervisors. 

The question of hand brakes be- | 
ing inadequate on many trucks was | 
raised by Harry Williams, manager | 
of the Automotive & Aircraft divi- 
_ of American Chain & Cable 

Williams said the replies to a/| 
questionnaire from operators hav- | 
ing trucks of all weight classifica- | 
tions, revealed 11 to 20 percent dis- | 
satisfaction with parking brakes | 
as such, although a preference was | 
shown for the disc type. 

As to emergency performance of | 
these brakes, considerable dissatis- | 
faction was expressed, said Wil- 
liams, adding that he doubted that | 
truck manufacturers would jeop- | 
ardize their position by turning out | 
vehicles having major units—such 
as motors, transmissions, or axles— 
which met with similar dissatisfac- 
tion. 

The questionnaires evidenced | 
that trucks up to 12,000 and 14,000 | 
g.v.w. were not giving too much | 
trouble regarding parking and 
emergency brakes, the problem ap- 
parently becoming a more serious | 
one with vehicles of 16,000 g.v.w. 
and upward, especially on tractive 
units such as those used for semi 
and full-trailer operation, Williams 
said. 


Laughlin Passes Marks 


J. R. Laughlin, owner of Laugh- | 
lin Motor Co. (Willys), Camdenton, 
Mo., is celebrating his 11th year| 
in the automobile business at the | 
same location and his third year | 
as a Willys dealer. 
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that the more gross is created, the 
more money the salesman earns. 

The important points are: 

A. Keeping the salesmen working 
for the same objective as the deal- 
er: creating gross. This is very 
important psychology, for it re- 
duces the emotional and economic 
conflicts forced upon salesmen by 
paying them 6 percent commission 
to be agent for the buyer and sell 
the house, regardless of profits. 

B. Keeping the wholesale cash 
value of tradeins constantly be- 
fore the salesmen, helps to keep 
their feet on the ground. 

C. Note that this plan pays for 
good buyership as well as good 
salesmanship—the better the deal, 
the better the pay. It builds qual- 
ity salesmen and quality business, 
because it’s fair. 

* * * 
URWELL claims no credit for 
originating the idea. It repre- 


















sents the experience of years of 
trial and error on the part of many 
good dealers. 

For instance, it has been used 
for 16 years by Northside Chevro- 
let of Indianapolis and for more 
than 20 years by Foss-Hughes 
(Ford), Philadelphia. 

If the salesman feels that the 
cash wholesale value placed on 
any tradein is low, he is given 
a week in which to sell the trade- 
in to best advantage. 

In the exceptional third or fourth 
trade that may carry little or no 

gross—a flat sum is placed on it 
for the salesman. , 

This plan has increased the qual- 
ity of salesmen and quality of 
transactions for some dealers so 
much that they have been enabled 
to pay salesmen even higher per- 
centages than above described. The 
equity of the plan attracts good 
talent, for it combines high incen- 
tive with the spirit of profit-shar- 
ing. 

Any questions you may have 
concerning business management 
will be gladly answered by J. B. 


Van Tassel, care of Avutomorive |clude: Trucks, Inc., Monroe, chart-|and parts;” 


News. 


.-- when we claim—and without reser- 
vation —that any car owner who con- 
sistently uses 100% pure Pennsylvania 
motor oil will use /ess off than before 
and will reduce engine wear and costly 
repair bills caused by inferior lubrication. 


This claim is based on a fact well known 


to every oil man and automotive engineer: 


The quality of the crude oil from the 
Pennsylvania Grade Region of the 
U.S. has never been equalled by any 
other oil  freld in the entire world. 


Were not going out 


ona limb é 








RANDELL MOTORS OPENS IN HACKENSACK, N. J.—The dealership is the first with a 
Nash franchise in that city in 15 years. It covers 18,000 square feet and has an eight-car 
showroom. Left to right: Arnold Starr, sales promotion director; Joseph Rosenblatt, presi- 
dent; City Councilman Herbert Myers; Mayor A. R. Granito, cutting the tape, and Morris 
Leff, general manager. 





Wisconsin Corporations Park and Philip Gordon to handle 
New Wisconsin corporations in-| “motor vehicles of all descriptions 
and Willys-Overland 


ered by D. A. Crandall, William | Distributors, Inc., Ohio, (Wis.) 
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/ | are you telling 
and selling? 


Advertisements like this will appear 
throughout 1950 in LIFE, SATURDAY 
EVENING POST, HOLIDAY, COUN- 
TRY GENTLEMAN and PROGRES- 
SIVE FARMER, telling the story of 
Pennsylvania motor oil 90,000,000 times. 


Month after month this advertising will 
“talk” to your present customers and the 
hundreds of other motorists who could 
and should be your customers. It will 
keep on telling them why they should 
buy Pennsylvania oil. 
















From this crude come the only motor 


oils, that, by law, are entitled to say 


their advertising and on their containers: 
“Made from 100% Pennsylvania Grade 
Crude Oil” —the highest grade crude 
oil in the world. If you want to keep 
the power you bought ask for and insist 
on 100% pure Pennsylvania motor oil. 





For your protection, only oils mode from 100% Pure Pennsylvenio Grade Crude 
which meet our rigid quality requirements ore entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oil City, Pennsylvania 


in BUT THE REST IS UP TO YOU! You 
can’t sell the finest oil in the world unless 
people know you have it for sale. 


Here are two ways you can let them 
know and increase your oil sales at the 
same time. 


1. Display your Pennsylvania oil prom- 
inently. 


2. Use displays or curb signs advertising 
your brand of 100% pure Pennsylvania 
motor oil. 
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PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oil City, Pennsylvania 











TRENTON, N. J.—A ruling that;the company 


Carrier Test Case Lost 


Jersey Truckers Must Register in State; 
Outside Licenses No Good, Court Rules 
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is a New Jersey 


New Jersey truckers cannot escape | corporation. 


registration fees by taking out li- 
censes in other states where they 
maintain terminals has been 
handed down by the New Jersey 
supreme court. 

Acting in a test case, the tri- 
bunal upheld a fine of $10 that 
had been imposed on Garford 
Trucking, Inc., of South River, 
in the Woodbridge township mu- 
nicipal court. The Middlesex 
county court had reversed the 
lower court’s decision. 

The case originated after a motor 
vehicle inspector stopped a truck 
belonging to the South River con- 
cern and charged the owner with 
operation of an unregistered motor 
vehicle on a public highway. 

Counsel for the trucking com- 
pany contended that registration of 
the offending truck in Rhode Is- 
land, where it was normally based, 
made it exempt from the the New 
Jersey registration fee even though 


In its opinion, written by Jus- 
tice Heher, the supreme court de- 
clared that a corporation lives 
and dwells in the jurisdiction 
whence it derives its existence, 
even though it engages in busi- 
ness elsewhere under local au- 
thority. 

“A domestic corporation, whose 
domicile and residence in this state 
are inseparable incidents of the 
charter which gives it being,” the 
court stated, “does not become a 
‘nonresident’ by transacting busi- 
ness in another sovereignty, even 
though it may also have a residence 
there for certain purposes. 


“By the plain terms of the (motor 
vehicle) act, a ‘nonresident’ is one 
who is not a resident of New Jer- 
sey. Registration in a foreign juris- 
diction of the motor vehicle of a 
resident of New Jersey does not 
confer the right of free use of the 
highways of this state. When we 
consider the policy of the statute 


theres nothing lke MORTEX 


| all doubts as to meaning disappear. 


“Free operation is purely a 
measure of reciprocity in favor 
of the nonresident owner whose 
state accords the same privilege 
to residents of New Jersey. 


“We do not find in this or related 
statutory provisions the expression 
of a purpose to permit the opera- 
tion in this state of a motor vehicle 
|}of a New Jersey corporation, un- 
|registered under R. S. 39:3-4 (the 
motor vehicle act), because the ve- 
hicle is based in another jurisdic- 
tion where the corporation is en- 
gaged in business.” 

Rejecting the trucking company’s 
argument that its truck was en- 
gaged in .interstate commerce and 
had no intention of taking on or 
unloading freight in this state, the 
court said: 

“It does not matter that here 
the vehicle was engaged in inter- 
state commerce. The regulation 
does not impose a direct and ma- 
terial burden on interstate com- 
merce. It constitutes a reasonable 
exercise of the police power for 
public safety and order in a field 

not occupied by federal authority. 

“The power of the state to regu- 
late the use of motor vehicles on 
its highways extends to nonresi- 





|dents as well as residents and in- 


dealership has sold 30 vehicles to H. C. 


shown. 


cludes the right to exact reason- 
able compensation for special facil- 
ities afforded as well as reasonable 
provisions to insure safety.” 


The court said that New Jersey 
may exempt the nonresident owner 
from the obligation of registration, 
but “it is under no duty to include 
in that category the resident owner 
of vehicles registered elsewhere.” 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 











Every car purchaser and owner is o sure prospect when you show him just as 


how Mortex is applied — how it soundproofs and rustproofs. On every new 
car order, your salesman should include a soundproofing undercoat. 


MORTEX SALE MEANS DOUBLE PROFITS 


1 Your profit on the application 


2 You save comebacks for expensive free service to 
remove squeaks, vibrations and rattles which easily 
develop without this “tightening,” rustproofing, 


soundproofing undercoating. 


It pays handsome dividends to merchandise Mortex. Soundproofing is 


Ask your 


car. It wil 


Use the KNUCKLE TEST 


customer to rap on 


the hood of any untreated 


| sound tinny. Now, 


let him rap on a door panel 
and notice the differencel 
It's solid, firm sounding, 


having been sound deadened 


explained in free booklet, “There's Nothing Like Mortex.” Send for your 


copy now. 





at the factory. 


* Listed with 


UNDERWRITERS’ LABORATORIES 
Re-examination Service. 





LARGEST MANUFACTURERS.OF SOUND DEADENERS 
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B & M CHEVROLET SALES DELIVERS—William M. Battaile of this Winchester (Va.) 
Price Construction Co. The sale included one car, 
12 two-ton trucks, eight one-ton trucks and nine %-ton trucks. Nineteen of the vehicles are 


Chamber Attacks 
Seasonal Slumps 
In Employment 


WASHINGTON. — A fight on 
short-term layoffs has been 
launched by the U. S. Chamber of 
Commerce with publication of a 
report entitled “Steadier Jobs.” 

The report recommends appoint- 
ment of a top-level:“steadier jobs 
committee in each company to 
study and act on sales, production 
and personnel policies.” 

Recommendations offered for each 
|major field of company operation 
are as follows: 

Marketing and sales—Create out- 
of-season uses for seasonal prod- 
ucts; diversify the market geo- 
graphically, or otherwise, to avoid 
seasonality; stimulate extra sales 
|effort to overcome dull seasons by 
advertising and providing incen- 
tives to salesmen; avoid special 
sales drives creating production or 
employment instability; employ dis- 
count system to encourage whole- 
salers, retailers and large buyers to 
place early orders; intensify mar- 
ket research to determine causes 
|of irregular buying. 

Production policies — Produce 
parts of assemblies or finished 
|product for stock during slack 
periods; simplify line of products 
| with view to facilitating production 
|for stock; continue maintenance, 
|repair and eonstruction in slack 
|periods; meet peak demands by 
|special production-incentive sys- 
|tems; charge unemployment com- 
pensation costs to departments re- 
| sponsible for layoffs; intensify pro- 
|duction planning, budgeting 12 
months or more ahead to eliminate 
|short supplies. 
| Personnel policies—Recruit peo- 
|ple with versatility and flexibility 
|to facilitate shifting from slack to 
|busy departments; train employes 
|for more than one task; centralize 
|all hiring and layoffs in one office; 
train and retrain personnel during 
slack periods; schedule vacations 
during slack periods; hire part- 
time people not wanting full-time 
| work. 





Haulers Urged 
'To Advertise 


ST. LOUIS.—Increased advertis- 
|ing by individual trucking com- 
|panies was asked by Walter Mul- 
lady, chairman of the public rela- 
tions planning committee of the 
American Trucking Assns., in an 
address here before a conference 
of sales executives. 


Approximately 300 trucking ex- 
|}ecutives attended the meeting, 
|which was also addressed by Rob- 
ert Toolin, general traffic manager 
of A & P Co., former U. S. Rep. 
Cal Johnson, A. H. Obrock, of Vik- 
ling Freight Co., and Al Schaefer, 
jr., district manager for Pacific In- 
termountain Express Co. and chair- 
j}man of the Motor Carriers Council 
jof St. Louis. 
| 


Trucking Firm Fined $20 
For Wis. Tax Evasion 


GREEN BAY, Wis. — Wisconsin 
Motor Transport Co. has paid fines 
totaling $20, five dollars on each of 
four counts, for operating in Wis- 
consin without paying state truck 
taxes. The company pleaded “no 
contest.” 

Wisconsin charged the transport 
firm with recently moving its base 
of operations to Illinois in order to 
take advantages of lower taxes and 
fees in that state. Highway Com- 
missioner Ben Marcus accused the 
firm of evading thousands of dol- 
lars in Wisconsin fees. 





Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 
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On the Financial Front... 


| Short Total Drops 
In Auto Stocks 


By George Deery 
Associate Editor 
“TUDEBAKER again leads the 
7 automotive group in short hold- 


ings of its stock, according to the 
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| shares from the preceding month’s 
| aggregate. 


CTION 





* * * 


| THE March compilation, the 
Toledo firm’s short line had 
gained to 8,860 from 6,845 Feb. 15. 
A diverse trend was shown by 
the two truck issues, Mack and 
Reo. The former was reported to 
have 14,210 shares in the current 
report against 15,155, while the 
Lansing manufacturer registered 
an increase to 9,425 from 8,410. 
Murray had 4,490 shares com- 
pared with 2,390 a month ago. Gar 
Wood decreased to 6,260 from 7,200 


interest in Nash was lowered to 
15,520 shares from 17,785 and 
Packard’s dropped to 12,300 from 
12,559. 

Willys - Overland showed the 


see! latest compilation by the New York | Sharpest slash with a latest total|a month earlier. Divergent trends 
slides aoc stock exchange. of 3,835 against 8,860, off 5,025|were shown by the two rubber 
stocks included in the March 


It displaced Hudson—still close 
to the top—in the March 15 report 
from the Big Board. 

















Auto Stocks 
Mayl1 Apr. 24 








figures. 
Goodrich was credited with 7,- 
630 shares, which compares with 





100,000 ATTENDED OPENING—Orand Buick Co. is in Dallas. It covers four acres. 
























Minus marks predominated for Chrysler ......... 683, 66% 8,065 at the middle of February, |~ — 
ps the group in the Apr. 15 sum- | Crosley .......... 3 2% while the Goodyear tally indicated | Tidewater Profit Slips 618,000 or $6.04 per share in 1948. 
| mary of issues in which there | General Motors .. 86% g2% | @ Slight rise to 6,730, Goodyear, $11 Milli in Y Total revenues from sales of 
it s was a short interest. The Stude- | Hudson .......... 16% 16 in the preceding month, was SHOR ON FCar crude oil, products and automotive 
baker ition declined to 62,718 Kaiser-Frazer .... 6% 6 tagged with 6,160 shares on the Consolidated net income of Tide|supplies, together with other reve- 
pos ’ 
ight on from 67,430. Nash-Kelvinator .. 205% 20 short side, Water Associated Oil and subsid-|nues and non-operating income of 
as been Siudeon’s latest faure was 68.715 Packard ......... 4 3% The short position for all stocks|iary companies for 1949 totaled | $1,408,000, amounted to $356,777,000 
mber of aan 61.021 at F ge ddle of the Studebaker ....... 338% $2% | listed on the exchange was 2,441,-| $27,519,000, President William F.|during 1949 as against a total of 
on of a ea aie whi th A bie- xs .10 -15 |230 shares, with Radio Corp, of| Humphrey announced. Comparable | $375,208,000 reported for 1948. 
fobs. eae ii d te 2 nti hed Willys-Overland .. 6% 6% |America having the most substan-| net income for 1948 was $39,387,000. Se 
appoint- SS ee eee Se Average for —— | tial rise to 59,860 from 29,840. There| Net income applicable to the| AUTOMOTIVE NEWS, the Newspaper of 
lier jobs COCEORENS CE Gates Che See .| = See ...... 24.66 23.59 | were 2,571,959 shares short for all|common stock was $26,851,000 or|{h*,moutu,y No 1 tnduetey an oath 
pany to ae stocks in February. 4.20 per share, compared with $38,- : ore 1 ; 
oduction (CHRYSLER now has 38,868 shares ry $ Pp e, p $ mated more than 100,000 readers weekly! 
short against 41,497 a month 
for each ago, comparing with General Mo- U Pp TO D A T E 
peration tors’ 33,347 shares. In the mid- get = ™ on eee 
March release GM had _ 36,359 
vate out- shares, 
A prod- Hudson, likewise, had a com- 
7 ania parable dip to 58,715 from 61,021 CS 2B 
od “alan the month previous. The short | A? De~ 
isons by : iil “ 
ae Earnings s 
Bs or Motor Products—Nine months to re ae 
ploy dis- March 31: Net profit, $7,927,437, 
> whole- equal to $7.50 a share, compared 
juyers to with $2,202,064, or $5.64 a year ear- ty iy 
fy mar- lier. March quarter: Net profit, 
} Caunes $894,192, equal to $2.29 a share, com- Wi h é 
Produce i pared with $306,022, or 78 cents a 
finished ¢ share in the corresponding quarter 
g slack | of 1949. Balances ALL 4 WHEELS! 
products . 
: Fruehauf Trailer and Consolidat- u 
oduct n 
eduction caine mae aneaeie: Corrects BOTH STATICand DY-NAMIC Un-Balance 
in slack Net profit, $7,371,016, equal to $1.03 e 
ands by a share on net sales of $21,715,582, in ONE OPERATION! 
ive sys- compared with $808,018, or 57 cents 
nt com- a share on sales of $19,119,612 in 
_ re- the 1949 quarter. - 
sify pro- LAN 
ting 12 Federal-Mogul — March quarter: eal a PASSENGER CAR a0: 33 
liminate Net profit, $406,002, equal to 73 ee 
cents a share, compared with $480,- De Aa ola) TdT Tea oe 
uit peo- 005, or 86 cents a share in the 
lexibility same quarter, a year earlier. 
slack to 
mployes Muskegon Piston Ring—For 1949: : 
ontralize Net profit, $460,732, equal to $1.11 iy 
e office: a share, compared with $803,012, or 7 
| during $1.92 a share, in 1948. “a : 
— Trailmobile—March quarter: Net - t 
il theme profit, $629,342, or $1.37 each on 
435,784 common shares, compared rv rT 
with $74,642, or 10 cents each on Av a LH 
. 424,784 shares, last year; sales, MM °o 
t $9,635,134, increased from $6,041,209. 
Federal Motor Truck—For 1949: 
Net loss, after a $470,000 tax credit, 
idvertis- was $784,449, contrasted with a net 
‘2 com- profit of $132,253, equal to 27 cents « ” things 
a Mul- a share in 1948. Net sales were Not only does the new “330 do these : g 
lic rela- $11,701,201, against $14,072,066 a it a bigger 
of the year earlier. but the way it does them makes aa 
, in an 1! You double your 
weenenas money maker for you" ” d rear wheels! 
: n 
j ‘ties by balancing front a : 
‘ing ex- ortunities DY soot i correcting 
meeting, opp ~ satisfaction y \ 
by Rob- You double custom ce! The whee 
nanager o Namic un-balance: 
S. Rep. tic and Dy- a j 
of Vik- poth Sta floating sh 
schaefer, : on 6 free- 
cific In- spins 5 on car 
d chair- th same 2 
Council position, act lo 
‘ s th 
dial show gials 8° 
d $20 r 
aT. cro re, ¥ 
: Precis! nats mor” 
isconsin e 
sid fines ignt © ed wnee! 
we Cc 
each of ple v 
in Wis- pont 4s 
; en 
e truck sac mm 
led “no ._anle a new 
oP qne 
w 8h for 
-ansport ; fe’ 
its base One of the strangest highway 
order to & accidents happened in Brooklyn 4 
xes and when a baby swung his nursing per 
y Com- bottle and turned over a car. Taken co: 
ised the for @ car ride by his mother, the mets: 
of dol- baby suddenly conked his mother Ak 
on the head with the bottle. It 8 
dazed her and the car tipped over. 
MOTIVE No one was hurt. R- 5086 











STOPS BUGGY RIDES—The Auto-Screen is 
designed for the outdoorsman and motorist. 
It's a universal type window screen, designed 
to fit any car window regardless of make of 
car or size and shape of window. While its 
appeal is principally to the sportsman, camp- 
er or motorist who sleeps in his car over- 
night while on vacation trips, it is equally 
useful to the motorist and tourist who stops 
by the roadside for lunch or to relax com- 
fortably in the car. Mosquitoes and other 
annoying insects cannot enter the car, the 
maker states. Cross ventilation can be en- 
joyed with an Auto-Screen on each side of 
the car, according to Mocar Products Co., 
P. ©. Box 2375, Dearborn, Mich. 





BLEEDER SCREW SET—An assortment of 
all sizes and types used in hydraulic brake 
wheel cylinders is announced by the Auto- 
motive division of Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis. Part No. 
FL-278 is said to cover all vehicles, from 
passenger cars to heavy trucks. The contain- 
er is transparent plastic, 3'/2 by seven inches. 





DESIGNED FOR VU. C, LOTS—This steel 


panel assembly for changeable copy display 
has been developed by Wagner Sign Service, 
Inc., Chicago. It a s daytime visibility 


and by night can be illuminated by spot- 
lamps or existing light. Designed to accom- 
ate Wagner aluminum or colored plastic 
letters, which mount directly on the flanges 
in the background, no extra rods or other 
attachments, which would weaken the sign, 
are required, the company states. Because of 
the slotted method of mounting letters, they 
cannot freeze to the background, it adds. 


* * « 





BRAKE SHOE GRINDER —Ammco Tools, 


Inc., North Chicago, !Il., is producing its 
model 2000 Safe-Arc, which handles shoes 
for drums from 9% to 16 inches. It has a 


built-in vacuum-type dust collector to con- 
trol flying dust and comes complete with no 
extras to buy, the company states. The Safe- 
Arc is ball-bearing equipped and all run- 
ning parts are lifetime lubricated at the fac- 
tory. The brake shoe clamping device han- 
dies all shoes—no adaptors are necessary. A 
set of eight shoes for a car can be ground 
to fit the drums in less than four minutes, 
the manufacturer states. 











@ special 
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WIPER MOTOR DISPLAY—A cabinet with 
indexed spaces for stocks of all Anco re- 
placement motors plus space for arms and 
blades and a service manual is made avail- 
able by Anderson Co., Gary, Ind. The dis- 
lay has a sliding door which can be locked. 
he unit occupies 17 by 22'/, inches of counter 
space. 





ADDS POWER, FUEL ECONOMY—ReMarr 
Mfg. Co., San Jose, Calif., is producing 
the Automatic Gasoline Injector, which is 
said to give 15 percent more gasoline mile- 
age and 10 to 22 percent more power. The 
device, says the firm, works like this: spring 
F pushes plunger E forward from a sealed 
to an operating position; opening of E per- 
mits air to pass through air intake D, creat- 
ing a low-pressure area in mixing chamber 
C and causing bali check valve B to release; 
gasoline is drawn from float bow! through 
tube A and past valve B into mixing cham- 
ber C; air forced through air intake D 
mixes with gasoline at a ratio of 15 to |; 
this mixture is broken down at plunger E 
to a highly atomized form; mixture is car- 
ried into intake manifold and its atomized 
form allows greater expansion of cylinders, 
resulting in fuller, more powerful stroke upon 
explosion; plunger E returns to sealed posi- 
tion against lip G when manifold pressure 
returns to normal; ball check valve B returns 
to closed position. 





TIRE GAUGE KIT—A. Schrader's Son divi- 
sion of Scovill Mfg. Co., 470 Vanderbilt Ave., 
Brooklyn, N. Y., announces a package called 
the “tire inflation procedure," which includes 
gauge for checking air service 
10 glove compartment gauges, 200 
200 Pressur-tel buttons, and 
signs, said to create goodwill 


gauges, 
sealing caps. 
literature and 
and business 


DUKE MOTOR CO. 
5 Midtown 





FITS 12 TO 3-TON TRUCKS—Model 525, produced by Ernest Holmes Co., Chattanooga, 


Tenn., has a rated boom capacit 
the firm. One of the model's 


reversible with self-locking worm gears to hold the load. 
booms 


of six tons and a pulling capacity of 15 tons, reports 
eatures is cited as a worm-drive transmission which is|42nd St., New York. Called the Brushoff, it 


The unit has double swinging 


th outrigger legs to transfer the load to the ground. 





EW PRODUCTS 





LOCKER FOR 10 PERSONS—Lyon Metal 
Products, Aurora, Ill., is producing a locker 
rack which prevents theft. A chain drops 
through the coat sleeve and is locked with 
the upper compartment door. Each door has 
a built-in lock and two keys. The unit meas- 
ures 50 inches wide, 18 inches deep and 76 
inches high. 





HAND-OPERATED GUN—K-P Mfg. Co., 
Minneapolis, announces a gun which is said 
to eliminate air pockets, assuring a uniform 
grease charge. The device has a six-ounce 
capacity and weighs two pounds when filled. 
The gun is 10 inches long when empty and 
14 inches long when loaded. 





DRAWS LINES—This floor marker draws 
straight, curved, continuous or skip lines or 
lettering, says Lasting Products Co., 200 S. 
Franklintown Rd., Baltimore. Made of welded 
steel, it has no movable parts and paints 
lines approximately 3% inches wide, accord- 
ing to the company. 


. * * 





CLEANS CAR SEATS—A brush, said to 
whisk away dust and lint from automobile 





upholstery and seat covers, has been intro- 
duced by Robert W. Lehrfeld, Inc., 120 W. 


SERVICE SECTION 


1950 


FOR CAR OR PARKING LOTS—A weather- 
proof seal (see cut-away) on Magni Flood 
spotlights and floodlights, provides air cool- 
ing and weatherproofing, assures maximum 
lamp life and prevention of breakdown from 
lamp heat or short circuits due to weather, 
reports Magni-Lite, 60 E. 42nd St., New York 
Full advantages of sealed beam lighting are 
also offered with the units, it is said. 





FOR FORDS, PONTIACS—The rocket fender 
fin, manufactured by M-K Mfg. Co., P. O. 
Box 2091, Dearborn, Mich., is chrome plated * * 
and is installed with four screws. A rubber 
gasket prevents scratching and squeaking. 


* * * 








UPS ENGINE POWER — Itaimeccanica, of 
Torino, Italy, announces exclusive U. S. dis- 
tribution by Italmeccanica, Inc., 147 W. 54th 
St., New York, of a low-pressure Rootes-type 
supercharger claimed to safely add 50-75 per- 
cent more power to imported and domestic 
automobiles. Designed for low-cost installa- 
tion, the supercharger is furnished with a 
kit for fitting to specified makes. Presently 
available is an adaptation for Ford and 
Mercury engines from 1939 onwards. Other 
kits available are for Crosley, MG, Austin 
A-40, Simca and Fiat, with Chevrolet, Stude- 
baker Champion and Dodge blowers now in 
process of testing. 





CHECKS WHEEL UNBALANCE —The Bear 
330 heavy-duty wheel balancer, made by Bear 
Mfg. Co., Rock Island, Ill., checks static and 
dynamic wnbalance of complete wheel assem- 
blies or component parts, including brake 
drums. It handles all passenger-car wheels 
and is suited for extra-low-pressure tires, it 
is said. By adding attachments 331, the ma- 
chine can also be used for truck-wheel bal- 
ancing. 








FLUSHES RADIATORS, BLOCKS—This unit 
rushes large quantities of cleaning fluid in 
nee normal and reverse directions 2 c 
through the entire cooling system, according | display replacement wiper control knobs said 
to its manufacturer, Grieve-Hendry Co., Inc.,| to be suitable for any auto is announced by 
1101 N. Paulina, Chicago. The chemical sup- | National Autocraft Mfg. Co., Orlando, Fla. 
plied for the machine is not injurious to rub- | The knob has a set screw which allows fitting 
ber, any metal, or automotive finishes, says|to any shaft, reports the firm. The unit is 
the firm. The unit is powered by a '/3-horse- made of plastic that will not discolor or de- 
power Westinghouse motor. teriorate from heat or cold, claims National 


FITS ALL CARS—A counter display card to 








LUBRICATION UNITS FOR SERVICE SHOPS—Three 
finished in white enamel with black, red and chrome trim are announced by Aro Equipment 


individual cabinet-type lubricators 


Corp., Bryan, O. The 43!/,-inch-high units dispense from original lubricant drums of up to 





employs a cushiony pad of virgin wool satur- 
ated with latex to lift dust particies loose. 


100-pound capacity. This Challenger line consists of units for chassis, gear and drain service. 
(Continued on Page 43, Col. 1) 
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jeather- 
Flood nolic molding compounds, indus- On Automotive Cleaning 
i cool- trial resins and cements is being Copies of a revised edition of the 
+ offered by the Borden Co.’s Chem- booklet “Modern Cleaning Methods 
eather, ical division, Dept. PR, 350 Madi- in the Automotive Service Field” 
w York son Ave., New York. may be obtained from Oakite Prod- 
ing are ucts, Inc., 157 Thames St., New 
a York 6. 











(Continued from Page 42) 


Mobo Handi-Wipe, a waterless| Machinery Co., 1250 W. Van Buren 
iand cleaner containing lanolin to|St., Chicago 7. Called the Lincoln 
upplement the natural oils of the Cadet, the machine can be used 
skin, is announced by John T-/ for floor polishing, light sanding or 


gg A Boe 626 W. Thirtieth rug scrubbing, the company said. 


* * * 


Borden Booklet on Durite 
A booklet describing Durite phe- 


Plastic Coating Protects 
Chrome from Corrosion 
A synthetic liquid plastic coating 
'|for auto trim is announced by 
Krome-Kote Co., Hyde Park Bank 
building, Chicago. The product can 
be sprayed, brushed or wiped on. 
Krome-Kote, claims the firm, is 
impervious to salt water, alkali, 





FILLS GREASE GUNS—Two models of a 
portable “‘one-hand operated" greasing out- 
fit are announced by Alemite division of 
Stewart-Warner Corp., 1826 Diversey parkway, 
Chicago. Two elements comprise these out- 
fitt—a loading pump and a gun. The pump 
is mounted on a cover which fits 25 or 35- 
pound pails. With a few strokes of the pump 
handle, the gun is filled. It is then un- 
coupled and ready for use. 








AUTOMOTIVE NEWS, MAY 8, 1950 





salt compounds, alcohol and most| Booklet on Filing Cabinets 
chemicals. An application will pro- 
tect exterior parts for a year, says 
the firm. 





METAL FILLER—It can be spread and 
worked repeatedly and is ‘tough enough to 
be disc sanded,’ according to Minnesota 
Mining and Mfg. Co., St. Paul 6. Is a paste- 
like material recommended for use in filling 
rust pits, dents, scratches and holes in auto- 
body metal. It is used like body solder, but 
without the necessity of heat or tinning com- 
pounds, the company adds, and has ‘‘excel- 
lent cold shock resistance’’ at temperatures 
down to 30 degrees F, it was reported. 








Offered by Remington Rand 


A booklet explaining various file 
installations available through the 


43 


co Steel Corp., Middletown, O. It 
presents a concise discussion of 
the properties of stainless steel 
and outlines the proper grades to 
use for parts subjected to heat. 


use of Record-Stack file cabinets oe 
is announced by Remington Rand, 
Inc., 315 Fourth Ave., New York 10. 

Full catalog data, including di- 
mensions of the various cabinets 
and sections, is listed in the book- 
let, identified as SC 677. Copies are 
available at any branch office or 
by writing the home office. 


* * * 


Oakite Revises Booklet 


The booklet contains recommen- 
dations on materials and proced- 
ures for a wide range of automo- 
tive cleaning operations, including 
steam-detergent cleaning. 

> o * 





PACKAGED SETS—ReNu Accurate clutch 
sets manufactured by Replacement Unit Co., 


1501 Rockwell Ave., Cleveland, can be ob- 
tained in packages for most makes of cars 
and trucks. The clutch plate is new but the 


Armco Stainless Steel pressure assembleys are remanufactured units 
says the company. They can Se be obtain 


An illustrated 12-page booklet, from Accurate Parts Mfg. , 12435 Euclid 


“Stainless Steel for Heat Resist-| ave. Cleveland. 
ance,” has been published by Arm- (Continued on Page 44, Col. 1) 
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. = Firm Says Device Converts | 
s-type Tap Water for Batteries | 
i, A development that makes it 
stelle practical to convert ordinary tap 
‘ith water to pure battery water is 
esently claimed by A. E, Tomkin & Co., 
| and 1828 Columbia Rd., N. W., Wash- 
Other ington. The company says by at- 
—_ taching its hydrion canister de- 
ow ta mineralizer to any water faucet, 





battery water of the chemical] pur- 
ity of distilled water is instantly 
available by turning on the faucet. 

No heat or power is needed and 
the unit is compact, having no 
valves or moving parts, says Tom- 
kin. It is easily worked and needs 
no attention when in operation, the 
company says. 


len MURRAY 
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Ue 
TRANSMISSION 
FLUID, TYPE A 


SPECIALLY DEVELOPED FOR AUTOMATIC TRANSMISSIONS, AND 
SPECIFICALLY APPROVED BY GENERAL MOTORS AND OTHER 
AUTOMOBILE MANUFACTURERS. ARMOUR INSTITUTE QUALIFIED. 








TRADE MARK @EG U & PAT OFF 
o : ‘ Al E Eight distinct advantages make Quaker State 
—- Quadromatic Automatic Transmission Fluid, 
tting : ° er he . ‘ 
i ic QUADROMATIC AUTOMATIC Type A, outstanding in its field: 
onal _ : 

FOR COUNTER DISPLAY—A card for Mur- TRANSMISSION FLUID ‘ : , . : ee 
ray wire-grip hose clamps is offered or aes a: Mixes perfectly with oil used for initial 
ray Corp., T Md. The display holds 32 pe 
a the "aed gapele? size stomen, etich "the TYPE f fac tory fill. 
on aoe = service 90 percent of all f h f 
automotive hose. ° TT , 

‘ 5 2. Maximum stability—won’t form harmfu 
Ce ae TET Quality sludge or varnish. 
Upholstery Lines Renewed Oy ld 
ry" JING CORPS a . : ; 
By Textileather Corp. r a Ni or Cae 3. Minimum change in body with changes in 
a ! 
Two new lines of materials de- | oer 7M TESA temperature. 

signed for automotive upholstery | 
and seat cover trim are being | a “ee ' 4 
stocked with Textileather Corp. 4. <a volatility—no disagreeable odors when 
jobbers, the company announces. | ot. 

One is a new Tolex leathercloth | 
line with a drill fabric base; the : stata ami 
other, a heavier line of Tolex 5. High resistance to foaming. 
with a broken twill fabric base. | , 7 1: : : i 
Produced in six leathertone ef- Use Quaker State Quadromatic Automatic 6. Gives greatest protection against corrosion. 
fects, the colors and finishes of | 2 Fluid, T A t 
the two lines are identical, one | Transmission Fluid, Type A, in auto- 7. Minimum effect on seals and gaskets. 
ae © ae ee es he | matic transmissions for best performance, , 

2.3 hence greatest customer satisfaction. 8. Special “‘oiliness’’ properties for clutch and 
‘tee Floor Machine planetary band lubrication. 
~~ A single-disc floor machine for 


— Small business firms has been an- 
nounced by Lincoln-Schlueter Floor 


Oit CITY, PA. 





QUAKER STATE OtkL REFINING CORPORATION, 





44 are 


AUTOMOTIVE NEWS, MAY 8, 1950 


New Products 


(Continued from Page 43) 


An arc-welding electrode, the 
W-2075, designed specifically for 
producing fully machinable welds 
on cast iron has been announced 
by General Electric’s apparatus de- 
partment, Schenectady. 





FROM LOW-COST DIES—Stemac Co., 2409 
Fifteenth St., Denver, reports that through 
special dies triple-chrome finish name plates 
can be bought in quantities of 50 at small 
cost. The Stemac embiem is said to have a 
natural flexibility that makes it conform to 
the curved surface of any car. Attachment 
is by fastening pins. 


* * * 


savings on assembly costs by using 
Tinnerman nuts, clips and clamps. 
* + + 


Versatile Grease 
Shell Oil Co. announces that the 
manufacture of its Retinax “A’”—a 


multipurpose grease—has been in- 
creased. The company says the 


resetting circuit breakers protect- 
ing both AC and DC circuits, and 
a forced air cooling system, 

+ * * 


Flexible Radiator Hose 
Announced by Moore 


A new flexible radiator hose, 
built like heavy-duty high-pressure 
industrial hose, is announced by 
Samuel Moore & Co., Mantua, O. 

Known as Rub-Bub Neoprene 
flexible radiator hose, it is made of 
alternate layers of synthetic rubber 





PACKS REFUSE COLLECTED—St. Paul divi- 
sion of Gar Wood Industries, 2207 S. E. Uni- 


rease can be used to lubricate|@nd heavy canvas fabric with a ity. Mi lis, announces the acquisition 
wheel bearings, chassis fittings,|neoPrene core. It is especially de- of the -Pax-Ail’ enclosed “qaaltery refuse col- 
water pumps and universal joints signed to withstand the hard usage | lection unit. The Pax-All features a packing 

a. << S ‘lin buses, trucks and fleet vehicles. | device that extends the full width of the 


Sun Electric Introduces 


Two Battery Chargers 


Innovations which protect both 
battery and charger are said to be 
incorporated in two new Sun fast 
battery chargers introduced by Sun 
Electric Corp., 6323 Avondale Ave., 



















body interior and ae force against 
the material being load to achieve maxi- 
mum payloads. The unit also has a St. Paul 
Model 53 underbody hoist. Two sizes are in 
production: 9 and 12 cubic yards. 


New Polishing Compound 
Announced by DuPont 


SERVICE SECTION 


pound is wiped off, producing a 
high, durable luster, the company 
claims. Two cleaners have also 


been developed by the company 
for use with Spray Glaze. 








Chicago. A standard model for DuPont Co., Wilmington, Del., i 
Savings Ads Republished six-volt batteries and heavy-duty announces a new polishing com- 
In Ti Bookl model for six and 12-volt batteries pound for cars called “Spray Glaze. ke 
™ coe. ce ca — — o, have r.. a acre tee” hans oe tile TESTS HEADLIGHTS — Quick demonstration . 
peed Nu vings Stories” is a|switch-over, four settings for fas neither ’ *lof headlight performance that car owners ; 
booklet published by Tinnerman |and medium charging, four settings| FITS MOST CARS—Styi-flo Sun Visor, made|and can be applied to a car in 10|/can see and understand is said to be a 
Products, Inc., Cleveland. In it are | for slow charging, low current con- oy ae ew Chicase, 5. —- to 15 minutes with a specially de-| provided — 9 Sonera, tester announced th 
‘ .| either plain or with a polished stainless stee : : by Manbe ipment division, 185 N. Wa- 
porting how several firme, made | nurs ‘rectifier © plates, automatic | [ir instalation, coauires, no, driling, The |Site, Tdrying. white, the com-|buh Ave., Chicago. Test provided include : 
r p a , unit may be painted to match the car's finish. ’ lateral aim of the light beam, beam eleva- 
tion and light output volume. The directional 
| tests are amplified on a screen with lines 
calibrated in inches to simplify adjustments. 
T here ’s an (Tf oe 
£( Fy 
EAS/ ER WAY LXE 
a ; 
XG. | 
kl . | 
Transmissions | 
t 
‘ 
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‘ 
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| All 

NO, NOT FOR TV — This auto antenna N. 
booster is a product of National Electronic an 
Mfg. Corp., 3505 36th St. Long Island City, tio 
N. The company says the booster, which we 











MAIN DRIVE SHAFT 
BEARING REMOVER 


The only way to insure remov- 
ing bearings without damage 
to gears, shafts, or housing. 


No. 7025-C... $15.75 





STOP YOKE FOR MAIN 
DRIVE GEAR BEARINGS 
Spaces and positions gears 
and shifter yoke when install- 
ing bearings. Prevents jam- 
ming and damage to transmis- 


For 1950 Ford 1, 1'2, 2 Ton Truck with 8MTH Four Speed Transmission 
COUNTERSHAFT DUMMY 


Holds the 88 roller bearings, 
spacers and washers in place 
while countershaft is inserted. 


No, 7111-A... $1.65 


MAIN DRIVE GEAR 
BEARING REPLACER 


Inserts roller bearings evenly 
without cocking of inner or 
outer race. 


No. 7065-A...$6.65 











clamps to the top of any radio aerial, gives 
52 additional inches of signal pickup length. 
Modeled after regular broadcast station 
transmitting antennas, it is supposed to im- 
prove reception of distant stations. 




































sion parts, No. 7025-D. .. $14.50 ; 7 
fect 
° new 
For 1949-50 Mercury and Lincoln UNIVERSAL mic 
ure 
: bla 
Pie bes 
. E whit 
PARTS CLEANER—J. P, Mfg. Co., Youngs- pa 
town, O., announces the whirlpool degreaser, tire! 
DRIVING HEAD FOR REAR SEAL ASSEMBLY washer and cleaner for automotive and in: 
: ustrial cleaning. It is said to remove grease, 
Replaces the assembly without damage to seal GREASE AND OIL SEAL REMOVER sludge, varnish, gum, paint, rust, carbene and 
or other parts. i other accumulated dirt deposits in one oper- 
For transmission and all other seals on passenger cars ation from engine blocks, crankshafts, pumps, 
No. 7657-K for Mercury. ..$9.80 and light trucks. clutch, transmission, differential, carburetor, 
No. 7657-L for Lincoln... $9.80 brake drum, steering gear parts, etc. 
* * * 
For 1949-50 Ford 6 & 8 Passenger Cars 
JUST OFF THE PRESS 
OIL SEAL REPLACER ewer ee 
Quickly replaces drive shaft and New Manzel Tool Guide" lists all tools 
Anetitnes at-enels wines needed in servicing any Ford, or Lincoln- | 
atniniin Mercury built vehicle. For each tool | 
ge. every possible application is given... 
No. 7052-A... $6.20 a unique, complete, and valuable refer- 
‘ ence. Write for free copies... give one cl 
to each mechanic. a 
ity, 
ciga 
nm we 
FOR GARAGE VENTILATION—Fiexible tub- i inter 
Pe for automotive uses is offered by Flexible 
w ne Sep. Sronnend, Gann. Rays is 
esign ‘or ducting requirements from three > 
315 BABCOCK STREET, BUFFALO 10, N. Y. inches to 30 inches in diameter for air, gases, K- 
and wdered or granular materials. Con- 
. struction consists of a spring-steel helical Co 
Factory authorized manufacturer and supplier are coved lade and outside with cotton A 
: * duck, coat with neoprene. Other varia- . 
of approved tools and equipment for servic tions may be ordered. K-I 
ing all Ford, Lincoln, and Mercury Vehicles (Continued on Page 45, Col. 1) stat 
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New Products 


(Continued from Page 44) 





aie 

ALL-PURPOSE TORCH—Precision Engineer- 
ing & Mfg. Co., Saginaw, Mich., has an- 
nounced production of its butane-propane 
gas torch, the Precision torch. The unit 
weighs four pounds fully loaded, is capable 
of generating heat up to 2,200 degrees, says 
the firm, and is designed for light brazing, 
soldering and other heating operations. 


aad 
Jer 


LOW-TEMPERATURE 
WELDING AND 
BRAZING RODS 
AND FLUXES 





WELDING HANDBOOK—A 32-page pocket- 
size book is offered by All-State Welding 
Alloys Co., 273 Ferris Ave., White Plains, 
N. Y. The publication lists the firm's rods 
and fluxes, tables of characteristics, applica- 
tion information and hints to metal-joining 
workers. 





CYLINDER SLEEVE LINERS — Superimposed 
over a group of the articles—made by Per- 
fect Circle Corp., Hagerstown, Ind., by a 
new centrifugal casting process—is a photo- 
micrograph magnifying 250 times the struc- 
ture of the inside surface of the sleeve. The 
black flakes are graphite, with gray areas 
being matrix of pearlite. Sharply outlined 
white areas are small carbides or phosphides. 
Gray pearlite is evenly distributed through- 
out the entire structure. Free ferrite is en- 
tirely absent, reports the firm. 





CLIPS ONTO VISOR—Klip-Kit, produced by 
Merit Products, Inc., 4023 Irving Place, Culver 
City, Calif., has spaces for car registration, 
cigarets, matches and pencils. The item comes 
in various colors of plastic to harmonize with 
interior colors, 


* * * | 





K-D Safety Signal Set 
Comes on Display Board 


A turn signal set released by 
K-D Lamp Co., Cincinnati, for cars, 
Station wagons and light commer- 





cial vehicles is now on the market. 

The set consists of two amber 
and two red lights and one flash- 
ing switch. They come mounted on 
a heavy board with an easel which 
can be wired for flashing demon- | 
strations with car battery or dry| 
cell batteries, the company says. 

* * * 


Fluorescent Lamps 

A complete line of T-12 Slimline 
fluorescent lamps is now available, 
reports Westinghouse Lamp divi- 
sion, Bloomfield, N. J. These lamps 
incorporate economical and con- 
venient starterless instant-start op- 
eration, the company says. 

* + * 


Offer Insulating Varnish 


An insulating varnish that com- 
bines characteristics of other for- | 
mulations into a single, general- | 
purpose compound has been devel- 
oped by Irvington Varnish & In- 
sulator Co., 6 Argyle Terrace, Irv- 








s 
Test Cu 
REGUL 


Diat- Chek 


“A diagnosis 
and correction method your custom- 
ers will understand and appreciate! 


ington, N. J., according to the com- 
pany. 
+ * + 
Compressed Power 
A new 18-page booklet contain- 
ing extensive basic reference data 
on compressed air and gas power 


has been made available at no cost | 


by the Compressed Air and Gas 
Institute, 1410 Terminal Tower, 
Cleveland 13. 





ATTACHES TO SUN VISOR—Vizor-ette is 
an attachment that can be clipped on the 


inside of a sun visor. Marketed by Ellis 
Hanna Co., 902 E. St. Charlies Rd., Lombard, 
lll., if can carry road maps, cigarets and 


other small items, says the company. If also 
points out that the center spring grip can 
hold coins for parking meters or toll gates. 


©: awvas 6° 
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and more profits. 


at the left) is then his g 
almost anyone can use 


the wiring diagram for 
the trouble. 


MORE PROFITS 


information on the 


“DIAL YOUR WAY TO BETTER SERVICE... 








J & S Tool Offers Folder | circular plastic-fronted sign is an- 
. s }nounced by Light-Displays division 
On Saving Shop Time of A. L. Smith Iron Co., 30 B, 40th 
A folder, “Machine Shop Time /|St., New York. 

Savers,” is being offered by J & S| The clock is 8% inches in diame- 
Tool Co., 477 Main St., East Orange, |ter, An added feature is that the 
N. J. The booklet features the use| signs can be replaced with a new 
of the firm’s various grinding tools.|4q message at any time, at low 
Ai | cost. 

Elevator Book 
| Its bulletin 4951, a 36-page pre- 
sentation of Barrett elevators and 
cranes, has been revised to include 
the recently developed “Hundred 
Line,” it is announced by Barrett- 
Cravens Co., 4609 S. Western Blvd., 
Chicago 9. The bulletin, which also 
presents the entire line of Barrett 
elevators, is obtainable on request. 

+ 





* + 
On Metal Cleaning 
A new illustrated catalog of 





metal cleaning and finishing ma- 
chinery is available on request to 
Cincinnati Cleaning and Finishing 
Machinery Co., Schmidt Bldg., 
Cincinnati 2. 


LINES CAR SPRINGS—Apn inter-liner of 


molded composition, designed for replace- 
ment on automobile leaf springs, is an- 
nounced by World Bestos, New Castle, Ind. 
Available in rolls, the liner acts as a per- 


* * * 


| Advertising Clock and Sign manent lubricant, reports the firm. Small 
buttons, to service rear springs of 1949-50 
|Uses Fluorescent Tube Fords, ‘are also made from the inter-liner 


compound. The spring liner is placed between 
the three or four longest leaves, preventing 
metal-to-metal contact. 

(Continued on Page 46, Col. 1) 


| An advertising clock that utilizes 
ja fluorescent tube to illuminate a 
| Telechron electric clock and semi- 








ENGINE AND ELECTRICAL ANALYSIS 


Allen has taken the needless “mystery” out of diagnosis (trouble location) and cor- 
rection! The Allen Dial-Chek method is amazingly simple to use, and sure in results 
... with Dial-Chek a profitable Diagnosis Department can operate with a minimum 
of equipment. Here is the answer to faster and better service, happier customers 


WHAT Diat- Chek IS: An entirely new method of “sectionalized” diag- 


nosis and tune-up ... what the customer says becomes the “key” which enables the 
mechanic to quickly classify the specific diagnosis required ... the Dial (illustrated 


vide to tests necessary to locate the trouble. It is so simple 
it! 


WHAT Dieat- Cheek DOES: Ina simple, easy to read and easy to under- 


stand method, it guides the mechanic through 11 necessary tests...he is shown 


each test, the correct reading, and possible location of 







sa 


Write today for complete 
ALLEN DIAL-CHEK 
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New Products 


(Continued from Page 45) 


Eutectrode 2101, a welding elec- 
trode for aluminum and aluminum 
alloys, is said to have a tensile 
strength of 34,000 psi, and handles 
as easily as mild steel electrodes. 
It is made by Eutectic Welding 
Alloys Corp., 40 Worth St., New 
York. 


* * * 


Fire Extinguisher Chart 


Offered by Ansul 
Ansul Chemical Co., Marinette, 
Wis., has designed a periodic in- 
spection chart that helps fire 
inspectors keep accurate records of 
their extinguishers. Space for 26 
inspections of up to 38 extinguish- 
ers is provided. The chart, avail- 
able upon request, is free. 
+ * * 


R-10-X Primer Is Said 
To Destroy Rust 


A new liquid primer known as 
R-10-X is now being marketed as 
a rust destroyer that creates a base 





for paint. An ingredient of R-10-X 
is selenium, a rare metallic element, | 
which combines with ferric oxide | 
(rust) by chemical action. 





Manufacturer is Thompson-Long 
Co., Dept. EJW, Board of Trade 
Bldg., Chicago 4. 

* = * 





FITS ABOVE WINDSHIELD—Travel Pal, a 
plastic compartment case with spaces for 
maps, eyeglasses, cigarets, pencils and other 


items, is being produced by Seaton-Curry, 
Inc., Des Moines. Available in red, green, 
blue or clear plastic, the unit measures 15 
by 5 by I'4% inches. A metal strip screwed 
to the panel above the windshield holds the 
device in place. 








MICRONIC ELEMENT EXCELLED 
COMPETITIVE TYPES 





AVERAGE PUROLATOR SUPERIORITY 


290% 


Pi a Purolator Micronic* Oil Filter element in a 
. let it stand for as long as 100 hours 

. . it will not warp, distort, or disintegrate! 

That’s an extremely important Purolator advantage, 
since the oil in your average crankcase is frequently 
diluted with as much as 5% water. And as little as 
2% water dilution causes many ordinary elements to 
swell up and practically shut off the oil flow through 


jar of water... 


PERCENTAGES BY WHICH PUROLATOR 












a 


the filter within a few short hours. 


But here’s the real pay-off! Purolator removes an 
average of 290% more abrasives because it filters 
particles measured in microns (.000039 of an inch) 
. .. has a filtering surface 5 times that of old-style 


PUROLATOR PRODUCTS INC, 
Rahway, New Jersey 
and Toronto, Ontario, Canada 


| flite control 


filters . . 
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Pe 


FOR AUTOMATIC SHIFTS—Dynaflite, Inc., 
82 St. Paul St., Rochester, announces a de- 
vice said to eliminate fast 
creeping and to prevent stalling. The Dyna- 


vacuum and if thus opens or closes the car- 
buretor throttle valve automatically, 
the firm. 


” + * 


Lathe Catalog 
A new series of South Bend 
lathes are illustrated and described 
in a catalog offered by South Bend 
Lathe Works, South Bend 22. 


* * * 


Rust Disintegrator Called 
Nonflammable, Odorless 


A rust disintegrating and pene- 
trating fluid, called DU-OL, is be- 
ing marketed by Supersite Corp., 
384 Canal Place, New York. The 


company says it cleans corrosion | stone Mfg. Co. of Chicago. 


Water dilution cant warp, distort, 
or disintegrate this oil filter ! 


HERE’S PROOF, TOO, THAT PUROLATOR’S MICRONIC* 
ELEMENT REMOVES 290% MORE ABRASIVES! 


idle, to stop 
unit is actuated by manifold 


reports 


of all kinds and may be used as 
a motor tuneup. It is nonflammable, 
odorless and nontoxic, says Su- 
persite. 

| * + . 

| Bernz Markets Torch 

|With Cartridge Refill 

| A portable gas torch with a cart- 
ridge refill feature is being mar- 
keted by Otto Bernz Co., 280 Lyell 
Ave., Rochester, N. Y. The torch 
is said to be equipped with inter- 
changeable burners designed to suit 
special needs. Fully loaded, the 
torch weighs 2% pounds, the com- 
| pany: says. 


* * * 








HOOD ORNAMENT —It is designed of 
chrome-plated metal and plastic, has curved 
horns, blue eyes and amber nostrils which 
are illuminated by a simple wiring, socket 
and bulb installation. Produced by Black- 






. does not permit channeling or unloading. 


Car owners everywhere are reading about Purolator 
via the most aggressive coast-to-coast advertising 
campaign in the oil filter industry. That’s why you'll 
get greater acceptance for vehicles and engines carry- 
ing Purolator Oil Filters as original equipment. For 
details—and specialized help with your particular 
filtering problem—contact us direct. 





*REG. U. 8. PAT. OFF. 


_ SERVICE SECTION 





CAN BE MOVED ON CASTERS—An oil- 
fired steam-cleaning unit, the Visucleaner, has 
been designed by John Bean division, Lan- 
sing, Mich., to provide equipment adaptable 
for small garages as well as large operations. 
The Visucleaner, which has automatic spark 
lighting, produces steam in two minutes and 
converts 100 gallons of water per hour into 
steam, it is said. Twenty-five feet of hose 
and a 25-foot extension cord gives an oper- 
ating radius of 50 feet. 

* * * 





| HYDRAULIC BUMPER JACK —This unit, 
| which weighs 12 pounds, is said to be able 
|to lift 1% tons 18 inches from adjustable 
heights. It is produced by Blackhawk Ma- 
chine Co., Chicago. A release valve near the 
top of the shaft permits the lowering of the 
car at any desired speed, says the firm. 
* * - 





HANGER FOR CARS—Hangaway car gar- 
ment hanger is a folding-over-the-window unit 
that is said to carry up to 10 garments. Man- 
ufactured by American Steel Products Co., 
Inc., 1607 W. Howard St., Chicago, it is 
made of cold rolled steel with a nickel finish. 

* + * 








WEIGHS 13, POUNDS — The egeeeee 
carryall, produced by Commercial M f. Co., 
750 Castelar St., Los Angeles, is attached by 
six silver-finish vacuum cups and supporting 
straps. The device is made of aluminum alloy 
tubing and has weatherproof hardwood slats. 
Stagecoach comes in three sizes; for sedans, 
coupes and station wagons. 


* * x 





TESTS BATTERY CELLS—The 


GS Hy-Rate 
battery cell tester No. 17 instantly shows the 
condition of a six-volt beter. reports its 
| manufacturer, General Scientific Equipment 
Co., 2700 W. Huntington St., Philadelphia. 
A light illuminates the large dial which is 
marked ‘''Dead—Discharged—Charged."" The 
prods can be adjusted to fit all battery ter- 
minals, says the firm. 





(Continued on Page 47, Col. 1) 
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New Products 


(Continued from Page 46) 


Blaisdell Offers Catalog 
|On Supply, Reference 


A catalog of supply and reference | 
|material is available from Blais- 
|dell Mfg. Co., 1404 Alamitos Ave., 
|Long Beach, Calif. It gives refer- 
|ence information on makes of cars 
j}and engines, years and models, | 
product application, sizes and quan- 
| tity requirements and suggested 


SERVICE SECTION 





AUTOMOTIVE NEWS, MAY 8, 1950 
* 


peratures and does not break down 
during working, according to War- 
ren. 


and mechanical jacks, has been is- 
sued by Auto Specialties Mfg, Co., 
St. Joseph, Mo. The catalog pro- 
vides, at a glance, vital specifica- 
tions and features of 18 jack mod- 
els, the company says. 





TESTS THERMOSTATS —A porcelain con- 
| tainer with a heating element in the base is 
being produced by L. B. Miller Co., 





|resale prices, the company says. 
* * > 


4 
| State St., Stamford, Conn., to check thermo- 
stats. The unit is filled with water and the 


STREAMLINED WRENCHES—Snap-on Tools 


Corp., Kenosha, Wis., announces a '/2-inch 





. | | thermostat is placed in the opening. The/; ~dri ket h + with 
whe eli quare-drive socket wrench set wi every 
aner, has | ae. yes = nae ee, which | unit “redesigned to give greater working 
on, Lan- =. ane Pons, pores Sere Wry efficiency and stylized appearance.’ Called 
See * * * the Master Supreme set, it consists of 15 
erations. og ger 
. a . . . double cenagen sockets ranging in size from 
utes and Warren Claims Lubricant Le at Glanst, tetuch alae ber a. 
‘ nch nut spinner, inch sliding bar, - 
jour into LONGER WEAR CLAIMED—A brake lining : : : inch speeder, universal joi V/q-i 
R joint, and 3'/-inch, 
: on called Seg-Mold has been placed on the Without a Melting Point 5-inch and 10-inch extension bars. F 
Pp market by National Brake Block Corp., 79 Plastilube, described as an all- CURRENT NEWS—An improved service unit 





jis unit, 
be able 
jjustable 
wk Ma- 
rear the 
| of the 
firm. 





ar gar- 
ow unit 
s. Man- 
ts Co., 
bo it is 
| finish. 





Madison Ave., New York. 
built of fine asbestos fibers, 


The lining set is 
true carbons | 





purpose lubricant which has no 


* * + 


for the cleaning and checking of spark plugs 
has been put on the market by Champion 


and other high-grade materials, the firm says.| THREE-WAY MIRROR—The See-All, which |melting point, is announced by s : . 

Seq-Mold's dente astere, reouive in a ey of conten we microns fo allow, the iver to| Warren Refining & Chemical Co. Auto Specialties Catalog soe Te Se oe ee = 
inn. T islae. st ~ to te Gale o his left. is | ’ “ t 

Saoa. onger-live rake lining, reports the 2 on > Sanat a a 5 fed. 750 Prospect Ave., Cleveland. Describes 18 Jack Models ps oedh gy Won Bae Red —, 


* * * 


Polyken Industrial Tape 
Handled by Distributors 


Electrical distributors are now 
handling Polyken No. 163 electrical 
tape in three package sizes, accord- | 
ing to the Polyken Industrial Tape 
Dept., Bauer & Black, 222 W. 
Adams St., Chicago 6. 

The manufacturer states that 
Polyken No. 163 exceeds ASTM 
friction tape specifications eight 
ways. A folder, “Test It Yourself,” 
is available from the firm upon| 
request. 








GIVES MESSAGE—Sell-A-Vision's illuminated 
messages are a merchandising device mar- 
keted by Gilbert and Barker Mfg. Co., West 
Springfield, Mass. Five times every minute | 
the pump repeats messages up to 55 charac- 
ters in length, says the company. 





eral St., 


with mounting brackets, but the firm 
phasizes that no drilling is needed. 





Boston. The unit's blue-black glass 
eliminates light glare. The device is installed 


em- 


In addition, Plastilube is said to 
possess greater adhesive qualities, 





excellent pumpability at low tem- 


A four-page catalog designed to 


pounds per square inch. The unit is 20 inches 





provide jack users and buyers with 
an overall view of Ausco hydraulic 





ies 





wide and 1/4 inches deep. 
(Continued on Page 48, Col, 1) 
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ecoach CLEANS GAS SYSTEM—Xpel-it, made by| 
. Co., Excelo Mfg. Co., 1107 S. Fremont St., Al-| 
hed by hambra, Calif., is said to remove gasoline 
porting gums from carburetors and manifolds. The | $ 
> ay company says its product ‘boils’’ out gums 
slats. in 15 to 20 minutes. 
eda, Fic a eC Ire THE MOST HONORED NAME IN PISTON RINGS 




















Honored by 
Car Owners 


for 


and precision manufacture . 


. by 


their economy. 


Honored by Doctors of Motors for their dependability . . . 


by America’s foremost automotive engineers for their design 


motor-wise car owners 


Perfect Circle Corporation. Offices: Hagerstown, Indiana, and 


Honored by 
FOR LOW-PRICE CARS—A direction-signal : ; Toronto, Canada. Plants: Hagerstown, Richmond, New Castle 

— conversion kit for Chevrolets, Fords and Honored by Automotive Engineers — . s ’ 
te ite Plymouths has been produced by Griffin | and Tipton, Indiana, and Toronto, Canada. 
rts 7 Lamp Co., Hamilton, O. Harold p Griffin, | Doctors of Motors 
Gohie firm president, said the package provides | 
on “" front parking lamps and rear stop-and-tail | TUNE IN! Again Perfect Circle brings you the Indianapolis 500-Mile Race, May 30th, 
The lamps as flashing turn signals. . In use, the) over the entire Mutual network. Check your local newspaper for starting time and station. 

t driver moves the switch for right or left! 
ry ver turns, and switch automatically returns to | 


neutral position after turn is completed, says 
Griffin. 
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(Continued from Page 47) 





ump unit 
for assembly or dis- 
assembly of large parts, force-fitted parts 
and other shop applications, is being fs 
duced by Wihtol Industries, Eatontown, J. 
The unit is hydraulically operated and de- 
velops up to 20 tons pressure, reports the 
firm. Go-Jak weighs 10 pounds, including oil, 
and has two speeds. 


FOOT OPERATED—Go-Jak, a 


which can be used 


+ * * 


Air Tools Catalog Out 


Buckeye Tools Corp., 21 W. Ap- 
ple St., Dayton, O., has published 


a 44-page catalog, which lists sev-| windows. 











eral additions to the Buckeye line 
of portable air tools and air tools 
accessories, as well as many com- 
pletely redesigned models of stand- 
ard Buckeye air tools. 





Inc., 
Box 5997, Dallas, has announced a Truk-Vert 


FOR GMC DIESEL CABS — Harben, 


window wing ventilator for installation on 
the 1950 series 700 to 900. The unit is in- 
stalled with a screwdriver outside regular cab 


As illustrated in Saturday Evening Post advertising 


® Boost your spring change-over volume and 
profits—the Brady way. Clean out the cooling 
system of every car you service. Car factories 
recommend complete removal of rust, scale 
and sludge every 5,000 miles or twice a year. 
Car owners welcome this trouble-preventive 
service, once you explain the need for it. 

The Brady way combines the cleansing power 
of specially-developed Brady chemicals with 
the pumping action of the patented Brady Cool- 
ing System Cleaning unit. The Brady way is 





YOU can get into this BIG-PROFIT 
business with a small amount 
down plus easy monthly payments 
for 15 months. Profits from first 
two 


payments. 


jobs each month cover 





WATER PROOFING KIT—The Seal-Test unit 


to seal autogiass, body seams, ventilators, 
trunks, doors, body trim and convertible tops 
is made by New England Products, Inc., of 
Cranston, R. |. 


o + * 


Horses, Dogs Among Prizes 
Listed in Coles Catalog 


Companies planning prize cam- 
paigns for their salesmen, jobbers 
or dealers can now include among 
the prizes offered such pets as sad- 
dle horses, boxers, baby chicks and 


the first, simple, effective, low-cost method for 
safely cleaning the entire cooling system with 
positive, predictable, guarantee-able results. 
Brady dealers clean anywhere from 10 to 
50 cars per month. Profits range from $4.00 
to $7.50 or more per job depending on locality 


and type of job. 


Join the thousands of wide-awake automo- 
tive service dealers, from coast to coast, now 
cleaning cooling systems the Brady way—thor- 
oughly, safely, and profitably. 








unit measures 14'/. inches by 14'/. inches. 


B ‘Clean Up 


.. THIS SPRING! | 


Clean Out 


THOSE WINTER-DIRTY 
COOLING SYSTEMS... 


the Brady way 


canaries, according to Ross Coles 
and Co., prize incentive agency, 173 
W. Madison St., Chicago. Cole’s 
newly published prize book con- 
tains more than 1,000 nationally 
advertised prizes, ranging from a 
pencil to a complete home work- 
shop, says the company. 
x - * 





FOR 
three colors, 
Vee-Lok clutch facings is being distributed 


COUNTER SHOWING —Finished in 
a display featuring Grey-Rock 


by Grey-Rock 
Inc., Manheim, Pa. 


division of Ray- 
The 


to jobbers 
bestos-Manhattan, 








| tic frames, 





| 





complete unit weighs 1!'/2 


SERVICE SECTION 





COVERS PANELS, SEATS — Sealtuff is a 
stitchless, quilted plastic that is durable, 
water, grease and oil proof, says its manu- 


facturer. It is available in several textures 
and colors and in four patterns. Sealtuff is 
The firm 


being distributed coast-to-coast. 
can be reached at 103 Park Ave., New York. 
* * * 





GLOWS AT NIGHT—Luminous name plates 
by Wilson Co. of Boston are available in 
several color combinations. Besides the ‘'safe- 
ty"’ plates pictured here, Wilson says it will 
make special order plates for advertisers, 
clubs, cities and schools. The plates come to 
dealers with a counter display, Wilson says. 

* * * 


aa 
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HANGS IN CAR'S WINDOW—White plas- 
12. by 10% inches, with easily- 
inserted letters, are being offered by Clamp- 
Swing Pricing Co., Alameda, Calif. The unit 
has hooks to attach to the sun visor or side 
windows to give quick pricing information 
about each car. 





$ 








'THROWAWAY' BLOW TORCH—Prepo hand 
torch, which uses a can of fuel which when 


empty can be thrown away, is being pro- 
duced by Pressure Products Corp., Chicago, 
and is marketed by Maremont Automotive 
Products, Inc., 1600 S. Ashland, Chicago. 
Within 30 to 60 seconds after being lighted, 


| reports Pressure Products, the flame achieves 


its maximum heat of over 2,200 degrees. The 
pounds. 





Reta 


BUILT FOR HARD WEAR—Marion Electrica! 


Co., Manchester, N. H., announces another 
family of panel instruments—the Ruggedized 
line. To test the devices, the firm said it 


| subjected the firmly-mounted panels to 2,000- 


foot pound blows, severe vibration for six- 
hour periods, and a tumble testing in a large 
compartmented barrel for one hour. 


(Continued on Page 49, Col. 1) 
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New Products 


(Continued from Page 48) 





a medium-priced crankshaft polisher is an- 


nounced by Tillis Mfg. Elkhart, Ind. 
Constructed of aluminum ae of high ten- 
sile strength, the unit is portable. The manu- 


facturer says it can be used with any 


POLISHES CRANKSHAFTS — Production of 
crankshaft grinder or a lathe. 
= 





FOR DOOR HANDLES—A chrome-plated | 
escutcheon plate, for use around door handles | 
and window cranks, has been put on the 
market by Houser Engineering and Mfg., Inc., 
Bluffton, Ind. It is made in one size that 
fits all makes and models from 1936 to 1950 


inclusive, reports the firm. 
| 





BORING SPOOLS—These PRSCO units make 
it easy to bore practically every type of pas- 
senger car and light truck without removing 
the valves or studs, according to Piston Ring 
Service Co., New Orleans 13. Only six are 
really needed for one setting of the bar, but 
two extra ones are supplied for the next cut 
while boring one hole, it adds. 








SPRAYS LIQUID WAXES—For dealers who | 
use spray wax on cars, Binks Mfg. Co., 3122 
Carroll Ave., Chicago, has produced a model 
said to deliver a fine uniform spray. The 
$-555 outfit includes a model 8E gun, an oil 
and water extractor, a pressure regulator 
which insures regulation up to 160 pounds, 
and 25 feet of hose and connections. 


SELF-ADHERING STICKERS—Colored price 
signs made of transparent plastic film are 
being distributed by Plastikon Display Signs, 





45 N. Division St., 
be peeled off and 


Buffalo. The signs can 

used over and over 
again, the firm says. Each kit contains ma- 
terials to list 20 vehicles at one time. The 
window illustrated shows what can be done 
with one kit, the company says. 






RADIO AERIAL—For auto or boat, it is 
patterned after a television antenna from five 
feet of chromed material, The manufacturer 
claims that this extra length of aerial con- 
tributes greatly to longer distance and clearer 
station reception, with increased volume. 
Manufacturer is Trio Products, Franklin, Mich. 





VOLTAGE TESTER—A unit said to afford 
protection against exploding or serious arc- 
ing, even when accidentally applied to a 
voltage as high as 4,800 volts for as long as 
two seconds, is being produced by Elwood 
Co., 410 W. Seneca, Buffalo. The device em- 


ploys four neon tubes in the barrel of the 
probe. One glows at 120 volts, two at 240 
volts and three on 480 volts. The fourth glows 
on 600 volt circuits and indicates an abnor- 
mal secondary voltage, it is said. 


* * * 


Aluminum Pistons 


For Trucks, Buses 


Micro-X vanasil pistons are avail- 
able, as replacements in heavy- 
duty gasoline and diesel engines, 
from Gillett & Eaton, Inc., 819 
Doughty St., Lake City, Minn. 

Particles of silicon are embedded 
in a special aluminum alloy that 
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is said to outwear similar type pis- 
tons, The silicon gives the piston 
an oil-absorbing porous structure, 
helps resist scuffing and scoring 
and reduces wear, according to the 
company. 





AUTO PICNIC SET — Contempo Luggage 








Co., 170 Fifth Ave., New York 10, is intro- 
ducing an improved "auto picnic set. Included 


are: One quart-size vacuum bottle, large 
metal food box, plastic and stainless steel 
tableware, comprising six knives, six forks, 


six plates, six cups and salt and pepper shak- 
ers. Lid is lined with washable bright fabric, 
with leather loops to hold fittings in place. 





"PACKAGE' 
Allen Electric & Equipment Co., Kalamazoo, 


ELECTRICAL DEPARTMENT— 


Mich., has announced a unit consisting of 
background, work bench, tester and all units 
necessary to give starter, generator, regulator, 
battery, cable and magneto service in the 
average dealer's service shop. Equipment in- 
cludes volt-amp tester, armature lathe, arma- 
ture growler, magnetizer, and alignment and 
adjustment tools. 


* * * 


Glyco Offers Samples 
Of Metal Cleaner 


Di-phase cleaners remove grease, 
oil and dirt from metal with a min- 
imum of rubbing, according to 
Glyco Products Co., Inc., 26 Court 
St., Brooklyn. Samples of the sol- 
vent polyethylene 400 (di tri) Ricin- 
oleate S-556U are available from 
Glyco. 

(Continued on Page 50, Col. 1) 
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in just one month...16,629,422 Sky Chef messages! 


Texaco Dealers get a big share of the premium 
gasoline market. First — because they have a great 
product — Sky Chief — the gasoline with Volatane 
Control. Second — because they are backed by con- 
stant, powerful advertising. For instance — here’s a 
Sky Chief ad, full-page, full-color now running in 
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leading national magazines. 


But that’s not all. In addition to a big magazine 


schedule, 


Texaco Dealers have America’s No. 1 
Television Show, starring Milton Berle! .. 


. Coast-to- 


coast poster boards delivering millions of messages 


daily! ... 
opera season... 
mail and many other Texaco 
Dealer selling aids. 


Sk Y Chief ana FIRE-CHIEF casounts 


HAVOLINE and TEXACO MOTOR OILS - 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 





MARFAK CHASSIS 
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plus window displays, direct 
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New Products 


(Continued from Page 49) 


When the tires on a driver’s car 
are leaking air or are under- 
inflated, Merchandisers, Inc., 2571 
S. Broadway, Denver 10, says its 
new product, Tire-Larm, will let 
him know with a loud whistle that 
can be heard above all traffic 
noises. 

The company says the item is 
simple to install and easy to adjust, 
explaining that it is applied like an 
ordinary valve cap. When attached 
to the valve stem it shows at night 
as a revolving light—a safety fac- 


tor, claims the firm. 
+ > + 





FOR CARS, LIGHT TRUCKS—Tow Bar Sales 
Co., 40 S. Clinton St., Chicago, is marketing 
two models of high and low gear ratio jacks. 
No. 1295 has a 16!/-inch rise and is specially 
designed for cars with low fenders. Model 
No. 995 has a 12-inch rise and handles pas- 
senger cars as well as '/,, % and one-ton 
trucks, with overloads, reports the firm. 

* « a 


Levelimeter 
For measuring any liquid-level 
changes greater than five inches, 
Fischer & Porter Co., 751 County 
Line Rd., Hatboro, Pa., is offering | 


a displacer-buoy instrument. The | 
company calls it the Levelimeter. | 
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N.C. May Curb 
Credit Insurance 
On Auto Loans 


RALEIGH, N. C.— North Caro- 
lina Insurance Commissioner Wal- 
do C. Cheek announces proposed 
regulations to govern the selling of 
credit insurance which he said 
would be adopted if no protests 
were filed by May 8. 

Cheek said the dozen regulations 
included in the order represent a 
composite of recommendations sub- 
mitted to his department after a 
recent series of four conferences 
with representatives of insurance 
and finance companies. They also 
are based on a survey conducted by 
his chief deputy, Wofford Humph- 
ries. 

Explaining that credit insurance 
is written in connection with small 
loans of financing automobile pur- 
chases, the announcement said the 
new regulations are intended to 





Automobile Rally Slated 


At Swiss Resort City 


INTERLAKEN, Switzerland.— 
This summer resort in the 
Bernese Oberland, Switzerland, 
will be, from Sept. 7-12, the 
focus point of an automobile 
rally from 15 different European 
cities. The total distance to be 
covered by the competitors will 
be some 1,300 miles. 

Among the contests open to 
these and other international 
automobile experts after their 
arrival here will be a “slalom” 
and a 200-mile mountain circuit 
leading over six scenic Alpine 
passes. 


ieee 


prevent finance companies from 
|“loading” borrowers with unneces- 
sary insurance so that the finance 
company can increase its yield 
from the transaction by means of 
the insurance premium. 

Cheek said the proposed regula- 
tions do not affect credit insur- 
ance written in the form of life 
insurance alone, or group creditor 
life insurance written alone. 

The announcement said the regu- 
lations would “govern the sale and 
issuance of insurance coverage in 
the form of life, accident, health, 
hospitalization, disability and auto. 





mobile fire, theft, comprehensive 
and collision insurance” sold as 
security or in connection with small 
loans or automobile loans. 





‘Off We Go' 


Shows Automotive Wares 


Flying Around World 


NEW YORK. — Fritz Bedford, 
founder and president of Atlas 
Supply Co., an automotive jobber, 
has become the “closest thing we 
have to a one-world merchant,” 
states Don Wharton in the May 
Reader’s Digest. 

In an article condensed from Air 
Facts, Wharton says: “For three 
years Bedford has been displaying 
his wares—tires, batteries and au- 
tomobile accessories, and more re- 
cently airplane accessories too — 
around the world by airplane. 

“To date he has taken his flying 
showroom, a war surplus DC4 
called the “Sky Merchant,” to 80 
cities in 60 countries, and brought 
dealers and consumers aboard to 
look at Atlas products, listen to 
sales talks or see movies. The re- 
sult: a 350 percent increase in his 
company’s foreign sales.” 





How many are your prospects? 


Today, when cars again 
against real competition . 


ager who brings in the business is the one 
who makes mighty sure his men are work- 


ing the right way—on the right prospects. 


That means having all 


prospect, and having them where you can 


get at them quickly. 





Simplified Prospect Control Records, 


showing Salesman’s Follow-up and 
Prospect Record Cards. 


have to be sold, 
.. the sales man- 


the facts on each 


Remington Rand’s new Simplified Pros- 
pect Control Record is planned to con- 
serve your biggest asset — your salesmen’s 
time. To enable them to spend most of 
that time face-to-face with prospects—not 
suspects. And by a simple, visible follow- 
up system, it enables you to direct your 


men intelligently—helps you get business 


instead of alibis. 


an easy-to-read 


KD 539, Simplifie 
NAME eae 
ol 
ADDRESS. 
CITY 


ZONE 


Take it from those who are using it, 
the Prospect Control saves you work, and 


makes sales. We've told you all about it in 


booklet. Send the coupon 


today for your FREE copy. 


MANAGEMENT CONTROLS LIBRARY, ROOM 1551A 
315 FOURTH AVE., NEW YORK 10, N. Y. 


Yes, Poe roe send me my FREE copy of your booklet 
Prospect Control Records. 


Sat atcscaishnennmtens 
Copyright 1950 by Remington Rand Ine, 





| Lester is office manager. 
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SERVICE SECTION 





APPRAISED AT MORE THAN $100,000—A new showroom and used-car lot were recently 


opened by M. 


P. Tomlinson, head of the Cadillac-Oldsmobile dealership bearing his name 


in Lakeland, Fla. Tomlinson was formerly with General Motors as head of the business 
management department and prior to coming to Lakeland was branch manager of Motors 
Holding in Atianta. Both the showroom and service departments have a green and white 
color scheme. At present Tomlinson has 19 employes. M. S. Sisk is manager of new and 
used cars; Roy Tutten is service manager; Steve Sopko serves as parts manager, and Ann 





Harley-Davidson Denies 


Charges on Dealer Pacts 


MILWAUKEE.—Harley-Davidson| threatening cancellations unless 


Motor Co. has entered a formal de- 
nial of Federal Trade Commission 
charges of “monopolistic use of ex- 
clusive dealers’ contracts.” 

The FTC claims that the firm’s 
contract with a dealer requires 
the purchase of motorcycle and 
sidecar parts and accessories ex- 

clusively from Harley-Davidson. 
William Davidson, company pres- 
ident, stated that Harley-Davidson 
and its dealers have always sought 
to comply with the Clayton anti- 
trust act, and that the only reason 
the contract clause was inserted 
was to protect users of Harley- 
Davidson products. 

The company’s answer to the 
charges said its dealers were never 
forced not to deal with a compet- 
itor’s products and that no con- 
tracts have ever been canceled for 
such a reason. 

H-D also denied that it has 
ever intimidated or coerced its 
dealers or that its field represen- 
tatives checked dealers’ stocks, 





Turnover Drop 
Shown Among 


GM Employes 


LA GRANGE, Ill.—Although the 
corporation’s total employment in- 
creased substantially, 24,213 fewer 
General Motors employes quit their 
jobs in 1949, according to George A. 
Jacoby, head of GM personnel serv- 
ices. 

Before 125 medical directors of 
GM plants, holding their 13th an- 
nual medical conference at the cor- 
poration’s Electro-Motive division 
here, Jacoby attributed the im- 
proved worker stability to “greater 
energy, enthusiasm and _ thought 
directed toward the proper selec- 
tion, placement and followup of 
employes.” 

Jacoby revealed that GM hired 
more than 130,000 new people in 
1949 to take care of increased em- 
ployment and replacements. 

“When you are engaged in an 
| activity involving that many people, 
|it is important to do a good job, 
but that is what might be called 
jthe quantitative approach,” he 
said. “The second reason for em- 
phasizing this function has to do 
|}with the quality of the people we 
employ. 

“After all, it is the kind of peo- 
ple which will determine what kind 
of company we will have five, 10, 
|20 or 30 years from now.” 





Glycerine Makers See 


No Decline in Demand 


NEW YORK.—A study, current- 
ly being carried out among produc- 
|ers of such diverse items as lather 
shaving creams, candies, auto pol- 
ishes, flavoring extracts and door 
{closer fluids is said to show that, 
j|having tried substitutes, they are 
|returning to glycerine. 

During and after the war, ef- 
forts were made to find satisfactory 
substitutes for the classic uses of 
glycerine, but having tried many 
of these, the manufacturers of the 


| 





several types of products report-| 


edly found the substitutes did not 
possess all of the qualities of glyc- 
erine. As a result, it is expected 
that the demand for glycerine will 
not be seriously affected in the 
foreseeable future. 





merchandise of a competitor was 
disposed of. 

The FTC has alleged that H-D’s 
contracts are enforced through in- 
timidation and coercion. The com- 
mission cited an alleged contract 
provision under which dealers agree 
not to sell substitute parts for use 
on Harley-Davidson motorcycles. 

The contract, FTC claims, is en- 
forced through “unfair methods.” 


B. T. duPont Elected Head 


Of Metal Powder Assn. 


DETROIT.—At the annual busi- 
ness meeting of the Metal Powder 
Assn., held here Apr. 25, Robert L. 
Ziegfeld, acting secretary of the 
association, announced that for the 
coming year B. T. duPont, sales 
manager of the Plastic Metals di- 
vision of National Radiator Co., 
was reelected president and T. L. 
Robinson, Wel-Met Co., reelected 
vice-president. 

W. P. Schenck, superintendent of 


“lthe Scrub Oaks division of Alan 


Wood Steel Co., was elected chair- 


|man of the board. New directors 


elected were Robinson and H, W. 
Fischer, American Electro Metal 
Corp. The following continue as di- 
rectors: E, P, Palmer, Metals Re- 
fining Co.; W. P. Schenck, Scrub 
Oaks division of Alan Wood Steel 
Co., and F. F. White, S. K. Well- 
man Co. 





Pe aaa ty 
NAME PLATES 


DEALERS: 


The Modern Advertising Plate, 
With Customer Eye Appeal 
Write TODAY for beautiful full- 
size FREE SAMPLE... Yours to 

keep and compare! 
= mM 5 


Stemac.. 2. 


DENY 


BLOWBACK 
OVERFILL and 
ewe PLO 
SPILLS 


ES ae ee 


WHISTLING TANK FILL SIGNAL 


In 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM * Signal 


The car you sell 
deserves one. 


SCULLY SIGNAL COMPANY 


eels Cambridge 41, Mass 
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VUCDA Prepares Booklet 
On Organizational Activities 

DETROIT.—The National Used 
Car Dealers Assn. has prepared a 
brochure designed to promote or- 
ganizational activities among used- 
car dealers. 

The booklet lists essentials in 
the formation of a local used-car 
dealers association, gives advice 
on building a local group, con- 
tains a model constitution and 
by-laws, and gives some point- 
ers on selling NUCDA. 

It also tells what NUCDA has 
done to aid the used-car industry 
and outlines its future aims. 

+ * 7 


$31% Million Yearly Volume 


Reported by Clarke Auto 


INDIANAPOLIS. — Clarke Auto 
Co., 1125 N. Meridian St. and 921 
E. Washington St., has reached a 
$3,500,000-a-year volume in used- 
car business, Owner Ed Clarke 
reports. 

Besides the two outlets Clarke 
each Wednesday operates a used- 
car auction for dealers. His policy 
is to carry approximately 200 cars 
in stock, ranging from current 
models back to 1931s. 


* 


McKay ‘Toasted 
By Oregon Assn. 


PORTLAND, Ore.—Honor guest 
at the annual governor’s dinner of 
Oregon Used Car Dealers Assn. 
was a man who speaks the lan- 
guage. Gov. Douglas McKay has 
been an automobile dealer (Chev- 
rolet) in the capital city of Oregon 
for 30 years. 

The governor told the gathering 
of about 50 used-car dealers that 
had he his life to live again: he 
would be an “automobile peddler” 
again. When his tenure as gover- 
nor has expired, he plans resuming 
active charge of his agency. The 
association has been staging these 
annual dinners in honor of the 
governor for over a decade. 

* 7 +. 


Dealer Denies Failing 


To Report to Police 


MEMPHIS. — Charlie Cleaves, | 
Memphis used-car dealer charged 
with failing to report purchases of 
automobiles to police, was held to 
action of the Shelby county grand 
jury last week. He denied the 
charge. 

Cleaves was cleared recently by 
a federal grand jury of charges of 
having in his possession stolen 
autos which had been transported 
across a state line. 

Lt. George Hughes, head of the 
auto theft bureau, testified Cleaves 
failed to report to police details of 
the purchase of nine of 12 cars 
reportedly stolen in New Orleans 
and brought here. Cleaves said in 
court he had reported to police on | 
every used car he bought, and that 
police either lost or misplaced his 
reports. 





* * 7 
Columbus Dealers Pace 


Midwest Auction Buying 


COLUMBUS, O. Midwestern 
auctions are being deluged by high- 
dollar buyers from this Ohio capi- | 
tal, operators report. | 

Doc Greiner, auction proprietor 
at Toledo, said Columbus was cur- | 
rently his hottest buying town. | 
Greiner said Columbus purchasers | 
were offering top prices on both} 
prewars and postwars. 

Greiner and other auction men} 
in this region were at a loss to ex- 
plain the intake boom emanating | 
from here. 


Bad Check Be 


Indicts Dealer 


PADUCAH, Ky.—Nathan Rosen- 
blatt, owner of Berry Auto Sales, 
a Louisville used-car firm, has been 
indicted with four férmer employes 
of the Royal Industrial Bank by 
a federal grand jury. 

The indictment charges. that 
Rosenblatt wrote checks on his 
personal and business accounts at 
the bank when he and the employes 
knew he didn’t have _ sufficient 
funds in the account. 

It is also charged that $38,500 
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was credited from Rosenblatt’s per- 


account to his business 
in checks that were no 


sonal 
account 
good. 

The dealer in February was 
named in 12 indictments. Ten 
charged him with pledging sales 
contracts to which he did not have 
clear title. The other two charged 
him with fraudulently obtaining a 
car and offering a $1,647 forged 
note to the bank. 

Court action on those indictments 
was delayed until federal officials 
had completed their investigation. 

* + * 


Crowell Opens Auction 


In Coudersport, Pa. 
COUDERSPORT, Pa.—The first 
sale of the Coudersport Auto Auc- 
tion was held here Apr. 19, accord- 
ing to B. L. Crowell (Pontiac- 
GMC), operator of the sale. 


The wholesale auction for dealers | Inc., capitalized at $30,000, has been|and 14. 
will be held every Wednesday at | organized here to deal in used cars. 


LOOK! 


HERE IT IS! 


THE NEW 








WITH 9,000,000 PROSPECTS! 


FOR ALL 


CHEVROLETS 
SINCE 1932 


NOW 
STANDARD 


ON THE 1950 


CHEVROLET 


DISTRIBUTED 
BY 


UNITED MOTORS 








51 
rillo Auto Auction Barn, 3202 E. 
10th Ave. 


Cox to Award Cadillac 


At Anniversary Sale 


CONCORD, Mass.—The third an- 
niversary sale of the Concord Auto 
Auction, Inc., which will be held 
here Friday (May 12), will be cli- 
maxed by a drawing for a 1950 
Cadillac convertible, according to 
President E. L. Cox. 

Cox expects a large turnout for 
the anniversary because the lucky 
dealer who wins the Cadillac must 
be present at the drawing. He 
also promises “several consolation 


awards in cash.” 
* + +” 


Kemps Open Georgia Lot 
CARTERSVILLE, Ga. — O. E. 





KAISER SHIPMENTS START—Motor transport trucks are making deliveries of 195! models 
to K-F dealers across the nation. Initial deliveries will be completed by May 10, the date 
set for announcement of prices on the new models and start of a national advertising 
broadside. Photo shows trucks taking on cars at one of the Willow Run loading areas. 

- —__—|Kemp and son, Gene, have opened 
Kemp Motor Sales here to deal in 


| 
| used cars. 


Texas U. C. Directors 


To Meet in Amarillo 


DALLAS.—J,. B. Patterson, direc- 

ee |tor of the Texas Used-Car Dealers 

* |Assn., announced here the next/son, N. Y., has inaugurated a new 

Quality Motors directors’ meeting of the group will| 24-hour service schedule under 

SULPHUR, La.—Quality Motors,/be held in Amarillo on May 13/which a skilled mechanic is on 

duty seven days a week around 
the clock. 


1:30 p.m., Crowell said. Coudersport 
is in northern Pennsylvania about 
midway between the state’s east- 
west borders. 


Ward’s on 24-Hour Schedule 
Ward’s Studebaker Garage, Wil- 





The meeting will be at the Ama- 












* NO FUEL LOSS ON ANY INCLINE 


* SMOOTH ACCELERATION 
WHILE TURNING 


* EASIER STARTING 
IN HOT WEATHER 


* CONTINUOUS FUEL FLOW 


* POWER MIXTURE 
READILY AVAILABLE 


* ACCELERATION HOT OR COLD 
* 40% FEWER PARTS TO SERVICE 
* ALL METERING PARTS IN COVER 
* PERMANENT IDLE TUBE 

* NO WEAR AT JET ORIFICE 


What an enormous market! 9,000,000 
potential customers! That’s a tremendous 
opportunity and it’s yours with this new 
Rochester Products carburetor, made to 
fit every Chevrolet car or truck built 
since 1932! 


And just listen to the sales story you have 
to tell! This carburetor has proved itself 
in use—proved to be such an advance- 
ment that Chevrolet has made it standard 
equipment on the 1950 Chevrolet. The 
Rochester carburetor is also used on the 
1949 and 1950 Oldsmobile, on both the 
88 and 98 models. 


Get started now! Call your United Motors 
Ask the 


power-packed merchandising program 


distributor today. him about 


signs, banners, decals, mats, ete.—to 





help you sell the new Rochester Products 
ROCHESTER CARBURETORS —A UNITED MOTORS LINE 


Available every where through 
UNITED MOTORS DISTRIBUTORS 


Carburetor. 


ROCHESTER PRODUCTS 


DIVISION OF GENERAL MOTORS, ROCHESTER, NEW YORK 
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Used-Car Auction Prices 


Market Trend 


Used-car prices are still on the upbeat with this week’s overall 
average figure of $1,035 up $14 over the April average. All models, 
except 1941s, participated in the rise, with ’50s leading the way with 
a $48 increase. 

One of the reasons for the high price of 1950 models is explained 
by Ray Marchbanks of Gulf Auction Co., Houston, who reports: 
“Dealers in this part of the country are really going for Powerglide 
Chevrolets. 

“Cars equipped with Powerglide bring from $200 to $300 more than 
similar models without the automatic transmission. Dealers from 
this section have been paying about $1,845 for Chevrolet Deluxe 
four-doors in Detroit.” 

In A. L. Pollock’s auction report from Oakland, Calif., this week, 
a 1950 Cadillac 61 four-door, equipped with Hydra-Matic, radio and 
heater, was sold for $4,000. 

An auction rarity turned up at the Wheeling (Ill) Auto Auction, 
which reported “no sale” on a ’48 Tucker four-door, despite a top 
bid of $4,500. 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction. cial 4-dr., $400. °40 2-dr., $420. 





Sale every Monday, Prices are for sale | CADILLAC—’49 (60) Special 4-dr., $3,250. 
‘47 (62) 4-dr., $1,380, $1,850, $975. ‘41 


of Apr. 24.) 


(Market steady to higher on new units (62) conv., $960, 


and choice cars, Average cars and | CHEVROLET—'50 SL Special club coupe, 
‘off’? makes lower than usual, Sold $1,625; 4-dr., $1,800, $1,850, $1,720; 
conv., $2,100. °49 SL Special 2-dr., $1,- 
280, $1,400; FL Deluxe 2-dr., $1,510, 


135 units out of 171 offerings.) 


BUICK—’50 Super 4-dr., $2,300, $2,580. 
‘49 RM sedan, $1,825, $1,690, $1,775, $1,475; conv., $1,325. °48 FM 4-dr., 


$1,800. °'48 RM sedanet, $1,350, $1,325. at $1,070, $960, 2 at $1,200; conv., 





You can do more jobs per day 





'47 Special 4-dr., $980. °46 Super 4-dr., 
$970, $1,335, $950, $925, $850. ‘41 Spe- 





$1,300, $1,325; FL aerosedan, $1,260, 
$1,310, $1,225; half-ton panel, $1,000. 
'47 conv., $1,000; FM club coupe, $960; 
business coupe, $800; FL aerosedan, 
$1,050; 4-dr., $1,400. '46 SM 2-dr., $810; 
conv., $1,010, °42 MD 2-dr., $400. ‘39 
MD 4-dr., $315. 


CHRYSLER—'48 NY club coupe, $1,425. 
'47 NY 4-dr., $1,200, $1,190. ‘46 Wind- 
sor 4-dr., $1,000; Town & Country 4-dr., 
$920. 

DeSOTO — '47 Custom 4-dr., $1,135. ‘42 
Custom 4-dr., $525. 

DODGE—’49 Meadowbrook 4-dr., $1,525; 
Wayfarer roadster, $1,610, '47 Custom 
4-dr., $1,000, $1,150, $1,015; %-ton 
pickup, $540. ‘46 Custom 4-dr., $850. 

FORD — '50 station wagon, $1,920. ‘49 
Custom (8) conv., $1,460, $1,520; 2-dr., 
$1,260; Standard (8) sedan, $1,200. ‘48 
Deluxe (8) sedan, $1,000; station wagon, 
$850. ‘47 Deluxe (8) sedan, $960, $850; 
SD (8) club coupe, $900; 1-ton pickup, 
$400, ‘46 Deluxe (8) club coupe, $690, 
$900; 4-dr., $600; 2-dr., $710, $810. "39 
conv., $320. ‘37 4-dr., $220. 

KAISER—’47 4-dr., $600. 

MERCURY—’'49 club coupe, $1,725; sport 






$1,035 


$1,021 


Thi 


May (todate) Apr. Mar. 





sedan, $1,450. ‘48 club coupe, $1,080; SL (8) sedan coupe, $1,800. 
4-dr., $1,520, ‘47 4-dr., $900, $880. ‘46 club coupe, $1,400. ‘47 (8) 4-dr., $1,110. 
station wagon, $675; club coupe, $775. ‘46 SL (8) 2-dr., $995. ‘41 
NASH—'48 (600) 4-dr., $1,160. ‘38 Am- $470. °40 (6) 4-dr., $200. '39 (8) 4-dr., 


bassador 4-dr., $300. 


$390. 
OLDSMOBILE—’50 (98) 4-dr., $2,600. '49 | STUDEBAKER—'48 Commander 4-dr., $1,- 
(88) conv., $1,830, $2,080; (76) conv., 260, $1,375. °47 Champion 4-dr., 


$1,875; club coupe, $1,780; (98) 4-dr., half-ton pickup, $480. 
$1,970. ‘'48 (98) conv., $1,750; (66) | WELLYS—'49 Jeepster, $1,025. 


conv., $1,550; club coupe, $1,440. ‘'46| MISCELLANEOUS—’39 LaSalle 4-dr., $300. 


VALDOSTA, GA. 


(76) 2-dr., $1,075; (78) sedanet, $990, 
'41 (66) 4-dr., $460. °40 (98) 4-dr., $350, 
PACKARD—'48 Deluxe 4-dr., $1,300. ‘47 


Deluxe 4-dr., $750. (Tom Hewitt Auto Auction. 


PLYMOUTH—’50 Deluxe 2-dr., $1,465. °49| Friday. Prices are for sale of Apr. 21.) 
Deluxe 4-dr., $1,500, $1,450. ‘48 Deluxe (Sold 152 units out of 206 offerings.) 


4-dr., $1,080. ‘46 Deluxe 4-dr., $725.| BUICK — '50 Special 4-dr., 


'40 Deluxe 2-dr., $180. sedanet, $2,200; 4-dr., $2,575. 
PONTIAC—’50 Chieftain (8) club coupe, 4-dr., $1,825; sedanet, $1,650. 
$2,125. ‘49 Chieftain (8) 4-dr., $1,800; sedanet, $1,150; 4-dr., $1,150. 


Weaver Twin Post Lifts are still un- 
matched for undervehicle accessibility. 
They offer more in a lift than any other 


developed...more working room...more 


On dq Weaver TW Nl POST (| FT * dependability... more exclusive features 


than on any other lift! 
...it has NO RAILS 


.. - more increased production for your 
shop. It pays to install Weaver Twin 
Post Lifts rather than any other lift. 


Ask your jobber, or write us, for complete 
facts and time study proof of 





IN THE WAY | el Weaver Twin Post superiori- 
tenet 


*Twin Post Lifts 
are made by 
Weaver exclusively 


ty. Ask for Bulletin AN457. 





@ Greatest of all undercar acces- 
sibility permits jobs impossible 
on any other lift 


@ Adjustable front post eliminates 
need for under-chassis rails 


@ Independent post operation of- 
fers complete adjustment to job 
and comfort demands 


@ Either air-oil or electrically op- 
e> erated as desired 


@ Floor is unobstructed when lift 
is lowered, can be driven over 
from any direction 











THE NEW MODEL EC130 


WEAVER HYDRAULIC 
UNIT LIFT 


For use with a Weaver Twin Post 





Lift. . . saves hours of time re- 
moving and replacing transmis- 
sions. Universal . . . portable. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


6 tol Vad 0.177771 
F / , Py a | 


ml 
P| 





Average Used Car Prices 


(Compiled by Automotive News) 


1950. ........... $1,938 $1,890 $1,861 
ee 1,501 1,433 
1948........... 1,161 1,152 1,101 
eo OEE 972 958 927 
BEDS vi csive oye 845 829 783 
| Se 416 414 392 


1941. 400 403 382 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





SERVICE SECTION 









May 1950 Apr. Mar. 
Model (to date) 1950 1950 





Ce site eee te 
Average... $1,035 $1,021 $ 982 





CADILLAC—'50 (62) 4-dr., $3,950. °49 
(61) sedanet, $2,700; (62) 4-dr., $3,000; 
conv., $3,200. ’48 (61) sedanet, $2,400. 
"47 (60) Special 4-dr., $1,750. 


CHEVROLET—’50 SL Deluxe 4-dr., $1,- 
800; FL Deluxe 2-dr., $1,632; conv., 
$1,950. ‘49 SL Deluxe 4-dr., $1,500, 
$1,425, $1,400; FL Deluxe 4-dr., $1,450, 
2 at $1,400; FL Special 2-dr., $1,350. 
*48 SM 4-dr., $1,010, $950; FM 2-dr., 
$1,100; FL aerosedan, $1,190. °47 FL 
aerosedan, $1,080; FM club coupe, $975. 
*46 FM 4-dr., $775; SM 4-dr., $760, '41 
SD club coupe, $430. '39 MD 2-dr., $400. 

CHRYSLER—’49 Windsor 4-dr., $1,990, ’47 
Town & Country 4-dr., $1,100. 


DeSOTO—'49 Custom club coupe, $1,800; 
4-dr., $1,875. 

DODGE — '49 Wayfarer roadster, $1,350. 
*47 Custom club coupe, $775; 4-dr., 

dno 

—'50 (8) half-ton pickup, $1,160, 
$1,150; CD (8) 2-dr., $1,675, $1,670; 
Deluxe (8) 4-dr., $1,620. °49 Custom 
(6) 2-dr., $1,040; Standard (6) club 
coupe, $1,075. °48 SD (8) 2-dr., $1,005, 
$775; club coupe, $950. °47 SD (8) 
2-dr., $985, $950, $860. °46 SD (8) club 
coupe, $790; 2-dr., $750; station wagon, 
$700. °37 (8) 4-dr., $290. '35 (8) busi- 
ness coupe, $250. 

HUDSON—’49 Commodore (6) club coupe, 
$1,225; Super (6) 4-dr., $1,200, "48 
Commodore (6) 4-dr., $1,080; (8) 4-dr., 
$1,060. ‘46 Commodore (6) 2-dr., $575. 

LINCOLN—’49 conv., $1,570; Cosmopolitan 
sport sedan, $1,525. 

MERCURY—’50 4-dr., 3 at $1,820; club 
coupe, $1,825, 3 at $1,820. °49 club 
coupe, $1,320; 4-dr., $1,450. 

NASH—’50 Statesman 4-dr., $1,410; Ram- 
bler conv., $1,775. °'49 (600) 4-dr., $1,- 
325. °48 Ambassador conv., $1,000, 

OLDSMOBILE—’49 (88) sedanet, $1,850; 
(76) sedanet, $1,575. ‘48 (98) 4-dr., 
$1,375. ‘47 (66) sedanet, $1,000, $915; 
(76) 4-dr., $960. °46 (76) club coupe, 
$780. 

PLYMOUTH—’'49 SD 4-dr., $1,430, $1,300. 
‘47 SD 4-dr., $800. ‘46 Deluxe 2-dr., 
$650. 

| PONTIAC—’50 (8) station wagon, $2,050, 
$1,850, °49 SL Deluxe 4-dr., $1,675; (8) 
conv., $1,850. ‘48 (8) sedanet, $1,250, 
$1,275; (8) conv., $1,400, $1,450; SL (8) 
4-dr., $1,175; SL (6) sedanet, $1,325. 
"47 (6) 4-dr., $775. 

STUDEBAKER — '50 Land Cruiser 4-dr., 
$1,850. ‘49 Champion conv., $1,450. 

WILLYS—'47 Jeep, $400. ‘46 Jeep, $470; 
half-ton pickup, $450. 


OAKLAND, CALIF. 


(A. L. Pollock Auto Dealers Wholesale 
Auction. Sale every Wednesday. Prices are 
for sale of Apr. 26.) 

BUICK — '50 Special 4-dr., $2,000. ‘49 
Super sedanet, $1,925, 2 at $1,875, $1,- 
750; 4-dr., $1,810; RM 4-dr., $1,910, $1,- 
895, $1,845. '47 conv., $1,475. '41 conv., 
$365. 

CADILLAC—’'50 (61) 4-dr., $4,000, ‘49 
(61) 4-dr., $3,050. '48 (62) 4-dr., $3,100; 
conv., $2,800; sedanet, $2,350. '46 (60) 
Special 4-dr., $2,400; (61) 4-dr., $1,655. 

CHEVROLET—'49 SL Deluxe 4-dr., $1,605. 
‘48 FL aerosedan, $1,175, $1,275. °47 
FM club coupe, $1,040; 4-dr., $1,000; SM 
club coupe, $760. °'40 club coupe, $305; 
2-dr., $200. 

DODGE—’41 business coupe, $205; club 
coupe, $360. 

FORD—'49 Custom (8) 4-dr., $1,325; 2-dr., 
$1,365. '48 SD (8) 4-dr., $1,005, $995; 
14%-ton truck, $1,150; (6) 4-dr., $900. 
‘47 SD (8) 4-dr., $800. '46 2-dr., 2-dr., 
$720; conv., $925, $940. '40 (8) 4-dr., 
$280. 


(Continued on Page 53, Col. 1) 
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(Continued from Page 52) 
$1,095. 


HUDSON—’48 (8) conv., $1,275. '47 conv., 
$850. 

KAISER—’49 4-dr., $1,270. 

LINCOLN—’49 4-dr., $1,700; 
$1,800; Cosmopolitan club coupe, $2,005. 

MERCURY—’49 4-dr., $1,600; club coupe, 


$1,660, '47 club coupe, $1,025. '46 4-dr., 
$815. 

NASH—'’49 Ambassador 4-dr., $1,325. 

OLDSMOBILE—’49 (98) 4-dr., $1,950. °47 
club coupe, $1,000. °46 club coupe, $865. 
"42 (66) sedanet, $320. ‘41 (76) club 
sedan, $410. 

PLYMOUTH—’'49 SD 4-dr., $1,410. '48 SD 
4-dr., $1,150; Deluxe 4-dr., $920. °'40 


2-dr., $195; 4-dr., $300. 
STUDEBAKER—'50 Champion club coupe, 
$1,685. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Apr. 27.) 
(Sold 78 units out of 105 offerings.) 
BUICK—’46 RM sedan, $950. $935. ‘41 

Special sedan, $670. $615, $380. 

CHEVROLET—’50 FL Special 2-dr.. $1,- 
600. "49 SL Deluxe sedan, $1.450. $1,- 
430. '48 sedan, $1,100, $1,220, $1.195, 
$1,255. "47 sedan, $905, $950, $800, $925. 
"46 sedan, $745. $975. °41 sedan. $475, 
$295, $335. °39 sedan, $340, $345. °37 
2-dr., $300. 

CHRYSLER — '47 Windsor 
$1,200, $1,210. °46 NY 4-dr., 
"41 sedan. 2 at $400, $415. 
4-dr., $255. 

DeSOTO—’47 Custom sedan $1,- 
040. °42 Custom sedan. $420. 

DODGE—’48 conv., $1,430. °47 2-dr., $965. 
°46 sedan, 2 at $910, $925. 

FORD—'49 (6) 4-dr., $1,160. '47 Deluxe 
(8) 4-dr., $600. '46 sedan delivery, $565, 
$575. '39 2-dr., $205. '37 4-dr., $110. 

HUDSON—'46 Commodore (6) sedan, $690. 

NASH—’49 (600) 4-dr.. $1.225. °47 Am- 
bassador sedan. $875. $740, $850. 


sedan, 2 at 
$980, $965. 
"39 Roval 


$1,115, 


OLDSMOBILE—’'48 (98) sedanet, $1,405. 
*46 (76) 4-dr., $995, $980. "40 (6) club 
coupe, $240. 

PACKARD—’'47 Clinver sedan. 2 at $800, 
$835. '41 sedan, $350. 

PLYMOUTH—'48 SD sedan, $1,220, $1.- 
235. '47 SD 4-dr.. $990. 

PONTIAC—'49 (8) sedan. $1.755, $1,660. 
"47 (8) sedan, $1,130, $1.165. 

STUDEBAKER—'59 Champion conv... &1.- 


800. °49 Champion club coupe, $1 970. 
"48 Champion conv., $1,150. °47 half-ton 
pickup, $600. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sale every 
Monday and Friday. Prices are for sales 
of Apr. 21-24.) 

(Sold 237 units out of 334 offerings.) 
BUICK—’50 RM sedan. 2 at $2.460. °49 

RM sedan, $1,760. ‘48 RM sedan, $1,165. 

‘47 Super sedan, $1,150: RM sedan, $1,- 

075. °46 RM sedan, $985: Super conv., 

$1.200. '42 Super sedanet, $390; Century 

sedanet, $430. °40 Super sedan, $215. 

CADILLAC—-'50 (61) sedan. $3.395. ‘48 
(61) sedanet, $2,000. ‘46 (62) sedan, 
$1.360. $1,412. 

CHEVROLET—’50 SL Deluxe sedan. $1,- 
770; station wagon, $1,900: FL Special 
sedan. $1,620; FL Deluxe sedan, $1,815. 
‘49 FL Special sedan, 2 at $1.410. $1.- 
400. $1,485, $1.340, 2 at $1,425: SL 
Deluxe conv., $1,675. $1,750. $1.825; 
sedan. $1,500; SL Special sedan. 2 at 
$1.265. $1,410, $1,360; club coupe. §$1.- 
512; FL Deluxe sedan, $1,465, $1,505. 
‘48 SM sedan, $750, $1.100: club conpe, 
$1,175; FM sedan, $1,265: FL aerosedan, 
$1,250, $1,225; sedan. $1,200. ‘47 FL 
aerosedan, $1,100. $1,125: FM club coupe 
$960; conv., $1,200. $1,250: SM _ club 
coupe, $1,050. °'46 FM sedan, $735, £820: 
SM sedan, $880. ‘42 SD sedan. $295 
$325; FL aerosedan, $715. $410. ‘41 MD 
sedan, $510, $525 °40 SD conv., 2 at 
$465. ‘39 sedan, $345, $100. ‘°38 sedan. 
$250. 


CHRYSLER—’'42 sedan $275. 

DeSOTO—'49 Custom vredan 
Custom club coupe, $1,375. ‘41 sedan, 
$510. 

DODGE—’50 Coronet club coupe, $2,275. 
48 Custom sedan, $1,010. ‘46 Custom 
sedan, $810. ‘39 sedan, $135. 

FORD—’50 CD (8) club coupe, $1,775; 
station wagon, $1,900; Deluxe (8) sedan, 


$1,990. ‘°48 


$1,600. °49 Custom (8) sedan. $1,300; 
club coupe, $1,210; conv., $1,600. °46 
Deluxe sedan, $690; SD sedan, $900. ‘41 


club coupe, $490; sedan, $370. °'40 half- 
ton panel, $185. °'39 Deluxe sedan, $600. 
"38 sedan, $150 

HUDSON—’'48 sedan, $1,110 "38 utility 
coupe, $150. 

KAISER—'48 sedan, $759. 

LINCOLN—’49 conv., $1.775 ‘46 sedan, 
$800. °41 sedan, $250. 

MERCURY—’50 club coupe, $1.950. ‘49 
sedan, 2 at $1,525. ‘40 conv., $385, $435. 
"39 sedan, $250. 

NASH—’49 (600) 2-dr., $1,315; 4-dr., $1.- 


325. °41 Ambassador club coupe. $460. 
OLDSMOBILE—’47 (76) sedanet, $1,175; 
(78) sedanet, $1,025. ‘46 (78) sedanet, 
$915. °41 (76) sedanet, $400, $410; 
sedan, $250. °39 sedan, $190. 
PACKARD—’41 (120) conv.. $425; (110) 
sedan, $125. °38 sedan, $325. 
PLYMOUTH — '49 Deluxe sedan, $1,450, 
$1,490; SD sedan, $1,550, $1.410; club 
coupe, 2 at $1,475. ‘48 SD club coupe, 
$1,250, ‘47 SD sedan, $975, $900; De- 
luxe sedan, $950. °46 SD sedan, $690; 
conv., $1,025 ‘41 sedan, $225, $525 
'40 sedan, $275. ‘39 sedan, $275. 
PONTIAC—'47 Streamliner (6) sedan, §$1.- 
160, $1,130. ‘40 (6) sedan, $295. ‘39 
(6) sedan, $180. ‘37 (8) sedan, $175. 
STUDEBAKER—’47 Champion sedan, $900 
WILLYS—’49 Jeepster, $1,100, $1,055. ‘47 


station wagon, $750. 
MISCELLANEOUS—’48 Prefect 4-dr., $410. 
‘40 Lafayette Deluxe sedan, $250. 


HOUSTON 


(Gulf Auction Co. Sale every 
Prices are for sale of Apr. 25.) 
(Prices strong on new cars, slightly 
off on °49s. Prices steady on °46 
through °48 models. Sold 93 units out 
of 113 offerings.) 
BUICK — ’50 RM _ sedan, 
Special sedan, $2,025. 
$1,530. ‘46 sedan, $830. 
CADILLAC—'49 (62) sedan, 
(60) Special sedan, $2,315. 
CHEVROLET—’50 SL Deluxe (Powerglide) 
sedan, $2,030. °49 SL Deluxe club coupe, 
$1,440, $1,400. '48 SL sedan, $1,050, 
$1.020. ‘47 FL 4-dr.. $920, $810: aero- 


Tuesday 


$2,600, $2,500; 
’49 Super sedan, 
'41 sedan, $335. 
$2,800. ‘48 











sedan, ‘46 sedan, $720. "41 


sedan, $375, $300. 


| FORD—’50 Deluxe business coupe, $1,565; 
club coupe, | 


sedan, $1,750; CD (6) sedan, $1,675, 
$1,665; CD (8) sedan, $1,750, $1,705; 
half-ton pickup, $1,200, $1,175. "49 


Standard (6) sedan, $1,155, $1,165; Cus- 
tom (8) sedan, $1,275, $1,250. ‘48 SD 
(8) sedan, $910; station wagon, $985. 
‘46 SD (8) sedan, $750, $640; (6) sedan, 
$500. 
KAISER—’'47 4-dr., $600. 
MERCURY—'49 4-dr., $1,425. 


"40 4-dr., 
$300. 
NASH—’'48 sedan, $805. 
OLDSMOBILE—’'50 (88) sedan, $2,475, 2 
at $2,400; (98) sedan, $2,700. °49 (98) 


sedan, $1,800. ‘47 (98) sedan, $925. 
PLYMOUTH—'49 Deluxe sedan, $1,400. 

sedan, $595. ‘41 sedan, $300. 
PONTIAC—'46 sedan, $860, $760. 


MASON CITY, IA. 


(Lapiner’s Used-Car Auction. Sale every 
Wednesday. Prices are for sale of Apr. 26.) 
(Market continued strong. Sold 165 

units out of 211 offerings.) 

BUICK—’50 RM sedan, $2,455; Special 
sedan, $2,275, $1,950, $1,840. °48 Super 
sedan, $1,025. '47 RM sedan, $1,050. '46 
sedan, $935. '41 sedan, $300. 

CHEVROLET "50 Bel-Air, $2,175; SL 


"46 






Tue practical way to increase ignition sales is to sell RE-POWERING 
the Ramco way to every Re-Ring customer and prospect. 


The Ramco RE-POWERING Program is aimed at helping you sell your cus- 
tomers on letting you “DO THE JOB RIGHT”. It helps you sell them on the 
importance and economy of synchronizing the ignition ...carburetion and 
cooling AT THE SAME TIME YOU ARE INSTALLING NEW RAMCO 10-UP RINGS. 


Ramco RE-POWERING gives you 4 sales programs in one. It’s your Number 
One Ignition Sales Program along with your Number One Carburetion, 
Cooling and Compression Program! Ramco sets you up as a RE-POWERING 
Station, authorized to sell RE-POWERING under the 10,000 MILE (one year) i 
RING AND LABOR GUARANTEE, provides you with a complete sales and _ 
advertising program and backs you up with NATIONAL ADVERTISING. f 


Any way you figure it...RE-POWERING is the profitable way to promote 
the sale of engine service and parts. 


See your Ramco Jobber or write Ramsey Corporation, St. Louis, Missouri. 


Copyright 1950 Ramsey Corporation R5057P 








any way yow figure it... 
Ramco‘‘do-the-job-right’’ Re-Powering is the answer! 


Deluxe sedan, $1,690, $1,685; half-ton 
pickup, $1,075. ‘49 FL Special sedan, 
$1,380, $1,340, $1,315. '48 FL aerosedan, 
$1,225; FM sedan, $1,205, $1,160; SM | 
sedan, $1,080, $840. ‘47 SM sedan, §$1,- | 
100, $960, $885, $705. | 

CHRYSLER—’'50 Royal sedan, $2,340. °49 
NY sedan, $1,915. "47 NY sedan, $1,120. 

DeSOTO—'50 Custom sedan, $2,290. °42) 
sedan, $470. '38 sedan, $175. 


DODGE—’'49 Meadowbrook sedan, $1,555, 


$1,460. '48 Custom sedan, $1,140, $890. | 
‘47 Custom sedan, $960. ‘46 Custom | 
sedan, $840. | 
FORD—'50 CD (8) conv., $2,075; sedan, 


$1,765, $1,660, $1,610, 3 at $1,600. '49 | 
Custom (8) sedan, $1.290; conv., $1,520; | 
Custom (6) sedan, $1,240, $1,195, $1,175, | 











$1,170. °48 SD (8) sedan, $855. ‘47 SD 
(8) sedan, $905, $880, $750, $660. 46) 
Deluxe (8) sedan, $705. | 
FRAZER—'48 4-dr., $950 
HUDSON—’49 Super (6) sedan, $1,205 
"46 Super (6) sedan, $325. ‘40 sedan, 
$200, $195. | 
KAISER—’49 sedan, $1,740. ‘48 sedan, | 
$1,005. '47 sedan, $760. | 
LINCOLN—’49 Cosmopolitan sedan, $1,-| Hey) 
840. | 
ne a satay, 0,08. ‘49 sedan,| “I’m getting worried! Half of 
1,545. '47 sedan, 5 
NASH—'50 Statesman sedan, $1,965. ‘49 my fret day gone and no sale 
(600) sedan, $1,545. °47 Ambassador yet! 
sedan, $835. '42 sedan, $305. ——_—_—_— — 
OLDSMOBILE—'49 (76) sedan, $1,700. | 
'48 (98) sedan, $1,300. '47 (66) sedan, 755, $1,740, $1,720. '48 Streamliner (8) 
$1,010. sedan, $1,460, $1,400, $1,355; Torpedo 
PACKARD—’'47 sedan, $1,075. (8) sedan, $1,415, $1,210. '47 (6) sedan, 
PLYMOUTH—’'49 SD sedan, $1,555, $1,500. $1,070, $975. '46 (8) sedan, $1,070. 


STUDEBAKER — '50 Commander sedan, 


'47 SD sedan, $820. | 
PONTIAC—'49 Streamliner (8) sedan, $1,-/ 
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$2,000; Champion sedan, $1,665. '48 Com- 


more ignition jobs 7 
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mander sedan, $1,160, $1,045; Land 
Cruiser sedan, $1,280. 
WILLYS—’'46 station wagon, $610. 
ST. JOSEPH, MO. 
(St. Joseph Auto Auction Co. Sale every 


Tuesday. Prices are for sale of Apr. 25.) 
(Sold 72 units out of 94 offerings.) 


BUICK ‘40 Century sedan, $277. 
sedan, $195, $135. 


CHEVROLET—’48 FM sedan, $1,052, $905. 
‘47 FL aerosedan, $1,070, $982. °42 MD 
sedan, $500, $360. ‘41 SD sedan, $460. 


CHRYSLER—’49 NY sedan, $1,830. 
DeSOTO—’47 club coupe, $925. 
DODGE—’46 sedan, $705. 

FORD—’'49 Standard (6) sedan, $1,027, 
$1,165. ‘48 SD (8) conv., $1,097; sedan, 
$815. '42 half-ton pickup, $350. "41 
SD (8) sedan, $415. 

HUDSON—’'49 sedan, $1,505. 

NASH—’41 sedan, $147. '40 sedan, $132. 

OLDSMOBILE—’40 sedan, $280. 

Tae sedan, $1,310; $1,- 

PLYMOUTH — '49 sedan, $1,405, $1,110. 
"39 sedan, $237. 

PONTIAC—'46 sedan, $900. 

STUDEBAKER — ’'50 sedan, 
sedan, $920. ‘47 sedan, $900. 
$997. 

WILLYS—'49 Jeepster, $912. 

MISCELLANEOUS—’'48 International 
ton pickup, $502. 


"39 


conv., 


$2,050. °'48 
'46 sedan, 


1%- 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry ... an esti- 
mated more than 100,000 readers weekly! 
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In the Hopper 


Gov. Dewey vetoed a bill which 
would have cleared the way for 
the New York state motor vehicle 
commission to approve mechanical 
directional signals for use on cer- 
tain types of large trucks. Electric 
signals are now required. 

* * * 


Private Mishap Insurance 


Covers Half Jersey Workers 


Approximately half of the New 
Jersey workers covered by the 
state temporary disability benefits 
law are insured under private 
plans, according to the state divi- 
sion of employment security. 

Under the New Jersey law, which 
provides benefits for workers idled 
through non-occupational illness or 
other disability, employers and 
workers are free to provide cover- 
age under private plans, which 
must offer benefits at least equal 
to the schedule under the state 
plan. The state plan, supported by 
a $73,000,000 fund, provides a max- 
imum of $22 a week for 26 weeks. 

In the quarter starting Apr. 1, the 
division said, 181 additional private 





Proof 





plans went into effect, bringing to 
859,270 the number of workers cov- 
ered by such plans. 


* * * 


Road Board Undergoes 
Inquiry in Maine 

Maine’s state legislative research 
committee has voted to conduct a 
study of the state highway com- 
mission, including the question of 
the desirability of state bond issu- 
ance next year to finance an ex- 
panded construction program. 

The inquiry will be directed at 
income and expenditures and poli- 
cies. 

+ > * 


Mass. Highway Bond Issue 


Gets Backing from Labor 


With the Massachusetts commit- 
tee on highways and motor ve- 
hicles unable to reach agreement 
on a $100,000,000 highway bond pro- 
posal, the weight of the American 
Federation of Labor has been put 
behind the bill. 

Kenneth J. Kelley, secretary- 
treasurer of the state federation 


f of 








READY FOR FIRES—Prichard (Ala.) has purchased a 1950 Mercury for Fire Chief W. E. 


Dixon. 





of labor, called for early approval 
of the proposed bond issue, He 
based his support on the need for 
a modern highway system to meet 
the competition of other states in 
getting goods to the market. 

* + * 


Tradition Faces Compromise 


On Boston Jaywalk Law 


Massachusetts Registrar of Mo- 
tor Vehicles Rudolph F. King, who 
wants to fine pedestrians for jay- 


walking in the Hub, where pedes- 
trians have had the right-of-way 
for over 300 years, got wide sup- 
port on a compromise bill which 
“protects pedestrians and penalizes 
jaywalkers” at a legislative hearing 
at the state house. 

The new bill, backed by police 
chiefs, civic associations and leg- 
islators, gives the right of way to 
pedestrians in a marked crosswalk 
when traffic signals are not operat- 
ing. It also penalizes pedestrians 
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Grand Canyon Run 


Spotlights 1950 Stock Car 
Economy Performance 


with Mobilgas and Mobiloil 


—_ This is the kind of aggres- 
sive promotion offered by the 


makers of Mobilgas and Mobiloil 
to help you in your business. 


_ Yet, it is only a part of 


our overall program to help car 


dealers build more contacts, sell 


more service. 


= Get the facts from your 


Mobilgas and Mobiloil Representa- 


tive about our carefully worked out 


plan to assist you. 


The Flying Red Horse 


Companies 


SOCONY-VACUUM OIL COMPANY, INC. 


and Affiliates: MAGNOLIA PETROLEUM CO. « GENERAL PETROLEUM CORP. 


? 


31 Stock Cars 
Average 22.07 
Miles per Gallon 


© That’s the remarkab 
year in the gruelin 7 
Los Angeles to the 
it’s proof again th 
Mobiloil Zive outsta 
with economy. 


le record set this 
51-mile test from 
tand Canyon. And 
at Mobilgas and 
nding Performance 


an elapsed time of 18.5 hours 





SOCONY- VACUUM 


SERVICE SECTION 


$2 for the fourth violation of a 
provision prohibiting crossing out- 
side crosswalks or ignoring a traf- 
fic signal or police officer. 


Jail Sentences Await 


R. I. Hit-Run Drivers 


A bill providing for mandatory 
jail sentences up to three years 
for drivers found guilty of “know- 
ingly” having been involved in 
hit-and-run accidents resulting in 
personal injury was given final 
passage by the Rhode Island leg- 
islature and sent to the governor 
for signature. 


New Hampshire Ponders 


$1 Million Road Issue 


A bill introduced in the New 
Hampshire legislature would au- 
thorize a new $1,000,000 bond issue 
by the state highway department 
for “construction, reconstruction 
and betterment of primary and 
secondary highways.” 

Introduction of the proposal in 
the special state legislative session, 
called mainly to consider state re- 
organization recommendations, was 
approved by Gov. Adams. 

+ . * 


Mass. Legislator Urges 


Interest-Limiting Bill 


Charging that several “fly-by- 
night” companies in Massachu- 
setts are charging up to 40 per- 
cent interest, Rep. James A. 
Burke urges passage of a bill to 
limit the rate of interest on 
loans made to finance automo- 
bile purchases to 2 percent a 
month. 

” - a 


School Bus Paint Bill 


Vetoed in New York 


Gov. Dewey vetoed a bill which 
would have required privately- 
operated buses seating more than 
12 persons and used exclusively to 
transport students and teachers to 
and from school in New York state 
to be painted yellow. 


+ * 


* 
Fair-Trade Law Valid 
The Mississippi supreme court 

has ruled the state’s fair-trade- 
practices act constitutional. The 
law allows national manufacturers 
to make contracts with local retail- 
ers setting a floor on prices to be 
charged. 

* * * 


Fair-Employment Plan 


Spurred in Minnesota 


Plans for a campaign to obtain 
enactment of a state fair-em- 
ployment practices act at next 
year’s session of the Minnesota 
legislature were initiated at an 
organization meeting here of the 
Minnesota Civil Rights Commit- 


+ + + 

Mass. Haulers Seek Repeal 
Of Mileage Guide Law 

Members of the Springfield Dump 
Truckers Assn. have laid plans to 
send a protest delegation to the 
Massachusetts house of representa- 
tives to ask for repeal of a mileage 
guide law which they feel cheats 


them on haul estimates between 
towns. 


The law, in effect since June, 
1949, allows mileage payment on 
hauls from centers of cities only. 
Dumpers claim the law cheats 
them when they make hauls from 
the outskirts of cities, which may 
be many miles from the city center. 

” ” * 


N. Y. Auto Club Repeats 
Use Tax Warning 


The Automobile Club of New 
York has told Mayor O’Dwyer that 
any attempt to impose the twice- 
rejected auto use tax would be 
met with an all-out campaign 
against it by car owners of the 
city. 

“Motorists would never become 
reconciled to this tax,” William J. 
Gottlieb, president of the club, said 
in a telegram to the mayor, “and 
it would be foolish to force it upon 
them.” 

The telegram pointed out that 
no city in the state has an auto 
use tax although permissive legis- 
lation has been on the statutes for 
three years, It pointed out that 
Binghamton discarded the tax after 
one year and that motorists had 
blocked its passage in Yonkers, 
Poughkeepsie, Elmira and Syracuse 
as well as New York City. 
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ae a. | According to Service Survey... 
ra traf- j e 
‘ 
_ Dealers Lose 61% of Owners 
(Continued from Page 30) make it a point to check all new-| —headlining and door panel 
ndatory 25,000 and 29,999 miles; 14.5 per- | ©@° buyer’s cars for front end mal-| cleaning, floor mat repair, and a 
» years cont between 15,000 and 19,999; | adjustment or wheel unbalance| new set of seat covers? 
“Know- 14.4 percent between 30,000 and | when the car has been driven ap-| Very few, but those dealers who 
ved in 39,999 miles; 7.4 percent between | proximately 2,500 miles? do find a surprisingly high per- 
iting in 10,000 and 14,999 miles, and 2.4 Yet before that mileage is run| centage of owners more than will-| © 
n final percent under 10,000 miles. The (on the car such service is never|ing to buy this service which car- 
nd leg- balance buy new tires at over | too permanent, but after that mile- ries a fairly high profit return. eee 
»vernor 40,000 miles, “when needed” or age, when the car has “settled Many experts believe that in CO oak . 
never buy but trades the car. | sown” and the metals have taken|these days when 70 percent of the| STUDEBAKER DEALER SHOWS SALES FORCE—Harry L. Whitlock, Darby, Pa.. lined up 
Exactly 38.6 percent buy their ‘ weak eh . ‘ 5 .3;)cars in the average dealer’s service | his sales fleet in front of the salesroom in token of the campaign he conducted to have 
‘ : : their “set,” this twin service will : as many as possible experience the riding qualities of the 1950 Studebaker. The Whitlock 
rs tires from a service station, 19.2 not only give the owner a new station are less than two years old, sales staff includes, left to right, James Creween, Walter Connelley, Whitlock, General 
percent from a tire shop, 17.3 per- sense of driving ease in most cars far too much emphasis is being} Manager P. R. Furman, Joseph Kerns, Donald Love and Sales Manager Lew Pastor. 
cent from a tire manufacturing |); will patent a ony from carly placed by both factory and dealer 
he New supply store, 12.7 percent from a},, ; at in the selling of customer labor, : man” and had made restitution. 
uld au- ‘ garage, 6.1 percent from a mail ied sue ee and not enough on parts replace- Montreal Dealer Jailed The judge also noted that it was 
nd issue order company, 4.5 percent from an + * « ment and accessory selling to keep} For Bankruptcy Fraud his first brush with the law. 
artment auto supply shop, 1.3 percent from : the dealer’s shop revenue in tune si s of —____— 
truction a department store and 4.2 percent is Reader = —  atalee” 7 be yng his absorption picture aaah aaah oa ‘one tees O'L eary Rejoins Allen 
ry and a toe Soe. been consistently slipping for the|*"0'° °° jail sentence for Jerry Gordon, for-| Don Allen has announced the 
Car dealers are not mentioned; | past five years. At least the dealer is not going|mer president of Century Motors, | reappointment of James A. O’Leary 
posal in yet lubrication is on every third When the owner brings his to lose money or chase service cus-|Ttd. here. Gordon had pleaded |as used-car manager at Don Allen’s 
session, repair ticket written in a dealers ous 1 a in © & th tomers away by intelligently selling guilty to removing and concealing |Chevrolet in Buffalo and the pro- 
tate re- service shop and who is in better O-yoar-cna Car in ave the | them services and parts which they | $29,300 in company property after|motion of William Sherman to 
ns, was position to inspect the tires on the| fender dings removed and spot- need and are willing to buy. his firm was declared bankrupt|new-car sales manager. O'Leary 
| customer’s car than the lube man?| ted and the car given a “shinola’ Now is the time when proper|last May 18. served as used-car manager at 
' . * *# treatment on the outside, how | selling—not overselling—can be| Judge T. A. Fontaine said the|Allen’s from 1940-1944, and since 
ACCORDING to this survey, the} Many dealers also endeavor to | made to consistently boost dealer|three-month term represented clem-|has been on leave of absence in 
average mileage driven by| sell an inside beauty treatment | shop revenue. ency, because Gordon was “a sick ! Florida. 
Time readers every year is 12,197 . 
‘fly-by- miles. This means that fully 50 per- 
ssachu- . cent of their tire replacement 
40 per- : needs fall within the two-year pe- SELL NOW |! 
res_~«(CA.; riod when customers who stay with = 
bill to the dealer for service are still pa- e 
est on tronizing his service shop. H T t w it 
utomo- While this Time survey only too O o a Seats 
cent a points out two places where the 
dealer consistently misses an op- 
portunity to sell more service and 
parts replacement, they are in- ee ® 
dicative of the many places where 
better salesmanship on the serv- 
: — ice floor is needed in dealer shops. 
ravarely- Take the customer who comes in 
re than for a brake adjustment, for in- OMA - A G 
on = ene. Few dealers require that AUT TIC Cc NCELIN 
S their service men pull a_ front 
rk state wheel before they adjust a cus- Oo A A 
tomer’s brakes. Yet very often this DIRECTI N L SIGN LS 
precaution not only will save the 
lid customer from having to pay for FOR LATE MODEL CHEVROLET— 
a set of retrued brake drums but come — DODGE 
ao will garner a brake reline job for staal canneries ” 
al The the service shop. ; , 
setusere How many dealer service stations MASTER CONTROL SWITCH AND 
1 retail- ADAPTOR UNITS FOR MOST 
> © 
s to be Car-Buying Trend OTHER CARS, INCLUDING 
T L e CURRENT MODELS 
o Lower-Priced 
e 
oa Models Continues 
o 
a. _ DETROIT.—Car buyers are tend- 
¢ next ing to purchase more low-priced 
meneta and lower-medium-priced cars than 
ot on higher-priced vehicles, a study by 
ot the R. L. Polk & Co. discloses. 
Yommit- = far this year there has been 
; a distinct trend toward lower- 
} priced new cars, according to regis- Warning signal flashes automatically on front park- 
real é tration figures. The percentage of ing lights and rear tail lights. No unsightly gadgets 
j bs gehang- gg and high-priced cars to attach — No wires to splice — No holes to drill. 
as, on -~ other hand, declined Tailor-made wire harness just like original equip- 
d Dump against other postwar years. ment. Snap out the old sockets — Snap in the new! 
Jans to As of the end of the first quarter Aircraft terminal connectors for quick, easy instal- 
to the of this year, approximately 200,000 lation. Sets include sturdy, die-cast, rich chrome 
resenta- more new cars in the low-priced finished switch, wiring harness, flasher, fuse block, 
mileage group had been registered than indicator light, sockets, bulbs when required and 
cheats during the same period last year. full instructions. Installs in less than an hour. Ap- 
between An increase of approximately 100,- proved in al/ 27 States requiring device approval. 
000 more cars in the lower-medium- Priced right for sellability, quick turnover and 
> June, priced group was noted, while in added profits! U. S. Pat. No. 2276413 
ent on the upper-medium-priced group a 
2s only decline of 30,000 units was reported. 
cheats The high-priced group showed a 
distinct decline, totals being some o 
- — 5.000 less than for the same period SPEAKER Amacor MIRRORS 
a of 1949. Distinctively styled and precision engineered, these 
conter. The trend observed during the beautiful rear view mirrors blend and become part 
first quarter confirms figures ap- of today’s modern, streamlined cars. _ Unexcelled 
ts parent all through 1949, Polk states. quality and craftsmanship. Fine, lifetime chrome 
As of Dec. 31, the low-priced finish. Non-glare mirrored surface. Fully adjust- 
f group had a million more new cars able — Mounts on either left or right side. Com- 
f New registered than for the year 1948. pletely installed from the outside — no screws 
yer that The lower - medium - priced group | showing — theftproof. Competitively priced — 
+ twice- had some 400,000 more new cars A real sales booster! 
uld be than in 1948. 
mpaign Percentage of difference between SPEAKER SNAP SCREW 
of the the upper-medium-priced cars and | (Patent Pending) 
- the high-priced group, however, fastens fast — 
ecom . : ‘ 
oo 7 er narrower than current five minutes to install 
ub, said SL a 
. ao. Warman—Brown 
Harold E. Warman has been ap- rt 
ut that pointed general manager of Uni- Other SPEAKER Safe-Driving Products — 
; versity Avenue Motors, Ltd. (Chrys- 
4 = | ° ter-Plymouth-Fatgo), Toronto, and MATCH PATCH® TUBE AND TIRE REPAIRS — VULCAN- 
tes for Jack Brown has been named serv- IZERS — ELECTRO-PATCHES — PASSENGER CAR AND 
ut that ice manager. Warman joined the TRUCK REPLACEMENT VALVES — BRAKE SAVER SIGNAL 
ax after company in 1948 as office manager. LIGHT — SPEAKER ALL-WEATHER RADIATOR FRONT. 
ts had Brown has been with various 
‘onkers, Chrysler dealers for 15 years prior @T.M. Reg. U. S. Pat. Off, 
yracuse to joining University Avenue Mo- 


tors. 
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For Top 





NEW YORK.—Advertising merit 
awards to automotive jobbers will 
be made again this year by the 
Automotive Advertisers Council, ac- 
cording to S. R. Robinson, adver- 
tising manager of the Grey-Rock 
division of Raybestos-Manhattan, 
Inc., and chairman of the council's 
wholesaler advertising award com- 


The awards are given for the 
best automotive wholesaler adver- 
tising program over a 12-month 
period and are intended to encour- 
age better advertising and mer- 
chandizing in the automotive serv- 
ice industry, Robinson’s announce- 
ment stated. 

Any automotive jobber in the 
U. & or Canada, regardless of 
size or whether or not he is a 
member of the jobber association, 
doing at least 75 percent of his 
annual volume at wholesale, is 
eligible for the awards, Robinson 


According to the announcement 
first, second and third awards will 





Merchandisers 


Advertising Council to Give Merit Awards 
For Best Jobber Promotions 


Motorists are particular about their oil! 
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be made in each of four divisions 
based on dollar volume and a Ca- 
nadian group as follows: 

1. Automotive jobbers doing over 
$2,000,000 annually. 

2. Automotive jobbers doing over 
$500,000 and up to $2,000,0000 an- 
nually. 

3. Automotive jobbers doing over 
$250,000 and up to $500,000 annually. 

4. Automotive jobbers doing less 
than $250,000. 

5. All Canadian jobbers. 

Honorable mentions will be given 
at the discretion of the judges and 
separate awards will be made for 
entries received from Mexico and 
overseas, it was added. 


All entries must be received, Rob- 
inson said by Sept. 1, 1950. Entry 
blanks will be mailed by the Na- 
tional Standard Parts Assn., the 
Motor and Equipment Wholesalers 
Assn. and the Motor and Equip- 
ment Manufacturers Assn. to mem- 
bers in the near future, Robinson 
added. 

Jobbers who are not members of 


They know that richer, tougher, ‘“‘oilier’’ oil 
means better engine protection—lower oil 
consumption—cleaner, healthier motors. They 
look for and insist on Wolf's Head—100% 
Pure Pennsylvania, Premium Grade. You, 
too, should be particular about your oil! 


Sell Wo.¥F’s HEap .. . display WoLF’s HEAD 
... talk Wour’s HEap! It’s your hallmark of 
quality for it means the “Finest of the Fine”’ 
to millions of motorists everywhere! 


Wolf’s Head Oil Refining Co., Inc., Oil City, Pa., New York 10, N. Y. 


MOTOR OIL 


100% Pure Pennsylvania 
“Premium Grade” 





i> 





DEALER ALLEN IS OPTIMISTIC—C. V. Allen, a pioneer auto retailer in Everett, Wash., 


predicts that 1950 will be his best year in the business. 


100 for the first quarter of the year. 


one of these trade organizations 
may obtain blank forms from the 
Automotive Advertisers Council, 105 
Jennings Building, New Castle, Ind., 
attention George W. Stout, execu- 
tive secretary. 

Robinson noted that for the 
first time, one of the factors in 
the judging will be the effective 
use by contestants of materials 
and ideas furnished in the indus- 
try-wide “Get It From Your Job- 
ber” program, also created and 
sponsored by the Automotive Ad- 
vertisers Council. 


All advertising done by a jobber 





peratures. . 


and undue wear. 


zee Wolf’s Head Rules-of-the-Road folder. 

ontains speed laws, driving regulations, safety 
hints for all states. Send for your copy today. 
Additional copies available for distribution 
to your trade. Write for information. 


AND LUBES 


Member, Penna. Grade 
Crude Oil Association 


WOLF’S HEAD goes 3 steps further! 


1. THOROUGHLY Dewaxep— flows freely at all tem- 
. gives instant, full-bodied lubrication. 
2. DOUBLE-DisTILLED—free from trouble-making im- 
purities that cause excessive oil consumption, sludge 


3. TRIPLE FILTERED—Tesists sludging, oxidation and 
corrosion to bearings. Won’t thin out at high temper- 
atures—won’t get sluggish at low temperatures. 


He reports sales of upwards of 


between Sept. 1, 1949, and Aug. 31, 
1950 should be entered, the com- 
mittee stated. 

Entries should be bound in port- 
folios made of heavy black cover 
stock, page size 13 inches by 20 
inches with heavyweight or double 
thick black covers. Robinson added 
that the name, address and the job- 
bers volume group should be shown 
on the outside front cover. 

On the inside front cover, he 
said, a statement of advertising 
objectives, record of advertising 
results, and percentage of gross 
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volume spent on advertising 
should be shown. 

This statement should also- tell 
whether the entrant’s advertising 
and sales promotion is merchan- 
dised. 

On the pages of the portfolio the 
literature, scripts and ads used 
should be mounted in the sequence 
used and classified by individual 
campaigns if possible. Photos of 
window displays, meetings and ex- 
hibits, should be used where neces- 
sary, the committee added. 

Send forms to Automotive Ad- 
vertisers Council, 105 Jennings 
Bldg., New Castle, Ind. Portfolios 
can follow later, but must arrive no 
later than Sept. 1, Robinson warned. 

Judging will take place at the 
1950 fall meeting of the council. 


Dealer Failures 
Up Slightly for 
1949 in Canada 


OTTAWA. — There was only a 
slight increase in the number of 
bankruptcies among automobile 
dealers during 1949 compared with 
the preceding year, although there 
was a sharp upswing in trade fail- 
ures in all other lines, the Cana- 
dian government announces. 

Only 11 dealers failed in 1949 
against nine in the previous year 
throughout Canada. Of the 1949 
bankruptcies, seven occurred in 
Quebec and two each in Ontario 
and the Prairies. 

In the last quarter of 1949, how- 
jever, there were five failures, 
| against only one in the same period 
|of 1948, with three of last year’s 
failures taking place in Quebec and 
| two in the Prairies. 








Unpatriotic 
Improvements Urged 


In Revere’s Road 


BOSTON. — Patriots’ day, when 
reenactment of the rides of Paul 
Revere and William Dawes is 
staged every Apr. 19, brought a 
blast this year from Frederick C. 
Church, general chairman of the 
|Greater Boston development com- 
|mittee, who said the route was a 
“narrow washboard highway that 
has not changed much from those 
|of 175 years ago.” 

He asked that the legislature 
pass the second $100,000,000 high- 
way bond issue and sent them the 
following message: “Pave the way 
|for a better Patriots’ day.” 


Show 


(Continued from Page 33) 


leum Solvents Corp., Phoenix Auto 
Prod. Co., Pick Mfg. Co.; Pioneer 
Electro and Research Corp., Plas- 
tone Co., Inc., Joseph Pollak Co., 
Powell Muffler Co., Inc., Pruden 
Tool Co., Inc. 


* * * 


UINCY COMPRESSOR CO. 

R & L Mfg. Co., Raybestos Div. 
of Raybestos-Manhattan, Inc., Re- 
liable Paste & Chemical Co., Ren- 
berles Prod., Riker Mfg., Rinck- 
McIlwaine, Roberts Flexible Hose 
Co., Inc., Rotary Lift Co., Rottler 
Boring Bar Co., William and Har- 
vey Rowland, Inc. 

Sanatex Corp., Santay Corp., E. 
L. Schofield, Inc., Scovill Mfg. Co., 
Inc., Sealtight Corp., Service 
Gear Co., Shur-Gloss Mfg. Co., 
Signal-Stat Corp., Simonds Abras- 
ive Co., Skilsaw, Inc., Slip-On 
Prod. Co., Inc., Sorensen Mfg. 
Co., Inc., J. W. Speaker Corp., 
Standard Motor Prod., Inc., Stand- 
ardized Prod. Co., Inc., Storm- 
Vulcan, Inc., Stream Line Tools, 
Inc., Stuart Eng. Div., Sunnen 
Prod. Co., Superior Screw & Mfg. 
Co., Swingspout Measure Co. 

Thermoil Lubricants Corp., Thex- 
ton Mfg. Co., R. M. Thomas Co., Inc., 
Trainor National Spring Co., Trico 
Prod. Corp., Triplex Corp. of Am., 
Tuthill Spring Co., Tuxco Corp., 
Universal Battery Co. 

Vaco Prod. Co., Van Bergen & 
Greener, Van Cleef Bros., Inc., The 
Van Dorn Electric Tool Co., Van 
Norman Co., The Vision Visor 
Corp. 

Wadell Equip. Co., Wagner Elec- 
tric Corp., Walker Mfg. Co., Wash- 
mobile Corp., Watervliet Tool Co., 
Inc., The Weatherhead Co., Weav- 
er Mfg. Co., Wells Mfg. Corp., 
Western Automotive Co., Wherry 
Eng. Co., Edmund J. Wudel Mfg. 
Co., Yankee Metal Prod. Corp., Ze- 
col, Inc., Zim Mfg. Co. 
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By Roy Carmichael 
Staff Correspondent 


MONTREAL.—Over the years as- 


Pillar of Canadian Trade 


Auto Industry’s Rise Depicted to Rating 
Among Top Five Dollar-Builders 


pound make United Kingdom au- 
tomobiles attractive. 
Before the war, commonwealth 


sembly and production of motor|countries took over four-fifths of 


vehicles in Canada has developed 
to the point where the auto indus- 
try ranks among the top five in 
terms of dollar volume of produc- 
tion, comments the Canadian Bank 
of Commerce in reviewing the in- 
dustry. 

In recent years, demand has been 
ahead of available supply—in fact 
the industry, .generally, has been 
able to sell everything it could 
produce. Relatively high income 
levels, a rising population, and the 
backlog of demand which had ac- 
cumulated during the war years 
when production for civilian pur- 
poses virtually ceased, have con- 
tributed to strong demand condi- 
tions. 

During the past year, increased 
production and shifts in the pat- 
tern of foreign trade tended to 
ease a tight supply situation and 
there are now indications that 
supply in one or two lines has 
caught up with effective demand 
and in others the trend is to- 
wards a balance, the bank com- 
ments, 

Last year, production of automo- 
biles in Canada reached the highest 
figures so far reached — 290,634 
units. Comparable figures for the 
previous year, the wartime high 
and the prewar highs were as fol- 


lows: 1949—192,458 cars, 98,176 

trucks; 1948—166,819 cars, 96,941 

trucks; 1941—96,603 cars, 173,588 

trucks; 1929—203,307 cars, 59,318 

trucks. 
Exports Decline 

Along with the rise in produc- 


tion, the past year saw a decline 
in exports and a rise in imports 
of automobiles, which combination 
has had the net result of increas- 
ing the supply available for the 
domestic market. 

Exchange conservation measures 
of 1947 have to a large extent gov- 
erned subsequent imports of Amer- 
ican cars, at the same time affect- 
ing domestic production by limiting 
purchases of production parts from 
the U. S., but imports from the 
United Kingdom have increased 
steadily for the past three years 
and at 33,463 in 1949 were more 
than double the previous year’s 
total and formed over 11 percent 
of the total number of cars avail- 
able for the domestic market. 

Sterling devaluation and the cur- 
rently popular appeal of United 
Kingdom cars in certain price and 
weight categories are expected to 
maintain the 1949 rate of imports 
in the present year. (United King- 
dom export figures for January 
show a 78 percent increase in ship- 
ments to Canada over the monthly 
average of the previous quarter.) 

An increase in the quota for 
cars built in the United States at 
the beginning of the present fis- 
cal year did not induce any sig- 
nificant increase in purchases, 
and the lowered value of the Ca- 
nadian dollar in that market since 
last September has had the ef- 
fect of holding down imports in 
some cases, 

While showing sharp deviations 
from year to year, imports of com- 
pleted vehicles have been main- 
tained at a high level relative to 
1939, and last year were 85 percent 
of the 1929 level, when the total 
automobile supply reached its pre- 
vious peak. 

Competition from U, K. 

Exports, however, have declined 
steadily in recent years, largely be- 
cause Canadian markets were in 
the soft currency areas, principally 
the British dominions, which could 
not longer afford the Canadian dol- 
lar exchange, but partly also be-| 
cause the indigenous motor manu- | 
facturing industries have increased 
their output, a factor which seems 
likely to be of growing importance 
as further new plants come into 
production. 

United Kingdom firms are cur- 
rently making a strong bid for 
business in the British Domin- 
ions and within the past six 
months new or additional assem- 
bly. plants for various British 
firms have been opened or are 
in the process of tooling up in 
India, Pakistan, South Africa 
and Australia, where inability to 
pay in dollars and the devalued 





Canada’s exports of cars, and the 
shrinkage in sales to these areas 
is, therefore, regarded as signifi- 
cant. 

The last prewar unit figures and 
those for 1949 (in parentheses) 
were as follows: South Africa, 9,059 
(7,306); India and Pakistan, 5,067 
(3,285); Australia, 27,377 (12,365); 
New Zealand, 7,944 (1,496). 

Total exports of motor vehicles 
in 1949, including those to areas 
other than the above, dropped about 
40 percent to less than 30,000, and 
were just about half those in 1939 
and less than a third those in 1929. 

Fewer Car Makers 

The composition and size of the 
automobile manufacturing industry 
has changed materially over the 
past 20 years. By process of con- 
solidation on the one hand, and ex- 
pansion of facilities on the other, 
the industry, which numbered 26 
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PONTIAC HONORS MYRTLE MOTORS— 


Edward Dintenfass ee owner of the Glen- 
dale (N. Y.) dealer receives the Chief 
Pontiac picture from New York Zone Manager 
Cc. G. Miller 


plants in 1931 with an output val- 
ued at $60,000,000, had by 1939 ex- 


panded its output to a gross of 
$107,000,000, the product of 12 
plants, 


During the war the number of 
plants was further reduced as 
branch assembly units were either 
shut down or diverted to other 
uses. Since 1945 a number of U. S. 
manufacturers have established 
branches in this country and by 
1948 11 plants were producing near- 
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ies Practical isd 


—every one! 


1950 


ly $400,000,000 worth of cars. This 
year two additional plants will 
come into operation. 

In addition to the plants turn- 
ing out complete units, there are 
118 firms making production and 
repair parts and accessories, All 
told, 26 new plants have come 
into production since the end of 
the war. 

Thirty-one million dollars have 
been spent on new plant and equip- 

ment over the past three years. 
Profits in the industry have been 
relatively high in recent years and 
a major part of the financing has 
been possible from, retained earn- 
ings. 

Within the past 10 years the av- 
erage number of employes in the 
auto manufacturing industry has 
almost doubled and now stands at 
about 28,000. The payroll has risen 
from $20,500,000 in 1939 to $80,000,- 
000 in the past year. 

The Part of Parts Firms 

In addition to the plants manu- 
facturing complete units, however, 
there are the additional 113 firms 
mentioned above employing about 
19,000 people, turning out metal 
production and repair parts and 
accessories, 

In all, approximately 47,000 per- 
sons with an annual payroll of 
about $109,000,000 are making 


» 
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.»» APPEARANCE RECONDITIONING 
INCREASES YOUR USED CAR VALUES 


Buy them right... Fix them right... and you'll sell them right 


Carsmetics appearance reconditioning is a planned procedure — 
planned by an expert to make reconditioning of used cars a practical 
business method. You can profitably recondition used cars with 
Carsmetics, because Carsmetics products are time and labor savers 


‘ 57 


automobiles and parts worth 
around $530,000,000 a year. Com- 
parable figures for 1939 are 22,546 
persons earning $30,400,000 and 
producing $146,000,000 of goods. 

The ramifications of the automo- 
tive industry, of course, reach far 
beyond the sphere of vehicle pro- 
duction into the servicing, repair, 
accessory and associated industries. 
In 1947 (the last year for which 
figures are available) the produc- 
tion of specified auto parts and 
accessories from all industries 
amounted to $264,000,000, of which 
only $131,000,000 were the product 
of the automobile parts (metal) 
industry, the balance being made 
up of such items as tires and cas- 
ings, storage batteries, asbestos 
products, brake linings, laminated 
glass and the like. 


Shell Ups Grease Output 


NEW YORK.—Shell Oil’s new 
multi-purpose industrial grease is 
now available in larger quantities, 
says B. G. Symon, lubricants de- 
partment manager. The company 
says the patented grease is called 
Million Stroke because of its re- 
ported ability to resist structural 
breakdown. 
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You can get all the potential profit out of used cars when you use 
Carsmetics appearance reconditioning. Ask your WuIz jobber for 
details, or write direct for a descriptive booklet. 


ges 


€ M 
Bod C t 
Bodyrepaire §— @g EAN S& Corsnetics 
You can make clean chassis, 


body and fender repairs for far less 
money with Met-L-it—the new 
extra-tough, extra-dependable cold 
metal. 


EM 
peruse om prod. 


speed application of materials. 
Spray wax, upholstery tint, trunk 
interiors and convertible top coat- 
ing can be sprayed on for speed 
and low material cost. Refinishing 
is practical and profitable! 


exterior finishes, windows and in- 
terior upholstery in a fraction of 
the time you would ordinarily 
spend. Chemicals do the work— 
you save on labor. 


Appearance is 


EM 
Le E the biggest 


so— 
factor in used 


car sales. With Carsmetics, you can 
put new sales appeal and new prof- 
its into your cars. Make recondi- 
tioning pay—with Carsmetics! 


Look for the new Carsmetics line at your 
nearest regianal automotive trade show. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





EALERS in widely separated 

areas offered good examples 
the other day of confidence-inspir- 
ing used-car ads. 

In Birmingham, Ala., Fred Goad 
Motors (Mercury) advertised: 

“Ever hear the one about the 

man who bought the Brooklyn 
bridge? 

“Maybe you got the same sort of 
sales talk on a used car once—and 
brother, were you stuck! You won’t 
get any ‘Brooklyn bridge’ talk 
from us! We want you to come in 
and drive our used cars. Test them! 
For we think they’re the best in 
town—the cream of the used car 
crop—and we'll stake our reputa- 
tion for quality on that. 

“Come in today! Hear our low 


prices, liberal terms. We can get 
together on a ‘deal’ in ten minutes 
flat!” 


Be Sure 

ILLCREST MOTORS, Toronto, 

used this caption: “When You 
Buy a Used Car—Be Sure.” 

Copy read: “You can be sure 
of these used-car values, Because 
at Hillcrest every used car gets 
concentrated new-car attention. 
Every used car offered for sale 
is checked and re-checked by 
thoroughly trained, factory-expe- 
rienced new-car mechanics. 
“When a Hillcrest used car is 
placed on the lot it is as mechanic- 


* * * 


ally perfect as it can be, When you 
buy your used car, buy where you 
can be sure.” 


* * * 
Choice 

N EL CAMPO, Tex., Florey Mo- 

tor (Buick) asked: “A Lemon or 
a Honey?” The advertisement points 
out: 

“That's the question when you 
buy a used car, There’s only one 
way to be sure there’s not a 
lemon under that shiny paint. IF 
YOU DON’T KNOW THE CAR, 
KNOW THE DEALER. 

“When you trade with us, you 
don’t have to worry about the car’s 
condition. We stand behind our 
used cars, because we know they’ve 
been carefully reconditioned, and 
are good values .. .” 


aa * * 
Park the Kids 
"= L. B. Smith Motor Corp. in 
Buffalo has an answer for par- 
ents who don’t know what to do 
with their children while they are 
out looking at automobiles. 

The Buffalo Ford dealer has set 
up a television set in the showroom 
especially for the kiddies, There 
they are entertained while the par- 


ea a ae 


SCHOOL 
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BOY SOLDIERS GET TRAINING CAR—Sturgis Ford Sales Co., Sturgis, Mich., recently 


presented a 1950 


Ford to the Howe Military school, Howe, Ind., for driver-training instruc- 


tion. Bob Smith, of the dealership, is handing keys to driving instructor Capt. Fred Green- 


wood. Col. B. 


B. Bouton looks on from left as cadets observe proceedings. School officials 


say quite a few of their students and graduates are sons of Ford dealers. 





ents talk automobiles. L. B, Smith 
advertises this facility for children 
on its radio program, 


+ * * 
Free Ride 
N KANSAS CITY, if you want to 
look at used cars and have no 
transportation, Brush Creek Motors 
will send a car to pick you up and 
bring you down to their lot. They 





uickly prepare ANY CAR GE 
ccurate to 400 al of measurement 


The R-M TINTOMETER 


. makes it possible for the Refinisher or Jobber to 


prepare quickly 
car colors in either 


and accurately any of thousands of 
lacquer or enamel. Accuracy 


is based upon the division of any formula into 


1000 parts. This is accu 
few drops of color; yet, 
almost unbelievable precisio 


racy in terms of a 
in spite of this 
n, inexperi- 


enced help can prepare authentic R-M 


colors in a matter of minutes. 
Colors are measured according 
to laboratory prepared formulas fur- 


nished by us. (Lacquer and enamel 
formulas are separate, no attempt 
being made to strike a compromis- 


ing “m 
a single 


iddle ground” by offering 
formula for both). Only 


22 lacquers or 22 enamels are 
needed, from which ail car colors 
are prepared. 


Now you 


control your inventory by 


can more carefully 
(1) 


stocking only FAST-MOVING 
R-M factory packaged colors, and 
(2) by quickly preparing all other 
R-M colors on your Tintometer 
as needed. Now you can be assured 
of a consistent stock turnover; and 
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US roy WHEN TO STOP pout 


RINSHED-MASON 


you can prevent waste by pre- 
paring only the amount needed 


for the paint job at hand. 


Complete details on request. 
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COMPANY... 
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call this a “Free Ride to the Bright- 
est Spot in Town.” 
* * * 


Service Guarantee 


ONFIDENCE inspiring is the 

A guarantee given repair custom- 
ers of Galles Motor Co., which is 
featured in Galles (N. M.) news- 
paper ads: 

“WE FULLY GUARANTEE” 


“That all parts used on this 
repair job were genuine factory 
approved and the work was done 
on your car by the following me- 
chanics who guarantee their 
workmanship. Barring accident 
or collision the parts and work- 
manship are guaranteed for 90 
days or 4,000 miles. 

“If for any reason you are not 
satisfied, kindly refer to this guar- 
antee at your earliest convenience.” 

The guarantee is then dated and 
signed by all mechanics who 
worked on the car and by the final 
inspector. 
* - 

Cheapies 
“DOUGH BUT READY” is the 

reading on a neon sign that 
designates the jalopy department 
on the used-car lot of Armour Mo- 
tors (Lincoln-Mercury) in Kansas 
City. 


* * * 


Light Touch 


— a sample of the light 
touch by King Motor Co., Tal- 
lahassee, F'a.: 

“1937 Chevrolet— This one be- 
longed to a mechanic, so we know 
it’s never been worked on—$135. 
Extra auto, to be used for spare 
parts on it, $35.” 

” 


Prospecting 


HE Johnson-Arnold Motor Co. 

(Chrysler-Plymouth) in Denver 
has carried out a plan that added 
a good live prospect list to its files. 
The company, owned and operated 
by Willard F. Johnson and E. B. 
Arnold, ran several large advertise- 
ments in local newspapers. These 
ads were addressed to the young- 
sters of Denver and announced that 
a “big beautiful kite that flies like 
a bird” would be given away free 
for the asking. 

All the child had to do to get 
a free kite was to come in and 
ask for it, providing they brought 
their father or mother along. 
Then, each ad had a coupon to 
be filled out by the boy or girl 
asking for a free kite. 

The coupon had to be filled out 
giving the name and address of 
the child’s father, There was also 
space to name the make of the 
father’s present car, model and 
year, The offer held good until all 
of the 2,000 kites on hand were 
given away. 


New Rubber Use 
Gains 12.11% 
During Month 


NEW YORK.—Estimated con- 
sumption of new rubber during 
March increased to 99,028 long 
tons, 12.11 percent above February, 
according to the monthly report 
of the Rubber Manufacturers Assn. 

Use of natural rubber in March 
was 61,008 long tons, an increase 
of 7.73 percent from the previous 
month. 

March consumption of synthetic 
rose 19.94 percent over February 
to 38,020 long tons. 

Reclaimed rubber use was esti- 
mated at 22,222 long tons, 12.1 per- 
cent higher than the February 
amount. 
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(Continued from Page 30) 


ing St. Louis-ward come May 18 
to attend the annual convention 
and booth conference program of 
the Automotive Engine Rebuild- 
ers Assn., to be held in the New 
Jefferson hotel of that city May 
18-20. Executive Vice-President 
Patterson of the association 
promises a speakers’ program 
that combines sales ideas with 
pertinent current shop practice 
and vital tax information. Sixty- 
seven manufacturers have signed 
up for booth space. 

X. Kessler of Kessler Chevrolet, 
Detroit, put a new breath of spring 
into his “April Special” service pro- 
motion letter by stapling a neat 
cloth violet to the top of each let- 
ter. It is one of those things that 
make you stop and read what is 
clearly a form letter. 

The Alemite Div. of Stewart War- 
ner has brought out a form that 
should help many dealers increase 
their service shop revenue. lt is 
a lubrication service certificate, 
which lists the services performea 
on one side, with squares for the 
lube man to check the work he 
has done—and a column of safety 
inspections which include muffler 
and tail pipe, fan belt, battery, 
radiator, radiator and heater hose, 
head, tail and stoplights, wind- 
shield wiper, horn and tires along 
side of the check list. It shoulda 
develop business. 

* 


Many Products 


ig A WEAK moment I let Larry 
Brennan, now sales manager for 
Morrison Steel Products, Inc., Buf- 
talo, sell me on “singing for my 
lunch” at the company’s distrib- 
utor convention a week ago. Mor- 
rison, as many of you know, makes 
the steel service bodies for the 
half and one-ton trucks which elec- 
tricians, plumbers, telephone and 
other service men of this type use 
to carry their tools and mainten- 
ance supplies. 

Larry, when I got to know him, 
was a partner of the inimitable 
Dick Howard—now a “string” 
salesman for Harvester with his 
distribution office in Indianapolis 
—but once one of the “fireballs” 
of the truck business. Dick for 
years was the dynamic sales- 
manager for Anthony Body, but 
to get away from the traveling 
that such a job entails, organized 
the Truck Equipment Co, in In- 
dianapolis. 

I was genuinely surprised at the 
size of this Morrison Steel opera- 
tion and the breadth of the prod- 
ucts they make for the automotive 
industry. Two of their newest items 
are a trailette with a service body 
on it that car as well as truck 
dealers can sell behind their cars 
for the electrical and freezer serv- 
ice men who cannot afford to own 
a car and a truck too, and who 
must depend upon their car to 
haul their “workshop on wheels” 
out to the job, as well as carry 
heavy loads of material and sup- 
plies in their car. 

* * 


Sees Old Friends 


Y SELLING these operators 
such a vehicle, it not only 


Bedouins, Alert 


Rear Axle Trailer Hitch 


Readied for Market 


SOUTH BEND.—R. M. Simpson, 
921 Allen St., says he has perfected 
a trailer hitch which takes the 
weight off the auto’s rear bumper. 

Two rods of two-inch by three- 
eighths inch angle iron are held to 


* 





the rear axle on clamps which fit 
around the axle. The U-bolts which 
slide over the clamps and connect 
to the rods, make a pivot which 
lets the rods move up or down. 
The hitch extends about 18 inches 
behind the auto’s rear bumper 
where the trailer connects over two 
wheels on 360-degree casters. The 
adjustable length steel angle iron 
can be made to fit any car body 
length the inventor claims. The 
main hitch ball is embedded in a 
four-inch block of solid live rubber. 
Simpson claims the following ad- 
vantages: no weight on the auto; 
no welding to the auto; no over- 
loaded car springs; no sidesway; 
no driver fatigue; no headlights 
out of focus; no front wheels off 
the ground; no broken springs, 
and no shock absorber trouble. 


eliminates the necessity of equip- 
ping the car with helper springs 
and all of the car maintenance 
problems that consistent overload- 
ing brings on, but also assures the 
dealer of a much cleaner car being 
traded in—and these boys trade 
fairly often. 

Another “new” for Morrison is an 
overhead garage door that looked 
darned good to me. It, too, is an 
all-steel stamped-out deal. 

I was agreeably surprised to 
find many of my truck-equipment 
friends from across the country 
in attendance as Morrison dis- 
tributors—fellows like Weiss from 
Walker-Weiss, Denver; Red Ev- 
ans from Platt, Inc., Chicago; 
Russ Davies of Truck Equipment, 
Fort Worth, Tex.; Olson, who 
covers the far reaches of the 
northwest with his operation in 
Minneapolis; Huffman of Colum- 
bus, O., and several more with 
whom I have fought the truck 
battle over the years. 

Red Evans, for instance, and I 





came together back in the days 
when Harry Klingler was sales 
manager for Chevrolet and Red 
was “inherited” into that organiza- 
tion when Knudsen decided to buy 
the Martin Barry Body plant to 
make truck bodies for Chevrolet. 


Sam Morrison, top brass of this 
company which stamps out a lot 
of cab and body pariels for various 
truck companies in addition to 
making their own bodies and fur- 
naces, is a top host, I found out, 
and has the happy faculty of seem- 
ingly letting his distributor organ- 
ization have a say in their sales 
policies but still running the show 
with a firm hand. 

* * 7 


K. R.’s Farm 


HILE in Buffalo I took time 

off to get a gander at the size 
of the K. R. Wilson operation. It 
was the first time I was ever out 
to Arcadia, where their plants are. 
They have three of them in this 
little town that snuggles quietly in 
the hills about 60 miles south of 
Buffalo. 

And having seen the _ three 
plants—which show every evi- 
dence of the continuous and 
steady growth of this old-line 
special toolmaker as well as the 


Crop and take a look 


at Schrader Valve Cores and Caps... See for 
yourself the real value packed into them. The 
service they give is almost fantastic, compared 
to their size. Yet, the extra protection they give 
to tires valued at hundreds of dollars costs the 
car, truck or tractor owner practically nothing. 

It’s true! Schrader Valve Cores and Caps are 
the biggest value in the entire automotive in- 
dustry. Long lasting, dependable, and tops for 
quality. Universally recognized as the “Ace of 
Standardization” for original and replacement 


“farm”—I can more easily under- 
stand now, more about the late 
K. R. Wilson. I knew K.R. as 
the gruff and rough maker of 
tools who stepped into the Ford 
picture so dramatically back in 

1920. 

For some reason, K.R. never 
took me out to see this farm or 
to visit the plants where he built 
the stuff, although he did take me 
up to see the new mansion he 
bought in Buffalo in the early 
thirties. If I had seen the plant and 
farm deal in those days, I would 
have appreciated the kindliness and 
warm heart which the gruff man- 
nerisms covered—for no man could 
build the recreation spot that K. R. 
built and assembled for his em- 
ployes, without having a lot of 
sentiment and kindly regard for his 
associates. 


The farm surrounds the home- 
stead in which K.R. was born— 
and even today Arcadia could well 
be known as “Wilsonville.” K.R.’s 
brother, Frank, and Frank’s boys 
still carry on in the K.R, tradition, 
but are gradually expanding the 
operation with the aid for Don 
Gulling, the new sales manager, 
and Norm Forest to build better 
and more efficient service tools for 
other operations besides Ford. 
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GMC Deal Open 


W. J. McCann, New England 
zone manager, announces that 
there is a GMC truck franchise 
available in Springfield, Mass. 


FLASH-A-CALL 
SERVICE CONTROL PROGRAM 


A plan designed to increase your 


40 


an Rien a 


service volume from 25 to 


speed service save me 


time and to correct the many 


troublesome problems of your 


service 


For SMALL and LARGE shops 


deportment 


Approved By All Major Automobile 


Factorie 


FLASH-A- CALL 
TAG ECO MDOT 


2433 South Indiana Avenue, 
Dept. LUMA Chicago 16, Ill. 


for information 
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equipment, they are the only Cores and Caps 
with world-wide customer acceptance. 

Every time you repair a tube, make an extra 
profit. Replace the old Valve Core and Cap with 
new, improved Schrader parts. Your customers 
expect to pay for this 100% repair service, so 
charge for it. Failure to replace the old, worn 
valve parts will only result in dissatisfied cus- 
tomers and loss of profitable business. 

Protect your service reputation and custom- 
ers’ tires, too, by using only genuine Schrader parts 
in your service work. Specify Schrader Valve Caps 
and Cores when ordering from your supplier. 


The Schrader Trade Mark Is Your Guarantee Of Quality 


USED BY ALL TIRE MANUFACTURERS ON ORIGINAL EQUIPMENT TUBES 





A. SCHRADER’S SON 


Division of Scovill Manufacturing Company, Incorporated 


BROOKLYN 17, NEW YORK 











By George Deery 
Associate Editor 


“The job of creating a better 
understanding of business and in- 
dustry among employes and the 
general public is as important as 
any of the problems facing man- 
agement today,” John E, Sattler, 
northeastern regional public rela- 
tions manager of Ford, last week 
told members of the Metropolitan 
section, American Society of Me- 
chanical Engineers. 

Sattler spoke in place of Charles 
E. Carll, Ford’s public relations di- 
rector, who was forced by illness 
to cancel his speaking engagement. 

Opinion polls have shown, Satt- 
ler said, that operation and bene- 
fits of the private enterprise sys- 
tem are not well understood by 
people generally. He said that 
business and industry must dem- 
onstrate that they can and do 
serve the people better than they 
could be served under any sys- 


Affecting Factories and Dealers .. . 


Auto Advertising 


AUTOMOTIVE NEWS, MAY 8, 1950 






tem of government planning and 
control, 

“To do this,” he declared, “we 
must begin right in our own back 
yards with our closest and most 
critical public—our employes. 

“If we can’t convince our em- 
ployes that ours is a good company, 
we can hardly expect outsiders to 
believe that it is,” he declared. 
“And if we can’t convince our own 
employes that the private enter- 
prise system is the best, we can 
hardly hope to.convince others who 
aren’t so close to it.” 

* * + 


Ayer Awards 
The New York Times has been 
awarded the F. Wayland Ayer cup 
for excellence in typography, press 
work and makeup by judges of the 
20th Annual Exhibition of News- 
paper Typography. The same news- 
paper also won in 1949, 
More than 840 English-language 
daily newspapers in the U. S. 


Nationttl PARTS 


CREATE MOpE 


74 air Business for YO TS 


@ They Can Be Sold When a Major Repair Can't Be 





You can multiply your profits 4 in- 
stalling National Parts & Assemblies 
because they create more repair busi- 
ness. Unique features of National Parts 
prevent the need for major repairs. The 
low-cost, eventive repairs that are 
possible with National Parts can be sold 
easily at the first sign of lubricant leak- 
oye: noise and vibration around the 
"“U" joint, ball housing and ball seat. 


Saves Buying a 
New Drive ft 


Repairs Worn Drive 
Shaft & Seal 


@ Can Be Installed Before Major 
@ Fast, Easy Installations—You Can Handle More Jobs 


Repairs Are Needed 





Because National Parts & Assemblies can 
be installed without tearing down the 
differential and because they save the 
cost of expensive replacement parts, 
major repairs can be sold when they 
“et otherwise be put off indefinitely. 
Quicker repairs with National Parts en- 
able.you to restore your customers’ cars 
and trucks to their original, splendid 
operating condition at lower cost. 


DRIVE SHAFT BUSHING and SEAL 


ASSEMBLIES 


Assembly drives over shaft flush with end of housing. 
New front bushing in assembly fits over the "'U" joint. 
Sell with every transmission and ‘'U 


" 


joint repair job. 


* @ Provides Greater Bearing @ Stops Excessive Vibration 


Surface. 

@ Eliminates Oil Leaks from 
Transmission. 

@ Prevents Dilution of Dif- 
ferential Lubricant, Due to 
Trans. Oil Leak. 


CAN BE INSTALLED 
IN ONE HOUR 
Without Tearing 
Down Differential 
Pat. No. 2,403,520 


and Whipping in Drive 
Shaft caused by Loose 
Bearing. 

@ Enables Repair to be made 
without Replacing Drive 
Shaft. 


Other Parts in the National Line Include: 


Drive Shaft Housing Repair Unit K-400, ‘Universal’ Transmis- 
sion Case Ball Seat and Universal Joint Ball Housing Kits, etc. 


Sold Nationally by Leading Automotive Wholesalers. Write or Wire. 


Dept. AN-5 


NATIONAL MACHINE WORKS, INC. 








GET RID OF 


GAS FUMES 


Solve This Serious Problem With A 
National Approved Underfloor System 


For the garage owner planning a new building or extensive remodeling, 
National has designed and engineered 3 systems for effective removal of 
poisonous carbon monoxide gas and smoke. National underfloor systems are 
completely fabricated at factory and shipped in packaged unit—nothing else 
to buy. Proven adequate and dependable, National has thousands of installa- 
tions in every part of the U.S. Send a rough drawing of your service urea, 
showing stall positions. We will gladly supply you with plans to suit your 


needs. Literature on request. 


Standard Kit, 2 dual floor 
inlets serving 4 cars at one 


time. $31,950 


f.o.b. Decatur. Complete pack- 
aged kit, including motor and 
blower — underfloor duct work 
(requires merely encasing in 
poured concrete.) Flexible tubes 
and Dial-O-Vent floor assembly 
aliows dual service at each in- 
let. Additional dual car service 
extensions, $45 each. Illustration 
shows standard unit plus 2 extra 
dual inlets. 





National also makes a complete packaged kit for Overhead installations 
—$187.50. Flexible metal hose, motor and blower units, cast aluminum 


floor assemblies and accessories available. 


Write for complete catalog. 


The National System of GarageVentilation 


World's Largest Manufacturer of Exciusive Garage Ventilating Equipment 
DEPT. 2C, 318-330 N. CHURCH ST., DECATUR, ILLINOIS 







submitted entries. The required 
date of issue, March 8, was se- 
lected by lot. Judges met on Apr. 
25 in the galleries of N. W. Ayer 
& Son, ad agency, Philadelphia. 
In addition to award of the Ayer 
cup, which has to be won three 
times for outright possession, 
judges selected honorable mention 
winners in fo@r classifications. 

First honorable mention for 
newspapers of more than 50,000 cir- 
culation went to the Christian Sci- 
ence Monitor. Second honorable 
mention was given to the New York 
Herald Tribune (which has retired 
two Ayer cups in the past), and 
third to the Philadelphia Inquirer. 
The Los Angeles Mirror was given 
honorable mention for tabloid 


dailies. 
> * a 


For K-F Dealers 


A new folder, “We're Telling All 
America,” has been produced to 
show Kaiser-Frazer dealer body 
how the 1951 advertising dollar is 
working to make the public K-F 
conscious. 

A complete dictionary of adver- 
tising and sales promotion facts 
and materials, the folder’s pri- 
mary purpose is to coordinate 

factory and dealer advertising to- 
ward aggressive sales objectives. 
The folder contains proofs of 
factory-placed newspaper and mag- 
azine advertisements, publicity re- 
leases and mats, samples of selling 
aids and instructions on how to 
use these materials. 
+ * * 


Reelected by AMA 


Hugh W. Hitchcock, director of 
public relations and advertising for 
Packard, has been 
unanimously _re- 
named chairman 
of the Public Re- 
lations committee 
of the Automo- 
bile Manufactur- 
ers Assn. Hitch- 
cock began his 
automotive career 
in the Packard 
od advertising de- 

_ : partment 28 years 
H.W. Hiteheock 420. He was first 
elected chairman of the AMA com- 
mittee in 1948. 

+. 





* * 


New Curtis Chief 


Robert E. MacNeal has been 
elected president of Curtis Pub- 
lishing Co. to succeed Walter D. 
Fuller, who now holds the newly- 
created post of chairman. Fuller 
joined Curtis in 1908. MacNeal 
has been with the firm since 
1923 and has been first vice-pres- 
ident since April last year. 


* *” * 


500 Race to Be Aired 


The 500-mile Indianapolis race 
will be broadcast exclusively for 
the fifth consecutive year over the 
Mutual network on May 30 under 
the sponsorship of Perfect Circle 
Piston Ring Co. of Hagerstown, 
Ind. 

Although the race is scheduled 
to start at 12 noon, e.d.t., Mutual 
will take to the air at 11:45 a.m. 
on its first broadcast from the 
speedway to describe the crowds, 
color of the event and the re- 
sults of the pre-race warmup 
heats. 

The network will return to the 
speedway at 1:30 p.m. for a 15- 
minute description of the early lap 
results, giving highlights, etc. The 
three-quarter mark of the race will 
be described from 3 to 3:15 p.m. 
The climax will be aired from 4 
p.m. to conclusion. Henri, Hurst 
and McDonald, Chicago, handle the 
Perfect Circle account. 

. + * 


Metro School 


A course in color comics pro- 
duction will be sponsored by the 
Metropolitan Group in the New 
York Daily News’ Little Theater, 
New York, May 17, 24, 31, June 7 
and 14, Fred Reinhart, sales pro- 
motion manager, announced last 
week. 

Experts in art, engravings, 
foundry and printing will be the 
instructors. The meetings will be 
held at 7:30 p.m. and will be lim- 
ited to 45 guests, members of 
production and traffic depart- 
ments, It is planned to repeat the 
course next fall. 

* * 


Post Picks Rep 

Phillip L. Graham, publisher of 
the Washington Post, announces 
the appointment of Sawyer-Fergu- 


oon 


% 


* 
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L-M AD DIRECTORS REELECTED—Lincoln-Mercury dealers of the western region gathered 
| in San Francisco recently and reelected its board of directors for the Advertising Assn. 
| for the third successive year. Pictured (left to right) are: E. E. ee Ba Francisco, 

a 


president; Lyle A. Byers, Berkeley, 


Ivan Walton, Denver-Salt Lake 


and director; 
Seattle, also renamed as director. 


son-Walker Co. as general adver- 
tising representatives in the terri- 
tory served by its New York, Chi- 
cago, Detroit, Philadelphia and At- 
lanta offices. Clark Stevens is man- 
ager of the Detroit office. 

* 


* * 


Callaway Upped 
Lew L. Callaway jr. has been 
appointed advertising manager of 
Fortune magazine, Bart Hydorn, 
advertising director, announced 
last week. He has been the pub- 
lication’s automotive manager in 
Detroit. Callaway has been with 
Time, Inc., publisher of Fortune, 
since 1937. His headquarters will 
be in New York. 
* + 


To the Ladies 


A “tailored-to-women” campaign 
is being launched by Lincoln-Mer- 
cury, according to Robert F. G. 
Copeland, manager of advertising 
and sales promotion. The ads, in 
a new long-range maneuver to ob- 
tain greater Mercury acceptance in 
a new and relatively unexploited 
market, mark the first postwar 
placement of Mercury advertising 


secretary and treasurer; Ted Shelton, 
istrict, director; C. 
Arthur Kumpf, director, Denver-Salt Lake. Not pictured was Ray Ridge, 


land, director; 
Edwin Francis, Seattle, vice-president 


in a group of magazines known 
as “women’s service publications.” 

“The campaign is designed to 
enlist the woman’s support for 
Mercury when the family is con- 
sidering buying a new car with 
a secondary objective of selling 
the idea that a new Mercury is 
a desirable addition to the fam- 
ily way of living,” Copeland said. 

The advertisements will be full- 
color and full-page in size. The 
magazines selected for the initial 
campaign are Woman’s Home Com- 
panion, Ladies’ Home Journal and 
Good Housekeeping. 

* > 2 


Names 

William A. Greene has been ap- 
pointed assistant director of the 
bureau of advertising, American 
Newspaper Publishers Assn., filling 
a post vacant since Harold S. 
Barnes, formerly assistant director, 
was named director of the organ- 
ization in October, 1948, according 
to Richard W. Slocum, chairman 
of the bureau’s governing board 
and general manager of the Phila- 
delphia Bulletin. 





Wanted! 


JOBBERS - DEALERS 
MFRS. REPRESENTATIVES 


Telescoping PROFITS within your reach! 
- «+» Over 33,000,000 automobile owners 
have waited for the new TELESCOPING 
AUTO GARMENT HANGER .. . it’s here 
NOW! ... it’s patented ... it’s in a class by 






itself. The Garment Hanger that will make 

travel a joy. Each demonstration rings a sale. For the new 
in PROFITS and dollar value .. . be first to feature the new 
and revolutionary TRAVEL-RITE Telescoping AUTO GAR- 
MENT HANGER. Sturdily constructed of aluminum, weighs 
less than 14 oz., holds 40 lbs. Does not require installation, 
slides over door window of any car or station wagon, fits 
standard fixtures. Keeps clothes pressed and neat to the end 
of the journey. As you open door, garments telescope out 


... it’s conven- 
ient ... it’s easy 
... it’s profit- 
able. Write for 
full particulars 
and demonstra- 
tor on company 
letterhead, 
$2.25 postpaid. 


Retail price, 
$3.75. 


TRAVEL 


JOHN GEORGE FREDRICK CO., 


444 N. La Cienega Boulevard 


R ITE TELESCOPING HANGER 


The new auto garment hanger that makes travel 
a joy. Saves packing and luggage space... keeps clothes 
neot to the end of the journey. Pays for itself by eliminat- 
ing pressing bills. Attaches instantly and easily to door 


windows of any cor or station wagon. Fits standard fix- 
tures. Adjustable rubber disks hold garments in place and 
ossure clear rear-view vision. Patented telescoping fea- 
ture permits opening of doors without disturbing clothes. 
Sturdily constructed of aluminum, weighs less than 14 oz. 
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SERVICE SECTION 


‘inly Minor Motor Gains .. . 





Service Still Dipping 
In First 3 Months — 


(Continued from Page 30) 


keep customer labor from taking 
a nosedive. 
+. * a 
a= under present auto- 
motive retailing economic con- 

ditions must keep their absorption 
at a high level or their overhead is 
going to throw them for a loop. 

Management may need a com- 
plete reorganization of the service 
end of the business for dealers 
who sell from 30 to 40 new cars a 
month and up. 


Every new-car sale adds a con- 
stantly multiplying “free” traffic 
flow through the shop—first, the 
get-ready of the car and then its 
free inspections plus the internal 
of preparing the trade for resale. 
It has been figured that every 
new-car sale adds five service 
orders to shop traffic during the 
90-day warranty period. 


With sufficient men and square 
footage—plus smart merchandising 
on the part of service salesmen- 
this situation results in but an ex- 
pansion of the service organiza- 
tion to take care of it. But if cus- 
tomer labor is shoved out in the 
process, it means constantly 
creasing internal costs, 
overhead and less net per car sale. 

* * * 


ECENT checks have shown that 

in far too many dealerships 
this latter condition is occurring. 
Customers are not being received 
as warmly as they were in the 
days when service revenue was the 
one big overhead payer. 

Customers, even new-car own- 
ers who bought their cars in the 
dealership, are being lost to the 
service department and the serv- 
ice department records, 

Not only are dealers losing im- 
portant and necessary service rev- 
enue because service customers are 
fast getting tired of being pushed 


in- | 
higher | 


around, but product reputation and 
good will is suffering. 

One prominent car maker is in 
the field today with a campaign to 
cure a situation where the product 
is getting a 90 percent nod of ap- 
proval from the buyer but the deal- 
er service has slipped to where 
|only 67 percent of the owners of 
|the product feel the dealer is giv- 
ing good service. 

+ + + 
pen situation may have grown 
out of the fact that the line is 
“hot” and therefore the dealer and 
|his employes don’t feel they have 
to cater to the owners’ service de- 
sires or patronage. 

Or it may result from the fact 
that the internal is expanding fast- 
|er than the average dealer and his 
| service crew can cope with it. 

But the fact remains that the 
| dealers’ books make no amends 
for whichever cause is the basic 
| reason for the slip—as paying 
customer patronage falls off, in- 
ternal costs go up and the repu- 
tation of the product suffers 
among what would be otherwise 
proud and happy owners. 


Building costs, tool and equip- 
|ment inventories, heat, light, build- 
; ing maintenance and all other items 
| that go to make up fixed overhead 
keep going right on despite the 
amount of paid customer labor per- 
| formed in the service shop. 
| * * + 
;* THE percentages of high profit 
services that enabled the dealer 
| to make 100 percent absorption—or 
|}even much higher in many well- 








| continue to slip as the chart that 


| appears on page one of this section 
shows, then many, many dealers 
are heading for a very rough time 
—and soon. 

While it is true that major mo- 


Oldsmobile — Pontiac 


Hydra-Matic 









HOLLINGSHEAD 
MOTORS CO. 


Authorized Oldsmobile Dealer 


2550 S. Michigan Ave., Chicago 16 
Telephone: CAlumet 5-2000 


Largest Stock of Oldsmobile Parts 
in the Middle West 


FOR EXTRA RUSH JOBS 








better. 


Bearing—actual size 


DEALERS 
WANTED 


THE BEMCO COMPANY, 368 








Delight your Ford customers. 
Easy installation. 


If no jobber in your area order direct a test set 
of 12 (includes felt washers)—$2.50 plus postage. 


e Transmission Exchange 
IMMEDIATE SHIPMENT— 


Hollingshead Exchange assures a guaran- 
teed Hydra-Matic unit shipped the same 
day—ready for installation. 


GUARANTEED PERFORMANCE 


Completely reconditioned, run-in and block tested— 
guaranteed 90 days or 4000 miles. 


SAVINGS IN COST— Perfectly overhauled Hydra- 


Matic Transmission (any model) costs just $95. 
worry, no trouble, no waiting. Write, Wire or Phone Today 
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STOP SPRING 


SQUEAKS! 


Get Ball Bearing Action 
. with this new, 


Replaces Ford disc part No. 8A-5586 (between leaves). |° ; 
Improves clutch and brake action. Makes a good car|ish, French or Italian 


rear spring assembly. 


ithe Terrill 
| Owensboro, Ky. 


West Park, Columbus, Ohio | 
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run dealerships a few years ago— | 


~|and that it will prompt the dealer 


| 
Sales easy. Profit good. | 
| 


| Edward Parish and Charles Dun- 





JALOPY GOES TO SCHOOL—Robert L. Edwards (center), Pontiac dealer in Ridgefield 


Park, N. J., makes a gift of an old car to boy scouts to use in a course on auto me- 
chanics. The car, received in a tradein, was in such poor condition that Edwards considered 
it a hazard for resale. 


Haring Teaches Driving 

oO. E,. Haring, of O. E. Haring, 
Inc. (Chrysler-Plymouth), New Or- 
leans, has inaugurated a “learn to 
drive school,” using dual-wheel 
Plymouths. Haring states that the 
lesson money will be refunded to 
any one who takes the course and 


purchases a new car within six 
months. 


tor work cannot be brought back 
to the high revenue producing 
spot it occupied in the dealers’ 

profit source during the war days, 
more intensive cultivation of 
three and four-year-old and pre- 

war cars can bring it back to a 

much higher level than it occu- 
pies today. 

With more new cars on the road 
—many of them with automatic 
transmissions which are hard on 
brakes—there seems to be little ex- 
cuse for a drop in front-end or 
brake work, unless it is poor serv- 
ice merchandising and lack of at- A 
tention by management at many 
dealerships. 


DECADE OF 


* + +. 





than there were during the war 
years when dealers attained a high 
percentage of absorption. The cars 
that made the high service profits 
for dealers possible during those 
years now represent but 43 percent 
of all of the cars on the road. 

But the cultivation of the own- 
ers in the service area, the mer- 
chandising of the service needed 
and the attention to customer de- 
sires are not there in the same 
proportion. 

It is entirely possible that the 
thousands of dealers who are now 
actively behind the May Safety 
Month program will find in that 
vehicle a solution to the problem 
of how to get many of these old 
service customers back in the fold, 


|to reach out a welcoming hand to 
the many new owners of his prod- 
uct in his service area that he has 
ignored for the past three to four 
years. 

If it does, the slippages that show 
on the breakdown chart of more 
than a half-a-million service or- 
ders may stop, or even take a turn 
for the better before this chart is 
again prepared for the half-way 
point in 1950. 


Auto Orders Roll, 
Deliveries Don’t 


At Sydney Show 


| SYDNEY, Australia. — (UTPS)— 
| Orders, orders and still more orders 
| rolled in for vehicles at the recent 
| Sydney Royal show—but deliveries 
|were not promised for from three 
months to over three years. 


Australia’s own Holden garnered 
the most orders and agents were 
forced to tell prospective buyers 
that delivery could not be guar-| 
anteed for less than three years. 

Many English makes gradually 
had to extend delivery dates to 
three months, then to six months, 
and finally to 12 months. 


The new French-designed Aus- 
tralian-produced Hartnett was on 
view, but distributors were not pre- 
pared to accept orders as they were 
unsure of delivery dates. The car 
drew a great deal of interest and 
| attention, and it was a high spot in 
ithe show. 

The Hartnett’s price was quoted 
at 455 pounds (about $1,020), in- 
|cluding sales tax. That price is 
|} several hundred pounds under any 
ther make, including U. S., Brit- 





“U.S. CHAMBER OF COMMERCE 
FIGURES 


Nashville Banner 
Te 





Terrill Sells Outlet 





ville announce they have purchased 
Motor Co. (DeSoto), 


Only $495.00 


c . F.O.B. Port Chester Operate. motors, accessories, parts, 
Parish will have charge of the Order Today or Write © Al olutely Safe. @ Unconditionally Guvoran- 
new establishment, while Dunville Sox SMesature © Capacity 4500 Ibs. teed 1 year. 


@ Takes 


will remain at Madisonville, where | 
he has a DeSoto dealership, | 
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N.C. Dealers Seek 
More Clarification 


Of Sales Tax 


RALEIGH, N. C. — The North 
Carolina Automobile Dealers Assn. 
is still wondering about the new 
interpretation of the 3 percent 
sales tax on reconditioning parts 
and the addition of 3 percent to 
accessories on new cars. 

Following a discussion on the 
subject, a proposal was adopted to 
have association officials and attor- 
neys meet with Commissioner of 
Revenue Shaw and Attorney Gen- 
eral McMullan. 

The course then to be followed, 
said NCADA, would be determined 
by the meeting’s outcome. 





Henderson Named 
Miller & Anderson (Chrysler- 
Plymouth-Reo), Mishawaka, Ind., 
has announced the appointment of 
Ed Henderson as its new service 
manager. 


PROGRESS 


tacos! FARM INCOME 
in Tennessee in the past 10 years 
increased from $126,000,000 to 


$278,300,000° 


J o To 


> - 
(a am 


The heart of /QY 7 Tennessee is 


INFN 'S Tet 11h 1b 18 


The "MONEY TOWN” of the South 


Reach this prosperous market through two great newspapers. 


= The Nashville Tennessean 


iL Wing * > unday 


AUTO TURNTABLES 


The Finest at Low Cost 
No Wiring—No Foundation—No 
Anchorage—No Assembly —No 

Installation 
Macton Turntables consist of only 
2 parts—the base holding the 






Vv 


4 
driving mechanism and the runway. Anyone can put it 
together in a jiffy. All you do is plug in—turn on the 
switch —and Macton starts working for you with motion 
that means attraction and more sales action. 


Many Other ATTRACTIVE Features: 


© Collector Rings make possi- 
ble lighting inside the car. 
300 Watts 


@ Interchangeable steel to 
4 ft. die. at slight addi- 


to tienal cost for display of 


Representatives wanted, exclusive territories open 


MACTON MACHINERY cO., INC. 217 Locust Avenue * Port Chester, N. Y. 
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Volume Production Due by May ae ino. 


3-Year Pact Reopens Chrysler 


(Continued from Page 1) 


gaining sessions that had provoked 
many false-settlement alarms on 
previous occasions. 

Chrysler’s return to the produc- 
tion ranks will add an estimated 
35,000 cars and trucks a week to 
output totals after the company 
reaches capacity volume in its 25 
plants. 

Shipments of parts and materi- 
als from Chrysler feeder plants 
began as soon as the contract 
was wrapped up. A minimum of 





Chrysler Loss 


Chrysler Corp. Thursday re- 
ported a loss of $1,782,790 during 
the first quarter of 1950, com- 
pared with net earnings of $13,- 
731,583 in the same period of 
1949, 

A dividend of $1.50 was de- 
clared, which compares with $1.25 
in the 1949 period. 





Optional at extra cost is the 
electrically driven Blackhawk 
Power Packer Pump shown 
above. 
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MODEL A 


MODEL BD EF | 
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MANUFACTURING CO 
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City...... 





CAMBRIDGE 


plan emulates the Ford setup more 
closely than it does the Nash sys- 
tem, however. 

Settlement at Chrysler turns 
the industry limelight to General 
Motors, last of the Big Three 
to face pension demands. The 
Chrysler contract is expected to 
give GM negotiators an additional 
basis for their own contract con- 
ferences. 

Only three weeks remain before 
the GM contract expires May 29. 
Other makers with coming contract 
expiration dates are Packard and 
Studebaker. 

” + + 
IGHLIGHTS of the Chrysler 
contract are as follows: 

1. Pensions of $100 a month, in- 
cluding social security, for em- 
ployes at age 65 with 25 years of 
credited service. 

2. Proportionate pensions for em- 
ployes at age 65 with 10 or more 
years of credited service. 

3. Lesser pension payments for 
employes with 25 years of cred- 


delay is anticipated before the 
corporation can swing back into 
the schedules prevalent before 
the strike began Jan. 25. Nego- 
tiations between Chrysler and the 
union first got under way last 
duly. 

Ratification of the contract was 
recommended early Thursday by 
top UAW executives to Chrysler 
local unions. Local-union parleys 
for the purpose of voting on the 
contract were held over the week- 
end at most plants. 

* * > 

poe accord was announced by 

Herman L. Weckler, Chrysler 
general manager; Robert W. Con- 
der, corporation director of labor 
relations; John Leary, Conder’s as- 
sistant; UAW President Walter P. 
Reuther, and Norman Matthews, 
director of the union’s Chrysler 
department. 

The three-year contract provides 
the third pension plan effected by 
auto makers. Chrysler’s retirement 
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Please send me at once your illustrated automo- 
J tive equipment folder with complete details. 
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ited service who are 60 to 64 years 
of age and who retire before age 
65 with company consent. 

4. Employes not desiring to retire 
at age 65 may work to age 68 if 
they choose and are able, and after 
68 with company consent. 


5. There will be a 20-month ad- 
justment period during which no 
employe will be required to retire 
on account of his age. 

* * +. 


PAST service is to be credited 

* to employes on the basis of 

seniority, plus all years worked 

with the company prior to seniority, 

unless interrupted for more than 
two years at one time. 


7. Future service is to be cred- 
ited up to age 68 on the basis of 
a full year for any year in which 
1,700 or more hours are worked 
and with less than 1,700 hours of 
work in one year to be credited 
proportionately. 

8 Pensions for retiring em- 
ployes are to be funded on the 
basis of a level funding plan 
similar to the Ford plan, with 
full benefit to the corporation of 
any increase that may be made 
in the future in social-security 
payments by the government. 

9. A joint board of company and 
union representatives, with an im- 
partial chairman to make final 
decisions under the contract as to 
the eligibility of employes to re- 
ceive benefits and to handle other 
matters of this sort. 

10. A total of $3,600 of life insur- 
ance for hourly-rated employes, in- 
cluding protection against total and 
permanent disability, can be carried 
with very small payments by these 
employes, the company paying the 
balance. 

11. Employes retiring after 65 
with 15 years or more of service 
will have free life insurance of 
from $500 to $1,000, depending on 
their length of service. 

. * . 
l A PROVISION for sickness 

* and accident insurance that 
pays $28 a week for up to 26 weeks 
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Partners Open 
Studebaker Deal 
In Portland, Ore. 


PORTLAND, Ore. — Appointment 
of the newly organized Parker- 
Rasmussen Co. as a new Portland 


dealer for Studebaker was an- 
} Tb GELS nounced last week by Howard 
nee € Jones, Northwest regional man- 


ager for Studebaker Pacific Corp. 
The new firm succeeds the George 
B. Wallace Co. The latter switched 
recently to Buick. 

The new dealership has taken 
over the former Wallace location 
at 1509 W. Burnside St. Executives 
are A, E. Mulligan, president; Don- 
ald Parker, vice-president, and 
Donald Rasmussen, secretary-treas- 
urer, 

Mulligan is president and owner 
of A. E. Mulligan Co., Tacoma 
(Wash.) Studebaker dealership. He 
will serve the two Portland part- 
ners in an advisory capacity. 

Parker is a 30-year Studebaker 
veteran. 
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INSIDE JACK—It permits 7 one of the 
r 


four wheels of the Anglia or Prefect to be 


raised from the inside of the car. The unit 
wee shown at the British auto show in New 
ork. 


at low cost to each employe, and 
with the company paying the bal- 
ance—accident payments to start 
on the first day after the accident, 
and sickness payments to start on 
the fourth day after sickness. 

13. Chrysler will pay $1.50 a 
month toward the cost of group 
hospital, surgical and in-hospital 
medical expense benefits for each 
of its employes—the employe to pay 
the remainder and any additional 
for extra coverage he may wish to 
carry for himself or for his family. 

14. The new collective-bargain- 
ing contract provides for the vol- 
untary checkoff, but not for a 
union shop. In actual form, the 
pension and insurance provisions 
are part of the overall collective- 
bargaining contract, with the 
pension provisions to run for a 
period of five years. 

The contract is to run for three 
years with the right of each party 
to open the question of the gen- 
eral level of wage rates and insur- 
ance once after July 1, 1951, and 
once after July 1, 1952. 

7 . * 
OR THE first time in UAW his- 
tory, union negotiators refused 
to pose with company representa- 
tives for press photographs. 

Explaining the decision was the 
union’s, Reuther said his team had 
voted thus “as a protest against 
the insolent and irresponsible atti- 
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tude manifested by the corporation 
throughout the negotiations.” 

“We were unwilling to dignify 
this type of attitude or give it 
any encouragement whatsoever,” 
Reuther said, 

Company officials had flatly ac- 
cused the union of stalling settle- 
ment of the strike in order to col- 
lect the maximum possible funds 
resulting from the union’s per 
capita strike tax on working mem- 
bers. The 12-week tenure of this 
assessment expired May 3, only a 
day before the strike was settled. 

Conder called the pension accord 
“as good as, if not better than, 
any other in the industry.” He ex- 
pressed hope that the agreement 
would serve to improve Chrysler’s 
labor relations. 

* * > 
To UAW dropped its union-shop 
demand because Chrysler re- 
sisted it so adamantly, Reuther 
acknowledged. No union-shop vote 
had been taken among rank-and- 
file Chrysler workers as has been 

done at GM, he added. 

“But we won’t let ’em get away 
without a union shop next time,” 
he warned. 


Weckler asserted that all the 
contract features “could have 
been negotiated without a strike. 
“A strike is not a victory for 

anybody,” he continued. “We point 
these things out as a matter of ex- 
perience and perhaps guidance in 
future relations.” 

Neither Conder nor Reuther 
would estimate what the new pen- 
sion plan would cost Chrysler on 
an annual basis. 


R.I. Legislators 
Kill 2 Proposals 
To Rein Loans 


PROVIDENCE. — A minimum of 
legislation affecting dealers passed 
the recent sessions of the Rhode 
Island house and senate, according 
to the Rhode Island Automobile 
Dealers Assn. 

When the legislature adjourned 
for the year on April 22, two dealer- 
affecting bills died in the house. 


One would have limited finance 
charges on time deals and the 
other would have required a 30- 
day notice to anyone before his car 
could be repossessed for delinquen- 
cy in payments. 

A uniform code bill, revising the 
state’s motor vehicle laws, was 
passed but will not become effect- 
ive until Nov. 1. 
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idea of a united Germany under a 
Federation of European nations. 

“One of the best things that 
could happen,” he said, “would be 
for Germans from all walks of life 
to visit abroad and to study the 
working of democracy in other na- 
tions.” 

Automobile production at the 
Opel factory at Russelsheim, Ger- 
many, was found to be about one- 
half of prewar records by mem- 
bers of the Flying Classroom who 
visited there. Prior to the war, 
Opel production was 450-500 units 
a day, and now it is 250 units, 
factory officials reported. The 
Opel factory was bombed four 
times with 47 percent damage to 
its buildings and with a 15 per- 
cent loss of machinery. A total 


L-M Names Toms 
To Head New 


Southern Region 


DETROIT. — Lincoln-Mercury’s 
newly formed southern sales re- 
gion will be headed by William A. 
Toms, former Jacksonville (Fla.) 
sales manager, according to Joseph 
E. Bayne, general sales manager. 

The new region is the fifth to be 
set up by L-M. It has been created 
from portions of the midwest and 
eastern regions and will cover parts 
or all of 12 states, including Ala- 
bama, Arkansas, Florida, Georgia, 
Louisiana, Mississippi, South Caro- 
lina, Tennessee, most of North 
Carolina and Texas, and parts of 
Kentucky and Missouri. 

Five district offices will operate 
through the new region headquar- 
ters, located at the Ford assembly 
plant in Hapeville, Ga. 

“The new region will give south- 
ern dealers more concentrated co- 
operation and assistance from Lin- 
coln-Mercury than was possible 
before,” Bayne said. 

Toms started with Ford at Char- 
lotte, N. C., in 1929. He moved to 
the Atlanta branch in 1932 and in 
three years was transferred to Lin- 
coln-Mercury at Jacksonville where 
he served as sales office manager, 
ear distribution manager and dis- 
trict sales representative. 

In 1945 he returned from three 
years in the Coast Guard and was 
named district supervisor at Jack- 
sonville. He became district sales 
manager in July, 1946. 


Cheerio, Cabbie 


English-Type Taxicab 
Introduced in N. Y. 


NEW YORK.—An English taxi- 
cab of the type used in London 
has been introduced here by the 
Austin Motor Co., Ltd. Increased 
economy and greater maneuver- 
ability are claimed for the cab, 
which is about four feet shorter 
than most New York taxis. 

Joseph Dudley, Austin vice-pres- 
ident, said the cab, which has a 
turning circle of 26 feet, will ac- 
commodate five passengers in the 
rear compartment. 

It is powered with a four-cylin- 
der, 70-horsepower engine, com- 
pared with the 40-horsepower en- 
gine in the Austin Devon sedan. 


eg 


6p. 


DEALER PICKS CAMPUS QUEEN FOR JEEP SALES—A new wrinkle in auto sales tech- 


niques came to light in Columbus, O., 


of 15,500 employes are employed 
and the average rate of pay for 
factory workers is 1.50 marks per 
hour—approximately 40 cents. 
Steel production at the Hutten- 
werk plant near Dusseldorf was 
near peak capacity, according to 
plant officials. The present produc- 
tion is 50,000 tons a month and 
this is to be increased to 60,000 


in May, Peak production is 70,000} « 


tons. Six thousand workers are em- 
ployed at the Huttenwerks and 90 
percent of these are members of 
labor unions. Only 800 of the 6,000, 
however, belong to unions that are 
communist-inclined in their lead- 
ership. 

“There are very few communists 
among the German people because 
we had some first-hand experiences 
with the Russians during the war 
and we haven’t forgotten them,” a 
German guide at Huttenwerk said. 


The Huttenwerk plant was not 
bombed to any extent during the 
war, although production was cut 
by 15 percent because of air-raid 
precautions. There was no evi- 
dence of reconstruction from 
bomb damage in the portion of 
the plant visited. 


From Germany, the 65 Americans 
will travel to Copenhagen for a 
study of this predominantly agri- 
cultural country, and the group will 
then fly to Helsinki, Finland—the 
so-called “Window to the Iron 
Curtain.” Serious doubts are enter- 
tained by members of the Flying 
Classroom, however, as to how 
much of Russia will be _ visible 
through this “Window.” — E.Lpon 
Rossins, advertising manager, John 
Bean Mfg. Co., Lansing, Mich. 


Pontiac Names 
Zone Chiefs at 
K.C., Portland 


PONTIAC.—Appointments of Stu- 
art H. Reeder as Kansas City zone 
manager and Charles L. Messecar 
as Portland (Ore.) zone manager 
highlight several shifts in the field 
organization of Pontiac as an- 
nounced by L. W. Ward, general 
sales manager. 

Other changes included the pro- 
motion of Charles L. Copeland as 
assistant zone manager at San 
Francisco and of George Hay as 
assistant zone manager at New 
York. 

Reeder comes to his new post at 
Kansas City from the managership 
of the Portland zone to succeed B. 
A. Kortier, resigned. He has 21 
years’ experience in the automobile 
industry, most of it spent in the 
midwest. 

He started with Pontiac in 1936. 

Messecar, succeeding Reeder at 
Portland, started his career with 
Pontiac in Portland in 1936. 

Copeland succeeds Messecar as 
assistant manager at San Fran- 
cisco. A native of Denver, Cope- 
land joined Pontiac in 1937 in the 
Denver zone. 

Hay, with 28 years’ experience in 
the automobile industry, moves to 
New York from his post as busi- 
ness manager of the Pontiac zone. 
Hay started with Oakland, Ponti- 
ac’s predecessor, in 1923. 








where Nelson Agard, manager of Schott Motors, 


Inc., announced the appointment of Marty Knoll, Ohio State university homecoming queen, 

as campus representative for the Jeepster. Miss Knoll will help to pay her college expenses 

by demonstrating the sporty phaeton to students. Willys officials commented that this is a 

novel move in automobile retailing and that Willys dealers in other college and university 

communities are planning to follow suit. On her first demonstration ride, Miss Knoll was 

goqempented by Earl T. Healy, Conneaut, O., and Donald Matthews, of Columbus, left to 
n 


right the rear seat, and 


ete Vatsures, of Delaware, O., 


in the front with Miss Knoll. 





QUAD-CITY AUTOMOBILE SHOW DRAWS HUGE CROWDS—While 30,000 attendance was 
originally forecast for the exhibit, approximately 50,000 jammed the six-day show in Rock 


Island, Ill. Every new-car dealer in the area partici 
Each day crowds were turned away and the floor an 


ted and 5! new cars were displayed. 
balcony were jammed with enthusiastic 


spectators. Lawrence Welk's band gave four shows daily and his national radio broadcast 


originated from the building. Cities in the 


Quad-Ci 


area are Davenport and Bettendorf, 


la., and Rock Island, Moline, East Moline, Silvis and Milan, Ill. 


Waterway Wins Favor 


Of Steel Officials 


WASHINGTON. — Executives of 
three steel companies testified in 
favor of the St. Lawrence seaway 
here last week before the Public 
Works committee of the House of 
Representatives. 

Contending the seaway is vital 
to national defense and industrial 
development, the witnesses were 
W. W. Sebald, president of Armco 
Steel Corp.; George W. Humphrey, 
president of M. A. Hanna Co., and 
Norman W. Foy, general sales man- 
ager of Republic Steel Corp. 

Foy asserted the steel industry 
is not asking for a “handout” from 
the government. “It is our belief,” 
he said, “that the seaway can and 
should be constructed on a self- 
liquidating basis. We favor a fair 
toll charge on each ton of cargo 
that moves through its waters.” 

Humphrey called the seaway the 
“only satisfactory way” of trans- 
porting ore from the newly-discov- 
ered Labrador-Quebec deposits to 
the American steel industry. He 
pointed out the project would in- 
volve deepening the channel depth 
to 27 feet for a distance of 100 
miles just west of Montreal. 

Sebald stressed that without the 
seaway, Labrador ore would have 
to travel about 1,500 miles by water 


Sales Up, Hudson 
Adds 2,400 Men 
To April Payroll 


DETROIT. — Hudson sold 15,927 
cars last month, its best April sales 
effort since the war, A. E, Barit, 
president, reported last week. Barit 
also revealed that the company 
hired another 2,400 workers during 
the month. 

Hudson’s April sales, Barit said, 
were up 50 percent over the com- 
pany’s first-quarter average. 

“Retail deliveries of new Hud- 
sons during April, 1950, were 10 
percent ahead of April, 1949; 26 
percent ahead of March, .1950, and 
50 percent ahead of the average 
for the first three months of 1950,” 
Barit said. 

“Field stocks in the hands of 
dealers are subnormal and in fact 
were 33 percent lower at the end 
of April this year than at the end 
of April, 1949,” he added. 

Hudson now employes about 20,- 
000 persons. 





Mercury Sales 


Set New Mark 


DETROIT.—With daily sales at 
a rate higher than at any time in 
history, retail deliveries of 1950 
Mercurys totaled 29,996 in April, a 
new alltime record, according to 
Joseph E. Bayne, general sales 
manager of Lincoln-Mercury. 

Previous high month was March, 
when 29,950 units were sold, he said. 

Sales for the first four months 
of 1950 totaled 102,177 units, Bayne 
said, an increase of 78.2 percent 
over the same period of 1949, when 
57,343 cars were delivered. 

April deliveries were 46.4 percent 
better than a year ago, and the 
last 10-day period of the month 
showed a 52.9 percent increase over 
the same period of 1949, Bayne 
added. 


to an eastern seaport and then 
make a long overland haul by rail 
to steel plants. Ocean movement 
of the ore would create a “vulner- 
able situation which would be ex- 
tremely dangerous in time of war,” 
he said. 


Powerglide Ups 
Chevrolet Value 
From $200-$300 


DETROIT.— How much is it 
worth to have an automatic trans- 
mission in a low-priced car? 


Currently, it’s worth from $200 
to $300 more, according to a couple 
of wholesale used-car auction oper- 
ators. E. L. Cox of the Concord 
(Mass.) Auto Auction, Inc., reports 
that Chevrolets with Powerglide 
are bringing $250 to $275 more than 
similar models without automatic 
transmission, 

Ray Marchbanks of the Gulf Auc- 
tion Co., Houston, says Powerglide- 
equipped Chevrolets command $200 
to $300 more than standard trans- 
mission models. He adds that even 
with this premium, Chevrolets with 
Powerglide are “practically impos- 
sible to buy.” 

Cox also reports that a difference 
of $100 to $150 exists in the whole- 
sale price of Deluxe Chevrolet mod- 
els compared with Special models 
of the same type and equipment. 

A Chevrolet “loaded” with acces- 
sories usually brings $100 to $150 
more than a similar model without 
accessories, Cox says, while Chev- 
rolet’s hardtop—the Bel-Air—usu- 
ally fetches from $250 to $300 more 
than a Deluxe four-door model. 


Columbus Dealer Hurt 


COLUMBUS, O. — Lawrence T. 
Kelley, 58, president of Kelley 
Buick Sales and Service, was in- 
jured in an automobile accident in 
which Porter H. Seese, 65, a con- 
tractor, was killed. 
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Ford Engineering 

Hires Two Borg 

Shift Specialists 
They Helped Develop 


New Transmission 


DEARBORN. — Two top Borg- 
Warner engineers have joined Ford 
Motor’s engineering staff. Both will 
work on the Ford-Mercury auto- 
matic transmission that they helped 
to develop. 

H. G. English, formerly in charge 
of engineering development at 
Borg-Warner’s Bellwood (Ill.) lab- 
oratories, has been appointed as- 
sistant to R. F. Kohr, research 
engineer. 

Harold T. Youngren, engineering 
vice-president, in announcing the 
appointment, said that V. J. Jan- 
dasek, who was assistant to Eng- 
lish at Borg-Warner, has also 
joined Ford in a similar capacity. 

The two engineers, together with 
Ford engineers, have worked on 
the torque-converter type auto- 
matic transmission which is to be 
introduced on Fords and Mercurys 
later this year. 

English was graduated from 
Michigan State college in 1935. 
Since then he has worked for Olds- 
mobile and Borg-Warner, plus serv- 
ing four years with U. S. Army 
Ordnance. 

Jandasek received an engineer- 
ing degree from Armour institute 
in 1937. Later he worked for In- 
ternational Harvester, Packard, 
Detroit Transmission, Bendix Avia- 
tion, McCulloch Motors and in 1947 
joined Borg-Warner. 


W.C. Ford Named 
A Policymaker 


DEARBORN. — William C. Ford 
has been appointed a member of 
the administration committee of the 
Ford Motor Co., it 
is announced. The 
company’s policy 
committee was re- 
cently redesignat- 
ed as the adminis- 
tration committee. 
Its functions re- 
main unchanged. 

After joining 
the company in 
March of 1949, the 
youngest of the DY 
three Ford bro- W. ©. Ford 
thers spent considerable time in 
the sales and advertising depart- 
ment. Later, he moved into in- 
dustrial relations and was a mem- 
ber of the company’s negotiating 
group during contract discussions 
with the UAW-CIO last summer. 
He is still in this department. 

Subsequently, he will spend con- 
siderable time in other staff and 
operating divisions before becom- 
ing permanently assigned. The 
youngest Ford has been a-director 
of the company since June, 1948. 








PRACTICAL EXAMPLES OF BRAKING—Police and auto executives in Detroit joined forces 
to demonstrate the need for good brakes to class in public safety at Detroit Girls' Catholic 
Central high school as May was proclaimed National Car a throughout the 


nation. W. B. Rice, director of service of Plymouth (right), and 


itliam Landon, promo- 


tional service manager, aided Patrolman Arthur Deconinck (crouching at right) in showing 
that average driver, traveling at 30 miles per hour, requires 70 feet in which to stop. Lines 
on pavement show that reaction distance for average driver at 30 m.p.h. is 27 feet, while 
braking distance is 43 feet. A booklet, ‘Good Driving Practices," published by Plymouth 


under Rice's direction, is a text in Detroit 


police department traffic schools and other 


police schools throughout the country, the division states. 
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U. S. Business Loan Aid? 


Easy-to-Finance Plans for Short and Long Credit 


PLASTICTINT 


For Quick and Efficient Conditioning 





Plastictint solves many reconditioning headaches—sprays on to give 
badly soiled headlinings and door panels that new look at lowest cost. 


That ‘New Look” at Lowest Cost 


Plastictint spray-cleans headlinings, door panels and trim 
panels, eliminating the cost and labor of washing these fabric 
conditioning jobs on 39 to 42 models particularly. This sensa- 
tional new product covers all soiled spots permanently at lowest 
possible cost—no fuss—no bother. 

Any painter or mechanic who knows how to operate a spray 
gun can do the job—all he has to do is hold the spray about 
6 to 8 inches from the surface to be coated. Works perfectly 
on an air pressure of 75 to 
85 pounds. It is recommend- 
ed that a common electric 
fan’ or a reverse vacuum 
cleaner be used to draw 
vapors from the car interior 
while the linings are being 
sprayed. 

Plastictint leaves the cloth 
flexible and soft—cloth so 
treated cannnot be told from 
new. 

One pint will do four door 
panels and quarter panels. One pint will also do a complete 
headlining. Operators are warned not to spray this material too 
heavy but to apply one light coat going in one direction and 
a second light coat going in the opposite direction for efficient 
and perfect coverage. 

If side panels or headlinings are extremely discolored, it is 
recommended that taupe or blue-grey (standard colors in the 
line) be darkened slightly with light brown shade. This insures 
perfect covering in extremely dirty cases. All grease spots and 
smoky edges around door panel should first be cleaned off with 
‘spotter’ or lacquer thinner. 

Only masking necessary for door panels is to tape off the 
lower part of window garnish molding and hold a cardboard 
between the door and door jam to catch any overspray. Over- 
spray on hardware can be quickly cleaned off with gasoline. 
All chrome and glass can be cleaned the same way. 

Do not spray seats or seat backs with Plastictint—wash these 
with recommended cleaner and tint 
—or if seats are torn or in too bad 
shape, use seat covers for best cus- 
tomer reaction. 
















































Order From Your Factory 


Plastictint is now available through 
most car factory Parts and Accessory 
departments and is stocked in field 
warehouses. Order from your factory 
now to insure getting the high dollar 
on pre-war as well as post-war used 
cars. 












If your factory cannot supply, order 
a four quart kit of assorted colors 


now: Taupe, Blue- $1 4.00 


“cg Arndt-Palmer Laboratories 


Piastictint is now available in Canada feom the Arndt-Palmer 
Laboratories of Canada, Ltd., Wikdsor, Canada. 



































Are Submitted to 


WASHINGTON.—Two plans for 
meeting the needs of small business 
for short and long-term credit 
“without government subsidy or 
without cost to the government” 
have been recommended to Secre- 
tary of Commerce Charles Sawyer 
by the department’s Small Business 
Advisory committee. 

Concluding a three-day session, | 
the committee resubmitted to Sec- 
retary Sawyer its Bimson plan, 
named after Committee Member 
Walter R. Bimson, president of the 
Valley National Bank of Phoenix, 
Ariz. The plan calls for insuring 
loans to small business in a man- 
ner similar to the insurance of | 
home loans under FHA Title I of 
the National Housing Act. 

The committee urged that such 
a plan be proposed to Congress 
and that it provide for a loan | 
limit of $25,000. 

The second plan urged that the 
Department of Commerce and the | 
committee 


“devise means for en-| 
couraging the establishment of pri- | 
vately-owned and managed corpor- | 
ations” especially chartered for the | 
purpose of providing equity capital | 
or loans in excess of the amounts | 
provided under the Bimson plan. 

The committee said that supply- | 
ing equity capital to small and 
newly-established businesses is a 
highly specialized service, involv- 
ing unusual risks, which called not 
only for sound business judgment 
but for management advice and 
counsel after initial investment is 
made. 

Unfortunately, the committee 
said, very few organizations at 
present were qualified to offer this 


Ohio Man Named 
Head of ATA’s 


Customer Group 


ST. LOUIS.—Charles Hoke, vice- 
president of Norwalk (O.) Truck | 
Lines, was elected chairman of the 
American Trucking Assn.’s_cus-| 
tomer relations council at the coun- 
cil’s two-day meeting here. 

More than 300 motor carrier sales 
executives attended the annual 
convention and heard discussions 
of a wide variety of matters deal- 
ing with the welfare of the motor 
truck industry’s sales forces. 

Other council officers elected 
were Rudy A. Baensch, vice-pres- 
ident of Decatur Cartage Co., Chi- 








jing depreciation rates. 
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reduced or re- 





time measure, be 
moved. 

The committee told Sawyer that 
it was “impressed” with agreements 
worked out among the Departments 
of Commerce and Defense and the 
General Services Administration to 
speed government procurement in- 
formation to several hundred cities 
around the country. 

It commended the department for 
its program of disseminating help- 
ful information to small business 
men and urged that an even wider 
public be sought for the materials. 

Myles L. Mace, associate profes- 

The Treasury be asked to define | S°r of the graduate school of busi- 
clearly what constitutes proper use| ness administration, Harvard uni- 
of business income to bring an end|versity, was elected chairman of 
to the confusion which now exists|the committee, succeeding Harry 








Secretary Sawyer 


service, The committee therefore 
felt that the formation of such 
agencies privately-owned and 
managed should be encouraged. 
Among other legislative recom- 
mendations made to the secretary, 
the committee urged that: 
Legislation be adopted giving 
business “full flexibility” in select- 





over the interpretation of Section|], Miller, president of Chester Jen- 
102 of the Internal Revenue Code./sen Co., Chester, Pa, Bimson was 
Excise taxes, adopted as a war-| elected vice-chairman of the group. 



















BON-MONOXIDE REMOVAL System 


The Complete, Safe CAR 


So simple to install, so : 
quick and effective to use, 

so completely concealed, 
CAR-MON Exhaust System 
is the most practical, efficient 
way of removing dangerous carbon monoxide gas fumes, 
for any number of cars. Simplified installation permits the 
flexible and underfloor ducts to be easily and economically 
installed anywhere. Floor plates conceal and protect tube 
from damage. No tripping or handling heavy tubes. Entire 
tube disappears within duct. Permits exhaust testing while 
in operation. Employees work better, feel better! Leading car 
dealers depend upon CAR-MON. 


WRITE FOR 
DETAILS 
TODAY! 





cago, vice-chairman, and Donald T. 
Maentz, vice-president of Associ- 
ated Truck Lines, Grand Rapids, 
Mich., chairman of the planning 
committee. 


Highlight of the meeting was an|~ 


appraisal of industry selling meth- 
ods. Addressing the group, Robert 
L. Toolin, general traffic manager 
of the Great Atlantic and Pacific | 
Tea Co., said that his company 
utilizes all forms of carriers and) 
pays an annual transportation bill 
of $158,000,000. 

He said A & P uses a large fleet 
of common and contract carriers. | 
Toolin explained the requisites im- 
portant in all motor carrier sales- 
men and emphasized the import- 
ance of courtesy and _ incidental 
services performed by carrier em- 
ployes. 


Sales Up, 60% 


For Trailmobile 


CINCINNATI.£-A 60 percent im- 
provement in sales during the first 
quarter of this year over the same 
1949 period was reported here by 


George M. Bunker, president of 
Trailmobile Co. 
Bunker said first-quarter sales 


this year amounted to $9,635,134, 
compared with the 1949 first-quar- 
ter figure of $6,041,209. He credited 
part of the improvement to the in- 
creased tonnage being hauled by| 
motor transportation industry this 
year. 


Watkins Opens Lot 
Watkins Motor Co. (Buick-Chev- | 
rolet), El Paso, Tex., has opened a| 
second used-car lot at the corner of | 
Mesa Ave. and Yandell Blvd. It has 
had one lot in operation at 415 W. | 
San Antonio St., across from the} 


company’s headquarters. 
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Contractors everywhere 
are buying where they 
can do the best. As one 
contractor recently re 
marked: 

“After weighing all of 
today's factors of price, 
quality and performance | 
bought Anthony Dump Bodies 
and Hoists . . 
less.” 


. they cost me 


For prices on equipment to meet 
your specifications it will pay you 
to call your Anthony distributor 
Quick delivery from stock. Write 
for name of your Distributor. 











‘ANTHONY 


et 


ANTHONY CO., Streater, Iilineis 
Dept. 201 
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Highways & Safety... 





Trained Drivers Show 
Low Accident Rates 


By Tom Hewitt | 
Staff Writer 

GTUDENTS who have not taken 
‘/ driver training are involved in 
four to seven times as many acci- 
dents as those 
who have taken 
the course, state 
surveys reveal. 


Vermont 
checked 209 stu- 
dents who took 
driver training 
and were granted 

last year and 209 





licenses 
who had not taken the course but 


their 


also received their licenses last 
year. 

The survey reported that of 
those who took training, four 
were involved in accidents but 
none was convicted of violations, 
while 29 of those not trained 
were in accidents with 10 con- 
victed of violating traffic laws. 
A similar test on a broader scale | 
was conducted in Delaware, where 
it was shown that performance of 
untrained drivers is about four 
times poorer than that of the 


trained. 


o * 2 


SAMPLING of the records of 
2,200 young drivers in Dela- 
ware was divided into two equal 
groups—those who had enrolled in 
training and those who had not 
been instructed. | 
It was found that 252—or 22.9 
percent—of the untrained were in- 





Monopoly Charges 
Denied by duPont 
In Chicago Court 


CHICAGO.—Denial of all charges 
in the government’s complaint al- 
leging conspiracy and monopoly 
through relationships with General 
Motors Corp., U. S. Rubber, Ethyl 
Corp. and other firms was filed 
here last week in federal district | 
court by attorneys for E, I. duPont 
de Nemours and Co., its subsidi- 
aries and three members of the 
duPont family. 

GM is withholding its reply pend- 
ing a court ruling on its motion | 
to dismiss government charges. | 
U. S. Rubber plans to file an 
answer by May 15. 

DuPont denied the government 
charges that it conspired with GM, 
U. S. Rubber and other companies 
to establish “closed, guaranteed, 
noncompetitive” markets for their 
products, and that members of the 
duPont family maintain virtually 
complete control over the company 
bearing their name or General 
Motors. 

The answer stated in part that 
“duPont denies it is controlled by | 
any person or group of persons | 
other than its stockholders and | 





|} auto dealers are greatly responsible 
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‘Ford of Canada 


| 


volved in mishaps, in contrast to 
the 57 — or 5.1 percent — of the 
trained group. Five times as many 
of the untrained had been arrested 
for traffic violations. 


These views are shared by Eu- 
gene J. Fanning, supervisor of 
driver education for the Massa- 
chusetts registry of motor vehi- 
cles, who said recently: 

“In three states—Delaware, Wis- 
consin and Ohio—where such stud- 
ies have been made, results indi- 
cate that trained drivers have from 
40 to 50 percent fewer violations 
and traffic accidents than untrained 
drivers.” 

These findings show that educa- 
tion of teen drivers pays off in 
savings of lives and property, And 





since they have presented over 
$6,000,000 worth of cars to the pro- 


gram. 
* * + 


Danger Hour 
4 to 5 P. M. Brings 
Most Mishaps 


The hour between 4 p. m. and 5 
p. m. was the most dangerous time 
to be on Arkansas highways in 
1949, the annual report of State 
Police Director Herman Lindsey re- 
veals, 


Traffic accidents totaled 291 in 
that one-hour period last year, and 
the largest number of fatal acci- 
dents during the year also occurred 
at that hour. During 1948 the larg- 
est number of accidents took place | 
between 7 p. m, and 8 p. m. 

Most accidents occurred last year 
on dry, straight and level concrete 
highways, in clear weather and in 
daylight hours. The report attrib- 
uted the majority of all accidents 
to carelessness on the part of the 
driver. December was the worst 
accident and fatality month of the 
year. | 

* * * 


Wyo. Traffic Deaths Gain 


Faster Than Volume 


Wyoming traffic fatalities are in- 
creasing more rapidly than high- 
way volume, according to the state 
highway department. 

While traffic volume for the first 
three months of 1950 was 26 percent 
above that for the same period of 
1949, the increase in fatalities was 


41 percent, the figures showed, 
* + . 





Agreement Plan Backed 
In an attempt to cut down “teen- 
icide,” traffic deaths caused by 
teen-age drivers, Houston high 
schools and parent-teacher groups 
have endorsed a campaign to get 
students and their parents to sign 
safe-driving contracts. 
* * + 
Ontario Cracks Down 
All police forces throughout On- 


|}rane and Gregory G. Kew continue | 


duly elected directors and officers|tario (Canada) have been ordered 


in accordance with its charter and|to seize the car of any motorist 
bylaws” or that General Motors | charged with drunken driving and 


and U. S. Rubber executives “have|to hold it until disposition of the 


responded readily to any influence | 
or desires of duPont either as an 
inevitable and intended conse- | 
quence of the operation as a bonus | 
plan or otherwise.” 


Also pointed out was that dis- 
counts allowed on items purchased 
from duPont by GM were regular 
straight volume purchase discounts. 





case. | 


Marquette at 500 Again 


MINNEAPOLIS. — Marquette 
Mfg. Co. will maintain its welding 
and battery charging service for 
Indianapolis Speedway racers again 
this year, President H. J. Lange 
announces. 


Plans Automatic | 
Shift for 1951 


WINDSOR, Ont. — Automatic 
transmissions will be available as 
optional equipment on all Ford of 
Canada cars late this year or early | 
in 1951, according to President | 
Rhys M. Sale. 

He told shareholders at their| 
annual meeting here last week that | 
the Canadian auto market was ex- 
ceedingly brisk, and that while 
there may be some leveling off, it | 
would not shrink to anything like 
prewar dimensions. | 

Ford of Canada’s ability to sell 
currently is limited only by its 
ability to produce, Sale said, but he 
warned that it was strictly a home 
market with little hope of higher 
exports for some time to come. 

Shareholders elected two new di- 
rectors and reelected six others to) 
the board. 

Theodore J. Emmert and Del S. 
Harder are the new directors, while | 
Henry Ford II, Ernest R. Breech, 
Sale, Robert S. Bridge, J. M. Coch- 





on the board. 


Company officials reelected were: | 
Sale, president; Cochrane, purchas- 
ing vice-president; Bridge, manu- 
facturing vice-president; Horace H. 
Greenfield, sales vice - president; 
Kew, vice-president and treasurer, 
and Gordon G. Dewar, assistant 
secretary. 

Emmert was also elected execu- 
tive vice-president and Wallace H. 
Clark and George H. Jackson were 
elected vice-presidents in charge of | 
industrial relations and overseas | 
operations respectively. 









By Leading Automotive Manufacturer 


A PRODUCT OR LINE 
TO SELL AND DISTRIBUTE 


or to manufacture and sell to 
the automotive after-market 





WANTED 







Here is an unusual opportunity to have your product or line identi- 
fied with an established and well-known name in the Automotive field. 







e An aggressive, well-trained national sales 
force of the highest calibre. 





We offer 
these advantages 
to the right 







e Excellent standing and relationship with 
automotive trade. 


















manufacturer: 
@ Expert marketing and merchandising direc- 
tion. 
e@ Hard-hitting national advertising. 
e Manufactured by a reputable and responsible 
Your product company. 
or line must ; ; 
nee thdee @ $750,000 yearly potential sales volume. 


qualifications and 
characteristics: 


e Exclusive national sales rights for our com- 
pany. 

e@ Marketable through, and to some or all of the 
following outlets: parts wholesalers, paint 
wholesalers, trim supply wholesalers, accessory 
wholesalers, new and used car dealers, paint 
shops, body builders, fleet owners. 


Please send full particulars in your reply and address all inquiries 
to Box No. 100, c/o Automotive News, Detroit 26, Mich. 


NO CONFIDENTIAL DISCLOSURES INVITED 





Want to Buy or Sell something? Try AUTOMOTIVE NEWS WANT ADS! 


BEAW |S OUT-IN-FRONT AGAIN! 


THEN THE VISUBALANCER ' i 
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The John New 


engineering; new design; new 100 gallon per hour double 


Bean Visucleaner is new all the way! 


action pump; new burner and draft system: new coil 


they all 


simple 


and circulating system; new air-cooled gun 


idd up t new highs in operating efficiency 


Whether your steam clean 


ntinuous ae Lt) 


maintenance and economy 


JOHN BEAN 
DIVISION 


FOOD MACHINERY 


AND CHEMICAL CORPORATION 


ing work occasional operation 


erate the Visucleaner profitably 


ice) am at iWormation now 


WHEEL 


VG Vel Ges TOOLS PI 


INERS AND RRECTIOD 


WEIGHTS 





J. PAUL HARKISON CO. PRESENTS SCHOOL CAR—A dual-control Chevrolet for use in 
a driver-training course has been presented to Camp Hill (Pa.) high school by this Chev- | 
rolet firm of Lemoyne. Attending a presentation ceremony, from left to right, are: Charles | 
B. Norford, sales manager; J. Paul Harkison, president of the dealership, and P. O. Van | 
Ness, president of the school board. | 
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First Session Today on Coast... 





Regional Parley Plan 
Started by NADA 


«Continued from Page 2) 


able reception given the idea gen- 
erally, it was pointed out. 

“Timely topics of importance to 
dealers and dealer associations 
are listed for discussion on the 
agenda for each meeting,” said 
the NADA spokesman. These in- 
clude among other features, he 
added, the following: 

1, Purpose of the regional advis- 
ory councils and what they are 
expected to accomplish. 

2. Late developments in the pro- 
grams and activities of various 
NADA committees. 

3. The importance of NADA’s 
area chairman program in NADA’s 
future plans. 

4. Membership—the key to suc- 
cess in any organization 1951 con- 
vention plans. 

5. General discussion of current 
industry matters. 

NADA directors and state asso- 
ciation officers will participate in 
the presentation of the various 
subjects listed, it was stated, and 
each meeting’s program is plan- 
ned to allow ample time for thor- 
ough discussion by those in at- 
tendance. 

Today’s meeting of region 12 is 
slated for the Palace hotel, San 
Francisco, with Regional Vice-Pres- 
ident Hanford A. Crockard presid- 
ing. 

No. 1 will meet at the Parker 
House, Boston, May 15, with Re- 
gional Vice-President T. T. Penrose 
in the chair. 

No. 2 will meet in New York 
City, June 5, William Mallon pre- 
siding. The place of the meeting to 
be announced later. 

No, 3 will meet in the Penn 
Harris hotel, Harrisburg, Pa., 


May 26. Trammel Hollis will pre- 
side. 

No. 4 will meet May 13 at the 
Holly Inn, Pinehurst, N. C., Paul 
Abernethy presiding. 

No. 5 is scheduled for the Book- 
Cadillac hotel, Detroit, May 16, E. 
S. Dowd presiding. 

No. 6 is set for the Stevens ho- 
tel, Chicago, May.15, Ben T. Wright 
presiding. 

No, 7 will meet at the same time 
and place as No. 4—May 13, Holly 
Inn, Pinehurst, N. C., W. S. Ed- 
wards presiding. 

No. 8 is slated for the Nicollet 
hotel, Minneapolis, May 12, with 
J. J. Verschoor presiding. 

No. 9 is set for the Muehlbach 
hotel, Kansas City, Mo., May 24, 
R. D, McKay presiding. 

No. 10, as stated above, is not 
yet scheduled. 

No, 11 will meet May 22 in Salt 
Lake City with C. C. Freed pre- 
siding. The place of this meeting 
will be announced later. 

Along with the national head- 
quarters announcement of the prog- 
ress of the new organization set-up 
and the definite listing of 11 of the 
12 council meetings, NADA Presi- 
dent Fred Haller issued the fol- 
lowing statement: 

“We expect great things to come 
out of these regional advisory coun- 
cils, NADA has become a big or- 
ganization, and this new develop- 
ment which will have the effect of 
enlarging our official family is go- 
ing to prove, we all feel, a very 
valuable means of keeping the en- 
tire field more closely informed on 
the basic programs we are con- 
tinually promoting in the interest 
of the retail automobile dealers.” 





Great Merchandiser! 


1950 HENDERSON ; FPG 


TIRE CHANGER 


Gone are the days of crude ham- 
mers, makeshift gadgets and the 
slam-bang tire bruising techniques 
which accompanied them. The Hen- 

derson tire changer operates with 

scientific smoothness . Offers 
tire changing ease never before 
dreamed of. 


You'll be impressed as will your 
customers when they see the 
extreme care given tires. No 
beating, no marring of white 
side walls. The Henderson is 
used by all leading tire 
companies. 


¢ 150.00 f.o.b. Cincinnati, Ohio 


(West of Rockies — $165.00) 


* & & INCLUDES * *& & 


A floor bolts A valve extension 
| A tire lubricant A instruction sheet 
| & brush A parts catalogue 
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PAT. NO. 2481926 
U.S. & Foreign Pat. Pending 





HENDERSON Sxelastues... 


© Breaks both beads simultaneously 
—lower bead breaker operating 
automatically. 

© Bead breaker — none other on the 
market — revolves 360 degrees. 

© Forked tool removes safety tubes 
from safety rims—NO RIPPING, 
tool designed to PRY. 


@ Automatic centering cone and lug 
pin handles tires 12” to 17” — any 
width. 

e New instant lock on extensible 
bead breaker slides on oiled rods. 

e@ Non-climbing blade mounts tirer 
without locking wheel down — 
thus tire slips on easily. 


BIG FOUR INDUSTRIES, Inc. 


HENDERSON TIRE CHANGER DIVISION 


Manetacturing and Sales 


5938 Carthage Ave. Dept 


H. Cincinnati 12, Ohio 
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DEALERS POSE AT PROTEGES' SCHOOL—Chevrolet dealer-sponsors of students in Chev- 
rolet'’s School of Modern Management pose for a group picture at graduation exercises. 


Cooke, Lexington, Ky.; C 


Left to right (first row): L. H. Zele, Torrington, Conn.; L. R. c. 
Applegate, Flint; Fred Huber, Pasco, Wash.; C. B. Wilson, Paducah, Ky.; Paul Skinner, 
J. Hoblitzell, Plainfield, N. J.; W. E, Billeter, 


ichita; R. G. Ross, Hamilton, Ont.; W. 
Fairfield, la. Left to right (second row): Arthur Haas and P. M. 
A. F. Pate, Peru, Ind.; M. G. Brimhall, Fergus Falls, Minn.; J. L. Anthony, Sand Springs, 
Okla.; B. G. Fulton, Brookville, Pa.; R. E. Cooley, Waynesboro, Miss.; L. E. Howe, Middle- 
town, O.; M. Epstein, Wellston, Mo.; E. M. Jones, Summerville, S. C. Left to right (third 
row): Sam Luby, Miami, Fla.; H. C. Casselberry, Lock Haven, Pa.; J. B. Shaver, Gary, Ind.; 

M. Cooke, Evansville, Ind.; |. L. Funston, Detroit; George Margulies, Davenport, la.; 
H. P. Downs sr., Morristown, N. J: C. A. Unger, Phoenixville, Pa. 


Squeeze on Chrysler Dealers 
Tightens in Southwest 


far from enough to offset the car- 
sales revenue. 

The situation in parts rooms was 
also becoming desperate with many 
dealers, and parts have been guard- 
ed as tenderly as though they were 
made of gold. 

There’s no optimism anywhere 
about quick delivery of cars now 
that the strike is settled. Most deal- 
ers in this area feel they will be 
lucky if they have cars to sell 
within 60 days after settlement. 

What is being said about the 
UAW-CIO by dealers throughout 
the southwest is strictly unprint- 
able, 

There has been a lot of talk of 
the need of a similar pressure 
group in the business to protect 
dealers, and support of Dick Price 
in his efforts to form such an or- 
ganization is heavy within this area. 


Rosenwasser, Cleveland; 





TULSA, Okla.—Chrysler dealers 
in the southwestern states are rap- 
idly getting into trouble as a result 
of the prolonged shutdown of the 
Chrysler plant. 

If the dearth of new cars con- 
tinues for any prolonged period into 
the future, it is almost certain that 
a number of dealers will have their 
backs forced to the financial wall. 

A survey of five states in this 
area shows the toll heaviest on 
small-town dealers. The strike came 
at an inopportune time insofar as 
they were concerned, for it caught 
them with low financial backing 
and too many used cars with high 
price tags. 

There have been a great many 
layoffs during the past three 
weeks also, particularly in major 
cities where big dealers have fur- 
loughed from two to five men in 
sales and service departments, 

All big-city dealers have trimmed 
staffs and services to the bone 
and a number have talked of clos- 
ing showrooms altogether and cut- 
ting office staffs as much as pos- 
sible. 

Some dealers are keeping men on 
the road trying to buy anything 
they can make a dollar on. Almost 
every big-city dealer has at least 
one man roaming from coast to 
coast, and long distance telephone 
bills leaped skyward as dealers 
sought cars from all over the U. S. | 
to bridge the gap. | 

One Oklahoma City dealer spent 
$1,500 last month on long distance 


The New 


De Luxe 
Model 


PERFECT FIT 





calls seeking cars. i 

In other cases salesmen have . Geslty 
long ago turned in their personal installed 
cars for sales to new customers. with 4 

All Chrysler dealers in the area 

have also been leaning heavily on bolts and 
their service departments for rev- rolled edge 
enue to tide them over. Classified 

advertising space and direct mail gasket. 


have been used to boost service 


Results in almost every case were 





Hudson Moves 
Margetts to D.C. 


DETROIT.—C. W. Margetts has 
been appointed manager of Hud- 
5 ,. son’s Washington 

zone, it was an- 
nounced last 








and Washington. 
The Washington 
zone distributes Hudson cars, parts 
and accessories in the District of 
Columbia, Maryland, North Caro- | 
lina and Virgina. 


Callaghan Joins Kemp 
Arthur F. Callaghan, former 
Cleveland district sales representa- 
tive of Ford, has been named gen- 
eral manager of Kemp Bros., Inc. 
(Lincoln-Mercury), Akron. 


CC. W. Margetts 


& 
Flash- 


Retails for 
discounts. 








$34.95 less regular 


3811 E. 67 STREET 





FITS ALL 1949-50 CHEVROLETS 


DEALER'S 
PRICE 


$1 "fon SET 


Complete with Chrome De Luxe 
Attachment, Bolts and Gasket 


RETAILS FOR $99... Ser 


Beautiful NEW FINLINERS now available 
for all Model 1949-50 Pontiacs. 


jobber 






SERVICE SECTION 


Tax Relief Due 
For Rebuilt Parts, 
Phones, Cafes 


WASHINGTON.—Automotive ex- 
cise tax cuts were shouldered out 
of the picture by night clubs and 
baby bottle warmers in the latest 
reductions approved by the House 
Ways and Means committee. 

Topping the list of excise tax 
slashes approved by the committee 
are the cut from 20 to 10 percent 
on night spots and removal of a 
10 percent levy on bottle warmers. 
Other reductions were listed for 
telegraph and telephone bills, travel 
tickets and coal transportation. 

Barely visible among the reduc- 


F.|tions that now total $967,000,000 


was an exemption from the 5 per- 
cent manufacturers’ tax for rebuilt 
and reconditioned auto parts. 

But NADA, calling for stronger 
dealer pressure on Congress, warned 
that “this excise burden on the 
automobile industry is destined to 
remain throughout the next fiscal 
year unless Congress can be im- 
pressed with the necessity for tax 
relief.” 

NADA warned its members that 
they must continue to preach econ- 
omy to their congressmen because 
“the cold war has caused Congress 
not only to ignore tax cuts but to 
recommend the reimposition of an 
excess profits tax.” 


Other pending federal expendi- 
tures, the association said, include 
a bill to pay Britain’s sterling debt 
to other United Kingdom nations. 

Unless businessmen contact their 
representatives, all of these proj- 
ects, unfavorable to them, will pass, 
NADA stated. 


Stephenson to Walter 


Stephenson Motors, Inc. (Nash), 
Jefferson City, Mo., has been sold 
to Roy Walter. The name of the 
firm will be changed to Walter 
Nash Corp. Walter will act as presi- 
dent; his son, Kenneth, vice-presi- 
dent, and his son-in-law, Gilbert 
Kombrink, secretary-treasurer. 








A Sure Fire PROFIT BOOSTER 







— 


ONLY GENUINE FINLINERS 
HAVE THESE FEATURES 


«High Quality and Perfect Fit 
«Molded Unbreakable Tail Light Lens 
«Chrome De Luxe Attachment 

«Can Be Painted Before Installation 


om by N. K. a hel $1719 SET _— Mounted with Four Bolts and 

anDerzee, sales asket-Furnished 

vice-president. RETAILS FOR $2975, ser *Can be Installed by Owner 
Margetts has BE SURE TO SPECIFY WHETHER eNo Welding or Soldering 

been zone mana- FOR FLEETLINE OR STYLELINE MODEL (yy. gi4:, Hond Fitti 

ger in New York, . iling or an itting 

and previously CHROME DELUXE eNo Refinishing of Fender 

held the same po- chide: ~ “emapde eNo Cracking or Peeling of Paint 

sition in Atlanta DEALER'S PRICE $5 PER SET «No Puttying—Just Paint and Install 


with Four Bolts 


JOBBERS NOTICE! 


Due to numerous requests 
we are now offering Fin- 
liners for the first time to 
bona fide jobbers. Write 
for prices. 







and dealer 





UNITED MARINE MFG. CO. 


ORIGINAL DESIGNERS 


KANSAS CITY 5, MISSOURI 
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Time Finds 78% of 


Car Purchases in Next 3 Years 


NEW YORK.—More than 78 per- 
cent of its readers who replied to 
a survey conducted last November 
said they intended to buy cars 
within the next three years, Time 
magazine reported last week. 


Thomas E. Ryan, Time mar- 
ket research manager, said that 
5,000 questionnaires were mailed 
to a nationwide sampling of read- 
ers, and that 99.52 percent of 
them were returned. 

Ryan said that 90 percent of the 


Dealers Aid Police 
In Minneapolis 
Safety Drive 


MINNEAPOLIS.—Fifty-six Min- 
neapolis automobile dealers are co- 
operating with the city police 
traffic division and Minneapolis 
safety council for the second year 
in a voluntary “Safety Lane” OK 
sticker campaign in which motor- 
ists may receive a free car safety 
check by visiting the dealers serv- 
ice departments. 

Minneapolis Automobile Dealers 
Assn. is undertaking the project 
again, following success in 1949 in 
which service business was stepped 
up considerably, as a community 
service. Cars bearing an OK sticker 
may pass through police safety 
check lanes. 

Two quarter-page newspaper ad- 
vertisements are being run in Min- 
neapolis newspapers during the 
campaign in May. A year ago the 
campaign touched off a squabble 
between dealers and garage and 
service station operators who felt 
they should have been a part of the 
campaign. 

Dealers are advertising that their 
tests are identical with those pre- 
scribed by police and given in the 
various safety lanes established 
around the city. May 10 was set as 
a deadline date though the cam- 
paign will extend through the 
month. 

According to MADA Manager 
Glenn Atcheson, the police depart- 
ment allowed the dealers to issue 
the OK stickers providing the 
dealer sent his service manager or 
assistant manager to a refresher 
course at the Dunwoody Institute 
prior to the May campaign. Louis 
Alpin of the traffic division pre- 
sided. 

Atcheson said he hoped that all 
local dealer associations in the state 
would become active in the nation- 


wide safety campaigns during May. 


L-M Launches 
Sales Program 


On Used Cars 


DETROIT. — Lincoln - Mercury | 


dealers are launching a used-car 
selling program designed to in- 
crease customer acceptance, ac- 
cording to W. A. Keller, national 
used-car manager of the division. 

“Safe Buy Used Car” will be the 
theme of the campaign and will be 
spotlighted in advertising and car 
lot displays. Signs, pylons, billboard 
displays, latticework boards, ban- 
ners and streamers are being made 
available to dealers to highlight the 
program, Keller said last week. 

Special windshield stickers em- 
phasize the “Safe Buy Used Car“ 
theme, as does the used-car war- 
ranty which will be presented to 
every buyer, he stated. 

Selling aids to assist dealers in 
-heir used-car campaign are incorp- | 
orated in the new program, includ- | 
ng a used-car inventory control | 
board, a selling kit card index file | 
and sound slide films on used-car | 
selling. | 

By use of this theme, Keller said, 
the buyer will be assured that any 
car so labeled is a good, sound buy 
and that the Lincoln-Mercury deal- 
ership is a safe, reliable place to 
purchase a good used car. 





Scott-McGraw Opens 


Seott-McGraw Motor Co., Fifth 
and Green Sts., Henderson, Ky., 
has opened. For visitors’ prizes, the 
firm awarded a $1,000 credit slip for 
the purchase of a new Buick or 
Pontiac and certificates for 300, 200 


Auto Market Survey 






Its Readers Planning 


1950-51-52 prospects planned to buy 
a new car. The average Time read- 
er, according to the survey, owns 
a car 4.4 years old. 


In 1949, Ryan added, the aver- 
age Time subscriber drove his au- 
tomobile 12,197 miles — “nearly 
3,000 miles farther than the aver- 
age U. S. motorist.” 

“He changed oil about every 
1,650 miles and got a grease every 
1,400 miles,” Ryan said. “He buys 
new tires after driving 24,600 
miles.” 

Ryan said the survey revealed 


the following other automotive | sentative dealers from every sales zone to Pontiac for a round-table discussion. 


habits among Time readers: Dintenfass, Glendale, N. Y.; Richard Becker and Raymond E. Mills, Philadelphia; Michael 


1. More than 50 percent usually Annapolis, Md.; Arthur B. Loomis, Fulton, N. Y.; 


buy premium-priced gasoline, and | Stephenson, Durham, N. C.; Frank A. O'Hear sr., 


pay 36 cents a quart or more for| Nichols, Walworth, Wis.; V. T. McMahon, St. Louis; 


oil. Only 19 percent generally buy pendence, Mo.; Leonard F. Smith, Clovis, N. M.; 
oil from an automobile dealer,| pening Oe 
while 73 percent buy regularly at 
service stations. 


2. More than half of them owned | ment. 








Do your planning with ARO—to make your lube department a 
real profit-producer! 

Whatever your requirements—for smallest to largest lube 
service operations—ARO has the modern equipment to give you 
streamlined efficiency... and stepped-up business volume! There’s 
real bring-’em-in appeal in ARO’s smart clean styling! There’s 
time-and-labor-saving performance in ARO features! And there’s 
great flexibility in the ARO complete line—everything you need 
from specialized guns and overhead reels to cabinet units and 
complete accessory equipment. This includes equipment and 
accessories to perform automatic transmission service. Aro-built 
for long-life dependability. See your Aro Jobber. 


The Aro Equipment Corporation, Bryan, Ohio. 





and 100 gallons of gasoline. 


Aro of Canada Ltd., Toronto, Ont. 


L. C. Jordan, Pittsburgh; 
: William Holmes sr., Lima, O.; D: B. Whitfield, Toledo; D. H. Raybuck, Struthers, O. 
Ensley, Ala.; R. M. Redding, Cleveland, Miss.; 
Harry A. Smith, Omaha; H. H. Fisher, 


likely to be purchased for replace-| bought permanent types, with one 
particular brand by far the most 
cars equipped with only two dif- 3. More than 80 percent used | popular. 

ferent brands of tires. Three| antifreeze in the winter of 1948-49.| 4. Only 39 percent owning cars 
brands were mentioned as the most | More than 60 percent of these users| always go back to the dealer from 


VL (fcae ah 


D. Hagan, Sherman, Tex.; Les Cloar, 


Present were: 
William Packer 


Son ‘Gaee 
N. D.; William L. Gillmor,” 
O. A. Kelton and L. 
. Windolph, 


at De Port Arthur, Tex.; 
. Macintyre, Billings, Mont.; James C. Scripture, Marysville, Calif.; $. ‘C. Kurtz, Los Angeles; 








LUBRICATING EQUIPMENT 
Also ... AIR TOOLS .. . HYDRAULIC 
EQUIPMENT... AIRCRAFT PRODUCTS 
 » GREASE FITTINGS 
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DEALERS TELL PONTIAC ABOUT SOARING SALES—This good news was brought to Sales Manager L. W. Ward when he called repre- 


Edw. 
ilden, 
ce 


; Don 
Inde- 


whom they purchased for service. 
Chain and independent service out- 
lets handle 57 percent of the serv- 
ice work, while 12 percent had no 
regular habits. 
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Ratio of Credit to Personal Income Feared .. . 





Bankers Flying Caution Signs 


|. hatbtegetg bankers are getting 
worried about the current ratio 
of retail instalment credit to per- 
sonal income. They think danger 
may lie ahead. 

Also worrying them, the bank- 
ers say, is the fact that more and 
more businesses are running short 
of working capital and finding it 
increasingly necessary to borrow 
money against accounts receiv- 
able. 

The bankers have never relished 
loaning money against receivables. 
But, they say, they are obliged to 
do it when a regular customer finds 
himself cramped. 

An increasing demand for longer 
credit terms offers the bankers no 
peace of mind either, especially 
when it is accompanied by a trend 
toward mortgages in which receiv- 
ables are used as collateral to qual- 
ify for longer terms. 

* > * 

—. activity can’t go too far, it 

is warned. Automobile dealers 
and other retail merchants who 
finance their own credit paper are 
urged to scrutinize time deals care- 
fully to keep from spreading credit 
too thin. 

On the other hand, automobile 
dealers and other retailers who 
use finance company floor plans 
and farm out their retail paper 
are also reportedly in for a 


For Gas Work 


PHILADELPHIA. For their 
contributions to the art of stabiliz- 
ing cracked gasoline, Dr. Roy G. 
Story, of Swift & Co., and Harry 
T. Bennett, of Mid-Continent Petro- 
leum Corp., have been given the 
John Scott award by the board of 
directors of City Trusts, Phila- 
delphia. 





There’s more to this than 





| must be a tightening of credit at 


thorough housecleaning. The fi- 
nance company’s expert is going 
to keep a closer watch on operat- 
ing capital and liquid ability— 
especially with regard to when 
the going may get tougher. 

Finance companies will keep 
smiling broadly at those who keep 
enough money on hand to handle 
their accounts payable within a 
reasonable time. 

Charles A. Truitt, vice-president 
of the Commerce Trust Co., says 
bluntly that instalment credit has 
been expanding faster than per- 
sonal income. He hopes, however, 
that it will expand slower in coming 
months. 

* + + 


fied id points out that in 1940, 


banks held only 18 percent of | 


all instalment paper volume but 
that they now hold about 50 per- 
cent. 

Truitt fears that the fact that 
losses on credit during the past 
five years have been the lowest 
in history may be giving the 
banking and financial industry a 
sense of false security. 

In general, bankers express the 
belief that while there may be no 
cause for immediate alarm, yet 
business should recognize’ the 
danger signals along the road. 

They say that when retailers get 
cramped for money it generally 
leads to a break in prices. Also, a 

public with less money to spend 
can absorb less merchandise even 
at lower prices. 

7 * * 


Ts bankers say there is scat- 
tered evidence of weakening in 
the granting of terms calling for 
a third down and 24 months to pay 
on new cars. 


To stem this, they say, there 


Cars using 
too much 


oil? 


meets the eye. Behind it 


is a complete Pennzoil selling program that gets you 
new customers, brings back old ones, and keeps all 
customers coming back again and again. Gets busi- 


ness for every department. 


Worth a lot of money to 


you. Call your Pennzoil distributor about it now or 


write to us for his name. 


* 


THE PENNZOIL COMPANY 


Executive Offices 
Oil City, Pa. ¢ Les Angeles 15, California 


~~ 










the source because loose credit 
spreads like wildfire once it gets 
out of hand. 

One Midwest banker puts it this 
| Way: 

“It is only a step from distressed 
accounts receivable to distressed 
merchandise. When banks and fi- 
nance companies will no longer pull 
the hot chestnuts of over-expanded 
|instalment selling out of the bus- 
iness fire, the retailer will then have 
to start converting his inventory | 





assets into enough cash to tide him 
over.” 








Dealer Reveals 
Theft Technique 


Of Accountant 


SAN DIEGO, Tex. — Oil Belt | 
|Chevrolet Co. has been swindled 
;out of $9,348.01 by an accountant 
who worked for the firm for six 
weeks. 


In an effort to warn other deal- 
|}ers, J. C. King, of Oil Belt Chevro- 
let, revealed the technique used. 
He said the man was hired without 
proper questioning. His only recom- 
mendation was a transcript from 
the University of Missouri in the 
name of James Stanley McKemy. 
It was later found out that he is 
not McKemy, and his real name is 
unknown. 

King said the accountant oper- 
ated as follows: 

“He forged my name to three 
Oil Belt Chevrolet Co. checks and 
received cashier’s checks for each. 
He deposited the checks in a bank 
at Alice, 10 miles from here. He 
had cashier’s checks made out to 
the Texas Auto Exchange and) 
opened an account at the Alice 
bank in that name. After allowing 
jthe money to stay in the Alice 
bank a few days, he withdrew it.” 

The dealer said the accountant | 
used Social Security No. 262-44-7227 | 
and later went under the names of | 
Robert A. Files and Michael T. | 
Lasater. The sheriff of Duval} 
county has a warrant for his arrest. | 


Auto Old-Timers 
Form 2 Groups 


In Connecticut 


HARTFORD, Conn.—Members of 
Automobile Old Timers in Connec- 
ticut last week organized two 
councils—a northern group with 
headquarters here and a southern 
group with headquarters in New | 
Haven. 

The formation of the southern | 
council was made at a luncheon 
on the 19th, presided over by Harry | 
H. Brown sr., treasurer, Brown &| 
Thomas Automobile Co. (Cadillac), | 
and the following officers were | 
elected: 

Harry H. Brown, honorary chair- 
man; Franklin C. Bradley, presi- | 
dent; W. C. Plumb, first vice-presi- | 
dent; George A. Martin, second 
vice-president, and Charles W. 
Bishop, secretary. 

At a luncheon at which Harry 
B. Hartley, manager, Hartford Bu- 
ick Co., presided, these officers 
were elected: 

George A. Long, president; John | 
H. O'Neill, first vice-president; | 
Harry M. Sloate, second vice-presi- | 
dent, and Henry Cave, secretary. | 
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MAINE DEALER PRESENTS DUAL-TRAINING CAR—It was given to the Livermore Falls 
high school by Wellman Chevrolet Co. in that city. Left to right: Orie Wellman, owner of 
the dealership; Stephen Griffin, superintendent of schools, and Clyde Mann, high school 
principal. 


indicated by the appellate order 
}remanding the case for a District 
|Court retrial. Or he may appeal to 
the U. S. Supreme Court. 

Emich’s attorneys had asked the 
appeals court to reconsider and to 
sustain the jury verdict and award 
iby U. S. District Judge Walter J. 
LaBuy, which was overthrown 
|March 3. At that time the appeals 


Emich Deciding 
Next Move in 


GM-GMAC Suit 


CHICAGO. Connsel for Fred 
Emich have three months to de- 
cide their next move in the former 


|Chevrolet dealer’s suit 
General Motors. 

Harold Stickler, one of Emich’s 
attorneys, said last week the future 
course had not yet been decided. 
He spoke soon after the Federal 
Court of Appeals here refused to 
grant Emich a rehearing of its re- 
versal of a lower-court decision up- 
holding his charges against GM 
and General Motors Acceptance 
Corp. 

The District Court ruled in the 
ex-dealer’s favor to the tune of 


against | 





court ruled that it found “what we 
deem major errors” in Judge La- 
Buy’s opinion. 

Attorneys for GM and GMAC 
followed by petitioning the higher 
court to sustain its reversal, and 
that is what happened. The two 
companies were represented by the 
law firm of Pope and Ballard. 


Rose Names Morrissey 


Arthur J. Rose, president of Rose 
Oldsmobile Co., 526 Central Ave., 





$1,236,000 plus $250,000 in attorney| Albany, has announced the ap- 
fees. |pointment of Walter J. Morrissey 
Emich may proceed on the line| as used-car manager. 


4NEW BOOK 





A.A.A. 
* 


A NEW BOOK giving complete information on 
the performance of 31 AMERICAN STOCK CARS 
in the 751 MILE Economy Contest from Los An- 
geles to the Grand Canyon, Ariz., 150 PHOTOS 
...CHARTS ... DRAWINGS... Articles by 
leading automotive authorities and stories by 
Automotive Editors ... TECHNICAL Engineering 
details . . . maps of route... 
everything you will want to 
know about this famous 2 day 
event. 








WORLD'S 


MOST FAMOUS EVENT! 


MOST FAMOUS ECONOMY CONTEST EVER HELD . . . See how YOUR FAVORITE CAR 
PERFORMED . . . Learn the truth about every car competing . . . Read all rules and how the 


Postpaid 


cars were rated . . . Difference between ton mileage and actual per gallon mileage . . . 
Article by SWEEPSTAKES WINNER STROPPE on how to save gas in driving. 


A BOOK EVERY MOTORIST WILL ENJOY 


AN INTERESTING TRAVELOGUE dictated by Floyd Clymer as he drove along with the con- 
testants . . . He tells every happening . . . every detail . . . every experience. Book also 
includes interesting data about colorful BOULDER DAM and GRAND CANYON NATIONAL 
PARK with unusual photos . . . Read this book and you feel that you have ridden with Clymer 
on this eventful journey and participated in the Contest. A book EVERY MOTORIST WILL 
ENJOY regardless of make of car owned. A Report that is UNBIASED and IMPARTIAL. 
Clymer has no connection with any factory and is fair to all. 


FLOYD CLYMER, Publisher 
1268 SOUTH ALVARADO STREET, LOS ANGELES 6, CALIFORNIA 


FLOYD CLYMER, MOTORBOOKS .. . Dept. DA 
1268 S. Alvarado St., Los Angeles 6, Calif. 


Enclosed find 6..........-..cscccsssssseessees (Send COD). Please send..................0.--+- 
copies of your new book on the MOBILGAS GRAND CANYON ECONOMY 
Run—Postpaid. 


ADDRESS 
MPUIET CHIE. TINY iniciscsntccapcssiecsvansanntsniinchagsbenaneigdnaiantatansmsegnboisorsiaraniseintaenenoaiiaahed ‘ 
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Shortage to Bar Record. . . 





Demand Outstripping 
Car Supply in May 


(Continued from Page 1) 


rosy everywhere, however. New- 
car sales in Houston were off 
substantially in April when 2,250 
units were delivered. In March, 
2,859 new cars were sold in that 
city. 

The Chrysler strike could be 
blamed for a large portion of the 
drop. Total sales of the four Chrys- 
ler-made cars in Houston during 
April amounted to only 34 units, 
against 137 in March, and 273 in 
February. 

+ + > 
eee of March and 
April new-car sales in Houston 
should be tempered, however, by 
the fact.that a postwar monthly 
record was set in March. 

Reports of retail deliveries dur- 

ing April by several auto makers 


Arkansas Dealers 
To Hear Haake 
And McKay 


LITTLE ROCK, Ark.—The an- 
nual convention of the Arkansas 
Automobile Dealers Assn. will be 
held at the Hotel LaFayette in 
Little Rock May 12, 

Dr. Alfred P. Haake, economic 
consultant of General Motors, is 
scheduled to speak on “What Price 
Prosperity?” 

R. D. McKay, Chrysler-Plymouth 
dealer from Wichita, Kan., and 
vice-president of NADA, will talk 
on “NADA and Your Business.” 

Dean Morley, Arkansas commis- 
sioner of revenues, will speak on 
the new certificate of title law in 
Arkansas and conduct a question 
and answer forum. 


David K. Russell, Little Rock 
Mercury dealer and president of 
the Arkansas association, will wel- 
come the visitors. Harold Sadler, 
Little Rock Dodge-Plymouth dealer, 
wili report on his activities as Ar- 
kansas director of the national as- 
sociation. 

A luncheon and election of offi- 
cers will conclude the one-day con- 
vention. 

A board of directors’ dinner 
meeting is slated for May 11. 


Berea (O.) Dealers Elect 


Ragg as President 

BEREA, O.—Wilbur H. Ragg has 
been elected president of the Berea 
Automobile Dealers Assn. 

Winfield Craddock is vice-presi- 
dent and Al Lang treasurer. Secre- 
tary of the year-old organization 
is C. A. Rozell. 








Selling Guide 


(Now in second printing, due 
to unprecedented demand) 


“John ©. Munn's "A 
Guide to Automobile 
Selling" is now avail- 
able in book form. Its 
64 pages, cloth-bound 
in handy size, are 
chuck-full of informa- 
tion every one of your 
salesmen needs to meet 
the challenges of to- 
day's selling. 

Put this book in the 
hands of your sales- 
men. Guide them in 
the techniques that de- 
emphasize the impor- 
tance of the used-car 
allowance. Each chap- 
ter is a money-maker 


John ©. Munn 


for you. 
Here are some of the chapter titles: Study 


and Experience — Bravery and Courage —| 


Plan Your Work and Work Your Plan — Con- 
centration and You — Confidence — Develop- 


ing a Clientele — Internal Relationships — | 


@ Pre-Approach — Locating Prospects — 
e Importance of an Automobile Dealer 
— It Does Make a Difference to an Owner 
Where He Buys His Car — The Automobile: 
Humanity's Most Prized Possession — Selling 
the Used Car Allowance — Pitfalls in Ap- 
Praising Used Cars — The Utility Value of 
the Used Car — Selling the Complete Finance 


Package — Keeping Owners as Customers. 
PAGES POST 
64 Cloth Bound $3.50 PAID 


BOOK DEPARTMENT 
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point to high volume during the 
month. 

While GM and Ford divisions 
have been reporting high sales for 
the past two months, they were 


joined by some of the independents | 


in April. 

Packard said April was its best 
month this year, and Hudson 
claimed a new record for the com- 
pany in the week ended Apr. 22, 
when 4,112 cars were sold. 

* + * 


ROSLEY announced a “sizeable 

back order situation exists for 
the first time in several months,” 
while Studebaker said its dealers 
“can deliver all the cars they can 
get” and “are limited only by what 
the factory can ship them.” 


That new-car sales in March 
established a new record for that 
month now seems certain. With 
reports from 28 states, which 
normally account for 53 percent 
of national registrations, a total 
of more than 465,000 new-car 
sales is predicted. 


The new-truck market also shows 
signs of continued strength. Vol- 
ume in March reached an estimated 
89,000 units, on the basis of reports 
from 31 states, which ordinarily 
account for 53% percent of national 
sales. 

New-truck sales in the first three 
months of this year have been 
slightly ahead of 1949 figures. The 
indicated total of 89,000 in March 
would be almost 2,000 units over 
the March (1949) figure of 87,165. 


Packard Sales 
. . 
Hit 1950 High 

. * 
During April 

DETROIT.—April was Packard’s 
best sales month so far this year. 
Karl M. Greiner, sales vice-presi- 
dent, said last week that Packard 
sold more than 8,000 cars during 
the month. 

“Sales have improved noticeably,” 
Greiner told 600 members of the 
company’s management group at a 
third annual dinner party. 

Greiner revealed that 8,300 per- 
sons work at the Packard factory, 
as compared with nearly 20,000 in 


retail sales and service outside the 
plant. 


“Our dealers are the direct cus- 
tomers of the factory,” Greiner 
said. “In the aggregate, they num- 
ber over 1,500 and represent in- 
vested capital exceeding that of the 
factory itself.” 


Hugh J. Ferry, Packard presi- 
dent, speaking briefly, described in- 
dustrial relations at Packard as 
being “as good as those of any 
firm in the industry—if not better.” 





Vancouver Show 


Opens Wednesday 


VANCOUVER, B. C.—Under the 
auspices of the Vancouver Automo- 
bile Dealers Assn. an auto show 
will be held at the Forum here, 
May 10-13. 

Called the Pacific International 
Motor Show, it will present a dis- 
play of Canadian, American and 
British cars. 

Clarke Simpkins, president of the 
association, has appointed A. W. 
Cruise chairman of the show com- 
mittee. Other committee members 
are MacKenzie Bowell, Lawson 
Oates, Dan McLean, Jack DeWolfe 
and Ross Baker. 





(Continued from Page 2) 

of Musical Knowledge” 
May 19, CBS-TV, “Ford 
(Ford); May 22, NBC, 
“Voice of Firestone” 
(Firestone); May 24, NBC-TV, 
“Kukla, Fran & Ollie’ (Ford); 
May 24, CBS, “You Bet Your Life” 
(DeSoto-Plymouth); May 25, NBC- 
TV, “Kay Kyser’s College of Musi- 
cal Knowledge” (Ford); May 31, 
NBC-TV, “Kukla, Fran & Ollie” 
(Ford), 


College 
(Ford); 
Theatre” 
NBC - TV, 


of a half centur 





Maine, seven; Vermont, 14; New 
Hampshire, 17; Connecticut, 18; 
Rhode Island, 19, and Massachu- 
setts, 146. 


Observers at the meeting said 
that Price’s plans were given “un- 
qualified approval.” He was de- 
scribed as a “most effective” 
speaker. 

Chrysler Corp. reportedly is rep- 
resented by 563 dealerships in the 
six New England states, who nor- 
mally sell about 6 percent of the 
corporation’s vehicle production. 

Price apparently plans to proceed 
with founding a national line group 
even though the Chrysler strike is 
over. At Boston, it was reported, 
dealers signed nearly 100 applica- 
tions and attached contributions to 
39 of them. 





* * * 


T= following Massachusetts 
dealers composed a committee 
which made arrangements for the 
Boston meeting: 

Frank H. Wing (DeSoto), Bos- 
ton; Harry B. Scott (Chrysler), 
Cambridge; Albert J. Moll 
(Dodge), Cambridge; C. Norman 
Fay (Chrysler), Boston; Myron 
Smith (Dodge), Norwood; George 
Kramer (DeSoto), Boston; Ken- 
neth Reed (Dodge), Arlington, 
and Nat Prescott (Chrysler), East 
Milton, 

Most of the dealers at the meet- 
ing, it was said, came from metro- 
politan areas. A top official of the 
Massachusetts State Automobile 
Dealers Assn. was present but did 
not speak, 

+ * + 

OHN B. QUINN, manager of the 

Nebraska association, sent the 
following telegram to Robert Deo, 
manager of NADA: 

“Chrysler Corp. dealers and 
their employes in Nebraska suf- 
fering from long-range aloof at- 
titude of Chrysler Corp. toward 
their dealers. Cooperative policy 
followed by other automotive cor- 
porations has paid off with im- 
provement of trade and general 
benefits to public. 

“Settlement of strike will not 
solve this inter-industry problem. 
Suggest NADA and other state 
automotive associations give imme- 
diate help to Dick Price of Dallas, 
Tex., in his objective to organize 
Chrysler dealers. We will.” 

* + + 


EANWHILE, the Price move- 

ment prompted the executive 
board of the Connecticut Automo- 
bile Dealers Assn. to go into session 
on the matter. 

Out of this meeting came _ in- 
dorsement of Price’s plan for deal- 
er representation with factories, 
but no backing of national 
associations. 


CATA’s executive board decided 


that a better idea would be ap- 
pointment of a “hard-hitting” busi- 
nessman to the staff of the Na- 
tional Automobile Dealers Assn. 

After thorough discussion of 
Price’s plan, the board said it 
reached the conclusion that the 
Dallas dealer’s goals could be 
better accomplished through 
NADA, rather than through a na- 
tional line group. 

CATA’s suggested “hard-hitting” 


line | 





man and executive vice-president of General Motors, who, with NHUC 
Butler, signed the citation. Center: The surprised recipient. Right: Alfred Reeves, an auto- 
motive industry veteran himself, who made the presentation while Dave Fenner smiled. ; 


Price’s Line-Group Plan 
Gaining Momentum 


(Continued from Page 1) 








SURPRISE HONOR FOR MACK'S FENNER—Presentation of a citation in acknowledgment 
of service to highway transportation. Left: Albert Bradley, NHUC chair- 


irector Arthur 


businessman, it was said, “could 
move into the Detroit picture rep- 
resenting dealers and dealers’ cus- 
tomers,” in the event of another 
strike, 

It was stipulated that the pro- 
posed NADA staff man “not be a 
dealer.” 

The CATA board said that if a 
discount battle with the factory 
ever develops, “we will need a 
strong organization man to arbi- 
trate and negotiate for us with 
the manufacturers.” 

Price left Boston with the fol- 
lowing meetings on his schedule: 
Newark dealers, May 5, and Colum- 
bia (S. C.) dealers, May 10. Chrys- 
ler dealers in Detroit, Hartford, 
Conn., and Lincoln, Neb., are said 
to have requested Price to set up 
early dates for them. 


House Acts Soon 
On Highway, 
Rubber Bills 


WASHINGTON. — The House 
rules committee has cleared for 
House action two bills of interest 
to the automotive industry—the re- 
vised Whittington version of a 
federal highway act for 1950 and 
a bill to extend for three years 
the present rubber law. 

It is doubtful whether either bill 
can get on the House floor until 
the so-called omnibus appropria- 
tion bill has been gotten out of 
the way. This means around May 
16 or 17 at the earliest. 

The existing rubber law will ex- 
pire June 30, 1950. It maintains a 
synthetic rubber capacity of 600,000 
tons a year, in operation or in 
standby condition, and sets manda- 
tory use requirements for U. S. pro- 
ducers to assure output of at least 
200,000 tons of general purpose 
synthetic and 15,000 tons of butyl 
annually. 

Automotive News last week re- 
viewed the main features of the 
proposed highway acts. 

A Senate committee is consider- 
ing the Chavez highway bill but 
no action is yet in sight in that 
chamber on the rubber situation. 


N. Y. Members 
Polled on Pay, 
Work Conditions 


ALBANY, N. Y.—Another mem- 
bership survey on backshop work- 
ing conditions and wages is being 
conducted by the New York State 
Automobile Dealers, Inc. 

The survey is being made to com- 
pile information against any future 
unionizing attempts, according to 
Claude A, Wheeler, chairman of the 
association’s employment-labor re- 
lations committee. 

The association also wants to be 
ready for appearances before gov- 
ernment agencies and legislative 
committees, he wrote members, 

Data will be kept “absolutely con- 
fidential,” Wheeler stated. A sim- 
ilar survey was made by the New 
York association in 1947. 
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» | Obituaries 





George W. Booker, 82, 


Automotive Pioneer 

JACKSONVILLE, Fla. — George 
W. Booker, 82, a pioneer of the 
automotive industry, died Apr. 25 
at his Granada home following a 
short illness. 

A native of Cass county, Mo., 
Mr. Booker later moved to Cleve- 
land, where he became chairman 
of Stearns Knights Motor Co. In 
his work he became a close friend 
of such automotive figures as Wal- 
ter Chrysler and Henry Ford. Dur- 
ing World War I he was connected 
with Rolls Royce Co. of England. 

aa + * 


Henry F. Solomon 
DALLAS. — Henry F. Solomon, 
used-car dealer here for 30 years, 
Apr. 24 at his home. 
* 


69, a 
died 
* * 


Lorenzo L. Butler 
SACRAMENTO, Calif.—Lorenzo L. But- 
ler, 71, resident and proprietor of the 
Broadway Auto Exchange for 17 years, 


died here in his home Apr. 26. 
* * * 


George E. Lyman 

ROCHESTER.—George E. Lyman, 75, a 
past president of the Automobile Dealers 
Assn. of Rochester, died here Apr. 27. Mr. 
Lyman had been secretary and general 
sales manager of the old Mabbett Motor 
Co., now Valley Cadillac-Pontiac Corp. 

* * + 


Dan G. Jacobs sr. 
GAINESVILLE, Ga.—Dan G, Jacobs sr., 
Gainesville auto dealer and a director of the 
Georgia Automobile Assn., died Apr. 18. 


* * * 
Samuel L. Smith 
SANDSTON, Va.—Samuel L. Smith jr., 
56, car manager for Richmond Motor Co., 
died Apr. 23 at his home here. 
* * * 


Samuel T. Edel 
BALTIMORE,.—Samuel Thomas Edel III, 
50, an engineer at the Chevrolet plant here, 


died at his residence. 
* * 


Roy C. Hohl 
HOUSTON.—Roy C. Hohl sr., 57, Ford 
dealer here and in Tomball, Tex., for the 
past 25 years, died of a heart attack Apr. 
23 at his ranch near ners. 
* 


Sam Wilkes 
GAINESVILLE, Ga. — Sam Wilkes, 59, 
owner of Wilkes Motor Co., here, was 
drowned recently while fishing alone on 
Chatuge lake, near spaweanse, Ga. 
* * 


W. J. Delaney 

NEW HARTFORD, Conn.—William J. 
Delaney, a prominent auto dealer in Hart- 
ford and Torrington for 22 years, died sud- 
denly at his home Apr. 21 in New Hart- 
ford. Death was attributed to a_ heart 
attack. Mr, Delaney came to Hartford in 
1927 and organized Delaney Chevrolet 
Motor Co, Later he became sales manager 
for Beeman-Griffin Motor Co. and _ then 
Johnson Auto Co, After World War II he 
founded Country Motors, Inc., in Torring- 
ton, remaining as president of the firm 
until 1949 when failing health forced him 


to retire. 


Chevrolet Races 
Past Half-Million 
Mark in Sales 


DETROIT.—Chevrolet has passed 
the half-million mark in 1950 car 
and truck retail deliveries, accord- 
ing to W. E. Fish, general sales 
manager. 

Dealers have made 541,540 deliv- 
eries to date, he says. That is 227,- 
099 units ahead of the same period 
last year when Chevrolet regis- 
tered its biggest full-year sales in 
company history. 

In the second ten-day period of 
April, 43,374 cars and 12,671 trucks 
were delivered for a total retail of 
56,045 units, Fish reports. 


New-Type Subs? 
Underwater Navy Jeeps 
Shipped by Willys 

TOLEDO, — First shipments of 
1,000 underwater Jeeps for the Navy 
are being made by Willys-Overland. 

The 1,000-vehicle Navy contract 
calls for radios and parts, and ag- 
gregates more than $3,000,000, Del- 
mar C. Roos, first vice-president, 
said last week. It is expected to be 
completed by the end of May. 

The underwater Jeeps have the 
same outward appearance as the 
civilian Jeeps. Principal differences 
are in engineering features under 
the body and hood. The Navy Jeeps 
are equipped with deep-water ford- 
ing equipment which enables them 
to operate completely submerged, 
Roos said. 

Before delivery, a sampling of 
each day’s production is given a 
rigorous underwater test. Officials 
require that the Jeep operate for 
15 minutes under water in a huge 
tank at the plant. The driver op- 
erates all of the controls under 
water. One phase of the test is 
the starting and stopping of the 
engine while the vehicle is com- 
pletely under water, 
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. 
Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Total to to 
May 6, Week, Apr. 29, Apr., May7, May 6, 
1950 1949 1950* 1950* 1949* 1950* 
CHRYSLER 21,324 307,423 95,531 
Chrysler 2,769 41,128 12,698 
DeSoto : 2,166 31,591 9,452 
Dodge ..... « 5,986 71,280 27,254 
Plymouth ............. ddeoters 10,403 alia ceeeeee 168,424 46,127 
ET. Sibidsevessosses 33,586 20,831 34,784 135,731 370,924 540,193 
Ford ... . 25,518 16,478 25,967 103,648 292,256 417,665 
Lincoln ...... 742 431 745 2,893 13,094 12,150 
BNO ooccessess scenes: 1,276 3,922 8,072 29,190 65,574 110,378 
GENERAL MOTORS . 62,856 50,616 62,221 249,566 665,929 1,002,716 
EE veiverectsseivewreriecovna ose MDE 9,086 12,039 46,533 137,935 181,024 
Cadillac ................. 2,583 1,852 2,017 7,620 30,198 28,145 
Chevrolet .... 31,139 26,051 30,570 125,052 307,656 505,227 
Oldsmobile .. 7,965 5,937 8,084 32,140 92,442 133,481 
ee seesseee Dy5AZ 7,690 9,511 38,221 97,698 154,839 
KAISER-FRAZER ...... 2,801 1,991 1,312 5,774 20,867 16,440 
ENE .0kd sstsceiboscosesevesvess 690 il 480 3,857 5,123 8,806 
Kaiser’ .................. 2,111 1,980 832 1,917 15,744 7,634 
CROSLEY ............. 172 19 163 608 4,214 2,282 
HUDSON .............. ‘ 3,034 1,486 3,177 11,516 62,595 49,149 
== 4,909 348 4,854 18,902 49,076 72,612 
PACKARD ....... 1,462 danctevie 1,466 5,880 34,201 24,223 
STUDEBAKER 6,448 5,030 6,068 22,468 73,347 99,871 
WILLYS*‘ .......... 969 488 1,091 4,260 9,330 8,243 
Total Cars, U. S. ......116,187 102,133 115,136 454,705 1,597,906 1,911,260 





?Station wagons and Jerpsters. 


*Revised. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 











Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
May 6, Week, Apr. 29, Apr., May7, May 6, 
1950 1949 1950* 1950* 1949* 1950* 

CHEVROLET ............. 9,914 8,110 10,393 41,793 159,396 166,572 
OROGLEY .................... 10 vous 4 27 155 139 
SEIED . ccssscocvesss 57 78 132 353 1,243 1,341 
DODGE .................... Fain 2,916 am veel 64,379 8,794 
FEDERAL. ........... 55 35 55 182 564 576 
ET sala tivenccieaeciesss 7,449 5,213 7,292 28,768 83,388 124,772 
ET ria heiiclacitaniiaiitaiveness 2,077 1,714 2,396 8,925 35,368 39,793 
INTERNATIONAL 2,601 2,400 2,580 10,362 52,342 38,334 
EINES /E teskcsvhbavicsenasiebcovs 224 120 278 348 2,441 3,955 
IT Titiinnhcattsehesicccotces Send 65 54 70 238 1,468 1,049 
STUDEBAKER .............. 1,048 1,476 1,111 4,251 27,922 18,895 
EEE faced 270 cates 272 1,103 3,340 4,344 
I centenscncecapeicieses ‘ 867 749 1,434 4,850 23,329 12,112 
MISCELLANEOUS 254 303 254 1,016 6,041 4,439 

Total Trucks, U. S. .... 24,891 23,168 26,271 102,716 461,876 425,115 

Total Cars, Trucks 

EE eateuticiebsstdict is entbiet 141,078 125,301 141,407 557,421 2,059,282 2,336,375 

Total Cars, Trucks 

IIR in. sttagntstsavencs 6,641 6,982 6,726 25,483 90,293 120,712 

Grand Total, 

Cars and Trucks 

U. S. and Canada. ...... 147,719 132,283 148,183 582,904 2,149,575 2,457,087 


*Revised. Misceliancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 


Chrysler Due to Push 
Output to Record 


(Continued from Page 1) 


557,421 vehicles. Chrysler’s pres- 
ence in the lineup would have sent 
the April accounting well over 
700,000, 

It is surprising that U. S. plants 
wound up the first four months of 
1950, although Chrysler was idle 
in three of them, having pro- 
duced 1,795,000 cars and 400,000 
trucks—a total of 2,195,000 units. 


That’s 496,000 more cars and only 
38,000 fewer trucks than were built 
at the same point in 1949 when all 
plants were producing. Meanwhile, 
current truck output is running 
ahead of similar 1949 efforts and 
gradually bridging the 38,000 gap. 
The return of Dodge would give} 
added impetus to this trend. | 


Despite the fact that there were 
three fewer working days in April, 
U. S. output during the month was 
less than a day off that achieved in 
March, proving that the auto in- 
dustry moved into May at a record 
pace. 

a a 
paar record pace, of course, 
represents the fruit of expansion 
programs carried out in nearly | 
every plant since the war. 


For example, T. H. Keating, | 
Chevrolet’s general manager, re- | 
ported last week that during April | 
the division’s output of cars and | 
trucks exceeded 8,000 units on nine | 
different days. One of the days ac- 
counted for 8,431 vehicles, a new 
Chevrolet high. 


Other GM divisions also con- 
tributed startling April produc- 
tion feats, paving the way for 
assémbly of the millionth GM car 
of 1950 last week in one of the 





over $225,000 in undeclared assets 
to his creditors. 

After hearing testimony that 
|Knetzer is broke and _ therefore 


* 
To Jail After 
| Should be released, Judge Briggle 
|said: “Circumstances indicate that 


Freedom Plea | ces i 
|Knetzer still has in his possession 


|_ SPRINGFIELD, Ill. — Federal|or under his control subject to his 
Judge Charles G. Briggle refused |order various funds belonging to 
to let bankrupt ex-dealer Robert L.|the bankrupt estate.” 
|Knetzer. out of jail here last week| Knetzer went bankrupt in 1948, 
because “he is apparently holding|reporting debts of more than $2,- 
back money due claimants.” | 400,000 and assets of only $181,000. 
Knetzer and witnesses testified | Most of the money is owed persons 
for four days in an effort to purge | Who deposited money with him for 


the former Edwardsville new-used- oo iets ia padllacoa eli 
car dealer of a contempt of court 

finding that has kept him impris- 
oned since March 28. Knetzer failed 
to comply with an order to turn 


‘Knetzer Returned 





AUTOMOTIVE NEWS, the Newspaper of 
| the Industry, read by everyone who counts 
|}in America’s No. 1 Industry . . an esti- 
| mated more than 100,000 readers weekly! 
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POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half teguiar 
rates, namely: 7'/, cents per word for one 
insertion or two insertions of the same 
copy at 12% cefits per word. Cash in 
advance. 





Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 









general 
25 years 
13 years with General Mo- 


AGGRESSIVE, EXPERIENCED 
retail sales manager available. 
in business; 
tors—last 12 years selling Nash cars as 


AUTOMOTIVE NEWS sales manager and dealer. Age—45 years, 
eS height —6 feet, 1-inch; weight 240 
pounds; married, good health, good hab- 





its, hard worker. Guarantee to materially 
increase any dealer’s volume and net 
profit. Specialist in used car appraising 


HELP WANTED | 











corporation’s U. S. plants. During 
April, Buick built 46,533 cars; 
Cadillac, 7,620; Chevrolet, 125,052; 
Oldsmobile, 32,140, and Pontiac, 
38,221. 

Along with an alltime high ac- 
counting of 29,190 Mercurys, Ford 
during April also built 103,648 Fords 
and 2,873 Lincolns for one of its 
better months. 

* * * | 

PRIL was K-F’s best month| 

since mid-1949, even though it 

ended with activity temporarily 
snagged, due to plans for increased 
Kaiser assembly. K-F assembled 
5,774 cars in April to bring total 
1950 output to 13,639, compared 
with 18,876 at the same point in 
1949. 

Hudson also entered May with 
schedules at a 1950 peak. Hudson 
built 11,516 cars in April, only 
1,500 fewer than in March which 
offered three more working days. 
Nash’s production of 18,902 cars 

in April failed to top a previous 
month’s accounting of 19,021 for the 
same reason. 

Meanwhile, April found a four- 
day week still the rule at Packard 
and such programming is appar- 
ently slated to continue through 
May. 

Bigger things are happening at 
Studebaker. Here, a production 
rate that has been at a record 
level for a year, was stepped up 
further last week. 

Studebaker turned out 22,468 cars 
in April. May schedules call for an 
additional 160 cars daily over last 
month’s rate. 





GENERAL AND SALES MANAGER com- 
bination needed by Buick dealer in the 
fastest growing city in the Ohio valley. 
Must be aggressive with post-war ex- 
perience and able to handle responsibili- 
ties. 150 car franchise with possibilities 
of doubling in next two years. Opportun- 


and merchandising, Will work for living 
salary and bonus. All replies confidential. 
Box 4025, c/o Automotive News, De- 
troit 26. 





SALESMANGER. 28 years continuous serv- 


ity for right man to have steady position ice, Chevrolet-Buick-Oldsmobile. Prefer 
with bonus. Mail photo with complete} GM; south, southeast or west; 150 to 
information. All replies strictly confiden- 350 dealership. Permanent. Am strong 
tial. Box 4022, c/o Automotive News, personnel closer, keen used car operator 


and efficient appraiser. Can operate busi- 
ness to make money in competitive 
market. Can train quality salesmen. Mar- 
ried, reliable, no bad habits. First time 
ad has appeared, Available now. Box 
4026, c/o Automotive News, Detroit 26. 


SALES SLIPPING OR NEED BUILDING? 
Sales executive, 34, with know-how and 
enthusiasm. Now district representative 
leading industrial rubber products manu- 
facturer, Increased volume from $160,000 
to $400,000 last three years in depressing 
market. Strong contacts with midwest 
automotive and agricultural OEM manu- 
facturers. Interested in position in Mich- 
igan or Ohio areas. Box 4030, c/o Auto- 
motive News, Detroit 26. 


Detroit 26. 


SERVICE MANAGER WANTED. Must be 
sober, thoroughly experienced in Nash 
ears and capable of taking full charge 
of service department of 400 car dealer- 
ship, serving city of 130,000 in Savannah, 
Georgia. Have been Nash distributor and 
dealer in Savannah for 17 years. Un- 
usually attractive salary for man meet- 
ing these requirements. Southern Motors, 
301 East Broughton St., Savannah, Ga. 








SALES MANAGER 
Capable of directing sales force of volume 
operation—well established in New York City 
—Hull Dobbs experience preferred but not 


absolutely necessary. Top salary and commis- BUSINESS MANAGER AND “ACCOUNT- 





sion basis. Excellent opportunity for right} An Thirty years’ experience in sales 
man, write giving full particulars. and accounting in dealerships including 
Box 4029 Ford and own dealership. Capable of 

c/o Automotive News control and supervision of costs, person- 

Detroit 26 nel, customer relations, budgets, daily 

operating control, financial statements 

> 7 and bookkeeping, relieving dealer of ad- 
SERVICE MANAGER to take complete ministrative Oa Sseonal work, Willing 


charge of General Motors service depart- 
ment now employing 17 men in service 
and body departments. Must be aggres- 
sive and thoroughly understand all phases 
of management. Steady position with 
good salary and bonus to man who can 
produce, Send photo with reply. Located 
in city of 50,000 population bordering 
the Ohio river. Box 4021, c/o Automo- 
tive News, Detroit 26. 


to locate anywhere. F. Thorling, 294 


Union St., Hackensack, N. J. - 


GENERAL MANAGER or assistant man- 
ager, 10 years’ experience in all depart- 
ments of automobile business. Married, 
two children, college education. Prefer 
location in Alabama, Florida or Georgia 
with Chevrolet or Dodge-Plymouth, 
Would like to buy into business later. 
Can furnish the best of references. —— 
e- 








GENERAL MANAGER WANTED, by old 








Box 4031, c/o Automotive News, 
established dealer with failing health, troit 26. 
‘fone of Big Three.’’ Kansas town of $F cd 


USED CAR MANAGER. Desire permanent 


25,000 population doing one-half million 


per year volume. Finest agency in town. connection with new car dealer, both 
Must buy $20,000 stock in business and post war and prewar experience and 
have the necessary ability, aggressive- 


will earn more than $1,000 per month. 
Must be well qualified to manage business 
and have clean record. Address Box 4020, 
c/o Automotive News, Detroit 26. 


ness and sound business judgment, mar- 
ried, well educated, dependable and have 
| an excellent reputation. Box 4039, c/o 
| Automotive News, Detroit 26 


seinenancgsitiiiiaaiainiaanpliniinentiams } 





SALESMEN, calling on car dealers or auto 
wreckers, to carry additional well ac- 
cepted lines of autobody hardware. Good 
opportunity. Commission. Mayflower Sales 





| DEALER RETIREMENT PLAN. Manager 
able to relieve dealer and handle entire 
operation. Salary and profit participation 
with ultimate goal of partnership or com- 





as ene 1003 Bedford Ave., Brooklyn 6, plete purchase. Willing to invest up to 
os $10,000. Twenty-five years car and truck 
experience. Now managing 500 car deal- 

ership. Prefer small ‘‘Big Three’’ dealer- 

| ship—New York, New England. Box 


4040, c/o Autoomtive News, Detroit 26 


MAN, 34 years of age with 11 years of 
automobile experience, desires sales posi- 
tion with a small car dealer with an 
opportunity to put his earnings into busi- 
ness. Write Box 4023, c/o Automotive 
News, Detroit 26. 


ATTENTION, 
MANUFACTURERS REPS 


DO YOU NEED NEW LINES? 


Antomotive News can help you by 
bringing your wants to the attention of 





30 YEARS OLD, 3 years college—General 
Motors Institute. Broad retail and whole- 
sale experience in service and sales. With 
Oldsmobile Division at present but weary 
of traveling. Desire contact with oppor- 


manufacturers. dealership. 


tunity in medium or large 
An advertisement in this section will do Excellent references. Detailed report given 
in answer to your inquiry. Box 4024, 


the trick at a nominal cost. c/o Automotive News, Detroit 26. _ 


GENERAL MANAGER. 
Chevrolet dealers in Florida. Manager 
for Chevrolet dealership in Miami since 
1948. Pre-war and post-war experience 
in management, sales and accounting. 
Age 43, married, responsible. Can fur- 
nish excellent references upon request. 
Chester I. Edwards, 262 N.E. 98th St., 
Miami Shores, Fla. Ph. 89-3914. 


17 years with 


AUTOMOTIVE NEWS 
Classified Want Ad Department 











































GM Slates Expansion 
At Two B-O-P Plants 


DETROIT.—Additions to existing 
| Buick-Oldsmobile-Pontiac assembly 
| division plants at Southgate, Calif... 
jand Atlanta, to be completed 
within the current year, were an- 
|nounced last week by James E. 
|Goodman, general manager of the 
| division. 

Largest addition will be at the 
|Southgate plant, where approxi- 
mately 250,000 square feet of floor 
|space will be erected, mainly for 
|expansion of a_ service building. 
Addition of approximately 70,000 
{square feet at the Atlanta plant 
| will provide two additional assem- 
| bly bays near the body and paint 


| 


| shops, 





ASSIFIED WANT AD DEPARTMENT 





| POSITION WANTED 


SERVICE MANAGER. Steady, reliable, ag- 
gressive. Trained in shop supervision and 
management. Capable of taking complete 
charge. 22 years’ automotive experience. 
Midwest location. References. Box 4014, 
c/o Automotive News Detroit 26. 


ACCOUNTANT-OFFICE MANAGER 
“*‘Top’' experience all phases of dealer 
operation. The right hand for the dealer 
who would like to be relieved of detail. 
Box 4015, c/o Automotive News, De- 
troit 26. 


DEALERSHIP AVAILABLE 


DEALERSHIP, Central Ohio, one of *‘Big 
Three,’’ 100 new car franchise. Finest 
and largest facilities in city of 7,000 pop- 
ulation. Large, prosperous rural section 
Will sell at inventory and lease realty 
If you want a medium size business that 
is absolutely safe, sound and profitable, 
this is it. Will stand closest investigation 
Owner retiring. Buyer must qualify with 
factory. Box 4041, c/o Automotive News, 
Detroit 26. 

DEALERSHIP FOR SALE in prosperous 
midwest community of 25,000, now han- 
dling Ford. Annual allotment of 380 
units. No blue sky. Actual inventory on 
parts stock showing 65 day turnover and 
either inventory or bulk sale on equip- 
ment, Complete organization of high 
caliber available. Box 4034, c/o Automo 
tive News, Detroit 26. 

DEALERSHIP, now handling Dodge-Plym- 
outh in southwest Texas town of 12,000 
population. Must secure factory approval. 
Box 4035, c/o Automotive News, De- 
troit 26. 

OLD ESTABLISHED DEALERSHIP, now 
handling Packard exclusively, in best 
city, central midwest population 250,000. 
Over eight hundred active owners. Well 
equipped shop and parts. Excellent lease 
on motor row. Sell at inventory, approx- 
imately $35,000 to qualified buyer. This 
is and always has been a money maker 
A rare opportunity. Box 4036, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP, now handling Studebaker. 
Eastern New Mexico trade territory 
25,000. Must take lease, qualify with 
factory, 100 new units last year. Inven- 
tory value approximately $24,000. Box 
4027, c/o Automotive News, Detroit 26. 


PROMINENT AUTOMOBILE BUSINESS, 
3 agencies in Western Pennsylvania City, 
population of 35,000-65,000 trading area. 
Profitable, medium size, well established. 
Fine well equipped building at reasonable 
rental, overhead low enough to operate 
profitably into days competative market 
Will sell all complete stock, Owner sell- 
ing on account of ill health. Box 4025, 
c/o Automotive News, Detroit 26. 

DEALERSHIP—One of the leading inde- 
pendents, located in Southern Ohio, in 
thickly populated area in new building 
three years old, floor space 7,000 feet. 
This is a very attractive building and 
will be sold equipped or not equipped 
For information write Box 183, Mason 
Ohio. 

CENTRAL CALIFORNIA. Established, well 
equipped business, now handling Chrys- 
ler-Plymouth, 1949 sales over $300,000. 
Priced below actual value. $10,000 plus 
parts inventory at cost; furniture and 
fixtures less depreciation. Excellent op- 
portunity, demands action, H. C. Finley 

-Broker, 2030 E, Walnut, Pasadena, 
Calif. 

LONG ESTABLISHED, widely known, 
profitable truck dealership, road service 
and garage. New building, excellent lo 
cation, best equipment. No debts. Owner 
retiring Terms. Rare opportunity. L 




















G. McIntire, Broker, Elkhart, Ind 
DEALERSHIP FOR SALE, now handling 
Packard. Adjacent to Indianapolis, low 
rent, favorable lease, fully equipped 
service station. Owner retiring. $4 000. 
Wonderful opportunity. Box 4018, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 
EXECUTORS, ESTATES, aging, tired or 
sick owner of good 100-125 car Chevrolet 
deal. Town 3-10 thousand, Honest value, 
no blue sky. Excellent bank, personal, 
factory reference. Confidential. P. O. Box 
354, Margaretville, N. Y. 


FORD. ould like 175 to 350 Ford fran- 
chise in Southeastern quarter of the 
U. 8., including Texas, Oklahoma. Re- 


plies confidential. Box 4007, c/o Automo- 
tive News, Detroit 26. 

GM DEALERSHIP WANTED. 150 to 400 
car contract in central or south centra 
states. All replies confidential. Box 4008 
c/o Automotive News, Detroit 26 
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USED CARS FOR SALE 


—AUTO— 
AUCTION 


onnfijre 


DEALERSHIP WANTED 


Top Price for Florida or | 
Pacific Coast Area 
Dealership 
if you want to sell all or part of going 
declership, 150 to 300 contract, handling 
one of “Big Three" or good independent, 
in above areas, you can reply with full 
assurance that communications will be 
trected in strictest confidence. | can and 
will handle necessary items of qualifica- 
tion direct with factory if we can reach | 
preliminary agreement. 

Write freely since, deal or no deal, all 
correspondence will be returned to you. 
E. B. HEGER 
P. O. Box 233, Skokie, Hlinois 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


DEALERSHIPS WANTED 


We have quolified buyers waiting for 
desirable dealerships in all parts of the 
U. S. We particularly need additional list- 
ngs in Colifornia, Texas, Florida, Michi- 
yon, Ohio, Indian and Illinois. Also want 
metropolitan deals in the New York, Phil- 
adelphia, Boston, Chicogo and Los Angeles 
areas. Confidential handling assured. 


AUTODEAL BROKERS 


Room 2453, One North LaSalle Street 
Chicago 2, Illinois 


Johnson Tex Rickard 


Auctioneers 


Jos. E. 


AUTOMOBILE 
AUCTION 


28 Miles From Moore Loop 
Yq Mile East of IMinois State Line on Route 30 
EVERY FRIDAY — 11 A.M. 
175 Car Average 
We have actually sold an average of 93 
cars per sale since the day we started. 
Strictly Wholesale 
Dealers Buy — Dealers Sell 
GEORGE LAWSON and BUD FENNEMA 


Owners 
Dutch Stuart, Auctioneer 














WANTED—Chevrolet dealership in Ala- 
bama, Florida or Georgia. 30,000 to 40.- 
000 population. Send complete details. All 
replies will be held confidential, Reply 


Box 4032, c/o Automotive News, De- 

troit 26. ti 

81IG THREE DEALERSHIP WANTED Dyer Auto Auc n 
within 75 miles New York City. Ham-| PHONE 4111-4051 DYER, INDIANA 
mond, 54 Riverside Drive, New York, Res. Lansing, Ili. 730 or 107R 


N. Y. 


FORD, CHEVROLET or DODGE dealership 
wanted in Indiana, Ohio, Michigan. 100- 
200 unit contract preferred. Box 4033, 
c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 

AL PENNSYLVANIA small car 
monopoly, can become distributor also 
boats, motors, used cars, Overhead nil 
$8,500 includes property. Box 4019, c/o 
Automotive News, Detroit 26. 


DEALER SERVICES 


INVENTORY SPECIALISTS, Parts and 
accessories inventories taken accurately, 
economically and quickly in Michigan. 
Illinois, Indiana, Ohio, Pennsylvania and 
New York. Talbot's Automobile Dealers 
Inventory Service, 4690 Newport, Detroit 
13, Mich. Phone Valley 2-9377. 


USED CARS FOR SALE 








WHEELING ILLINOIS 


AUTO AUCTION 
Every THURSDAY Noon 
15 miles north oe Chicago limits on Route 45 
Milwaukee Avenue—Phone 
Oldest Dealers Auction in Cook County 
(Chicago). 35 years experience in the Auto- 
motive Business. 
Al Kellum—Auctioneers—Joe Ostergrant 


Philadelphia's 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 PM. 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 


oF 








AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
| Member of N.U.C.D.A. and N.A.A.P.A. 











ATTENTION DEALERS!!! 


At Greatly Reduced Prices 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 


Excellent Bodies Good Motors 
All Cars Formerly Used for 
Cab Service in Phila. 

Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. ° PHILA., PENNA. 
SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 





LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY PRIDAY NOON 


in the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Lecated 6 miles North of Lancaster, Po. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 











5 &. ePaAaeFree*s 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
IMinois St. Phone Lincoln 5383 


K EN 


~FRUCKS FOR SALE 

FOR SALE. New Willys Fire truck, fully 
equipped. Never titled. A $4,200 unit 
sacrificed for $1,850. Will trade a late 
model car on this piece. Shaheen Motors, 
272 Broad St., Montoursville, Pa. 8875. 

| NEW FORD F- 3 parcel delivery 104” W. B. 
Oltman-O'Neil body. Dealer's net. Roy F. 

| Martin, Wooster, Ohio. 





15 N. 





INDIANA'S 
OLDEST 


Auction = Auction 


HELD IN A BIG HEATED BUILDING IN THE HEART OF DOWNTOWN 


INDIANAPOLIS, INDIANA 
EVERY WEDNESDAY — 12 “,%" 


CARS Pass Through ° O/ Sold to Good 
150 to 200 the Auction Block 85 7” to 90 Oo Sette Buyers 
MAKE YOUR RESERVATIONS NOW! Call Lincoln 7447 
BRING YOUR CARS EARLY! 


DEALERS ONLY 
When Buying or Selling . . . Your Wise Choice Is 


CLARKE AUTO AUCTION 


1125 N. MERIDIAN ST. 











TRUCKS FOR SALE 


PARTS TRUCK FOR SALE. 1949 Chevro- 
let, two ton, two speed with 12 foot Van 





body complete with steel part bins, 
heater, etc. Painted your color. $2,500. 
Kahn Chevrolet Co., Butler, Mo. 





TRUCKS WANTED 


WANTED—LATE MODEL F-7 or F-8 Ford 
truck with good Holmes wrecker equip- 
ment. Model W-35. Write Robinson Auto 
Sales, 1200 Peck St., Muskegon Heights, 
Mich. 


WANTED. Auto transport semi-trailers. 
Quote make, tire size, condition, capacity 
and iowest cash price. Box 4037, c/o 
Automotive News, Detroit 26. 


PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 


Parts. . « Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 











NEW GENUINE FORD Model ‘‘A’’ and 
“T"’ fenders, running boards, radiator 
shells, headlamp rims, and various parts 
for the above, Evans Auto Co., Phone 
48, Murphy, N. C. 





KAISER-FRAZER PARTS 


Largest stock of Genuine K-F Parts and 
Accessories in the Mid-West 
Engines 

Fenders, Doors, 
Parts 

Large or small, we stock them ali 
Same-day service to you 


GAMBS-HOLMES MOTOR CO. 
K-F Parts Distributor 
302 Grand Avenue 
Tel. 8-1048 
Des Moines, lowa 


Grilles, Hoods, Body Panels 











ATTENTION 
} ow wort DeSoto, Dodge, Plymouth dealers. 
Cc + us for hard- -to-get parts. We might 
ion them. 
Butcher Auto Sales 
DeSoto-Plymouth 
Clearwater, Florida 
PARTS WANTED aol 
WANTED—Hood top panel 1950 Dodge 
4-door. Can use 1949 model. Dunham 
Motors Corp., 376 Meeting St., Charles- 
ton, 8. C. 
NEW LINES WANTED 
PRODUCTION ITEM LINES WANTED. 


Chicago manufacturers agent, established 
17 years, now covering manufacturing 
plants in Illinois, Indiana and Wisconsin 
is looking for one or two good production 
items to sell automotive and farm trac- 
tor makers. Not interested in jobber or 
maintenance items. Address Box 4010. 
c/o Automotive News, Detroit 26. 


DISTRIBUTION!!! Large wholesale dis- 
tributor in central gulf states wants to 
add certain new automobile products to 
its line. Exclusive territory only, active 
sales force now in operation, Tell us 
what you have to offer. Box 4038, c/o 
Automotive News, Detroit 26. 


TRUCK EQUIPMENT WANTED 


WILL PAY CASH for good used wrecker 
equipment. Harold C. Howard, Inc., 
Dallas, Texas, 


SHOP EQUIPMENT FOR SALE 


ATTENTION CHRYSLER DEALERS!!! | 
Only a few left—order now. Approved 
parts control desks. Saves you $§§. Im- 
mediate delivery, $57.50 each. Sperber 
Mfg. Co., 1815 Trombly, Detroit, or your 
MoPar field man. Write for circular. 





WHEEL BALANCING can be a means of | 
quick easy profit. A new quality wheel | 
balancer only $24.50. Send for free in- 
formation. Clinton Sales Co., Box 577, 
Rochester 2, N. Y. 


Stewart Warner whee! balance 
Nearly new 


FOR SALE. 
model No. 7051 complete. 
Cost $385—priced at only $225. F.O.B 
Butler, Mo. Will ship C.0.D. Kahn Chev- 


| 
| 
| 
! 
| 
| 
rolet Co., Butler, Mo. | 
! 
! 
‘I 
! 
| 
i! 
| 





| 
The Dealers’ Market Place! | 


BUY IT! 
SELL IT! 
TRADE IT! 
HIRE HELP! 


Through 
AUTOMOTIVE NEWS 


Classified Went Ads 




















SHOP EQUIPMENT WANTED MISCELLANEOUS 
—— | 
WANT TO BUY used Kerrick portable oil| AUTO SEAT COVERS, 





convertible tops, 


burner steam cleaner, model COED headlinings. Custom tailored made to 
Please state price and condition of measure for 1936-1950 cars. Catalogue 
cleaner. McEleney Motors, Inc., 21-25 materials on request. Boston Big Buck 
Main Ave., Clinton, Iowa, Products Co., 278 Cambridge St., Boston, 


Mass. 
years."’ 


‘‘Distinguished creations over 20 


| 


ANTIQUE CARS FOR SALE 
Packard| ENGINE REBUILDING — Crankshaft 


TRULY REMARKABLE CAR. 


V-12, model 1507, convertible coupe. grinding and metalizing. John P. tas 4 
Perfect mechanical condition, paint and Motor Co., Inc., 300 Commerce 
top like new, Has four new U.S. Royal Lynchburg, rginia. 


master whitewall tires, and two excellent 
spares. Priced at $2,500 F.O.B. Knox- 
ville, Tenn. P.O. Box 1375. 





TWO 1931 CORDS. One rumble-seat con- | 
vertible in running condition but needs 
work. One complete motor and chassis 
for spare parts. Build one out of two 
with some tires, work and little money. 


We Proudly Present... 
The NEW V Type 





Best offer over $225. 8S. G. Bracken- 
wagen, Brooklings, South Dak. M oO T oO ‘ M A T i Cc 
MISCELLANEOUS 
NEW IMPROVED MopeL| TOW - GUIDE 
Automatic (1951) BraKinGs Trade Mark—Patented 





Tows and Guides Motor Cars 
$32.50 


WRITE TODAY FOR LITERATURE 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICHIGAN 


Complete with Controlled seoncust 554* 
Guide Cables & Brake Hook-Up 
“AY 


- DEAL $100.00 


$295.00 
Protecto Covers .._.. $6.95 


Tailor Made, lots of 6 $5.95 
Army, Carrying Bag $1.00 


Surplus 
RED ARROW — TOW GUIDE 
FULTON — VELVAC 
WE STOCK PARTS 


$4; 7 


EXCISE 
TAX INCL. 


FACTORY 
NET 





QUICK-TOW, Bumper- 
to-Bumper Tow Bar . . 





WANTED 


Tow Bar Sales Company AUTO LITERATURE 


Exclusive Factory Distributors ai Smith's “Marketing of Used Automobiles” 
ay Nites: “ saan FTC's “Report on the Auto Industry” 
40 SO CLINTON ST., CHICAGO 6, ILL Write Box 3879 


c/o Automotive News, Detroit 26 


Denver: KE 2323 — Los Angeles: OL 9782 





UNUSUAL OPPORTUNITY 


FOR AUTOMOBILE SALES EXECUTIVE 
On Sales Manager's Staff of Hudson Motor Car Co. 


Here is an attractive opening for highest-type sales executive. 
Must have recent experience as automobile zone manager or 
manager of factory branch, and must be familiar with all phases 
of a zone office operation. 





The man who qualifies will receive attractive compensation and 
a responsible position on the Sales Manager's Staff. Please do 
not answer unless you meet the specific experience qualifications. 
Apply in writing to C. A. J. Hadley, Sales Manager, Hudson 
Motor Car Company, Detroit 14, giving complete outline of ex- 
perience, age and marital status. Enclose snapshot if possible. 
No interview can be given in advance of this information, and 
your reply will be held in strictest confidence. 











THE TUESDAY SALE — 11:30 A.M. 
FORT WAYNE AUTO AUCTION 


—DEALERS ONLY— 
(in the Heart of the Nation) 


Phones: E “i309 


OUR ONLY GUARANTEE: YOU MUST BE SATISFIED 


WEBSTER-MARKER MOTORS, INC. 


324 W. Main St. Ft. Wayne, ind. 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [[] 
for which check is attached [[] or send bill ([] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





ORR RRR ER EERE EEE EEE HEHEHE EHH EEE HEHE EEE EHH EERE EEE EERE 


ee ER ——————— 


TRADE CONNECTION: 


Truck Dealer [) 
insurance [] Financial (1) 


Manufacturer [] 
Supplier [ 


5-8-50 








- 
' 
i 
' 
: 
: 
; 
: 


HUDSON DEALERS HAVE 


SALES 


Get your share of 
this business! 


aoe market for 6,000,000 a long list of other exclusive design and 


Here’s What the Buyers Find 


new cars in 1950, according to the 
latest surveys. And better than half of 
these buyers are logical prospects for 
Hudson dealers! 
To the famous Super and Custom Com- 
modore Series, Hudson has now added 
the sensational, new lower-priced Pace- 
maker. This brings the advantages of 
“The New Step-Down Ride” to the lower- 
price field for the first time—and gives 
the Hudson dealer a market coverage of 
better than 51%! 
Thus, Hudson supplies every motoring 
need, from that of the economy-minded 
family that wants something “just a little 
better” to that of the buyer who will have 
nothing but the finest. 
And every Hudson, regardless of price, 
offers “The New Step-Down Ride”—plus 


performance features that make Hudson 
the most talked-about car in the industry! 


You can step up your sales and profits 
NOW by selling “The New Step-Down 
Ride” in the biggest, busiest market of 
the year. Sales are booming, and Hudson 
dealers have their biggest opportunity to 
go to town with the only exclusive, non- 
competitive motor-car values in the entire 


field. 


Do YOU want better business in *50— 
and after? Would YOU like a franchise 
that helps you grow :and make more 
money? Then—write, wire, or phone Mr. 
C. A. J. Hadley, Sales Manager, Hudson 
Motor Car Company, Detroit 14, Michi- 
gan. Find out NOW how you can 
approach—and interest—at least half the 
motor-car buyers in your area! 


* One half the estimated market. 


a 


as NOW...3 GREAT SERIES 
‘| Lower-Priced Pacemaker + Famous Super ® Custom Commodore 


in Hudson—and Nowhere Else! 


MOST ROOM! Every Hudson, 
e regardless of price, 


has more room inside than any other car in any price 
class, because of Hudson’s exclusive, far-ahead 
construction. 


BEST RIDE! Hudson’s unique design 
e gives it the lowest center 


of gravity of any car; Hudson has a wonderful new 
way of going, entirely different in comfort and 
stability! 


SAFEST! Hudson’s recessed floor, within 
e the Monobilt body-and-framet, 


puts passengers inside the massive base frame, entirely 
encircled and protected by steel girders. And there’s 
a long list of other safety features, found only in 
Hudson! t Trade-mark and patents pending. 











